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When you say Webster 
to your customer 





New York — San Francisco — Pittsburgh — Chicago — Philadelphia 


ee ay 


he knows you are selling 


him the best 


Stock MultiKopy now and fit your 
customers for satisfaction. Fill out 
the coupon and let us tell you about 
the Definite Selling Plan and the 
Webster Way to bigger and better 
business. 


F. S. WEBSTER COMPANY, Incorporated 
338 Congress Street, Boston, Mass. 


, F. S. Webster Company, Incorporated 

338 Congress Street, Boston, Mass. 

Gentlemen: Kindly tell me about the Webster Way and 
the Definite Selling Plan. 











Cleveland 
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fOFFICE APPLIANCES is a news and tech- 
nical trade journal, serving the entire industry 
ef office equipment. It covers the manufacture 
and distribution of office machinery, office de- 
vices, office furniture, office supplies and the en- 
tire range of commercial stationery. Its com- 
prehensive news reports of the industry and its 
valuable special articles upon subjects germane 
to its field have given it unusual prestige. It 
serves a clientele composed of managers and 
agents for the various office machines, devices 
and supplies, commercial stationery dealers and 
many of the largest corporations in the United 


States. It also reaches some dealers in fifty-four 
other countries who deal in American office 
equipment 


fADVERTISING RATES upon application — 
only articles of office equipment or directly re- 
lated products eligible. 


{SUBSCRIPTION RATES payable in advance, 
in the United States and its possessions and 
Mexico—one year, $2.00; two years, $3.00. Can- 
ada—one year, $2.50; two years, $4.00. Foreign, 
all countries in the Postal Union, the equivalent 
of $3.00 American gold for one year and $5.00 for 
two years. Remittances may be made by per- 
sonal checks, drafts on New York or Chicago, 
Postoffice or Express Money Orders, or in Amer- 
fean Postage Stamps or Currency, if sent by 
registered mall. 


{The ownership of OFFICE APPLIANCES is 
vested solely in the officers of the company. No 
person, firm or corporation, either directly or 
indirectly connected with the business it repre- 
sents, has any share in its ownership or voice 
in shaping its policy, which has in view at all 
times the best interests of the field it serves. It 
aims to discuss all subjects fairly, and to fur- 
nish its readers reliable information concerning 
the progress and development of the office ap- 
pliance industry. It will answer any questions 
germane to its field to the best of its ability, 
and it asks its readers in all parts of the world 
to ald it with inquiries and suggestions, to which 
it will give prompt and earnest consideration. 


{CHANGE OF ADDRESS. Subscribers may 
have their mailing addresses changed as often 
as desired. In ordering such changes it is 
necessary that both old and new addresses be 
given. 


fCONTRIBUTIONS are invited upon any topics 
of interest to this trade. Al! accepted manu- 


scripts will be paid for at space rates. Unac- 
cepted manuscripts will not be returned unless 
postage is enclosed by the sender. Corres- 


pondents should give their names and addresses. 
which will be withheld from publication if 
requested. 


fvEntered as Second-Class Matter, 
at the Postoffice at Chicago, TIil., 
March 3, 1879. 


July 8, 1905, 
under Act of 


{COPYRIGHT. Contents covered by Copyright, 
1924, by The Office Appliance Company. 


t“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C 


This Number Contains 


STATISTICAL INFORMATION—Including Patents, Export Statistics, For- 
eign Trade Information, Reports on Corporate Finance, Btc............. 
MINTINGS—A Page Devoted to Progress. .........++se+s Jeonebasee 
MORE BUSINESS THROUGH PL EASANT PEOPLE—Getting More 
Equipment Business by Citing ‘Pleasant People.” Rebyess«: for Office 
Appliances by M. B. Ainsworth. ....-ssscoctesseeebeesaeseae 
TUNING OUT “TOO HOT” SONS IN THE OFFICE EQ 
—Written for Office Appliances by Arthur L. Kincai cbgeees te 
SUCCESSFUL RETAIL MERCHANDISING—An Address ‘by Jd. . I . 
Before the Annual Meeting of the Mid-West Division, N. A. 0. O. M. 
NAMECRAFT FOR THE STENOGRAPHER—VWritten for Office Apples 
by Howard F. Barker. ........ccccscsrossccocsssesdcumeseseus igssne 
WORKS FOR SIX WEEKS WITH A FEVER OF 104—Written for Office 
Appliances by R. E. Richwitne.........--csesecesscseepesesscsnenees oese 
DIFFE _ NT METHODS THIS YEAR REQUIRED—An Interview ‘with 
R. C. Hiller by Russell J. Waldo. .......cccececccccsccnvecesese oe sesnapeds 
Editorial ss ae aceebsceceenebe paw bps t oder eee 
THE BIGGEST TAX—An Interview with Ivan Allen............- ss vaeue 
New Machines and Devices—A Review of Recent Productions in the Office 
Equipment Field 
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The Reference Form 


For convenience, readers use this form to indicate 
special attention of departments and individuals. 


Dept. or Person Dept. or Person Page and Title 


Page and Title 
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STATIONERS AND THE 
Digest of Foreign Press. 
In Other Lands. 
News and Miscellany 
Excuse Us, Please! sin 
Meetings—Dinners—Conventions 
HORDER’S, INC., OPENS SEVENTH BTORD., . icocccncsteebueven oeet es 
MESSIMORE GENERAL SALES DIRECTOR FOR PREMIER BED 
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National Association News 
Passed Away 
The Guest Book 
Sailmagundi .. 
OFFICE FURNITURE SECTION—Importance of This Line to the Station- 
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the UW, Bicecccvcececsnvs - 60006 nas 0nneeee 
Classified—-Accounting Machines, 210; Adding Machines, ‘212; Catalogues, 
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Stationery, 198; Typewriters, 206 
[280] 
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Acme Card System Co..... 184 
Acme Gold Pen Co........ 243 
Acme Staple Co............ 64 


Adams, Henry T., Mfg. Co.218 
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Adjustable Table Co....... 156 
Advance Paper Box Co... .223 


Beemer, G. J.. & Co........ 213 
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Aluminum Co. of America.164 
American Clip Co.......... 76 
American Electric Co.....230 
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American Manifold Prod- 
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Corona Typewriter Co.” 192 
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Diemer, John F., Co....... 186 
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Dixon, Joseph, Crucible Co.244 
Downey, The C. L., Co.....239 
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Dunn, John A., Co....... 135 
Duplex Onvelope Corp’n.... 79 
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Eaton, Crane & Pike Co... 85 
Economy Seat Co......... 154 
Edgewater Paper Co.......241 
Eggens-Hambler Co.......242 
Electric Window Salesman 
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Elkhart Staty. Co.........228 
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Goes Lithographing Co.... 47 
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Hammond Typewriter Corp.239 
Hampshire Paper Co....... 232 
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Hedman Mfg. Co........... 87 
ye Sera 205 
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Heyer Duplicator Co.......240 
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Ireland & Matthews........ 82 
Irish, George, Paper Co... .243 
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These advertisements present : 

the products of the leading manufacturers in 
each division of the industry. Because of the ground 
for honest differences of opinion the publishers 
obviously cannot undertake to guarantee transac- 
tions between advertisers and customers. 
do, however, offer their service in resolving any 
disagreements between advertisers and customers, 
which result from relations established 
through the journal. 
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Lincoln Rubber Key Co... .206 
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Macey Co., The —_ 124 
Manifold Supplies Co...... 45 


Manufacturers’ Typewriter 


Clearing House ..........238 
Marble, B. L., Chair Co....125 
Melind, Louis, Co.......... 229 
Metal Office Furniture Co. 
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Meyer & Wenthe ..........205 
Miller Bros. ikea ina aii 240 
Milwaukee Chair Co,....,. 137 
Mittag & Volger, Inc...... 43 
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Morden Mfg. Corp.. ..229 


Morton Manufacturing Co.242 
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Office Appliances .......248, 9 
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Q 
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Triner Scale & Mfg. Co 
Trussell Mfg. Co..... j 
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U. S. Envelope Co... 8 
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U. S. Tw. Ribbon Mfg. Co.206 
United Typewriter Exch. Co.236 
Universal Index Tab. Co 231 
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Van Dorn Iron Works Co. .123 
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Victor Adding Mach. Co 199 
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Wabash Cabinet Co 112 
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Waterman, L. E., Co 69 
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Weis Mfg. Co...... 131, 2, 3, 4 
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For the benefit of the subscribers the lines adver- 
tised are here classified. Many of the requirements 
of the modern business office are represented. 
Should subscribers be interested in any article 
of office equipment not listed here, they are cor- 
dially invited to communicate with the service 
bureau, through which the information will 
be promptly and cheerfully 
furnished. 











Adding Machines. 





Burroughs Adding Mach. Co. .252 
Peters Morse Mfg. Corp’n... 56 
Todd Protectograph Co...... 217 
Victor Adding Machine Co... .199 


Adding & Cal. Machines, Used. 
Reliable Tw. & Add. M. Corp.238 
Adding Machine Rolls & —— 


Central Paper Co ; 2. DOO 
Edgewater Paper Co . ne 
Irish, George, Paper Co......245 
Rockwell-Barnes Co..........244 

Adding Typewriters. 
Burroughs Adding Mach. Co. .252 
Elliott-Fisher Co., The......191 
Remington Typewriter Co. 46, 62 
Type-Adder Corp’n .........- 236 
Underwood Typewriter Co. 49, 74 
Back Cover 

Addressing Machines. 
Addressograph Co 44, 50, 51 
E lliott Co., The . 8&3 


Rapid Addressing Machine Co. 58 
Adhesives. 
(See Inks, Adhesives, etc.) 
Arch and Clipboard, 
American Mfg. Concern...... 81 
Globe-Wernicke Co., The..116, 7 
Yawman & Erbe Mfg. Co.138, 9 
Bankers’ Notes Cases. 
Globe-Wernicke Co The.. 
Billing Machines. 
Burroughs Adding Mach. Co. .252 
Elliott-Fisher Co., The.......191 
Remington Typewriter Co. .46, 62 
Underwood Typewriter Co..49, 74 
Back Cover 


116, 7 


Binders, Catalog and Periodical. 
American Clip Co eo 
Parrett Bindery Co -228, 231 

Blank Books. 

Adams, Henry T., Mfg. Co..218 
Boorum & Pease eer os 

Blanks for Bonds and Stocks. 

Goes Lithographing Co....... 47 
Kibn Bros. ape. 235 


Bond Boxes, 


Corry-Jamestown Mfg. Corp'n.153 


Erie Art Metal Co .. 183 
General Fireproofing Co......127 
Globe-Wernicke Co., The.116, 7 
Metal Office Furniture Co.129, 148 
Steel Equipment Corp'n......114 


Book Cases. 
BRrowne-Morse (Co. 167, 68, 69, 70 
Globe-Wernicke Co .116, 7 


Gunn Furniture Co ane we 
Macey Co. sccennevenee 
Shaw-Walker Co. ......... 119 
Weis Mfg. Co 131, 2,3 4 


Yawman & Erbe Mf 
Book Holders. 


z. Co.138, 9 


American Clip Co 5b adele 
American Electric Co........230 
Book Rings. 


Adams, Henry T., Mfg. Co..218 
Carpenter, E. W., Mfg. Co...243 


Morden Mfg. Corp'’n, The... .229 
Bookkeeping Machines. 
Burroughs Adding Mach. Co. .252 


Elliott-Fisher Co etree 191 
Underwood Typewriter Co. 49, 74 
Back Cover 
Business Shows. 
Annual Business Show Co....251 
Calculating Machines. 
Burroughs Adding Mach. Co. .252 
Calendar Pads and Stands. 
Defiance Sales Corp’n 
Calendars, Wall. 

Thorp &,Martin Co 
Carbon Papers. 

(See Ribbons and 
Card Cases. 

Improved Boehner 

Wiggins, The 
Chair Irons. 

tettcher Stpg 


Carbons. ) 


Binder Co.242 
John B., Co...239 


& Mfg. Co. ...153 


Collier-Keyworth Co igousseee 
Chair Pads and Cushions. 
Economy Seat Co ..14 
Fox, Geo. E., & Co oe 150 
ees ceeee Ge” WD. . «wae tities 78 
Polar Mfg. Co : > owe 
Chairs. 
Conant-Ball Co she ..144 
Conrades Mfg. Co ee 
Crocker Chair Co. eannee oe 
Derby, P., & Co., Inc o> se 
Gunlocke, W. H., Chair Co..162 
Heywood-Wakefield Co.......160 
Johnson Chair Co errr 


Marble, B. L., Chair Co.. 125 


Milwaukee Chair Co .137 
Ges Ge... <iad 66006 6n52- oo ke 
Superior Furniture Co.. .149 
Taylor Chair Co., The.......108 
Toledo Metal Furniture Co..152 


Check Protectors and Writers. 


BIAVER ccc csecscccess . 243 

Hedman Mfg. Co............ 87 

Todd Protectograph Co - 
Check Sorters. 

Kohlhaas Co., The 214 
Checks, Stamped Metal. 

Meyer & Wenthe ... oo OD 
Clips, Paper. 

(See Paper Clips.) 
Coin Bags and Wrappers. 

Downey, C. L., Co., The .. 2388 
Copyholders. 

American Clip Co. 76 

American Electric Co - 230 

Premier Bed Co 


Copying Devices. 
Yawman & Erbe Mfg 


Costumers. 
Conrades Mfg. Co ..156 
Erie Art Metal Co .183 


Furnas Office Furniture Co...148 

Globe-Wernicke Co., The.116, 7 
Cuspidors. 

Aldrich Mfg. Co.. 157 

Cordley & Hayes .2038 

Ireland & Matthews Mfg. Co. 82 
Dating Stamps. 


Melind, Louis, Co .229 
Meyer & Wenthe -+ 205 
Stewart & Co., R. A a 
Superior Type Co., The 247 


Desk Calendars. 


Defiance Sales Corp 228 
Weis Mfg. Co... 131, 2, 3, 4 
Desk Lamps. 
Guth, Edwin F., Co 161 
Desk Pads, Blotter. 
Boorum & Pease Co 66 
Fox, Geo. E., & Co 150 
Hoffman, L , 217 
Irvin, A. H., Co 78 
Sainberg & Co 20 
Desk Pads, Glass. 
Chicago Mirror & Art Gl. Co.158 
Fox, Geo. E., & Co 150 
Polar Mfg. Co. 155 
Ravenswood Office Spec. Co. .146 
Sainberg & Co... .200 
Desk Pads, Linoleum. 
Wagemaker Co. . - 122 
Desk Pending Letters Holder. 
American Clip Co.... ee) 
Desk Trays. 
American Electric Co . . 230 
Barbee Wire & Iron Works. .163 
Fox, Geo. E., & Co ‘ 150 
General Fireproofing Co .127 
Imperial Methods Co . 136 
Macey Co., The... avohune 
Shaw-Walker Co. . a» mg De 
Weis Mfg. Co. oo 2 4 
Yawman & Erbe Mfg. Co 138, " 
Desk Work Distributors. 
Fox. Geo. E., & Co 150 
Horn, W. C., Bro. & Co . 239 
Irving-Pitt Mfg. Co 75 
Sainberg & Co , » suo 
Desks. 
Art Metal Construction Co.106, 7 
Auto. File & Index Co.. .161 
Pentley & Gerwig Furn. Co. .128 
Byron Desk Co sone 
Central Mfg. Co .1638 
Clemetsen Co 145 
Corry-Jamestown Mfg. Corp. .153 
Dietz, The J. F., Co 147 
Englewood Desk Co 113 
Excello Products Corp'n 152 
General Fireproofing Co 127 
Gunn Furniture Co., The. 150 
Hoosier Desk Co a 
Imperial Desk Co 115, 161 
Jamestown Metal Desk Co. .130 
Jasper Office Furniture Co...157 
Macey Co., The.. jc 
Metal Office Furn. Co..129, 148 
Myrtle Desk Co. .160 
National Desk Co 158 
Olsen, O. C. S., Co .. 164 
Orpin Desk Co. , .. 166 
Quigley Furniture Co 148 
Rishel, J. K., Furniture Co..118 
Salisbury Pros oon eee 
Shaw-Walker Co .119 
Steel Equipment Corp... .114 
Tell City Desk Co 1865 
Van Yorn Iron Works Co....123 





Dictation Machines. 
Dictaphone Sales 
Directory Boards. 
Davenport-Taylor Co. 
Display Fixtures. 
Electric Window Salesm. Co. .243 
Duplicating Machines & Gugpaen, 
Canode Ink Co...... S4 


Corp’n..... 242 


eee, Sh is, “Sc cnc cn sanes 73 
Heyer Duplicator Co........ 240 
Jaenecke-Ault Co, EN . 242 
Peerless Ink Corp. ——— 


Envelope Sealers. 
Argus Mfg. Co.........--.-+.a® 
Reynolds Envelope Sealer Co.2% 
Rivet-O Mfg. Co : 
Standard Envelope 

Envelopes. 

Bushnell, Alvah, Co. eae 
Diemer, John F., Oo......... 
Duplex Onvelope Corp. alle 
National Fiberstock Env. Co. 
Northwestern Paper Goods Co.22 
Smead Mfg. Co., The........ 
Tension Envelope Co ‘ 
U. 8. Envelope Co 


Sealer Co. 





Erasers. 
Argus Mfg. Co..... 210 
Faber, Eberhard . vo2ge chee 
Miller Bros. ...... 
0. K. Mfg. Co... a4! 
Roberts, Weldon, Rubber Co 





Rush Eraser Co 23 
Eyelets & Eyelet Paper 1 Fasteners. 

Bates Mfg. Co.... 208 

Rivet-O Mfg. Co........... 206 

Solidhed Tack Co., The 240 
Eyeshades. 

Chicago Eyeshield Co.. 


> 
Featherweight Eyeshade Co. .24 
Filing Cabinets, Cloth Covered. 


Advance Paper Box Co . 223 
Diemer, John F., Co........186 
SS ae “aden ee 
Imperial Methods Co. ss oe 
Macey Co., The .124 
ene. £ Cie és chicos cs 209 
Filing Cabinets, Metal. 
Art Metal Constr. Co....106, 7 
Art Steel Co....... 164 
Aurora Metal Cabinet Works .154 
Bentson Mfg. Co... in 
Berger Mfg. Co., The. . .. 109 


Canton Art Metal Co., The..142 
Columbia Steel Equipment Co.159 
Corry-Jamestown Mfg. Corp. .153 


General Fireproofing Co....127 
Globe-Wernicke Co., The.116, 7 
Imperial Steel Cabinet Co....151 


Invincible Metal Furniture Co.110 


Macey Co., The... jeewe dna 

Metal Office Furn. Co .129, 148 
Shaw-Walker Co. eee 
Steel Equipment Oorp........114 


Terrell’'s Equipment Co..120, 23 
Works Co 125 


Van Dorn Iron 3 

Yawman & Erbe Mfg. Co. 138, 1) 
Filing Cabinets, Wood. 

Auto. File & Index Co...... 161 

Boston Index Card Co .148 


Browne-Morse Co.167, 68, 68, 70 


Globe-Wernicke Co., The.116, 7 
Imperial Methods Co.. ..156 
Macey Co., The...... .124 
Republic Box Co........ ..149 
Shaw-Walker Co. ... -..-119 
Wagemaker Co. .... ‘ocekue 


Weis Mfg. Co.. 
Yawman & Erbe 
Filing Supplies. 


181. 3 3 -4 
Mfg. Co.138, 


BE, Wine OOs cc cee a6 ue 
American Clip Co... : 76 
American Mfg. Concern...... 81 
Poston Index Card Co... 148 
Browne-Morse Co.167, 68, 69, 70 
Daco Guide Co........... 242 
Dunleavy Co. ..... os 153 
General Fireproofing Co......127 
Globe-Wernicke (Co. <comon 
Imperial Methods Co........136 
Invincible Metal Furniture Co.110 
Macey Co The... 124 
Oxford Filing Supply Co 149 
Price, A., & Son... . 242 
Shaw-Walker Co. P ” 
Simonson, R. A., Oo.........248 
Smead Mfg. Co., The 232 
Steel Equipment Corp........114 
Wabash Cabinet Co - 112 
Weis Mfg. Co......131, 2, 4 


Yawman & Erbe Mfg, Co.138 9 
Folding Machines. 
Paum Russell E 
Fountain Pen Name Embosser. 
Engravograph Co 204 
Fountain Pens. 


Beaumel, D. W., & Co 23! 

Conklin Pen Mfg. Co.. . BT 

Eggens-Hambler Co oc 

Waterman, L. E., Co Se 
Gold Pens, 

Acme Gold Pen Co 243 

Gaydoul Gold Pen Co 242 
Gold Stamping. 

Aigner, G. J., & Co 213 
Gummed Cloth. 

Aigner, G. J., & Co 213 
Index Card Signals. 

Graff-Underwood Co. sa 227 

Moore Push-Pin Co.......... 240 


Yawman & Erbe Mfg. Co.138, 9 





Aigner, G. J., & Co... 213 
Kand Co., The, ee......0s ce 
Universal Index Tab. Co......231 
242 


Ink 
Collins Ink Eradicator Co.... 
Inks, Adhesives. Etc. : 
Ca aE rrr 
Commercial Paste Co., Inc... 
General Ec Co 


eee ee eee 


on-Pew erles ......++ 

Hig: , Chas, BM, Ce. rece 

nford Mfg. Co.. 
Inkstands. 


Bachrach Spécialty Co....... 

General Eclipse — er 

New Martinsville Gl. Mfg. Co, 

Sengbusch 8-C Inkstand Co..211 
Inkwell Bases, 


Irvin, A. H., Co..... « ou ss Cun ree 
Key 
Adams, Henry T., Mfg. Co...218 
, Law Books and Number. 
Aigner, G. J., & Co.........213 
for Pencils. 
Amer. Lead Pencil Co....... 48 
Faber, A. W., Inc...........240 
Schaefer Novelty rH | 
Letter Distribu 


tors. 
Bristow, Stanley R...... 


oos0at 
Imperial Methods Co...... oa 
Kohlhaas Co., The..... ivecepeee 


Terrell ipment Co..120, 237 
errell’s u ent Co.. » 
Lene tae ee ee 


J 
Adams, Henry T., Mfg. Co. .218 
Barrett Bindery Co.....228, 231 
Boorum & Pease Co......... 

Chicago Binder & File Co... .231 


Everlok Binder Co........ 187, 8 
Weta OR \scincssces oobeton 
Irving-Pitt Mfg. Co....... oa 
Plew & Motter Co........ «+ +282 
Sheppard, C. E., Co........ . 77 
Stationers, L. sh an ies on von 
Tenacity Mfg. Co. ee 
Trussell Mfg. Co......... viene 
Wilson-Jones, L. L. Co......195 
Workman Mfg. Co........... 232 
Map . 
Graff Underwood Co..... 
Moore Push Pin Co........ . 240 
Matched Office Suites. 
Macoy Ge.,°:DeBss<stachaccaue 124 
Rishel, J. 5 Mise Furniture Co. .118 
Memo 
Wels Miz. Co bomen 131, 2, 3, 4 
Zion Institutions ............ 233 
Moisteners. 
Arges Mie. Oo. 06:53. es .. 210 


Rivet-O Mfg. Co..... . 226 

Sengbusch we Inkstand Oo. .211 
Numbering Ma: 

American a Mach. Co.. 68 

Bates Mfg. Co..... . 208 

Roberts Numbering Mach. ‘Co. 185 
Oil, Office Machine. 


Clarotype 1 QA ES ee ee 233 
Defiance Sales Corp'n........ .228 
Morten BIG. 00... 6. s.0<0004 .242 
. Figuring (Ruled, Plair), 
Boorum & Pease Co......... 
Pails, Fibre. 
Cordley & Hayes ..... ties . 203 


Paper. 
Sorter, Cc. H., & Sons, ane. > 
Eaton, Crane & Pike Co... 





Esleeck Mfg. Co..... ‘ 

Hampshire Paper Co.......... 

Weston, Byron Co......... . 
Paper Clamps. 

American Clip Co..... oak cane 76 


Bankers Clasp Co......../.. 240 
Esterbrook Pen Mfg. Co..... 219 
Noesting Pin Ticket Co......243 


Van Valkenburg, L. D....... 236 
ys Clips. 

merican Clip Co........... . 76 
Aswes Fee. Gi. is i.caeebere 210 
Collette Mfg. ©o........... oo an 
Graff-Underwood Co. ..... -- S27 
Meee Bite: Ces. 60c8 sc0wsts . 67 
Noesting Pin Ticket Co......248 
OG, Be Mee OSs. Nei cise 
Rockwell-Barnes Co....... 


Tip Top Mfg. 
Treiber-Cahill Co. 
Weis Mfg. Co...... 
Paper Fastening 
Acme Staple Co...........- 64 
Pump Paper Fastener Co. :) 214 





Compo Corp’n ........ - 230 

Defiance Sales Corp’n.. . 228 

Eveready Mfg. Co........ .+ +224 

Ievie, Alex @., 'O0..<.vsvin . 73 

Rivet-O EE re” .226 
Paste, 

(See Inks, Adhesives, etc.) 
Patents, 

Siggers, .E. G.......: as baoen 241 
Pen and Pencil Clips. 

Argus Mfg. Co..... Sis ae cae 210 

Defiance Sales Corp....... 228 

Megs MGs; Ces, .riicvtoar 67 

Van Valkenburg, L. D...... . 236 

Waterman, L. E., Co........ 60 
Pencil Sharpeners, 

Auto. Pencil Sharpener Co... .243 

Collins Ink Eradicator Co... .242 


jraff-Underwood Co. ........227 
Pencils, Cedar, 

Amer. Lead Pencil Co...... . 48 

Dixon, Joseph, Crucible Co. ..244 





os ame 


az: 


ee we ee 




















Faber, Bherhard ..........-. 202 
OU. B. Poemell Oo............. 225 
Thin 
Conklin Pen Mfg. Co......... 57 
Hoge Mfg. Co.......-.+005+ 67 
Faber, Eberbard ............ 202 
i Whenddvecccicses 240 
Pons, 
——— Pen Mfg. Co......219 
Hunt, ©. Howard, Ben Co.>, .224 
Miller i paedee peoubeuees 240 
Shirley Per Co............-- 24% 
Turner & Harrison Pen Co...236 
Shading. 
Be « OO. cc ccccccs 240 
Picture 
Moore Push-Pin Co..........- 240 
Crescent Brass & Pin Co..... 197 
Defiance Sales PBeccdewe 228 
Pin Tickets. 
stons, Aypewriter. Co......243 
Amer. riting Machine Co... 70 
Ames Supply o..........--- 216 
Postal 
Hanson Bros. Scale Co....... 238 
Pelouze Mfg. Oo.........++- 237 
Triner Sales Co.............- 241 
Triner Seale & Mfg. Co...... 213 
British Stationer ..........- 198 
SE MED. cccceocovrceees 246 
Barrett Bindery 228, 231 
Bates Mfg. Co...........+++- 208 
Boorum & Pease Co...... . 6 
Chicago Binder & File Co 251 
Defiance Sales Corp’n........ 228 
Rivet-O Mfg. Co...... 226 
and Die-Cutting Machines. 
Nelson, ©. R. & W. A., Inc. .242 
Push-Pin. 
Moore Push-Pin Co......... 240 
Ribbons and Carbons. 
Mi Mc gob nccsp Goceenss 234 
Amer. Manif. Products Corp. .222 
Ault & Wiberg Co....... 190 
Buckeye Ribbon & Carbon Co. 198 
Columbia Rib. & Car. Mfg. Co.201 
Cooper Carb. Coated Paper Co.2%1 
Crown Ribbon & Carbon Co...224 
Manifold Supplies Co........ 45 
Mittes & Voelger ..........:- 43 
Neidich Process Co..........216 
Old Town Ribb. & Carb. Co. .219 
Peerless Carb. & Ribb. Co. ..245 
Phillips Ribbon & Carbon Co.247 
Snelling & Son...... 242 
2) Sa 220 
Union Ribbon & Carbon Co. .227 





U. 8. Typewr. Ribb. Mfg. Co.206 

Webster, F. 8., Co...... .2, 218 
Rubber . 

Faber, Eberhard ...... .202 

Vuleo Rubber Fabrics Co wan 
Rubber Stamps. 

Melind, Louis, Co..... .220 

Meyer & Wenthe ...... 205 

Stewart, R. A., & Co... 247 

Superior Type Co., The 247 


Superior Type Co.. The val is 
Second- Office Machinery. 
Chicago Safe & Mdse. Co 

Ingram, W. Scott. 


Reliable Tw. & A.M. Corp. : 
Box ' 


Weis Mfg. Co Wessend 131, 2, 3, 


ng. 
General Fireproofing (Co.... 
Fg m teon Wo Co. .120, 
Dorn Iron Works (Co. 


silence, Ei Hans #.. 


eee Raster Co 
K —? re 
Stamp % 
Standard Stamp Affixer (o 
Pads. 


Mun-Kee Products Corp’n 
Peerless Carb. & Rint. Co 
Stewart & Co., R. A..... 
Superior Ty *Co., ‘The: 


Colonial Engraving oa 

Stamplex Corp’n ............ 
Stands for Machines. 

Adjustable Table Co 


Premier fa 


American Mfg. Concern. 81 
it Boxes. 
General Fireproofing Co..... 127 
Invincible Metal Furn. Co....110 
Bafes. 
General Fireproofing Co......127 
Globe-Wernicke Co.. The.116, 7 
Hall's Safe Co........... 162 
Macey Co., The ...... .. 124 
Metal Office Furn. Co...129, 148 
Schwab Safe Co...... .140 
Shaw-Walker Co. caewe 119 
Steel Equipment Corp’n. .....114 
Van Dorn Iron Works Co 23 
snomes « ras y Mfg. Co.128, 9 
Seals, Notary Corporation. 

Melind, Louis, Co............ 220 
Meyer & Wenthe ... .. 205 
Stewart & Co., R. A. 247 

247 
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Stapling Machines. 


Acme Staple Co......... seen ee 
Compo Corp mn .. ccc eceecccces 230 
Defiance Sales OCorp’n........ 228 
Hotchkiss Sales Co..........- sO 
Irvin, Alex H., Co....... as OO 
Stationery, Embossed, Engraved. 
American Embossing Co..... 228 
Kithn Brothers ......+..--«++. 235 
Wiggins, John B., Co. werrrr 239 
Stationery Cabinets. af 
General Fireproofing Co... ...127 
Imperial Methods Co......... 136 
Macey Co., The...........--- 124 
Terrell's Equipment Co..120, 237 
Weis Mfg. Co...... 131, 2, 3, 4 
Stencils. > 
Meyer & Wenthe............. 205 
Stenographers’ Note Books. 
Boorum & Pease Co......... 66 
Elkhart Staty. Co..........- 228 
Rockwell-Barnes Co. .......- 244 
Stylographic Pens. 
Beaumel, D. W., & Co.......235 
Faber, Eberhard ...........+- 202 


Swinging Typewriter Stands. 
American Writing Mach. Co.. " 


Weis Mfg. Co...... 131, 2, 3, 
Tables. 

Corry-Jamestown Mfg. Corp.152 

Furnas Office Furniture Co....14% 

General Fireproofing Co...... 127 

St. Johns Table Co........... 47 
Tags. 

Noesting Pin Ticket Co...... 245 
Telephone Accessories. 

American Electric Co........ 230 

ey Oe on cos é posted 208 

Colytt Laboratories ...... .-227 

Fairfield Mfg. Co....... eee Bal 

Hushaphone Corp. ........... 8 
Thumb Tacks 

Dt Pt, UWiasdeocsceece . 

Moore Push-Pin Co...... ...240 

Noesting Pin Ticket Co.......245 

Solidhed Tack Co... o- 80 
Time ay wy ond Recorders. 

Joslin, A. Mfg. Co........241 

Melind, 44%, nak <6ee « .229 

Thompson Time Stamp Co... .258 
Type, Typewriter. 

Ames Supply Co......... oa 


Typewriter Cabinets. 
Se “m= Gi » cedcee< anal 
Toledo Metal Furniture Co. .15 
Typewriter Cleaning ooaan. 
Hahn, Arthur W..... - 241 
Morton Mfg. Co........... ~ »242 
Typewriter mame Material. 
SOONS DO. oscsscccese 
Beeneem Bee. Obs eccccoss 
Webster, F. 8., Co. 
Typewriter Cushion Keys. 


Lincoln Rubber Key Co..... .206 
Munson Supply Co...........215 
Peerless Key Co......... oe aoe 


Speed Key Mfg. Co......... 
Typewriter Cushion Knobs & Feet 
Ames Supply Co.......... 5 
Azora Rubber Co......... 
Lincoln Rubber Key Co. 
Nielson Supply Co...... 
Typewriter Paper Jogger. 


Kelley-Mennes Mfg. Co.......239 
Typewriter Parts. 
Ames Bupply Co.......... .216 


Typewriters, New. 
American Writing Mach. Co.. 70 
Corona Typewriter Co....... 192 
Demountable Typewriter Co .212 
Hammond Typewriter Corp. ..239 


Oliver Typewriter Co.......196 
Remington Typewriter Co.46, 62 
Royal Typewriter Co........1% 
Smith, L. C., & Bros. Tw. Co. 54 
Smith-Premier Tw. Co......207 


Underwood Typewriter Co.49, 74 
Back Cover 


Woodstock Typewriter Co....255 
Typewriters, Rebuilt. 

American Writing Mach. Co.. 70 
(ieneral Typewriter Exchange .210 
Mfrs. Typewriter Cle. House .238 
Regal Typewriter Co.....55, ¢ 
Rellable Tw. & A. M. Corp. .2: 
Shipman-Ward Mfg. Co 
Smith Typewriter Sales Co...212 
Typewriter Emporium , 
United Typewriter Exe hange. 
Wholesale Typewriter Co. 


Ventilators, Office. 
Chicago Mirror & Art Gl. Co. .158 


Visible Index Systems. 





Acme Card System Co.......184 
Be GE'S othe eens wees on . 
Wardrobes. 


Furnas Office Furniture Co 148 
Terrell's Equipment Co. .120, 227 
Waste Baskets. 
Rarbee Wire & Iron Works. .16% 
Cordiey & Hayes...... . 25 
Erie Art Metal Co...... 183 
General Fireproofing Co., The.127 
Invincible Metal Furniture Co.110 
Macey Co., The....... eT 
Metal Office Furn. Co....129, 148 
Natl Vulcanized Fibre Co... .157 


Peerless Wire Goods Co...... 165 
Water Coolers. 
Cordliey & Hayes......... . -208 


Writing Sets. 
Dixon, Joseph, Crucible Co. ..244 











WANTS and 
FOR SALE 


SITUATIONS WANTED 


MR. PRESIDENT, GENERAL MANAGER OR SALES MAN- 
AGER, HERE IS AN OPPORTUNITY FOR YOU TO OBTAIN 
AGGRESSIVE SALES REPRESENTATION PACIFIC COAST. 

An aggressive, energetic, loyal, resourceful and competent 
sales executive is giving up a position as sales manager to act 
as district manager on the Pacific Coast, or as sales agent in 
San Francisco or Los Angeles for some meritorious office ap- 
pliance, or would entertain the proposition of distributing two or 
three non-competitive lines in Oregon, Washington, California, 
Idaho, Utah and Nevada. 

This man is in a position to finance himself and buiid up a 
selling organization in the above mentioned territory. He has 
had ten years’ experience in the marketing of high grade office 
specialties, understands how to train and where to get Office 
Appliance Salesmen that will produce and be satisfied; pos-— 
sesses the ability to assemble, build up and direct a loyal, 
efficient business personnel. 

Just under forty, his best years are ahead. He is thoroly 
conversant with the distribution of office appliances, tech- 
nically trained, convincing talker, of marked initiative and 
eager for responsibilities, possessing that something which se- 
cures and holds men’s confidence. 

After preliminary arrangements by mail, a personal interview 
can be arranged in Chicago or some other eastern city, if neces- 
sary. Address X-112, care Office Appliances, ( *hicago. 

YOUNG MAN with fifteen years’ experience Commercial Sta- 
tionery Field wants traveling position with manufacturer or 
jobber. Thoroughly familiar with Blank Books, Loose Leaf 
and general supply lines. Address K-20, care Office Appliances, 
Chicago. 

MAN 34 years of age, with sales” ability and eighteen years’ 
experience in the Stationery and Office Equipment business as 
salesman, buyer and manager, would like to represent good 
progressive manufacturer on road. Can furnish highest refer- 
ences. Address L-28, care Office Appliances, _Chicago. 
AMERICAN—45—Fifteen years’ experience as sales manager 
of high grade office appliances—appointing local representatives 
in large cities and handling all their sales and mechanical 
instructions. Also compiled all advertising and instruction 
manuals. Familiar with every large commercial center in the 
country. Seeking executive position with going concern where 
this experience will be valuable. Address R-21, care Office 
Appliance es, Chicago. 


~ STORE AND SALES fh MANAGER WANTS POSITION 


IF YOU HAVE AN OPENING for a successful, energetic 
store and sales manager, thoroughly experienced in office sup- 
plies and office equipment, and in addition, especially experi- 
enced in loose leaf, machine bookkeeping, vertical and visible 
filing, and if you have a good proposition to offer, address N-45 
care Office Appliances, _ Chicago. 





























SALESMEN WANTED 


SALESMEN: Sell a om in Virginia and North Carolina 
territory. 3. A. Carnegie, 726 East Main Street, Richmond 
Virginia. 
GOOD SIDE LINE for salesmen calling on Stationers Write 
Graphic Co., Box 76, Station V, New York City 
SALESMEN to repre sent factory. Line of Metal Office Spe- 
cialties on commission. State experience and territory covered. 
Currier Mfg. Co., Minneapolis. 

SALESMEN to represent manufacturer of loose leaf specialties 
on commission basis. State territory desired. Everlok. Binder 
Co., 41 Union n_ Square, New York. 


SALESMEN: Sell Rand Visible Indexing and Elliott Address- 
ing Machines. G. A. Carnegie, 726 East Main Street, Richmond, 
Virginia. 
WANTED—Salesman for steel office furniture and supplies 
Openings on the road and in the city Address P-38, care 
Office Appliances, Chicago. 
WANTED—City Salesman “experienced in selling office sup- 
plies. Good opportunity for right man. Send references. Ken- 
drick-Bellamy Stationery Co., Corner 16th and Stout, Denver 
REPRESENTATIVE IN CHIEF to train and follow corps of 
salesmen. Experienced Carbon Paper man preferred Excep- 
tional opportunity for right man Address H-28, care Office 
Appliances, Chicago. 
OFFICE APPLIANCE SALESMAN—Excellent side line seller— 
something new and original, used wherever salesmen are em- 
ployed. Small pocket sample. Quick sales. Liberal commis- 
sion to live wires. Address V-23, care Office Appliances, Chicago 
WELL KNOWN and old established Adding Machine Company 
wishes to get in touch with high grade men to represent them 
in their Eastern Territory. Must give references. Box S-59 
eare Office Appliances, Chicago. 
SHAW-WALKER DEALERS have openings in their sales force 
for several good experienced filing cabinet salesmen. If inter- 
ested write us, giving salary expected and what part of the 
United States you prefer. Shaw-Walker Company, Muskegon 
Mich. 
SALESMAN WANTED, who are regularly calling on office 
supply and stationery dealers. I have a new side line of unusual 
merit that pays a generous commission on first and repeat 
orders Write, stating territory covered and lines you are 
now selling. C. C. Harris, Orange, Mass ; 
OLD WELL ESTABLISHED MANUFACTURER of carbon 
papers and inked ribbons requires the services of salesmen to 
place their line with dealers. Only experienced men with clear 
records and first class following will be considered. State terri- 
tory you _are familiar with. All replies strictly confidential 
Address 0-18, care Office Appliances, Chicago : 

(Continued on Page Foilowing.) 
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WANTS AND FOR SALE, CONTINUED FROM PRECEDING PAGE. 


SALESMEN WANTED 


SALESMAN—Selling Stationery Trade, to handle Rubber Stamp 
and Toy Stamping Outfits. Side line. Standard Stamp & 
Stencil Works, 120 Fulton Street, New York City. 

CENTRAL NEW YORK TERRITORY open for live-wire office 
supply and equipment salesman. Knowledge necessary of the 
following lines: Safe-Cabinet, Shaw-Walker Filing Equipment, 
Irving Pitt Loose Leaf Products, A. B. Dick Mimeograph, Hor- 
rocks Desks, Taylor & Gunlocke Chairs and other office equip- 

















ment. A very lucrative connection can be made by a live- 
wire. Address M-26, care Office Appliances, Chicago 

at e. “FOR SALE as 
ELLIOTT-FISHER billing and bookkeeping machines bought 


Gilmore Co., 508 S. Dearborn, Chicago. 
Adding Mac kines and Elliott-Fishers —_ 


Abbit Typewriter Co., 38 E. 23rd St., New 


and sold. Maloney, 


TYPEWRITERS, 
sold and exported. 
York City. 

A LIMITED NUMBER of sliding door oak sectional cases made 
especially for displaying typewriters Every one brand new. 
Can be purchased at bargain prices. Address W-21, care Office 
Appliances, Chicago. 

ADDRESSING 
ers, envelope 
machines, multicolor 
price Pruitt C ompany, 











machines, Multigraphs, duplicators, letter fold- 
sealers, mailometers, check writers, dictating 
ee a about half the manufacturer’s 
170-H North Wells, Chicago. 
NEW TYPE-SETTING AND RE-DISTRIBUTING MACHINE 
for Multigraph Work. Rights to manufacture and sell offered. 
Very simple and efficient machine for Government Departments, 
Banks, large Business Houses, etc., also for use by Printing 
establishments in the preparation of pamphlets, circulars, pro- 
grams, etc. Address R. Poliakoff, 709 Sixth Avenue, New York. 


BUSINESS OPPORTUNITIES 


FOR “SAL E- —Controlling Interest in Office and Bank Equipment 
Corporation in fastest growing City in Kentucky. Further 
information address A. S. Doty, Ashland, Ky. 

FOR SALE—Oid established printing and office supply business 
in Central Missouri Making money but will sell at a bargain 
for cash because ow ners A ge too many other interests taking 
their time. Address T-27, care Office Appliances, Chicago 
FOR SALE—A first na typewriter business, established three 
years in a city over 200,000 with stock of over one hundred 
and fifty (150) machines of all makes, nickel plating plant, etc., 


good rental business. interested, address J-25, care Office 
Appliances, Chicago 

CARBON PAPER, typewriter ribbons and office supplies, a 
manufacturing and sales business in New York City, many 


years established and profitable, with good list of customers 
here and abroad, for sale account illness of owner. The Engi- 
neering Business Exchange, 30 ¢ ‘hure h St., New York City. 

FOR SALE—An interest in one of the most desirable type- 
writer businesses in the United States, to a salesman of good 
reputation and ability in management, and ambitious to become 
sole owner. Should have a few thousand dollars capital: not 


because I need it, but to insure permanent interest Other 
investments requiring part of my time only reason for this ad. 
Established 13 years in growing city of over 100,000, well de- 
veloped Royal and Corona agencies A real a that 
will stand strictest investigation. Address -D-22, care Office 
Appliances, Chicago 


BUSINESS OPPORTUNITIES. 
MANAGE R—To an experienced man — small capital ee 
y 





will take management of our office =) pe and equ 
department we will pay liberal salary = 

to connect with the company which will be C3 

ness is small but has exceptional opportunity for development. 
Big university, stone and furniture industries. No com- 
petition in city or county. Present owner, who will iano 
time to selling printing and stationery, can _ 

business alone now. Must act at once. Wan 

Protestant, married man. Write for further a toruaneiaan 

ing fully your qualifications. References ex 

R. W. Van Valer, Printer and Stationer, Bloomington, Ind, 


AGENCIES WANTED 


for office appliance in New York City. 
Established concern. Prefer B. or articles with advertis- 
ing. Address P-40, care Office Appliances, Chicago. 
MANUFACTURERS AGENT is looking for fast ‘selling office 
specialties, filing devices, office furniture and 
on commission basis. Factory to consumer. 5 Suse 
Agent, 1128 Bates St., Grand Rapids, Mich. 

A SPANISH SALESMAN with established trade in Latin- 
American countries, representing United States manufacturers, 
desires connections with another manufacturer or two of sta- 
tioner’s supplies. Address Manue! Valladares, cafe Iron Clad 
Ribbon & Carbon Company, 100 Grand Street, New York. 


AGENCY for one office apeten pilance J In Rich- 











DESIRE AGENCY 














HAVE HANDLED 





mond, Va., for last five years. have m etc. 
I want to add more lines. Want work for awn “° what 
have you to offer? Address X-110, care Office Appliances, 


Chicago, IL 

IN NORTHERN CALIF. an established organization wants to 
represent an Eastern Manufacturer. Five years’ ex ence 
in this territory selling either direct to consumer or to dealers. 
Can give good, clean, aggressive representation on Fos 
commission basis. Write The F-H Co., Rialto 

Francisco. 











a AGENTS “WANTED 


AGENTS in all prince ipal cities to sell our complete line of fan 
folded and interfolded forms for Underwood and Elliott-Fisher 
Billing Machines. Fine opportunity for pees up steady 
income. Helps you get other business. May in con- 
junction with typewriter supplies. Continuous Form Printing 
Co., 367-369 Park Ave., Brooklyn, 

WE HAVE A FEW OPENINGS for exclusive general agents 
in valuable territory to sell the most popular line of 
machines on the market. Universally advertised and distribu 
Liberal commission. Write stating full qualifications in 
letter. Standard Envelope Sealer Mfg. Co., Revere Bilvd., 
Everett, Mass. ile 

GENERAL AGENCY DISTRIBUTOR wanted in each City to 
organize and maintain a crew of agents to sell direct to con- 
sumer, a fast-selling line of Modern Office Specialties. Splendid 
opportunity for reliable and capable party. Address E-168, 
care Office Appliances, Chicago. 

MANUFACTURERS OFFICE APPLIANCE want more dealers. 
Some territory still unassigned. Machine used in all kinds of 
business—steady, profitable supply trade. Address T-26, care 
Office Appliances, Chicago. 
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New 


Underwood Typewriter Company, 
ware). 


York. N. Y., a corporation of De 
1,489,801. ‘Calculating machine, 
Trinks, Brunswick, Germany. 
1,489,855. Ty ewriting machine. Jesse 
A. B. Smith, Stamford, Conn. (ass r 
to Underwood Typewriter Company, New 


, 7 chappij voor Handel en Industrie, Am- ‘ork, N. Y., a corporation of laware). 

Copies of any one of the patents re sterdam, Netherlands). oe 1 1 489,924. 3 ee ee 
ferred to below can be obtained by send- 1,489,186 Fountain pen Edwin T. Bump, La Crosse, Wis. 
ing twenty-five cents in stamps to E. G. bade o. Nee Bars ogee N. ¥ wi 1,490,045. Fountain pen. Py msed 
; ae . r Tr ,489,2 ountain pen accessory. il- Taril, C vy, 2 , nada. 
Siggers, patent lawyer, Suite 33, N. U. liam A. Hartline, Midland, Mich. et ge ey John 
Building, Washington, D. C., and men- 1,489,224. Typewriting machine. Jesse 4 Barr, New York, N. ¥. (assignor to 
tioning Office Appliances. A. B. Smith, Stamford, Conn. (assignor Remington Typewriter Com ny. ion, N. 

1o Underwood Typewriter C oe, New Y., a corporation of New York 

1,488.519. Typewriting machine. George York, N. Y., a corporation of Delaware) 1,490,098. Computing machine John 
A. Seib, Ilion, ! (assignor to Rem 1,489,226. Typewriting machine. John Felbel, New York. N. (assignor to 
ington Typewriter Company, Ilion, N. Y., A. Wherry, New Orleans, La (assignor to Re mington Accountin Machine Corpora- 
a corporation of New York). Underwood Typewriter Company, New tion, New York, N. "f.. a corporation of 

1.488.693. Fountain pen Frank R. Mc York. N oo a corporation of Delaware) New York). 

Intire, Yonkers, N. Y.; Elizabeth MclIn 1,489,307.. Typewriting machine. Cor- 1,490,124. Automatic pencil. Raphael 
tyre, administratrix of said Frank R. Me nelius B. Corcoran, New York, N. Y. (as- Netter, New York, N. Y., Adelaide Follet 
Intyre, deceasec signor to Underwood Typewriter Com- Netter, executrix of said Raphael Netter, 

1,488,731. Check protector. Gaylord W pany, New York, N. Y., a corporation of deceased. 

Beebe, Albany, Ga Delaware) : , : 1,490,129. Calculating machine. Arthur 

1.488, 782. Type writing machin¢« Jacob 7 1,489,462 “ ‘ heck _ holder. Floyd W. F. Poole, Kenilworth, Tl. (assignor to 
Felbel, New York, N. Y. (assignor to Schooley, Chicago, Remington pore: Machine Corpora- 
Re smington Typewriter Company, Ilion, N 1,489,489 Pencil. Howard L. Fischer, tion, New York, N. a corporation of 

. a corporation of New York). St. Paul, Minn. (assignor to Brown & New York). 

1,488,920 Typewriting machine Ed- Bigelow, St. Paul, Minn., a corporation 1,490,130. Apparatus for _ protecting 
yard B. Hess. Manhattan Beach, New of Minnesota). checks. William J. Reid, Washington, 
fork. N. Y. (assignor to Royal Type- R9 547 rer wine far eniomiat.. q? 
writer Company, Inc., New York, N. Y nein tees eee 1,490,131. Typewriting machine. George 
a corporation of New York). ceased. late of Berlin-iriedenau. Ger- A. Seib, Ilion, N. Y. (assignor to Rem- 

1,488,921. Typewriting machine. Ed many, by Anna Rauschwetter geb ington Typewriter Company, Ilion, N. Y., 
ward B. Hess, Manhattan Beach, New Bohme administratrix, Berlin-Friedenau. a corporation of New York). 

York, N Y (assignor to Royal Type Germ a aay Alfred Flater present saminte. 1,490,172. Envelope opener. Cyrus F. 
writer Company, Inc., New York, N. Y., trator of said Franz Rauschwetter de~ Hurrel, Holton, Kans. 
a corporation of New York). ceased ; Se eee ' 1,490,231. Fountain pen clip. Arthur F. 

1,489,500 Type bar for typewriters gen ed Poole, Kenilworth, Ill. (assignor to The 
Hugh C. Lord, Erie, Penna. 1.489.599. Typewriting machine. Joseph Wahl Company, Wilmington, Del., a cor- 

1,489,535 Device for the automatic B Holden, Syracuse, N. Y. (assignor to poration of Delaware). 
operation of typewriters and the like ee Typewriter Company, Ilion, 1.490.245. Mechanical pencil. John C. 
Martin Lebeis. Berlin-Friedenau, Ger- a corporation of New York). Wahl. Chicago, Ill. (assignor to The Wahl 
many (assignor by mesne assignments to 1,489,616. Typewriting machine -_ 4 Company, Wilmington, Del., a corporation 
Namlooze Vanootschap, Machina Matt Stickney, Elizabeth, N. J. (assignor to of Delaware). 
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No. 1,484,281.—Combined typewriter and computing machine; 
patented February 19, 1924, by Andrew W. Steiger, Hartford, 
Conn., assignor to Underwood Computing Machine Company, 
New by + ¥. 

No. 1,485,034.—Loose-ieaf binder, patented February 26, 1924, 
by cones Kahn of Chicago, Ili. 

No. 1,487,157.—Caiculating machine; patented March 18, 1924, 
by Max Frenz of Lichtenberg- near—Berlin, Germany. 

No. 1,487,460.—Caliculating machine; patented March 18, 1924, 
by Halvor Hansson, Christiania, Norway. 


£ ou 
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No. 1,487,676.—Caiculating machine; patented March 18, 1924, 
by Ferdinand Stemmier, runswiek, Germany, assignor to 
Grimme Natalis & Company, Aktiengeselischaft, Brunswick, 
Germany. 

No. 1,489,186.—Fountain pen; gptentes April 1, 1924, by Edwin 
T. Whiffen, New Rochelle, N. 

No. 1,489,801. —Calculating tanene: patented April 8, 1924, 
by Franz Trinks of Brunswick, Germany. 

No. 1,490,735.—Fountain pen, lever filler; patented Apri! 15, 
1824, by Willlam P. DeWitt, Somerville, Mass. 











The monthly summary of exports for March appears on page 
194 of this issue of Office Appliances. 


March Exports of Typewriters. 


United States exports of typewriters (including bookkeeping 
machines) by countries during March, 1924. In exports under 
this classification where the machine is driven by an electric 
motor, the value of the motor is included with the machine. 
By the Division of Statistics, Department of Commerce: 


Typewriters. Parts of 
Countries. Number. Number. 
Re wale ale Cos cncenéa 473 $24,851 179 $4,074 
Belgium ... eA PED 448 19,386 311 2,282 
EM coho. tac eeets cee 20 630 : - 
Czechoslovakia ............ 946 66,957 ddinn ee kn 
RE a SI 173 10,118 12 48 
SEE Bw gc bneekansed<s 24 1,017 hs yet 
TE ek hos noche case 82 4,464 3 78 
ee ee ok 2,187 126,983 4,146 9,974 
ns a> cn ddeneed sé 1,200 89,426 3,344 9.454 
Greece ..... pes al a wal 62 2,660 pre att 
ee ks ee 6.05 ae 262 11,901 8 747 
et pale cite ote « Roe 73,208 386 474 
ee en ks'n hee oc 10 185 aad 
Malta, Gozo and Cyrus Is. ti 449 ‘eee rey 
EEE 26 « w blebb6s ooe.0 639 : 545 2.575 
ads do owe Phe e'0%.0 118 44 54 
Poland and Danzig....... 230 ah 5 ial 
EEE a 50 
SS 5 
Russia in Europe..... 4 556 i mete 
SS a ; a 695 295 325 
Tess code c's ae ee: 791 698 2,015 
RES 20s 6066 o's a 517 215 1,393 
Turkey in Europe.......... 10 ee 3 Bia! * 
England ....... 2 jan Quen 10,445 10,141 
Ire ee 50 6 eae eevee 
ER $90 36,689 22,757 
British Honduras.......... 7 stk 5 ae 
i 2 45 1 
id de ne ue iat 122 1 32 
Honduras ..... 12 : 
SR 15 e 
RT 87 88 852 
peer ees 20 A 
Dit bbe he ecene08 wes 380 242 116 
Nowdoendiana and Labrador 7 
PD Sis dawchicnesecdies 5 
RES mS 17 





Jamaica ..... tt URC aoe 19 1,061 


Typewriters Parts of 

Countries Number Numbet 
Other British West Indies. 2 75 
Cuba ... Fa 159 10,127 70 199 
Dominican Republic ‘ 17 1,193 12 14 
Dutch West Indies....... 13 1,093 
Haiti sg 3 52 
Argentina . wee 838 47,261 647 971 
Bolivia .. 10 700 
a eure 654 41,114 135 105 
Chile .. . ae 360 16,722 
Colombia ; 293 14,882 27 72 
Ecuador : 13 857 
British Guiana 10 300 
Peru .. aS 230 12,299 50) 94 
Uruguay ‘ és x4 4.762 5 2¢ 
Venezuela 142 9,849 35 Re 
British India , 625 29,482 247 72 
Ceylon .... aah 3 208 61 
Straits Settlements 121 7,550 
Cee .... - 157 9,816 138 
Chosen , 1 38 
Java and Madura ; 180 7,362 
Other Dutch East Indies 3 323 
French Indo-China ‘ 5 350 
Hejaz, Arabia, et 4 123 
Hongkong ..... a 18 $90 
Japan ins : 273 18.120 12 
Persia ; , os 1 59 
Philippine Islands 259 15,739 
Siam .. ‘ l 110 
Australia 707 9,669 70 7,29 
British Oceania 4 230 
New Zealand 184 11.666 ] 99 
Abyssinia , 1 60 
British West Africa 6 300 l 29 
British South Africa 155 9,230 <1] 1 
British East Africa : 38 1,614 17 0 
Egypt ‘ 28 1,182 f 2 
Algeria and Tunis. 85 4,250 
Other French Africa 23 930 
Liberia .. = nw 7 420 
Morocco .. ’ 26 1,820 
Portuguese East Africa... 10 530 
Other Portuguese Africa. . 12 673 

le . 22,420 $1,286,714 60,107 $77.563 

Shipments to  Non-Contiguous Territories. 

Alaska . pune 34 $2,277 
Hawaii - 135 8,474 
Porto Rico ; 54 2.693 
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March Exports of Metal Office Furniture. 


United States exports of metal furniture by countries during 
March, 1924 By the Division of Statistics, Department of 
Commerce 

Safety Other 
deposit office Other 
boxes, furni- metal 
Filing cases Safes and and fix- furni- 
ountries No No lockers. tures tures 
Belgium 41 Re ee eees 
Denmark 5 150 $ 181 
Finland 50 6.118 i — 
France 79 4,961 = 00 $2,998 537 
Germany : ‘ ; 11 , 
Greece ‘ 70 6 430 1,178 
Italy 1s 914 270 
Netherlands 45 1,204 200 
Norway 2D 192 
Portugal 7 a isas | “eeeen”. wren i: Ueeaniee 
Spain 107 3,078 892 
Sweden 13 989 161 
England 512 15,397 l 102 6,347 5,373 
Scotland ; ive », 331 100 
Ireland S 289 : . ree 
Canada ‘ 325 12,430 74 890 $1,529 34 90.732 
British Honduras , 201 
Costa Rica 2 98 2 135 48 710 
Guatemala 5 362 l 28 16: 252 
Honduras 5 445 24 3,488 
Nicaragua - 2 212 1,327 
Panama 198 : $47 
Salvador ‘ ial % 571 179 2,005 
Mexico S4 1.190) 10 1,657 f) SO 11.151 
Newfoundland & 

Labrador 2 308 l 97 146 
Bermuda 2 91 4,551 531 
Jamaica F 2 106 1,027 
Trinidad & 1 

bago 1 137 7 
Other Brit. West 

Ind. ‘ ; 70 
Cuba 109 8.190 5 3 575 1.300 542 73.924 
Dominican Rep , yon l iS 924 
Dutch West Ind 4 56 1 30 111 
Haiti : 3 102 131 325 
V irgin Islan ds of 

U 1 124 65 l 
Arge nt ina 46 6,665 l 265 300 3,256 7,586 

solivia 1 30 : ; 1,155 
Brazil : 86 2,895 1 149 
Chile 121 9.344 l 105 i4 : 
Colombia 28 911 158 8,868 210 2,672 
Ecuador fs le { 206 . 199 
Peru ‘ 14 401 6 291 22 9,924 
RU: Gesscest | sae a eee ‘ 23 1,594 
Venezuela 35 953 7 342 36 360 
British India 1,467 
Ceylon 593 
Straits Settlemts , 132 
> i ‘ 18 1,048 67 105 5,870 
Chosen . ‘ 701 
Java and Madura $ 684 ‘ 
Other Dutch East 

ok: aaekens §29 
Hejaz, Arabia 

etc bv . 
Hongkong . 5 1,023 6.800 185 
Japan .. : 138 4.784 221 9,420 8,317 8,461 917 
Kw: ingtung ] 

ter : 1 7 828 
Palestine & Syria 1 146 | 500 173 
Philippine Islands 69 2,512 53 } 153 38 6,498 
Siam ‘ 16 686 : 138 ’ 
Other Asia ‘ Po 15 
Australia . 60 2,109 1 5 4130 $31 
New Zealand 17 655 200 
grit. West Africa - 78 
Brit. So. Africa 6 226 78 3,014 
Egypt . 4 486 3,853 
Liberia 28 
Other Portuguese 

Africa 5 

Total 2.805 $95,705 688 $73,867 $22,647 $35,191$208,368 

March Exports of Cash Registers and Parts. 

United States exports of cash registers and parts, during 
March, 1924 In exports under this classification where the 
machine is driven by an electric motor, the value of the motor 
is included with the machine. By the Division of Statistics, 


Department of 


Countries 


Austria 
selgium 
Czechoslovakia 
Denmark 
Finland 
France 
Germany 
Italy 
Netherlands 
Norway 
Spain 
Sweden 
Switzerland 
England 
Canada 
Costa Rica 
Honduras 
Nicaragua 
Panama 
Mexico 


Newfoundland and Lab 


Commerce: 


Cash Registers 
Number 


Parts of 


Number 


$ 366 


9 OG° 
193 


07 $ 8 
655 1,370 
294 791 

3 113 
112 170 

65 127 
296 866 

43 112 
789 1,045 

44.900 27,020 

14 5 

122 152 








Cash Registers. Parts of. 

Countries. Number. Number. 
Bermuda 2 460 116 25 
Jamaica ge a ese i eae 1 60 ones aaretke 
Trinidad and Tobago soo aaa] nl eae 16 12 
Other British West Indies 4 775 oonee don as 
Cuba ie 76 15,396 1,342 TAS 
Dominican Republic 4 1,107 370 208 
Haiti ; 4 900 vseet ovage 
Argentina 106 26,827 100 221 
Brazil 26 3,315 295 105 
Chile . 24 6,064 18 48 
Colombia 24 7,377 ones oobee 
Peru 9 2,189 16 
Uruguay 2 954 pe rey * 
Venezuela S 859 oonee ooces 
Straits Settlements 1 179 dese wvoee 
China 1 40 owes ere 
Java and Madura 3 2,289 171 125 
Japan +e 362 80,848 3 132 
Philippine Islands 7 1,397 ‘ sidéae 
Australia 162 28,336 18 18 
New Zealand 18 4,482 497 283 
British South Africa 47 5,295 77 64 
Canary Islands 3 346 + <Sas 
Alegia and Tunis.. 1 45 ox sLibies 

Total 1,434 $320,391 50,708 $34,344 


March Rayorts of Adders-Calculators. 
United States exports of edding and peney meng = machines, by 


countries, in March, 
where the machine 
the motor is included 
Statistics, 


Countries Number. 
Austr la . ee 

selgium 276 
( ‘zechoslovakia : 1! 
Denmark ...... 18 
Finland ne 24 
France 274 
Germany 274 
Italy 14 
Netherlands s 
Norway 3 


Poland and Danzig 
Rumania 
tussia in 
Spain 
Sweden 
Switzerland 
Turkey in 


to 


Europe 


oo 
12 COPS PS PO HO OT Ol ee 


Europe 


England 15 
Canada 18 
Costa Rica 5 
Guatemala l 
Honduras 4 
Panama 5 
Mexico 23 
Ne wfoundland and 
Labrador 2 
Bermuda 1 
Shipments to 
Alaska 10 
Hawaii 12 


and carbon paper are 


1924 


with the machine. 
Department of Commerce: 


In exports under th 
is driven by an electric motor the value of* 
By the Division of 


March Exports of Carbon Paper, Ribbons and Filing 
Supplies. 


printed 


filing folders and other office forme. 


United States exports of 


filing folders, 
By the Division of 
Commerce 


intries 
Austria 
Azores 
Belgium 
Czechoslovakia 
Denmark 
France 
Germany 
Hungary 
Italy ... 
Netherlands 
Norway 
Portugal 
Spain 
Sweden 
Switzerland 
England 
Scotland 
Canada 
British Honduras 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Newfoundland 
3ermuda 
Barbados 
Jamaica 


and Madeira Is 


and Lab 


Statistics, 


carbon paper, 
United 


Filing 
folders, index 
cards and 


other 
office 
forms. 


; $3 0 


2.919 


5,970 
4 

120 
36 
515 
24 
152 
39 
1,111 
22 


50 


classification 


Countries. Number. 
$32,075 Barbados ...... a 150 
37,0865 Jamaica ...... en a 1,625 
5,438 COME. ions $0.0 ee 91 .770 
5,145 Dominiean Republic 6 747 
4, 270 Virgin Is. of U. S.. 1 91 
86,227 Argentina ........201 13,750 
144.755 MOOUEE thvces ban pana ,171 
40,119 CD kiicws otc es bose s ,530 
16,935 Colombia .......... 7 1,057 
3,549 WemEG ...ccstoves 2 400 
275 British Guiana Re | 160 
860 i. , Sone se 2,634 
5,365 Uruguay ..... oC cae 972 
666 Venezuela ......... 9 1,190 
14,664. Caylee ...cccssnsen 2 335 
6,267 Straits Settlements. 2 93 
283 CRAIOG iccisne 0s wane 1 100 
38,977 Java and Madura... 1 400 
20,765 Hongkong ........ 11 2,760 
801 De Pe Pre ’ 
Philippine Islands. 32 5,8 
357 Australia ......... 159 40,116 
1,881 New n 10 2,962 
6,246 British So. Africa. 2 1,347 
BREE co ncdeverecer 2 170 
100 , | ey See 2, 2,425 "$597,286 286 
Non-Contiguous Territories. 
$ 1,822 Porto Rico ........: 7 $1,788 
2,695 


Beginning with the March export statistics, typewriter ribbons 
in a tabulation which includes 


typewriter ribbons, 
index cards and other office forms in March, 1924. 
States Department of 


Carbon Typewriter 
paper. ribbons. 
Pounds. Pounds. 
776 $378 3 $12 
12 16 wre ease 
396 275 638 1,060 
ane hah 16 100 
1,944 1,289 583 958 
94 lil Ae and sb 
1,032 1,630 eR. - anes 
Sains Pip 44 
2,548 1,935 1,778 3,070 
1,513 1,038 1,422 2,373 
130 98 71 241 
48 64 "155 326 
630 680 505 755 
863 1,145 540 1,073 
9,820 9,456 9,064 13,088 
1,239 1,004 46 53 
7,679 4,610 3,383 7.233 
12 14 > hice reps 
410 499 90 208 
205 280 224 
86 59 19 32 
20 45 4 30 
427 407 1 2 
oa 23 48 
2,868 3.470 1,104 2,614 
Be vs 5 10 
43 18 Wiese 
180 213 2 5 





ES Sc 


SN Be ee ee eS at ee 














eS 





Ge— 


Page 10 OFFICE APPLIANCES For June, 1924. 





Countries 


Ls oaaae and Tobago... 


ga eee 
Argentina 
Bolivia 


Chile 


DL ceccscccceewe 


Ecuador 


British Guiana........ 
Dutch Guiana......... 


Uruguay 
Venezuela 


British India.......... 
Settlements... 

1 ee 
Java and Madura....... 


Straits 


French Indo-China. 


apan 
Philippine Islands. 
Australia 


New Zealand.......... 
British West Africa.... 
British South Africa.... 
British East Africa..... 


MEE 40bsont Elba 6 oc 


Filing 
folders, index 
cards and 
other Carbon Typewriter 
office paper. ribbons. 
forms. Pounds Pounds 
$31 4,456 4,094 841 2,045 
93 "oF 26 68 
366 337 368 Seite Tr 
sae oe 389 515 1,565 3,453 
120 370 297 51 555 
191 1,032 363 1,074 814 
934 2,102 1,673 1,129 2,135 
270 439 386 605 1,191 
20 24 72 314 
11 18 . ee 
27 33 15 26 
Suis ss ai 21 35 
129 66 96 236 622 
- in tal 176 328 
182 181 128 143 259 
3,300 2.799 1,829 2,739 
cokes 64 64 hate ne ose 
415 395 333 912 1,410 
bese 407 175 155 236 
aa - i die 51 80 
13 17,030 10,853 300 174 
279 a baleen 271 444 
6,567 4,764 1,076 1,549 
1,794 1,620 559 891 
ad 21 14 55 75 
91 894 740 913 851 
281 180 97 120 
14, 904 $73,158 $58,271 31. 727 $53,972 


March warren of Miscellaneous Paper. 


United States exports of miscellaneous paper, by 
of Statistics, 


during March, 1924, 
ment of Commerce: 


By the 


Division 


countries, 
Depart- 


Tissue and Paper towels: Blotting 
crepe paper. and napkins. paper. 
Pounds. Pounds. roan. 
Dt chvhbshissths babies ccusd veces aia 8,370 $1,132 
TE: cbcasavees« 2.876 $ 977 1131 $ 441 52 20 
_— pies awe * ator eS fa hoe el we ces 
tab ones és 0 45 11 53 20 
Malta, Gozo & Cyprus 
stethasinnae sata pane ‘ ae 219 58 
SE sheen bwdoee dc 1,645 484 221 86 2,772 398 
TE! henes o's ceties 726 181 138 54 13,860 2,019 
England ....... 38,388 8,693 15,192 5,233 11,900 1.539 
ON eee aint oa at alg a ae 3,564 508 
Nth. sss heee ose 66,487 20,662 13,834 3.113 76,910 9,289 
British Honduras 475 175 sade 20 4 
DEED osccccccs 2,460 159 1,831 224 
Guatemala .......... — aay 4 600 69 
BROMGUTES 2.06505 .0s. 116 ee cae 20 6 
i credcuntses 268 66 69 22 Jee ss 
See noe een 346 42 165 40 
faevedor ae } sate jae 
Saban eaeesc ee ‘115 , 020 11, 237 3,815 915 2.953 435 
Wrdiend & Labrador 140 “eden Shsgets 380 56 
TL cpciedeccecae aw $b~ oS Ee ee 100 33 
 (Abhevdscess Mee Say ait eapie wine 
TS Aiaoesce occ 265 145 198 54 
Trinidad and Tobago oi dis ; a 
Other Brit. West Ind. ..... és 242 Fern hata 
Eten etek on 60 6,876 1,932 15,323 461 11,464 1,147 
poeminizan meeaee. 507 141 4,200 AY ‘a 
Dutch West Indies dis <¥e sake ans aa ao 
Tt. knees aece ne 487 128 135 22 300 33 
Virgin Is. of U. 43 EPA PE ee Foe Se 
Argentina ........... 101 880 6,437 924 53,123 5,815 
I eh dha cad kctucox 375 494 1,322 348 6,228 669 
Ss read é cen ye 671 195 73 170 26 
DS beccheenes ce 651 193 1,286 234 3=2,650 222 
YS Paaeo 635 279 145 we. Meset  é-aak 
British Guiana ...... 139 22 oe ery me 
Pi Padt os tceesesds 1,320 oe = 1,560 205 
i Serer tg 2,097 623 726 154 ne 
Venezuela .......... Salat aba 2,234 571 ae FR 
British India ....... 2.883 1,178 746 213 23,120 2,666 
Straits Settlements . 1,983 643 : 40 ueaas 
DL Ghdudire estes 140 40 13,300 1,519 
, ~ caebeseades a ses Tate As 
Ph beenene . 47,918 5,024 
Philippine Islands | 772 =1,113 
- n= AP LawWestcoee 10,879 3,488 875 378 9,260 1,034 
New Zealand ....... 10,393 3,093 7,910 2,198 es a 
British So. Africa 2,358 734 ‘ 532 63 
Total .............279,264 $58,603 79,180 $17,336 293,394 $34,273 


March Writing Paper Exports. 


United States exports of writing papers, 


velopes during March, 


1924. By the 


Department of Commerce: 


Writing paper 
except papeteries 


Countries. 
Germany 
pmnertnnds 


British Honduras 
Costa Rica 
Guatemala 
Honduras 


papeteries 
Div ision 


Papeteries 


Lbs. Lbs 
ee 140 $ 
& Saree 
hae 54 
239 rf) 4.612 
26,827 7,101 27,681 
228 46 243 
343 432 3,436 
1,784 279 2,915 
S88 193 199 


(writing paper 
in boxes) 


Lbs. 


and 
of Statistics, 


en- 


Envelopes. 


Papeteries 
(writing paper 
in boxes). 


Writing paper. 


except papeteries Envelopes 


Countries. Lbs. Lbs Lbs. 
Nicaragua 1,063 282 231 33 Pee 
Panama added 9,398 1,593 7,525 2,024 3,408 1,358 
Salvador lee 110 78 1,265 197 askane tate 
Mexico Sécenn ee 1.766 11,221 2,413 3,816 1,928 
Newfoundl'd & Lab. 8,576 1,106 3,639 539 
DS <n Bb ab0 9 €0 abun 1,320 190 260 47 
Jamaica .. 2,489 505 1,381 244 
Trinidad and Tobago 883 129 1,145 182 nstie ie catabe 
Other British W. Ind 820 181 923 179 490 500 
DE setesuaas- 17,863 4,027 31,742 6,446 2,975 1,466 
Dominican Re public. 7.762 1,504 3,235 497 1,592 521 
Dutch West Indies 198 18 ieee eduee sina 
a . 6,449 796 1,109 211 1,178 376 
Virgin Islands of U. S. 209 52 325 124 : 
Argentina ‘ 35 14 
DOE sceovces 187 34 
 seegeewe wi 270 a” Pediee™ shwnt 25 28 
(er 1,482 264 ae ee _ ‘ 
Colombia 11,425 1,130 1,499 333 3 
Ecuador ...... 289 54 538 125 585 255 
British Guiana ... Ee 26 fotki e‘ane aie” - Sees 
eS .-- 8,546 1,066 2,229 356 170 356 
Uruguay arate cP aen 493 65 pare 
Venezuela sini o> 3,049 618 50 19 
British India . 1,297 278 Pe ees 
Straits Settlements.. 865 SR Se ae ee 
Other Brit. E. Ind. 1,109 164 ives nabatuiel cane — 
a vigetee Ee 3,536 1,220 274 671 206 
ST en neces ae’s os thai 5 eed eee 644 199 
Hongkong .......... 7,128 946 ae ithe i aah * 
zogen ae . 46,232 7,198 250 312 1,190 714 

Philippine Isl: ands .. 24,295 3,225 33.704 4,005. ..... mes 
Australia rs . 8,963 807 200 78 748 143 
New Zealand ee cao foe 710 82 480 150 
Belgian Kongo . wmbad Lae 73 30 dees cone 
British South Africa arate tah Sale 5,695 825 


Total 242,746 $43,175 150,542 $30,000 21,044 $9,123 
Shipments of Writing Paper to Non-Contiguous Territories. 


To 4 cn eh eb on Cad 6h eee % 10,451 $3,952 
A! Seek ks. cise deny heed eae s cones &6gs BOER 32,841 4,393 
SES a a a eT ere a 87,881 17,721 


Or the 





The detailed inquiries which follow have been received 
direct from readers of Office Appliances. They are tangible 
business opportunities which are well worth following. 


Overseas. 


Frankfurt, Germany.—Dr. Korver & 
erstr. NR. 44-46, seeks a connection with American firms who 
desire representation in Germany and Switzerland. The organi- 
zation is now representing office equipment manufacturers on a 
wholesale basis. 

Kobe, Japan—The Printers’ Supply of 
mate-Dori 3-Chome, wishes to take on a 
equipment lines. The company is an importer of 
and supplies for the printing trade S. Bosack, the manager, 
states, “We have many valuable connections among office 
appliance dealers in this country and shall be glad to furnish 
information to those interested regarding the general conditions 
of the industry, and to investigate the selling prospects of any 
articles offered to us.” 

Vienna, Austria.—Adolf Schuss, Vienna VI, Kostlergasse 3, 
is in the market for No. 5 Underwood typewriters. He wishes 
prices on from 200 to 500 machines in two classifications— 
serial numbers under 650,000 and serials above 1,200,000 


Pfannes, Gr. Friedberg- 


Japan, 55/4 Nakaya- 
number of office 
machinery 


Zanzibar, East Africa.—H. J. Manak, Malindi street, is a 
general merchant and commission agent, and is seeking a full 
line of office supplies, appliances and office equipment 

Domestic. 

Boston, Mass.—Arthur W. Payne, National Shawmut Bank 
building, 55 Congress street, will open a store early in June, 
handling typewriters, office furniture, office appliances, sta- 


tionery, etc. The business will operate as the Bond Typewriter 
Company, Inc. 

Erie, Penna.—Mr. Maxon, manager here for the Library Bu- 
reau, has a customer who desires to purchase a stamp affixer 


Manufacturers are invited to get in touch with Mr. Maxon 


Madison, Wis.—The Parker Company, 12-14 South Carroll 
street, has an inquiry from a customer for a check sorter It 


has a board back with an indexed arch file. 

Milton, Fla.—John A. Davis is a salesman calling regularly 
on stationers, office furniture dealers and druggists in Florida 
He also handles certain lines direct to the user. He wishes to 
add one or more office supply lines to sell direct or to the trade. 
Mr. Davis will consider any meritorious sales agency for the 
whole cf Florida or for its Western portion. 


Pittsburg, Kans.—Moore Bros. are in the market for a sec- 
tional steel transfer case, check size, on the principle of cor- 
respondence transfer cases. Address Charles C. Wheeler, care 
of the firm. 

Rochester, N. Y.—J. K. Names, of the Office Appliance Shop, 
7 Graves street, wishes to receive full information, catalogues, 


, from manufacturers of low-priced envelope openers. 
902 Rialto building, 

The 
to sell 


prices, etc. 

San Francisco, Calif.—The F-H Company, 
is in a position to take on an additional office specialty. 
organization covers Northern California, and is prepared 
at retail or wholesale. 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“All things are double, one against an- 
other.—Tit for tat; an eye for an eye; a 
tooth for a tooth; blood for blood; meas- 
ure for measure; love for love-—Give and 
it- shall be given you.—He that watereth 
shall be watered himself—What will you 
have? quoth God; pay for it and take it.— 
Nothing venture, nothing have.—Thou shalt 
be paid exactly for what thou hast done, no 
more, no less—Who doth not work shall 
not eat—Harm watch, harm catch.—Curses 
always recoil on the head of him who 1m- 
precates them.—If you put a chain around 
the neck of a slave, the other end fastens 
itself around your own.—Bad counsel con- 
founds the adviser.—The devil is an ass. 

“It is thus written, because it is thus in 
life. Our action is overmastered and char- 
acterized above our will by the law of na- 
ture. We aim at a petty end quite aside 
from the public good but our act arranges 
itself by irresistible magnetism in a line 
with the poles of the world. 

“A man cannot speak but he judges him- 
self. With his wili, or against his will, he 
draws his portrait to the eye of his com- 
panions by every word. Every opinion re- 
acts on him who utters it.” 

“The law is: To each shall be rendered 
his own; as thou sowest, thou shalt reap; 
smite and thou shalt smart; serve and thou 
shalt be served. If you love and serve man, 
vou can not by any hiding or stratagem 
escape the remuneration; secret retribu- 
tions are always restoring the level, when 
disturbed, of the Divine Justice.”—Emerson. 


“To do the right thing, at the right time, in 
the right way; to do some things better than 
they were ever done before ; to eliminate errors; 
to see both sides of the question; to be courte- 
ous; to be an example; to work for love of the 
work; to anticipate requirements; to develop 
resources; to recognize no impediments; to 
master circumstances ; to act from reason rather 
than rule; to be satisfied with nothing short of 
perfection.” —Robert Louis Stevenson. 


“A particular train of thought persisted 
in, be it good or bad, cannot fail to produce 
'ts results on the character and circum- 
stances. A man cannot directly choose his 
circumstances, but he can choose his 
thoughts and so indirectly, yet surely, shape 
his circumstances. 

“Nature helps every man to the gratifi- 
cation of the thoughts which he most en- 
courages, and opportunities are presented 
which will most speedily bring to the sur- 
face both the good and evil thoughts. 

“Let a man cease from his sinful 
thoughts, and all the world will soften to- 
wards him, and be ready to help him; let 
him put away his weakly and sickly 
thoughts, and lo! opportunities will spring 
up on every hand to aid his strong resolves ; 
let him encourage good thoughts, and no 
nard fate shall bind him down to wretched- 
ness and shame. The world is your kaleid- 
oscope, and the varying combinations of 
colors which at every succeeding moment 
it presents to you are the exquisitely ad- 
justed pictures of your ever - moving 
thoughts.”—Allen. 


“Law, not confusion, is the dominating prin- 
ciple in the universe; justice, not injustice, is 
the soul and substance of life; and righteous- 
ness, not corruption, is the moulding and mov- 
ing force in the spiritual government of the 
world. This being so, man has but to right him- 
self to find that the universe is right; and dur- 
ing the process of putting himself right, he will 
find that as he alters his thoughts towards 
things and other people, things and other people 
will alter towards him.”’—Allen. 





“The secret of culture is to learn that a 
few great points steadily reappear, alike 
in the poverty of the obscurest farm and in 
the miscellany of metropolitan life, and 
that these few are alone to be regarded ;— 
the escape from all false ties; courage to 
be what we are, and love of what is simple 
and beautiful; independence and cheerful 
relation, these are the essentials,—these, 
and the wish to serve, to add somewhat to 
the well-being of men.”—Emerson. 
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HERE is just one condition on 
which men can secure employ- 
ment and a living, nourishing, 
profitable wage, for whatever they 
contribute to the enterprise, be it labor 
or capital, and that condition is that 
some one make a profit by it. That 
is the sound basis for the distribution 
of wealth and the only one. [tcan not 
be done by law, it can not be done by 
public ownership, itcannotbe done by 
socialism. When you deny the right 
to a profit you deny the right of a 
reward to thrift and industry 
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More Business Through “Pleasant People” 


OU ARE selling office equip- 

ment instead of dish towels 

and writing paper, but the ex- 
perience of James Weber Linn, a 
professor at the University of Chi- 
cago and a daily contributor to a 
newspaper of that city will likely 
be of interest to you: 

“Yesterday afternoon I had occa- 
sion to buy three dish towels at a 
department store. Now I am a 
man of imposing presence; indeed, 
[ have rather a rich look, I fancy. 
When I pause on the street a taxi- 
cab usually drives up hopefully to 
the curb, then passes on in the sup- 
position that my limousine is about 
to call for me. But dish towels 
nevertheless, as I moved up to the 
counter, the young woman in charge 
greeted me amiably. We had quite 
a little exploring tour before I found 
what I wanted. She looked after 
me like a maiden aunt, and when 
[ had completed my purchase, made 
out my slip as if I had bought a 
pearl necklace. : 

“Well, later in the same after 
noon, I went into a store in my own 
neighborhood to buy some station- 
ery. The saleswoman was sunk in 
I told her what I wanted. 
She planted something else on the 
counter with a hard look. I pur- 
sued my original object. “There,’ | 


gloom. 


said, pointing, ‘is what I want.’ 
“*That,’ she replied disdainfully, 

‘is only 75 cents, I pried it away 

from her and sneaked out. I am 


wondering if this was a coincidence, 
or if it tends to explain in part why 
department stores grow and neigh- 
borhood often remain 
neighborhood stores—or even dis- 
appear. 


stores SO 


However, not all department 
stores are as fortunate as the one 
cited by Professor Linn. When a 
New York store set out to learn why 
customers left the store, it found 
that the largest number, or 32 per 


How Office Equipment Concerns Hint 
to Public It Will Not Encounter 
Workers Who Have “Start- 
ed the Day Wrong.” 


3y M. B. AINSWORTH. 
cent, was due to the indifference of 
salespeople or the over-insistance of 
salespeople. 

This indifference is often due to 
the employe having a grouch. Per- 
haps the employer or person in 
charge of the department gets a 
share of the blame. Not long ago, 
one of the newspaper syndicates 
which broadcasts to the public 
through a string of newspapers, 
published a_ pertinent, ‘What's 
Wrong in This Picture?” It showed 
an employe saying “Good morning” 
to her employer. The employer was 
pictured with a sullen face and la- 
beled “No answer.” This feature 
was suggested by a worker herself 
who wrote: 

“*Ts it not rude of an employer 
to whom one (that being myself) 
gives her best efforts eight hours day 
after day to enter the office morn- 
ing after morning without extend 
ing the common courtesy of a “good 
morning” greeting.’ It is.” 

So large a concern as the Yel- 
low Cab Company has realized that 
many losing possibilities of employes 
who have grouches. In one of its 
advertisements it said: 

“Yes, the boys may slip occasion- 
ally, ‘even as you and I.’ Being hu- 
man beings, they are just as subject 
to grouches as anybody else. Put 
one grouch shouldn’t bring condem- 
nation on the other ‘ninety-nine.’ 
And if you will tell us about the one, 
we'll either show him the folly of a 
grouch or let him go.” 

You have seen the cartoon fea- 
ture, “How to Start the Day 


Wrong.” Invariably it shows near- 
ly all the employes of an office up- 
set because one employe or emp! 
comes down with a grouch on. 

ugly effect is bound to be transmit- 
ted to customers and prospects with 
whom they come in contact, w 

in person, through correspondence 
or over the telephone. 

The public sees these cartoons, 
too. People don’t want to patron- 
ize a concern when they cannot get 
cheerful treatment. They do not 
want to work where there is an at- 
mosphere of discontent. Several 
large concerns have found it profit- 
able to use advertising, not merely 
tell that they have cheerful workers, 
but to show exactly why these work- 
ers are contented. The Western 
Electric Company of Chicago start- 
ed a house organ in the daily news- 
papers. Employes get real recog- 
nition in this. The public knows 
what is happening at the plant. If 
a promotion is made, it is heralded 
to the entire city. Weddings, births, 
engagements and items that are im- 
portant in the lives of the workers 
are chronicled. The athletic teams 
among the workers are given due 
prominence. 


\ large part of the advertising of 
the Yellow Cab Company is devoted 
to showing why the employes are 
not likely to have grouches that will 
be transmitted to the customers. 
Among the things that this concern 
tells the public are: 

“Men are not brought from the 
outside and jumped over the heads 
of old employes. 

“There are no closed doors. 

“The men are encouraged to bring 
their personal woes to the office and 
discuss them with the executives— 
their friends—who are able to—and 
will—take a practical interest in 
them. There are no closed doors. 
No officer is so big that the men 
can’t reach him at will.” 
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It tells how men are kept from 
worry: 

“It knows that no man who is 
harassed by worry is fit to sit at the 
wheel of a public vehicle. 

“It pays its men so weil that there 
is no occasion for them to get into 
debt. If they do, it helps them out. 
If its men are sick, YELLOW CAB 
looks after them and pays their bills. 
It finances them to buy stock in the 
company so that they may build for 
the future of themselves and their 
families. 

“It furnished them free life insur- 
ance—free legal advice if needed— 
encourages their personal confi- 
dences, and takes a keen material in- 
terest in all their affairs. These men 
are not machines, they are friends 
of ours.” 

There is more of a tendency on 
the part of concerns to introduce 
their employes to the public either 
through name plates or in newspa- 
per advertisements. Since bus con- 
ductors on Fifth avenue in New 
York began to wear plates contain- 
ing their names, they have become 
more than mere numbers. They re- 
port that it is becoming more com- 
mon for patrons to say, “Good 
morning, Mr. Jones,” and for the 
public itself to be more cheerful. 
One way to keep employes more 
cheerful is to tell the public some- 
thing about the work done. A Fort 
Wayne department store ran a se- 
ries of advertisements explaining 
the large number of occupations to 
be fotind in the store. It is human 
for workers to be glad to be identi- 
fied with any concern whose opera- 


tion strikes the public as interest- 
ing. 

A Dallas, Texas, music store suc- 
cessfully used the plan of taking a 
department at a time and giving the 
employes a seven o'clock breakfast, 
to cultivate the good will and to help 
start the day off right. This was 
followed during the summer months 
and proved profitable. 

Enthusiasm is a big factor in pre- 
venting grouches. Competitions and 
races help foster this spirit. Self- 
ridge’s department store in London, 
had no competitor, but an imaginary 
store known as Einstein’s was cre- 
ated. Although the rival was mere- 
ly imaginary it was used success- 
fully to point out that Einstein’s had 
sold so much more of this and that ; 
the employes entered into the make- 
believe with as much zest as if the 
rival were real. 

(ine of the grouches that is com- 
monly overlooked is the driver of 
the delivery vehicle who starts the 
day wrong. He becomes reckless 
and indifferent and before night has 
made a large number of patrons dis- 
gruntled and started many more to 
vowing they will never patronize 
that store. One commercial club 
journal pointed out the tremendous 
loss of good will in this manner and 
cited the case of a man who men- 
tioned how he was knocked off the 
running board of a street car which 
was at a standstill, by a delivery 
truck of a well known store, which 
should have come to a stop at least 
ten feet behind a street car taking 
on passengers, according to city 
ordinances. 


“He stated that owing to this in- 
cident, he has forbidden his wife 
from trading at that store, and he 
ciaims he was a pretty good cus- 
tomer there. He also stated how 
he has given orders to his wife not 
to buy bread made by a certain well 
known bakery firm, nor coal bought 
from a concern which has yards all 
over the city, all owing to the fact 
that he has taken a dislike to the 
firms in question owing to the reck- 
lessness displayed by the drivers of 
their motor trucks. 

“Analyzing the situation we find 
that it is only natural for any per- 
son to hold a grudge against a firm, 
when he sees one of its delivery 
trucks running at high speed 
through dangerous locations, disre- 
garding the rights of pedestrians 
and endangering lives.” 

This commercial club broadcasts 
an appeal for the names of firms 
and license numbers of motor ve- 
hicles which were building ill-will 
against their members: 

“The Association will undertake 
to advise the owners of the wicked 
truck of this happening, advising 
them that it is not good business 
policy on their part, and does not 
tend to make friends for the estab- 
lishment, by continuing in service 
such a reckless driver.” 

It is real profit to a store when it 
is able to advertise as a Chicago 
store did: 

“PLEASANT PEOPLE: (They 
help morning shoppers to start the 
day right, and afternoon shoppers 
to end it happily. )” 


Tuning Out “Too Hot” Song in Store 


66] 1S too hot to talk about office 
equipment.”’ Anything that an 
office equipment dealer can do 

to take the mind off the thermometer 

in the hot summer days is good busi- 
ness. This applies not only to cus- 
tomers and prospects but to em- 
ployes as well—and the office equip- 
ment dealer himself. It is not pos- 
sible always to install expensive ap- 
paratus for cooling like refrigeration 
systems. But a great deal can be 
done by the power of suggestion. 
There are certain pictures which 

if used in a window display or in a 

decoration of an office will diminish 

to a certain degree the sense of op- 
pressive heat. They operate entirely 
by suggestion. Using pictures and 
articles will not work miracles, but 
they will do a great deal to relieve 
the strain. 

If you were to ask a psychologist 


Common Pictures Will Induce Sense 
of Coolness (not-cold) to Put 
Patrons and Workers in 
Easier Frame of Mind. 


By Arthur L. Kincaid. 
he would tell you that the greatest 
sense of relief would not be gained 
by a great contrast. That is, if you 
were to show a picture of a snow 
scene or an iceberg, the mind would 
be immediately awakened to the 
great difference between the hot con- 
dition and the coldness. It is not 
coldness you want to suggest, it is 
coolness. 

What are some of the things that 
picture coolness and would indicate 
a sense of comfort in warm 
weather? You can use to advantage 
views of trout streams, an old dutch 


windmill, sea pictures containing 
ships with breeze-filled sails, surf 
board riders, shady woods, baby in 
a bath tub and lawn festival scenes. 

Can you see how these would be 
far more effective and less of a con- 
trast than ice and snow? 

Among the articles that can be 
used to suggest coolness are palm 
leaf fans, grass rugs and transparent 
white fabrics. Sometimes sugges- 
tions can be made by using a talk- 
ing machine record of a well known 
song, such as “In the Shade of the 
Old Apple Tree,” or “On the Old 
Back Porch.” 

Colors used in the summer time 
have a great deal to do with increas- 
ing the sense of heat. The darker 
the color the hotter it seems, there- 
fore, it is obvious that the more 
white or creams that are used, the 
cooler it will seem. 
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Successful Retail Stationery Merchandising 


R. PRESIDENT: I do not 
M know who conceived the idea 

that | am a speaker or that 
I am competent to handle the sub- 
ject assigned to me. I make no pre- 
tensions as to either. However, as 
it seems I am expected to say some- 
thing I will try to point out what, 
from observation, seem to me to be 
mistakes which are being made by 
the average retail stationer. 

| want first to speak of the turn- 
over. I believe that, with the possi- 
ble exception of efficiency, the com- 
pound word “turnover” is the most 
overworked word in the retail sta- 
tionery business, and that many sta- 
tioners are not only impairing their 
service, but actually reducing their 
profits in an effort to maintain an 
impossible turnover. 

\ retail stationery store is neither 
a department store nor a five and 
ten-cent store and, while, no doubt, 
much good can be derived from a 
close study of their system of mer- 
chandising, their methods cannot be 
adopted in their entirety by the sta 
tioner. 

For instance, go into the average 
large department store and ask for 
a dozen collars of a certain style and 
“Sorry, but we are just out of 
that particular style; expect to have 
some more in next week.” That 
concludes the transaction. You walk 
away and look somewhere else or do 
without for the time being. 


size. 


Now go to the stationery store 
and ask for one-half gross of lead 
pencils of a certain grade. The sta- 
tioner happens to be out, or let us 
say, has but a dozen in stock. What 
happens? Mr. Stationer knows by 
bitter experience that he cannot let 
it end there. More is expected of 
him. It would mean the loss of a 
customer ; one which he could prob- 
ably never regain. There is but one 
course open to him. 

First, he must apologize to the 
buyer and assure him that he will 
deliver the goods in a few days or 
hours, whichever seems possible. 
This very apology in most cases 
only irritates the buyer and exag- 
gerates in his mind the urgency of 
his needs. In most cases he will 
grudgingly assent, sometimes say 
ing, almost always thinking, “Same 
old tale, rotten service, etc.” 

The stationer then either sends 
out and buys from a competitor at 
a reduced discount or writes or 
wires the factory to mail or express 
at once. In either case the time 
and expense consume his profit and 


An Address Delivered Last Month by 
J. B. Irving, President of the Irv- 
ing-Pitt Manufacturing Company 

Before the Annual Meeting of 
the Mid-West Division of the 
National Association of Sta- 
tioners, Office Outfitters 
and Manufacturers. 


in many cases will cost more than 
the entire amount of the sale. 

Still another element enters into 
this transaction—a mistake in tran- 
scribing the rush order, a delay at 
the factory or in the mail or express 
and you have that greatest of all 
troublemakers, a broken promise. 
Many of you would be amazed if 
you would keep accurate account for 
one year of the cost of being out of 
stapie items of merchandise, espe- 
cially if you figure this cost on a 
sound basis including the cost of 
extra labor with the actual cash out- 
lay. 

Bear in mind that $600 is six per 
cent interest on $10,000 for a year 
and $10,000 added to even a large 
stationer’s staple stock, while it 
might decrease his turnover slight- 
ly, would, in my opinion, not only 
save him much grief, but improve 
his service and prove profitable. 

In our own business it is not un- 
usual to receive from some accounts 
several orders of this character in 
a single day—to some with whom | 
felt well enough acquainted I have 
protested, but am met with the an- 
swer, “Yes, I know, J. B., but I am 
getting so many turnovers a year.’ 
To my mind pretty high priced turn- 
overs. 

You will, of course, understand | 
refer to staple goods. Seasonable 
goods should be handled on another 
basis. It is not a cardinal sin to 
be sold out of gift goods at Christ- 
mas. In fact, it should be the aim 
of the stationer to clean up his en- 
tire purchases in such lines each 
year. He cannot afford to carry any- 
thing over. 

I have a friend, a stationer, who 
has been fairly successful, whom | 
have watched for the past five years. 
He is a fiend for turnover on staple 
goods and I must admit can scale it 
closer than any other acquaintance 
of mine. Yet each of these years 
he has been so fearful that he might 
miss a little holiday business that he 
has over bought and been obliged to 
carry over several thousand dollars 
worth of this class of merchandise 


to be sold at a loss the following sea- 
son, 

He is usually hard pressed from 
December to June. Now, I be‘ieve, 
that if he were more cautious about 
his seasonable buying and not so 
eager for rapid turnover on staple 
lines, he would be prosperous twelve 
months in the year instead of six, 
and greatly improve his business. 

Much can be done by the stationer 
to maintain an adequate stock of 
staple lines without materially in- 
creasing his investment 

| believe that in the average sta- 
tioner’s stock there is much unnec- 
essary duplication of lines and that 
this duplication is not only detri- 
mental to the stationer’s business, 
but ties up capital and makes the 
maintenance of adequate stocks in- 
creasingly difficult. 

The stationer should believe in the 
goods he sells, be able to wholeheart- 
edly recommend them and have the 
courage of his convictions. 

He should carefully select the 
lines he believes to offer the best 
values and stand by them unflinch- 
ingly. It is an admitted principle of 
salesmanship that to be most suc- 
cessful a man must thoroughly be- 
lieve in the line he sells and the 
house he represents. There can be 
but one BEST in his mind and he 
cannot give his best effort or inspire 
his organization with a divided alle- 
giance. 

Such a stand will not only in- 
crease his prestige with his public, 
but enhance his credit and entitle 
him to greater support and co-opera- 
tion from the manufacturers. 

In many stores a great deal of 
capital is invested in extravagant 
and worse than useless fixtures. A 
commercial stationery store is not a 
jewelry or fine-art display and, while 
it should be neat, clean and orderly 
and great care given to every detail 
of stock arrangement, it need not be 
a marvel of artistic beauty. Fine 
show cases take up most of the best 
room in the store and sell very little, 
if anything. 

In fact, the reverse is true and a 
show case is the most inconvenient 
thing imaginable to sell from—tak- 
ing much time, to the disgust of a 
busy patron and at your expense. 

Get your merchandise up where 
it can be seen and handled, up where 
a customer can almost wait on him- 
self and become familiar with your 
goods. 

Make your store interesting in 
this way and you will attract more 
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buyers and decrease your clerk hire. 

It is a very human trait to browse. 
Men like it. They can’t do this 
among fancy show cases. Your 
beautiful fixtures are dull and unin- 
teresting. They repel, rather than 
attract. 


GOOD memory for names is an 
y% asset to a stenographer. Fortu- 

nately a stenographer is special- 
ly equipped by training to develop such 
a memory. 

The word Namecraft is here used to 
cover the activity of calling people by 
their names. It is much broader than 
mere memory and yet good recollection 
is the largest part of it. Namecraft in- 
cludes four activities: contact, impres- 
sion, recollection, and expression. 


In order to remember names you must 
have them brought to your attention. 
You will appreciate that in meeting peo- 
ple by ordinary word-of-mouth intro- 
duction or in understanding names over 
the telephone it is something of a prob- 
lem to distinguish the names exactly and 
to determine whether they are worth re- 
membering. In your general work of 
taking dictation and handling  corre- 
spondence you will find it easier to dis- 
tinguish names and set a value on them 
because you refer back and forth from 
the sound of the name to the appear- 
ance and can judge the importance of 
the name. The activity of contact is 
that of determining what is behind a 
name, what form of trade, finance, or 
personality. Your opportunity to use 
your eyes, your ears, and your reason 
jointly gives you great advantage over 
workers who can judge the importance 
of the name only by offhand appearances 
as minor secretaries do, or who must 
deal with names without vitality back 
of them, as file clerks do. 


Impression is a double activity. Both 
perception and association play a part 
in it. An accurate impression of a name 
is formed in your mind when you unite 
pictures of the name as you see it, hear 
it, and feel it with pictures, real or 
imaginary, of the person or company it 
stands for, and with associative thoughts 
as to the importance of the name. Your 
study of shorthand has trained your 
senses so that your perception should be 
accurate. You have studied phonics and 
readily detect all of the syllables in a 
name, no matter how strange its sound. 
You are attentive to spelling and will 
not overlook silent letters. You gain im- 
pressions of the name as written by pen 
and by typing, which strengthen your 
other percepts. There was true sense 
in the old method of teaching spelling 
and otherwise training memory by writ- 
ing and rewriting. Both the manner of 
your training and the circumstances of 


About a year ago a stationer was 
showing me with great pride his 
store. It was beautiful to look at. 
He told me that the wood work and 
cabinets alone cost him $20,000. 

It is well located in a large city. 
I was there from 10:30 until noon 


Namecraft for the 
Stenographer 


By Howard F. Barker. 

your work are aids to perception. Asso- 
ciation is simply connective thinking, the 
kind of thinking that ties ideas together. 
It sets up relationships between series 
of thoughts like transfer points on a 
street car system. Your training in 
business practice gives you standards for 
association. You readily associate names 
with bills payable or accounts receiva- 
ble, with sales, purchases or contracts. 
When you think of Mr. F. T. Connolly 
as a buyer, and further than that, a 
buyer of rugs for the T. M. Cooper 
Company, you have set him at an ex- 
change point in your mind. Your work, 
either thru direct dictation or the use 
of a hand book of addresses, contin- 
ually links names and addresses. You 
are expected to know many addresses by 
heart. Street and number always means 
a place where rent is paid on a building 
owned and that for some very definite 
reason. You remember your intimate 
friends because they touch on so many 
phases of your life and stimulate so 
many varied thoughts and memories. 
You are in excellent position to develop 
your memory by giving every important 
name such a background. Information 
is at your hand as to locality, kind of 
business and type of correspondence 
with which you can form the _ back- 
ground. Mr. Haldeman may not mean 
much to you. Mr. Thomas R. Halde- 
man, Commercial Bank Building, Wash- 
ington, D. C., can be imagined as a 
definite person. Mr. Haldeman at that 
address, and known as both an engineer 
and a banker, is still more tangible. 

Recollection, the third activity in 
Namecraift, is the proof of the art. It 
is insured by anticipation. You must 
form your impressions and associations 
with your plans all laid for later recol- 
lection. You must start off in a way 
that will prevent waste of energy, con- 
fusion and haziness on your part. When 
you determine to remember a person or 
hrm by name you are writing an imag- 
inary letter to yourself. Impression is 





Hundreds of people, business peo- 
ple, passed the door in that time and 
yet I could not help but notice in 
that hour and a half not to exceed 
six or eight entered that store. 

It was beautiful, but not interest- 
ing. Think it.over. 


the letter, association is the envelope 
with its address stamp and return card. 
Every letter seeks not only to obtain de- 
livery or merely to obtain an answer, 
but to inspire a favorable answer. Rec- 
ollection is the favorable answer of your 
mind in Namecraft. 

Expression is the final activity in re- 
membering a person by name. Having 
recollected the name and the address, 
you must get them on paper or off your 
tongue, as the occasion may require, 
without an iota of hesitation. Expres- 
sion must always be perfect. Mistak- 
ing your keys or stuttering in pronun- 
ciation is worse than no attempt at all 
Guessing at a name is about as effective 
is writing letters to Chicago, Minnesota. 
Such letters go astray and possibly get 
lost. A mistake in a corporation name 
creates a bad impression. An error in 
the name of an individual or partnership 
causes positive damage. Such an error 
is taken as lack of appreciation if not 
a positive affront. Mr. Fuchs is infu- 
riated by the spelling Fox. Mr. R. T. 
Thompson may be estranged by a letter 
going out reading T. R. Thompson 
People invariably take errors in their 
names to mean a lack of courtesy or 
lack of appreciation of their importance 
Your training in accuracy will make th 
exacting character of this activity clear 
to you. 

The basic principles which apply to 
the four activities of Namecraft are 
comparatively simple. When a new 
name comes to your attention you should 
always set a value on it. In other words 
you should follow contact by appraisal 
This enables you to give honor where 
honor is due. You should develop 
impressions so that they have breadth 
naturalness and friendliness Breadtl 
gives them background and vitality: nat 
uralness eliminates impersonal or m« 
chanical treatment. Friendliness makes 
it seem you have known the name a long 
time and that it refers to a real and 
live person or organization. Anticipa 
tion is always important because recoll 
tion is nothing more than a returning 
of your mind and recalling of 
thoughts. One hundred per cent accu 
racy is the exacting standard of all 
Namecraft. 

If you continually apply these six 
principles to the activity of remembering 
people and organizations you _ will 
strengthen one of your best assets and 
cause your letters to obtain a higher per 
centage of favorable answers. 
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OST folks with several degrees 
M of fever would be under the doc- 

tor’s care, confined to their beds, 
put on a diet, and given a chance to re- 
cuperate. The Extension Univer- 
sity of New York City and other similar 
institutions, fostered by the leading in- 


Life 


surance companies, are endeavoring to 
preclude the tremendous waste of human 
energy, loss of time, and to lengthen life 
through a system of periodical examina- 
tions. 

Most men use the plan of having reg- 
ular physical examinations made by 
skilled diagnosticians, 
with a view of locating any trouble be- 


fore the old human 


physicians and 
engine actually 
“smashes.” So much good has been ac- 
complished through the system of reg- 
ular inspections of man that this same 
principle has been successfully adopted 
by some of the leading automobile man- 
ufacturers, with a view of assuring car 
owners 100 per cent automobile comfort 
at all times, through a system of month- 
ly inspection and oiling. The Packard 
and Overland Companies report that reg- 
ular inspection prolongs the life of the 
automobile in much the same manner as 


periodical examinations add years to 
one’s life. 
Recently some of the leading office 


specialty manufacturing companies de- 
propose to meet 


6c OW do you 
this year’s competition and 


make the year a banner year 


over each past year’s record?” To this 
question R. C. Hiller responded: 
“This year’s contest requires this 


year’s methods, new twists in advertis- 
We 
shall make special effort to develop our 
business 


ing and new avenues of business. 


with our old customers, with 


the expectation that our service to them 
will their recofmmendation, 


some new customers. We expect to make 


bring, upon 
some new friends by consistent and well- 
planned advertising and by well-designed 
window displays, in which, as well as in 
campaigns, the 
quality of our goods and the service of 
our store, will be presented without the 


our special advertising 


use of superlatives. 

“We plan to key up the enthusiasm of 
the organization all along the line from 
the general manager to the office boy. 
To cut out waste effort and stop leaks 
of time by doing the more important and 
the less important duties of the routine 
We 


and reduce 


in their proper hours. will estab- 


lish yearly quotas them to 
that 


have a daily record of his progress. 


days so each one concerned may 


We 
will watch the markets carefully and add 
new and appropriate items. We will give 


more attention to effects in store ar- 


rangement to make the interior more at 


tractive. We are fortunately located and 


Works Six Weeks 
with Fever of 104 


By R. E. Richwine. 


cided to give their customers the benefit 
of this same class of excellent service, 
and are offering inspection service con- 
tracts, covering various makes of book- 
keeping and adding machines, This serv- 
many 
mum efficiency from their machine equip- 


ice assures their users of maxi- 
ment at all times. 

Under the old plan of “call for a me- 
chanic when the machine is dead” (dead 
at least so far as its ability to do its 
regular work is concerned) is just the 
same as waiting until the patient is down 
with pneumonia or smallpox and unable 
to keep going, before a physician is con- 
sulted, or waiting until the crankshaft 
of your which has 
gradually wearing, “snaps” in two, be- 
fore you run your car into the garage. 

Many machines keep going for weeks 
with a fever of 104, when they should be 
under the care of an expert service man. 
Without inspection service, the machine 
owner must pay the price; his work is 
delayed; a sick machine does not turn 
out its work as neatly or as rapidly as 
one in perfect working condition. 


automobile, been 


Different Methods 
Required This Year 


An Interview with R. C. Hiller of the 
Hiller Office Supply Company Re- 
veals Some Helpful Suggestions 
for the Retailer—By Russel 
J. Waldo, Indianapolis. 


have spacious windows, well placed for 
We expect 
to make these window displays more ef- 


the interest of passersby. 
tective and more appropriate to the pass- 
ing seasons. Good goods for the lowest 
prices that can be consistently made will 
be the theme of all of our publicity. 
“While sound business practice is the 
essential thing year in and year out, the 
conditions of the years change. A busi- 
hold every member of the 
organization at the highest pitch all the 


ness cannot 
time, but certain years bring certain con- 
ditions, which require a more intensive 
cultivation and we think this year, 1924, 
is one of that kind. 

“We do not 
ders to come to us. 


propose to wait for or- 
It is our plan to put 


real live salesmen into the field who un- 


Most of this trouble can be eliminated 
by giving the machines the benefit of 
regular monthly inspections by skilled 
service men. Don’t force your bookkeep- 
ing, billing or adding machines to keep 
going for six weeks with a high fever. 
Get 100 per cent efficiency from your ma- 
chine equipment all the time. 

[f there are times when your machine 
“quits” entirely (as all mechanical de- 
vices do at times), then think of the 
many hours it keeps plugging along with 
some minor ailment, which could be eas- 
ily overcome through a system of reg- 
ular monthly inspections, at a cost so 
light that it would be returned many, 
many times, as a result of keeping ma- 
chines in first-class condition all the 
tirhe. 

Things mechanical that run smoothly 
pay big dividends in the form of con- 
serving the operator’s time, neater rec- 
ords, work turned out with less effort 
and adds years to the life of the ma- 
chines. 

When one considers that the cost of 
this service is so small, compared to the 
investment in the machines, operator’s 
salary, equipment, etc., we sometimes 
wonder if it is not folly to operate office 
machinery without having it inspected 
regularly by skilled factory trained me- 
chanics. 


derstand the local conditions and render 
a service of going after the order rather 
than expect the customer to come to us 
for her ordering. We propose to follow 
up every new organization coming into 
the community and then and there land 
an order because of our being upon the 
job and having the goods our customer 
wants. 

“Our salesmen shall be required tu 
keep posted upon the new items by care- 
fully reading the trade papers and learn 
all they possibly can of the multitude or 
uses for that product that they may fer- 
ret out a much larger pack of orders. 

“I propose a round-table discussion 
for the sole purpose of stimulating our 
salesmen to greater efforts. This round- 
table idea is the best and most practical 
method of keeping salesmen posted upon 
the possibilities within the community. 
| shall assign a special subject to each 
salesman for discussion on some future 
round table permitting him to have suffi- 
cient time to make adequate research to 
produce a healthy discussion. 

“We don’t propose to take the cus- 
tomer’s ‘no’ for a final answer. Noth- 
ing is gained unless there is constantly a 
come-back with a new slant or by a new’ 
salesman. We propose to keep everlast- 
ingly at it and in this way be there when 
our prospect has definite need of some- 
thing we carry and then and there cinch 
his future business by real service.” 
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“A Kick” from “Make-Up.” 

E wish that all of our subscribers might have 

the privilege of,“making-up” at least one num- 
ber of Office Appliances to get the big kick that 
comes from handling the bulk of matter which com- 
poses its contents. Cutting the galley proofs. 
checking the matter, fixing the heads, fitting the 
pieces in their respective places and laying out 
the pages impresses one with the fact that this 
industry is alive and throbbing with enterprise and 
enthusiasm, directed to very useful and practical ends. 
“Making-up” affords a panoramic view of the entire 
industry. Nothing passes unobserved. Everything 
registers. One follows the products of the industry to 
the markets of the world, skips from Scandinavia to 
South Africa, helps to decorate a good window in San 
Diego, shares in arranging store displays attractively in 
Portland, Maine, and attends a convention in Tampa, 
or goes to a business show in London. In “pasting up” 
one looks in upon a dealer in Prague and sees machines 
with which he is familiar, helps unpack a lot of goods 
in Batavia or participates in an activity in New South 
Wales. 

One may not turn the completely printed pages with- 
out an impression of the importance of the industry. 
but to put the material together, to paste it in the 
“dummy,” is to see the industry in its entirety; a 
splendid, progressive, economic factor in the conduct 
of the business of the world. 

<> 
Make Hotel Reservations Now. 
HOSE who are going to Cincinnati for the conven- 
tion should make hotel reservations at once. The 
convention is not to be the only attraction in the “Queen 
City” the week of October 13 to 16 inclusive. The 
autumn races at the Latonia tracks will attract a large 
number of visitors and—it is a hope in the breast of 
every Cincinnatian that some of the games of the World 
Series for the pennant will be played there that week. 
In any event, the hotels will be taxed to full capacity. 
Make your reservations now. 


LETTERS TO 


The foregoing suggestions of outside entertainment 
are certainly alluring. If, by any chance, both the 
autumn races and the World Series should occur during 
the convention,-everybody will be interested, for who- 
ever isn’t rooting for his favorite nine will be admiring 
the ponies. 

Nobody in this field, of course, will venture to bet 
any money, for such things are taboo, but we do hope 
that friends at home will keep a little change on them 
in case anyone visiting Cincinnati should find himself 
obliged to utter an S. O. S. 

<-> 


The Souvenir Problem. 

HE custom of giving souvenirs at dinners, con- 

ventions, etc., in this trade, once frowned upon, has 
grown to somewhat embarrassing proportions until at 
more than one meeting the number and variety of the 
souvenirs has been a source of some embarrassment 
to the recipients. It is pleasing, of course, to receive 
the mementos of these pleasant occasions and nobody 
objects to possessing neat and attractive remembrances, 
but it is possible that not all of the manufacturers can 
afford to give as freely as they would like to do and 
in some cases where goods are given out they are not 
suited for personal use and if very numerous tend to 
become a burden on those receiving them. 

Many members of the stationery trade would be glad 
if the custom of distributing souvenirs were done away 
with, for it is realized that if it grows to any larger 
proportions, it will be a considerable tax upon the man- 
ufacturers and will involve a certain sense of obliga- 
tion on the part of recipients, although such an idea is 
not intended. 

If, however, we must have souvenirs, the Interna- 
tional Stamp Manufacturers Association has perhaps 
solved the problem. They request that members giv- 
ing souvenirs have them in the secretary’s office at a 
certain date. He will then have suitable packages made 
up and as the members register, each will be handed his 
souvenir package to be taken to his room or otherwise 
disposed of. 


THE EDITOR 





A Letter and a Reply. 





Mr. Parkin and Mr. Wheeler Indulge in a Bit of Lively 
Correspondence. 

In Office Appliances for May, Charles C. Wheeler of The 
Pittsburg Headlight, Pittsburg, Kansas, presented some 
views on prices in reply to an article in a previous issue. 
To this reply, J. H. Parkin of the Parkin Printing & Sta- 
tionery Company, Little Rock, responds with the following 
letter: 

“I note carefully your article in the May Office Appli- 
ances. I have been a stationer for twenty-two or twenty- 
three years. When I started there were very few, if any, 
price lists. It was necessary for me to estimate at what 
prices I should sell my merchandise. My competitors did 
the same; naturally, we never had prices alike. Our cus- 
tomers soon found this out. They shopped from one to the 
other. This made selling expensive. It was necessary to 
bid over and over. People came in, asked the price, went 
out to a competitor and did the same, taking up the time 
of two or three salesmen instead of only one salesman. 

“Your article winds up with the slogan, ‘Know your 


business.’ With ten thousand different articles to sell and 
to study how rapidly they turned over and with very meager 
information on that point (and for that matter it made no 
difference how much information one might have on that 
point), it would be absolutely impossible for all of the 
stores in making their exhaustive and complicated calcula- 
tions to arrive at the same conclusion as to turnover and 
utterly impossible for them to arrive at anything like the 
same conclusion as to what their selling prices should be 
on any article. How long would a man have to be in busi- 
ness to ‘know’ it? 

“One man believes he can do business on one margin of 
profit and another man believes he requires another margin. 
Too often the inclination was to figure they could do busi- 
ness on too small a margin and as a result they either went 
bankrupt or stood still. Not only did they do that but they 
retarded the natural growth of all engaged in the commer- 
cial stationery business. In your article you go into detail 
as to how a man should study how each article he sells and 
what percentage of mark-up he should figure upon each one 
of these articles according to its sale; how he must consider 
whether the article is apt to be easily broken, to be affected 
by styles, easily soiled, affected by time, light, heat or cold. 
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You go on to outline a long list of things that each sta- 
tioner must take into consideration each time he arrives at 
a price. You add all of this detail and worry to the thou- 
sands of details incident to handling a large number of small 
articles and selling them in small quantities to individual 
customers. 

“Is not the business already complicated and nerve-rack- 
ing enough without adding all of this trouble to arrive at 
the price? ‘Know your business’—I fear this would be 
when you stepped into your financial or literal grave or 
were ready to. 

“Were the manufacturers and National Association of 
Stationers so completely mistaken when after years of 
study they sought to improve and simplify the stationery 
business, save the ignorant from bankruptcy and save the 
infinite complications of figuring cost, by using one dis- 
count from a conservative, sound selling-list? 

“T realize that Ivan Allen, the present president of the 
National Association, is in favor of your system. I do not 
think he is correct nor backed up by the past history and 
past suggestions of the Stationers and Manufacturers. 

“Sometime when you have time I will be glad to have 
you tell me why the National Association and all the manu- 
facturers’ past splendid work in simplifying the mark-up, 
and selling of our merchandise, and avoiding dangerous 
methods which invite bickering on the part of the buyers 
and price cutting on the part of the weak knees, and result- 
ing bankruptcy, should be thrown to the winds.” 


Mr. Wheeler to Mr. Parkin. 

In reply to the above Mr. Wheeler said: 

“Your very frank letter of the sixteenth has been noted 
carefully. You have the advantage of the writer in years 
of experience by quite a good margin. We have never 
been without a price list of some kind. Those price lists 
are not used, however, as an absolute list without varia- 
tion. We use them as a guide only. 

“Your letter would indicate that you were using a price 
list now. 1 would like to ask you if you hold to it abso- 
lutely, with no variations? If you do hold to it in every 
case, I wish you would tell me what list you use, because 
I have never yet found one that I could use with no varia- 
tion. If you do not use it absolutely in all cases, then all 
of your argument in your letter is of no avail, because you 
are not following what you advocate, but what I advo- 
cated, using your own judgment and knowledge on the 
individual article. 

“I decidedly disagree with you that the past experience 
and knowledge and the present brains of the National Asso- 
ciation are indicative and in favor of the use of a standard 
You know that the United States Government 
does not allow such a practice. I believe, too, Mr. Parkin, 
that you realize that any business or line of business which 
operates against the public, which is the Government, is 
not going to last very long. I believe you also know that 
the price list which the National Association did issue was 
an ‘advisory price list’ only, and was not to be used as an 
absolute list. You also know that the Association dis- 
continued this price list in order to avoid the ill-feeling of 
the public and possible legal action by the Government. 

“From what I can learn of the National Association, they 
are trying to get the stationer to do the very thing my 
article advocated, know your business. They are trying 
to get us to study costs, study accounting methods, study 
salesmanship, study our merchandise, study turnover, in 
other words, study our business. I feel sure that if my costs 
are lower than my competitor’s, they do not advocate that 
I should not sell lower than he. But they do advocate, as 
I see it, that I should know my business enough to be very 
sure that my costs are lower before I reduce the price. 


price list. 


“Please do not get the wrong idea, Mr. Parkin. I do 
not mean that you or I should know the business of Mc- 
Clurg in Chicago, or Burnap in Kansas City, but we should 
know our own business in Little Rock and Pittsburg. We 
should know, not necessarily carry it all in our heads, but 
have records which will show us what our rate of turnover 
is on every article we have in stock. Our system should 
tell us how much we have on hand of a certain article, in a 
few minutes. We should know our principal competitors’ 
prices, not of course on everything he has in stock, but his 
general price trend. We should know the total expense and 
the percentage of that total to the cost of merchandise for 
every class of expense we have. We should also know the 
percentage as to sales. With this information on hand 
where we can get at it all of the time, we are not going 
to do any price cutting. By price cutting, I do not mean 
cutting under our competition but cutting under our cost 
plus a profit. 

“The third paragraph of your letter indicates that it 
would be too much work to use an individual price mark-up. 
It is not, Mr. Parkin. I get in a shipment of blank books. 
We handle the same line our competition handles. We 
know he holds to list in almost all cases. I know that my 
turnover is a certain amount. I know I can make good 
money at that rate of turnover by selling at list prices, so 
I price them at list. A shipment of leather goods comes in. 
I know my rate of turnover is so much. I know that every 
drug store and jewelry store handles them. I know that’ 
they usually figure about a 75 per cent mark-up. I know 
that we have a stunt in selling them that allows a longer 
margin than they can get. So I price them at 100 per cent 
and make some money. A shipment of inkstands comes in. 
I know my turnover on them is so much, it’s low, too. 
I know that my competitor sells at list. I know that I 
cannot make but a certain amount by pricing at list but 
I do it because competition does it. So I don’t work much 
on inkstands. I will some of these days though, in order 
to get that rate of turnover higher. Then I will be doing 
very well by pricing at list. 

“I have a record, Mr. Parkin, of every article in our stock. 
By the way, there are not ten thousand of them either. 
Our inventory last year showed only about thirty-five hun- 
dred different items. That record shows when and how 
much I bought. Last, it shows every sale of one of those 
items, when it was sold and how many. Now, if a sales- 
man comes along and offers me a five per cent discount to 
buy a certain quantity, I can very easily tell whether or not 
it will pay me to take the larger quantity or not. Those 
records are in front of me every time I buy anything. My 
record of percentages of expense to cost are in front of 
me every time I price a bill of goods. It takes some clerical 
work to keep those records, but they are certainly worth 
every cent they cost. 

“I hope the above will be of some help to you in explain- 
ing my position. In all probability we will both learn some- 
thing. 

“I am having quite a time up here with our outside sales- 
men. I am afraid they are costing us more money than 
they should. If you have outside salesmen, I mean out of 
town, and you don’t mind putting out the information, I 
wish you would tell me what the percentage of sales their 
salaries are and also the percentage of their expenses, if 
you pay their expense when they are out. Our outside men 
are costing us about twenty per cent for salary and ex- 
penses. I think that is a little high. We are getting off in 
good shape, I think, with our men here in town, about 
eleven per cent. 

“I would be very glad to hear from you further, Mr. 
Parkin, in hopes that we may be mutually benefited.” 


























Page 20 OFFICE APPLIANCES For June, 1924. 





The Biggest Tax 


An Interview With Ivan Allen. 





“The stationer and manufacturer,” says Ivan Allen, presi- 
dent of the National Association of Stationers and Manu- 
facturers, and of the Ivan Allen-Marshall company, of 
Atlanta, Ga., “is subject to ‘fifty-seven varieties’ of taxes. 

“He always has been subject to many taxes—and always 
will be. 

“But these taxes—federal, state, municipal and what-not— 
can always be passed on to the general public and so can in- 
flict no direct loss to the stationer and manufacturer if they 
are properly handled. They are a nuisance—but they are 
not dangerous. 

“The three Terrible Taxes which every stationer and 
office outfitter must guard against are Wasted Space, 
Wasted Time and Wasted Effort. 

“These are the three which wreck businesses and ruin 
men if they get the upper hand. These are the three which 
the stationer must watch eternally and fight eternally if he 
is to escape with a profit—or even with his business. 

“Space is money. 

“I’m afraid many of us do not realize thts important 
fact. 

“If you rent that space, it is money out of your pocket 
to waste it. If you own that space you are out of money 
just the same, for you must add rental to the cost of doing 
business to arrive at an honest statement of profit and loss. 

“Are you renting too much space? Have you too much 
space that is not filled with merchandise? Have you space 
unwisely placed and goods unwisely located? Have you 
more office space than you need—and less space on the 
selling floor? 

“Watch these things—for wasted space is a tax that 
slowly but surely eats away your profit. 

“Do you waste time? 

“Time is also money—though many of us fail to recog- 
nize it as such. 

“The most valuable thing in the world is time, for, used 
properly, it can make you a profit on every hour, and used 
improperly, it can eat into the time you have to spend at 
work and render it worthless. 

“Some great man has said that the secret of success may 
be summed up in three words. Work. Work. WORK. 
And work can only be done through the utilization of time. 

“Another man has said that the secret of success lies in 
being able to work from fourteen to eighteen hours a day 
for a period of five years. Have you tried that yet? If not, 
it’s a pretty good plan to follow. 

“Beware of wasted time. Don’t waste time yourself. 
Don't permit your salesmen to waste time. 

“For wasted time is the second insidious tax that eats 
away your profits. 

“Do you waste your effort? 

“Wasted effort is a third great tax upon any business. 

“Haven't you seen men who were always working, but 
never seemed to get anywhere? What was the matter with 
them? They wasted their effort. They did not systematize 
their work. They didn’t outline their work for the day— 
and then do it cleanly and efficiently. They were always 
running around like a squirrel in a cage—and never making 
any progress. 

“Don't waste your effort. 

“And haven’t you seen stores that were just as bad— 
where there was plenty of stock but no one seemed to know 
where it was located—where it took ten minutes to find the 
goods in question? 

“What was the matter with that store? 


“Wasted effort. Goods were scattered here and there 
without regard to the convenience of location, the rapidity 
of turnover, method of handling or anything else. 

“Don’t have too much wasted effort in your store, either 

“Arrange your goods carefully. Arrange the goods in 
storage so you know where they are and can get to them 
easily. Don’t think this is a small matter, because it isn’t 
It's a very large one. 

“For ot the three Terrible Taxes, that of wasted effort is 
the largest and the most likely to ruin you. You can 
easily tell when you are wasting space. You know darn 
well, if you will excuse my French, when you are wasting 
time. But you can fool yourself very easily into thinking 
you are working efficiently when you are only wasting 
your effort. 

“Never mind the federal taxes—the state taxes—the mu 
the licenses—the special fees for this and 





nicipal taxes 
that and the other. 

“The public will pay for them if you handle them in 
the right way. 

“Rather be afraid of the Three Terrible Taxes—Wasted 
Space, Wasted Time and Wasted Effort. For they are 
the ones to guard against in your business.” 





Is Letter-Writing a Lost Art? 


By William H. Greenleaf of The Carter’s Ink Company. 


Consideration of the subject has brought out the sugges- 
tion that the stationer is missing a business opportunity in 
not encouraging more and better letters. This matter is 
receiving consideration by the committee in charge of the 
prospective letter-writing campaign. It is believed that 
the individual dealer can do much for himself and his cus 
tomers by encouraging the writing of letters. 

The following suggestions were written by one of the 
members of the letter-writing committee and may point out 
a message which the dealer can present to his own cus- 
tomers: 

Letter-writing! Some call it a lost art! But is it? Can 
it be? Can anything so good be really lost? 

We move with so much speed these days that we fly, 
we run, we telegraph, we even cut our dreams down to 
synopses. We are short on everything but speeches! 
the door to oratory and words pour out as though we had 
a century to devote to every problem. We like to talk 
but writing is more work. We don’t do it. 

Do you like to get a letter, one of those breezy, friendly, 
newsy, personal epistles that gives you a real glimpse into 
the life of a friend? Does the postman appeal to you as a 
bringer of cheer? Do you warm up to the little “touches’’ 
that only a letter can give? You do. You're human. 

You may have a sister, a brother! You may have a 
mother! You have a friend somewhere. Think what a 
letter would do! Say it with flowers? Not always. Some 
things can't be said with flowers. A flower doesn’t give 
any news nor bring a laugh nor tell a friend of your pres- 


Open 


ent experiences. 

Some day’s we'll slow up a bit! We'll have to. We'll 
go just as fast on the railroad and in the airplane and on 
the ocean as we're going now, but we'll take a better hold 
on the things that are vital. Friendship is one of the vital 
things. Letters go with friendship 

Have you written home today? 
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ATTRACTIVE FOUNTAIN PEN WINDOW.—Here 
fountain pen window which attracted attention among 
the customers of The Jacobs News Depot, Opelousas, La. 
The occasion for this display was the medical convention 
recently held in Opelousas. The News Depot 
helped to extend a welcome to the visiting doctors.—Cut 
the L. E. Waterman Company 


is a 


Jacobs 


by courtesy 


Store Display of Ink Stands. 
The Dameron-Pierson Company, Ltd., 400 Camp street, 
New Orleans, La., recently presented a comprehensive and 
This 


display attracted much attention and increased sales in the 


attractive display of Sengbusch self-closing inkstands. 


and in allied articles 
it is impossible to reproduce the effect of 


products show: 
Unfortunately, 
the sparkling Emeraline bases and cut glass ink stands com- 
bined with oak, mahogany and No-Mar bases in two colors 
A beautiful showcase, which occupies the most prominent 
and advantageous place in the store, was used for the pur- 
pose of the display. 


‘Service” is a big word—but there’s considerable shrink 
age to it when “dollars and cents” is its only motive force. 
The Coach (published co-operatively by Boorum & Pease 
Company, Eberhard Faber, C. Howard Hunt Pen Com- 


pany and Sanford Manufacturing Company). 
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STORE DISPLAY OF SENGBUSCH INKST ANDS 


DAMERON-PIERSON COMPANY AT NEW 








PUBHOLE 





VENUS PENCILS IN WINDOW OF WHIT- 
LOCK’S BOOK STORE, NEW HAVEN, CONN.—Cut by Amer- 


ican Lead Pencil Company. 


DISPLAY OF 


Striking Window Display of Pencils. 

Whitlock’s Book Store, Inc., of New Haven, Conn.,, sup- 
plying Yale Press books and other important lines to stu- 
dents, devoted not a little display space during National 
Pencil Week to Venus pencils. This display officially con- 
centrated on the two outstanding features of the line, its 
quality and its range of hardness. The use of three giant 
Venus pencil stands in connection with the two charts con- 
the impression sought. 


veys instantly 


Mrs. Delia Waterman Passes Fourscore. 
May 18 Mrs. Delia Waterman celebrated the eightieth 
She is the mother of Mrs. Clara 
Palmer, Mrs. John DeTienne, Frank D. Waterman and 
Fred S. Waterman lhe event was of world-wide interest, 
as the organization of the L. E. Waterman Company has a 
deep regard for the widow of the founder of the business. 


anniversary of her birth. 
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Dennison Annual Fashion Show a Colorful Event. 

During the week beginning April 26 and ending May 3, 
the Chicago branch of the Dennison Manufacturing Com- 
pany held a crepe paper costume display. 

The stage was arranged at the rear of the main floor 
with an orchestra, curtains and all equipment necessary to 
work out a playlet written for the occasion to emphasize 
the versatility of Dennison’s crepe paper in the making of 
fancy costumes, hats, slip-ov ers, etc. 

The playlet was written and staged by Elberta Owlsey 


The music was provided by the Chicago Civic Trio 

All the foregoing people are employes of the Dennison 
Manufacturing Company’s Chicago branch, and are to be 
highly complimented on the grace and attractiveness 
the show. Three performances were given each day du 
ing the week and on Tuesday evening, April 29, the show 
was presented by request at the Pershing Palace restaurant 
Sixty-fourth street and Cottage Grove avenue. 


o 


Credit should be given Miss Julia Deal, head of the 
department, who plans the style show each season, and Miss 





TWO PICTURES FROM THE 
siderable interest A very large variety 
typical groups are shown here 

At the left 


Roy and the cast of characters included Miss Roy as the 
buyer, Peggy O'Neill as the designer and Daisy Harris 
Various other characters came on as the plot 
The pages included Charlotte Pfohl and Ger- 
The Spirit of Progress was represented by 


as the maid. 
worked out. 


trude Finch. 
five children, Betty North, Margaret Lilly, Betty Sperling, 


June Hansen and Betty Lilly. The Simplest Form of Dress- 
making, the Slip-over, was demonstrated by Martha Luck- 
ado, who acted as model for the Rose Slip-over, and Mar- 
cellina Young, who modeled for the Violet Slip-over. 

An amusing feature was the Spearmint Twins, June Han- 
sen and Betty North, who demonstrated the possibilities 
of crepe paper by advertising well-known products. Each 
little girl represented that part of the spear which is most 
commonly shown in the advertising. 

A Study in Sealing Wax was the title of a costume pre- 
sented by Marianne Bresnahan. This consisted of a linen 
gown painted with dissolving sealing wax. Joyce Burns 
demonstrated crepe paper hats, together with beads and 
pendants of sealing wax to match them. Martha Luckado 
was the jester in an attractive costume, reminding one of 
the Pierrot costume. Another costume was Carnival, worn 
by Helen Stewart, a brilliant affair, which evoked much 
applause. 

A group of nations in their respective national costumes 
was presented by Betty North as Scandinavia, Margaret 
Lilly as Holland, Margaret Phalen as France, June Han- 
sen as Italy, Betty North as Russia, all the foregoing being 
little tots. The remaining three were grown up girls and 
included Joyce Burns as Ireland, Pilar Rivero as Spain and 
Betty Engler as Columbia. Each came on separately and 
at the conclusion formed a brilliant tableau. 

Marcheta, a dancer, was Alice McLaughlin, while Peggy 
O'Neill presented a brilliant creation in tags. Finally, there 
were a number of extravaganza costumes presented by 
Amy Carlson, Marianne Bresnahan, Marcellina Young, 
Betty Engler and Lurene Klesert. 


DENNISON FASHION SHOW.—This show, recently held in 
of costumes made out of crepe paper was exhibited on the 


is the group of nations, showing the United States in 


Chicago, was an event of 
living models Two of the 


the center On the right hand is the general 


Roy, writer and designer, who put in much work wr 


] las 
piayit 


the dialogue in verse and assisting in staging the 


The Dennison Dinner. 


ry 


On the evening of May 1, a dinner was given 
Dennison Manufacturing Company to the employes of 
Chicago store at the Webster Hotel, Lincoln parkway 
Webster avenue. About one hundred fifteen persons 
present. The entertainment features included a male qua: 
tette, consisting of Edward Arbogast, Jack Weaire, Ell 
Howen and William Riggs. They sang “Wooden Soldiers” 
as their first selection and “When Will the Sun Shine f 


Me” as their second. 

Evelyne Hendricks earned much applause by her excs 
lent rendering of “To a Hilltop” and “Little Irish Gir! 
Miss Hendricks possesses an excellent voice of good vol 
Louis Maser presided at the piano 


e 


and rare sweetness. 
The final feature was an address by W. E. P. Howell, \ 
president of the Dennison Manufacturing Company, 
Dennison stores. Dancing followed the dinner 
Here, as in the fashion show, the entire program was 


' +} 
oO r 


presented by talent from the Dennison staff, and demor 
strated that the Chicago branch of the Dennison Company 


need never go outside its own personnel to put on a 


entertainment. 

One of the most interesting features of the evening 
an original poem, written by Miss Laura M. Tulley nd 
read by Hugh Ferguson. Good natured quips were p« 
at about twenty of the prominent people present, and as 
the verse relating to each was read he was asked 
and “take his medicine.” Miss Tulley is well known throug! 
out the Dennison organization for her poetical talents 


Visitors at Mimeograph Headquarters. 
During May visitors at the general offices of the A. B 
Dick Company included: A. J. Beck (Western Bank Supply 
Company), Oklahoma City, Okla.; Sydney A. Stott (Stott 
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& Underwood), Melbourne, Australia, who landed at San 
Francisco, went to New York from Chicago, and sailed 
from Manhattan for England and home; Heber Nielson 


president Utah-Idaho School Supply Company), Salt Lake 


City, Utah. 


California as Visioned by W. A. Sheaffer. 
\W. A. Sheaffer, president of the W. A. Sheaffer Pen Com- 


vany, and Mrs. Sheaffer returned to Fort Madison in May, 


ps 
having spent most of the winter in Southern California. A 
trip to the San Francisco and Denver offices was also made 


Mr. Sheaffer returned recently from a trip to New York 
and Washington 
During the early part of the winter it was very dry in 


Southern California and fears were felt in regard to the 
water supply for the summer, but the snow and rain came 
in time to bring the rainfall almost up to normal. 

[he foot and mouth disease, however, was the one factor 
that was interfering with business quite materially and it 
was necessary while touring in automobiles to stop at every 
county line to have the car inspected and drive through a 
vat of creosote in order to disinfect the tires. No flowers 
kind could be 


birds and dogs 


or shrubbery of any transported, nor any 


There has been over 


When one 


er of a herd becomes infected, the entire herd is slaugh- 


pets, such as cats, 


$2,000,000 worth of fine cattle destroyed mem- 
tered and destroyed with quicklime in order to stop the 
spread of the In late May 


situation was well under control and 


it appeared that the 
that thefé would not 


disease. 


be much further trouble. 


formerly. as 
banks 


California. 


were not so good as 


had 


subdivisions in 


Business conditions 


over-speculation in real estate caused the 


to shut down on all Southern 


[his naturally curtailed business and lessened the amount 
of money to be put in circulation. 

California, however, has a very bright future and its nat- 
ural resources and climate will attract people and will even- 
tually build it up to be a very populous and prosperous 
state 

[he future of business, however, does not look as gloomy 
as one might think. Forty-eight per cent of all the gold 
the United States. The underlying con- 


People are pretty generally 


in the world is in 


ditions in business are sound. 


of money is available, at a low rate 
of interest, for legitimate business. The one thing that has 
contributed more to a decline in business has been the bad 
weather and the The Mississippi valley has 
by having almost impassable roads 


employed and plenty 


bad roads, 
suffered immeasurably 
for three months. 

lo Mr. Sheaffer's mind this has been the greatest con- 
tributing cause of the depression and if this experience will 
only teach that section of the country that it has not yet 
hard surfaced the roads to do so, the country will be re- 
paid for the loss we have suffered at this time. As roads 
are now in good condition it looks as though business 
should pick up very materially. 

The purchasing power of the people of the United States 
is by far the greatest of any country in the world, but 
many are equipped to travel in automobiles, and when the 
roads are so that they cannot get to the trading points then 
business slumps very much faster than ever before. Let us 
hope that the entire country will be a net-work of good 


roads by 1925 


Port of New Orleans Described. 

The Board of Engineers for Rivers and Harbors, 2713 
Munitions building, Washington, D. C., has prepared a 
report on the port of New Orleans. It is No. 5 in a series 
which has been preceded by—No. 1, Portland, Me.; No. 2, 
No. 3, Mobile Pensacola; No. 4, Philadel- 
Chester and Wilmington. 


Boston; and 
phia, Camden, 

The report on New Orleans states the port and harbor 
conditions, customs, regulations, services and charges, fuel 
and supplies; facilities for service to commerce and shipping 
including piers, wharves, dry docks, ship repair plants, coal 
and oil bunkering, grain elevators, storage warehouses, bulk 
freight accommodation, floating equipment, wrecking and 
equipment, railroad and steamship lines, charges 
and with the terminal service. 
Detailed descriptions are given concerning the facilities and 
territory served by the port of New Orleans. 


salvage 


practices in connection 





Fayetteville Concern Moves. 
The Fayetteville Office Supply Company, Fayetteville, 
N. C., has moved from 308 Hay street to the building next: 


to Kindley’s, opposite the Broadway Theater. ; 





CHILD TYPIST ASTOUNDS REPORTERS.—Birdie Reeves, 
sixteen years old, recently showed house correspondents at 
Washington some speed on a Royal typewriter. She did twenty 
strokes a minute with four fingers. The gentleman at Birdie’s 
right with his hand on the back of her chair is her father, 
Thomas L. Reeve. Later in the day Miss Reeve called on the 
president.—International News Reel Photo 


STRIKING MAH JONGG WINDOW DISPLAY WITH 


CHI- 
NESE SURROUNDINGS BY THE W. H. KISTLER STATION— 


ERY COMPANY, DENVER, COLO.—This window, done in 
Chinese decorations, offered a striking and colorful exhibit, re- 
minding one of the mysterious and inscrutable Bast. The 
placard in the window showed the wide range of values in 
Mah Jong sets from $2.50 to $125.00. 
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New Model Victor Adding Machine Announced. 


Reprinted from the May number, in which was shown 
by error the picture of a machine of another manufac- 
turer. The illustration herewith shows the new model 
Victor. 

The Victor Adding Machine Company of Chicago an- 
nounces the introduction of a new model Victor. This is 
the nationally-advertised standard keyboard adding, listing 
and calculating machine. 

The officials of the Victor Adding Machine Company 
state that the new model Victor is to be retailed at the 
same price that distinguished the former Victor model, 
namely, $100 for a complete machine of million-dollar 
capacity. 

Retaining the same basic mechanism, the new model 
Victor introduces new refinements, new beauty and sym- 
metry. Among the features of the new Victor are: 

1. Speed—new and improved handle action; high speed 
carrying mechanism; 25 to 50 strokes per minute faster 
than the ordinary machine.—2. New keyboard with all cel- 
luloid keys.—3. Separate sub-total key with indication.— 
4. One stroke total.—5. Totals automatically printed in red 





THE NEW VICTOR ADDING MACHINE 


—6. Automatic self correction.—7. Triple visibility; printing, 
adding dials, keyboard.—8. Non-add key with indication.— 
9. Repeat and Calculating Key.—10. Portability; weight 27 
pounds. 

An aggressive high power advertising campaign in widely 
read and influential national publications is under way. 

The principal difficulty at the present time, according to 
Victor officials, is to turn out enough of these new model 
Victors to satisfy the call for them. “Theré is scarcely 
one among the 1,000 and more Victor dealers and repre- 
sentatives,” says F. B. Willis, General Sales Manager, 
“who has not had more requests for the new model than 
we can hope to take care of for some time. However, our 
production facilities are well organized and it will not be 
long before we are able to cope with the situation. In the 
meantime, the .goodnatured patience of Victor representa 
tives and Victor prospects is, indeed, commendable.” 


“Vellam” Stencil Paper. 
The Styx Company, Salem, Ore., is producing a paper 
for stencil duplicating machines which is used dry. The 
manufacturers recommend it for runs of 1,000 or less. 


New Line of Steel Trays. 

The H. S. Crocker Company, Inc., of San Francisco, is 
making and marketing a useful line of steel trays, known 
as the Harrison, after the name of the inventor, C. B. Har- 
rison. The following important features are named 

Sheets tilt at an angle and make possible the fastest way 
of posting; sheets are in full view all the time for reference 
purposes and are securely locked; there is no punching on 
the sheets. 

When not in use the tray closes up and becomes a closed 





HARRISON STEEL LEDGER TRAY 
Cut by H. S. Crocker Co 


t 


box by the use of a steel hood which fits over the top, the 
whole taking up no more space than a ledger. 


Non-Skid Shock Absorbers for Bookkeeping 
Machines. 

The Peerless Key Company, Inc., 
York, have devised a new non-skid series of shock absorb- 


176 Fulton street, New 


ers for the feet of Elliott-Fisher bookkeeping machines. 
These devices steady the stand, prevent it from shifting its 
position, reduce the vibration and tend to ease the keyboard 





NON-SKID SHOCK ABSORBERS FOR OFFICE MACHINES 


action and noise of operation by the use of these shock 
absorbers. Dents are prevented in the floor covering, for 
the metal pedestals of the machines rest upon the shock ab- 
sorbers instead of on the floor 

Several of the large corporations have bought dozens of 
sets of these shock absorbers and are said to find them very 


satisfactory. 
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New Dalton Machine. 


[wo new Dalton machines shown at the San Francisco 
yusiness show were the ledger posting machine in two 
models and the Dalton bookkeeping cash register. 

The ledger posting machine has ten keys and presents 
automatic proof, prints nine columns and has a capacity 
of nine places. It is equipped with a tally roll. It auto- 
matically lists on the tally roll all charges and credits 
posted to ledger accounts; automatically proves the pick-up 
of the old balance; discloses errors when amounts on tally 








NEW DALTON LEDGER POSTING MA- 
CHINE 

rolls are compared with posting medium; eliminates run- 
ning off of old and new balances in order to obtain proof 
of correct posting. It localizes errors to specific ledger 
accounts and provides accurate check of all charge and 
credit posting, which, when added, will agree with pre- 
determined totals. There are other valuable features of 
this machine which the Dalton Adding Machine Company 
mention in its interesting folder. 

The new Dalton bookkeeping cash register records and 





DALTON BOOKKEEPING CASH REGISTER 


distributes all necessary sales information as the sales are 
registered, including the amount of sale, commodity sold, 
clerk’s designation, amount paid out and received on paid- 
out items with a printed total of the cash remaining in the 
drawer under lock and key for inspection on any day or 
when required. By the use of this machine cash is always 
in balance. It records and designates charge sales and re 
ceived-on-account items. It prevents inspection of records 
and totals except at the discretion of the proprietor 

By using this machine, it is claimed, that the merchants 
can soon learn what departments are paying and which 


are shelf-warmers It will designate the clerks who are 


good salesmen and those who will not, and it supplies a 
complete record of all essential figure facts, safeguarding 
profits and showing at a glance how the balance is running. 
It is claimed that no bookkeeping is required, that the pro- 
prietor, owner or any employe can operate the simple 
system. 


Dry Copying Rolls After New Impregnating 
Process. 

The Austrian firm “OKA” Office Equipment Company, 
Ltd., 19 Glasergasse, Vienna 9 (Austria), under the man- 
agement of the well-known office equipment expert, O, O. 
Kaufmann, brings to the market an improvement on the 
dry copying process in the form of an especially impreg- 
nated, scentless and absolutely rendproof copying roll 
This roll has—beside many other features—the advantage 
that owing to its impregnating process it can be consumed 
to the last bit of paper, thus saving money in use. The roll 
gives clear copies, which clearness will be maintained after 
lying many years in the files. Owing to,the.excellent im- 
pregnation even worn-out typewriter ribbons give perfect 
copies. 


“Y and E” Steel Card Record Desk. 


The Yawman and Erbe Manufacturing Company, Roch- 
ester, N. Y., offers the “Y and E” fire-wall steel card rec- 
ord desk for working and housing card index records. It 
is made single or double pedestal, and will accommodate 
the four sizes of card index records generally used. 

The drawers are full-length mounted on patented roller 
bearing steel slides. An automatic safety latch holds the 
drawer in any position desired. This is an important fea- 





Y AND E” CARD RECORD DESK. 


ture in case of fire, as drawers will not open accidentally. 
The cards face the clerk, and are contained in removable 
trays. Each pedestal holds five drawers. The posting sur- 
face is ample for the work required, yet not so large as 
to waste valuable office space. 

The construction is “fire-wall” throughout. A double 
wall of steel is interlined with two layers of sheet and cor- 
rugated asbestos \ll around the drawer strike is a re- 
cess which fits the drawer flange closely. It keep out 
water, fire and dust. While not water-tight, this jomt is 
designed to shed water directed from any point. 

The working card capacity of the single pedestal card 
record desk, with guides, is: 3x3 cards, 40,000 light weight; 


35,000 medium weight; 25,000 heavy weight. Cards 6x4, 


32,000 light weight; 27,000 medium deight; 20,000 heavy 

weight. Cards 8x5 or 5x8, 24,000 light weight; 21,000 me- 

dium weight; 15,000 heavy weight. The desk with double 

pedestal holds twice the number of cards scheduled above. 
(Continued on Page 178.) 























bast 


TEMS 


ORT MBPS nase i 





——~ 
as 


ae 





a 























i) 








2 Page 26 OFFICE APPLIANCES For June, 1924. 





The Stationers and the Federal Trade Commission. 


Being a Resumé of Charges and Replies in the Matter of 
the National Association, Etc., et al. Heard 
Before the Federal Trade Commission. 


Nore.—The formal complaint in any proceeding is a for- 
midable appearing affair. The officer who draws it makes every 
allegation there is to be made, leaving it to the defense to tear 
down the structure by evidence in rebuttal. No one, therefore, 
need be unduly alarmed about the allegations in the following 
complaint. They have to be proved, and the final disposition 
of the case lies with the United States courts on appeal, pro- 
vided the findings of the Commission are not concurred in by 
the respondents. The Commission can order respondents to 
cease and desist; and since the heart of the charges lies in 
the recommended resale price list, which was discontinued by 
the National Association before the Commission made its com- 
plaint, an order to cease and desist will necessarily be found 
to have been anticipated. It will be interesting to follew this 
case through, and to find upon what evidence, if any, the 
charges of conspiracy in restraint of trade are based. Without 
the support of an authorised list of resale prices, the remaining 
charges will, it would seem, demand pretty conclusive proof. 

T THE moment of going to press, Office Appliances 
A received the papers in the matter of the National 

Association of Stationers, Office Outfitters and 
Manufacturers of the United States, its officers and mem- 
bers and others before the Federal Trade Commission. 
This action was started during the presidency of J. Ogden 
Pierson in 1922, the individuals named being Mr. Pierson, 
Eberhard Faber, G. L. Davis, A. H. Childs and Mortimer 
W. Byers, officers of the association. 

The action also included the Wholesale Stationers Asso- 
ciation of the United States, its officers and members; 
Atlanta Stationers Club, its officers and members; Balti- 
more Stationers Association, its officers and members; Bos- 
ton Stationers Association, its officers and members; Buf- 
falo Stationers Club, its officers and members; Chicago 
Stationers Association, its officers and members; Colorado 
Stationers Association, its officers and members; Kansas 
Book Dealers Association, its officers and members; Louis- 
ville Stamp & Stationery Club, its officers and members; 
Northwestern Stationers Association, its officers and mem- 
bers; Omaha Stationers Association, its officers and mem- 
bers; Pacific Northwest Stationers Association, its officers 
and members; Philadelphia Stationers’ Association, its off- 
cers and members; Pittsburgh Stationers Club, its officers 
and members; Richmond Stationers Association, its officers 
and members; St. Louis Stationers Association, its officers 
and members; Stationers Association of California, its off- 
cers and members; Stationers and Publishers Board of 
Trade of New York, its officers and members; Stationers 
Association of New York, its officers and members; Sta- 
tioners Association of New Orleans, its members and off- 
cers; Stationers Club of Buffalo, its officers and members; 
Stationers Association of Southern California, its officers 
and members; Stationers Club of Toledo, its officers and 
members. 

The complaint recited in substance that the greater pro- 
portion of members of said National Association, Wholesale 
Association and affiliated local associations are engaged in 
shipping and selling stationery goods in commerce among 
the various states, their business constituting a substantial 
portion of the trade and commerce in stationery carried on 
between the states, territories, etc. It is stated that it has 
been customary for many of the manufacturers to sell direct 
to the more important retailers without the intervention of 
wholesalers and that it has been customary for manufac- 


turers of stationery goods to prepare so-called list prices 
representing the retail prices to be paid by the consumer 
and to allow retailers and wholesalers certain percentages 
of discount. It is recited further that for a period of more 
than six years last past, the several associations named 
have been engaged in a wrongful combination and con- 
spiracy with the intent to discourage and suppress com- 
petition by establishing and maintaining a National Cata- 
logue Commission and by establishing and maintaining 
among local associations committees to recommend and put 
into effect retail selling prices and to induce manufac- 
turers of stationery goods throughout the United States 
to adopt as their list prices the recommendations of the 
National Catalogue Commission, inducing manufacturers to 
increase their list prices and enlarge their trade discounts 
and inducing competing manufacturers to standardize and 
make uniform their net prices on staple items, using the 
power of the National Association through its various agen- 
cies and of the affiliated associations to induce and compel 
the adoption of said minimum prices and using this influ- 
ence to encourage and secure the adoption of methods of 
caiculating the costs of conducting a retail stationery busi- 
ness, which would have the effect of inflating and standard- 
izing the inflation of such costs as a basis for the gross 
margin to be secured and the resale prices to be recom- 
mended; attempting to induce manufacturers to refuse to 
sell their products to those failing to observe recommended 
minimum prices; using the power of the associations to in- 
duce stationery dealers to refuse to handle the products 
of manufacturers not in harmony with the policies of the 
association; circulating false and derogatory statements 
concerning the quality of goods, etc, handled by competitors 
refusing to adopt the National Catalogue Commission’s 
recommended prices; inducing manufacturers to refuse to 
sell the so-called irregular dealers and bringing about or 
endeavoring to bring about a common understanding or 
agreement among stationery dealers and manufacturers 
throughout the United States for the purpose of eliminat- 
ing competition; gathering and disseminating information 
in aid of the aforesaid policies and excluding from member- 
ship retailers not in harmony with them. Certain alleged 
overt acts are mentioned in paragraph ten, which recites 
that many stationery dealers have adopted recommended 
and minimum prices; that many manufacturers have con- 
formed to the policies and recommendations of the National 
Catalogue Commission, refusing to sell their products to 
retail dealers failing to observe recommended minimum 
prices; that many retail dealers have refused to purchase 
the products of manufacturers who sell to competitors who 
fail to adhere to said recommended prices and that price 
competition on staple items has been largely eliminated 
For the reasons above given, the Federal Trade Commis- 
sion on April 8, 1924, issued its complaint against the said 
respondents, fixing the 20th day of May at the offices of 
the Federal Trade Commission in Washington as the place 
when and where a hearing would be had on the charges 


The Answers. 

The answers of a number of the defendant associations, 
with a copy of the charges, are now before us. 

The answer of the National Association of Stationers, 
Office Outfitters and Manufacturers, through its secretary 
and counsel, Mortimer W. Byers, denies the allegations 
above set forth, asserting that they are not using unfair 
methods in interstate commerce. Several of the other para- 
graphs in answer deny the jurisdiction of the Commission 
to entertain or conduct the proceeding, stating that the 
National Association is not a corporation organized to carry 
on business for profit, nor is it engaged in interstate com- 
merce. It is asserted that the Commission is without juris- 
diction against the individuals in their capacity as officers 
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because of the lack of jurisdiction over the association; 
that it is without jurisdiction against the individuals because 
the complaint recites that the alleged methods of unfair 

‘ompetition are said to have been employed by the individ- 
uals referred to as officers of the association and not in 
pursuit of their individual callings; that there is lack of 
jurisdiction against members because they have not been 
named in the complaint, nor have they been properly made 
parties to the proceeding, and that the officers of the Na- 
tional Association have not power or authority to appear 
before the Commission as representing all the members 
It is admitted that certain local associations are members 
of the National Association, but not all those named in the 
complaint are members. They deny that the National As- 
sociation membership includes 1200 of the principal whole 
sale stationers and manufacturers or their representatives 
as alleged. 

Several other remaining denials also refer specifically to 
the allegations in the complaint. Reference was made to 
the fact that at intervals prior to July, 1922, the National 
Association with the knowledge of the Commission issued 
and published to its members and the world at large rec- 
ommended retail prices covering many articles described 
as stationery, the prices being based on a careful and ac- 
curate study of all recognized items of cost. 

Che answer continues: 

“That copies of such recommendations were furnished to 
this commission beginning in the year 1915, and the intent, 
purpose, scope and service performed thereby were pointed 
out to this Commission. 

‘Reference is here made to a letter received from this 
Commission dated May 5, 1915, and to the reply dated May 
6, 1915, and to the supplemental reply dated May 16, 1915. 

“That the publication of such recommendations was sus- 
pended for a time prior to January 1, 1918, when the re 
sumption thereof was contemplated and in December ot 
1917, and again on January 4, 1918, a letter was written 
to this Commission so stating and explaining the entire plan 
and purpose of such recommendations at some length, 
which letter was answered by this Commission under date 
of January 9, 1918, in a letter in which this Commission 
stated that the plan did not involve the application, inter- 
pretation or construction of any law which the Commis- 
sion is required to enforce. 

“The said National Association being thus advised, pro 
ceeded to publish such recommendations during the year 
1918 and until July, 1922, and it is hereby alleged that in 
so doing the said National Association did not violate any 
law, including the statute referred to in the complaint. 
That it was a lawful thing for said National Association 
having accumulated the necessary information to issue and 
publish to its members, and to the world at large, its rec- 
ommendations as to fair retail prices of stationery. 

“These respondents allege that said National Association 
and its officers did not seek directly or indirectly by any 
method whatsoever to cause any individual, partuership or 
corporation to employ said prices, nor did it or they by any 
artifice, device, act or omission of any nature whatsoever 
seek or accomplish the recognition of said recommendations 
in place, or to serve the purpose, of a price agreement, but 
maintained for a period of time, the service of recommenda 
tions purely as a matter of information for whomsoever 
might be interested, including the consuming public Chey 
further allege that such recommendations were never 
adopted by the membership of said National Association, 
or by the stationery trade throughout the United States, 
and never constituted the basis upon which stationery was 
sold at retail, but such recommendations were regarded by 
said members and by the trade and the consuming public 
as turnishing useful information merely. 


“That during the year 1922 the said National Association 
abandoned the issue and publication of said recommenda- 
tions voluntarily and without suggestion from any source 
outside of the Association whatever, governmental or 
otherwise, and largely as a matter of economy and in the 
belief that other educational activities would prove to be of 
more lasting value to its members. 

“That this proceeding was instituted about nine years 
after this Commission was fully informed of the said service 
so rendered by the said National Association and nearly 
two years after it had been voluntarily abandoned, to the 
knowledge of this Commission. 

“Twelfth They allege that the said complaint is in- 
sufficient in law in that the said Federal Trade Commis- 
sion is without ‘jurisdiction under the statute referred to 
in the complaint, to maintain this proceeding, and in that 
the conduct of the respondents interposing this answer is 
not in violation of the said statute; and in other respects 
the said Commission is without jurisdiction or authority 
in the premises.” 

The several respondents representing associations other 
than the National Association of Stationers, Office Out- 
fitters and Manufacturers filed replies to the charges, deny- 
ing certain ones and specifically answering others, and 
denying the jurisdiction of the Federal Trade Commission 
over them 

The answer of Paul J. Wielandy of St. Louis denied that 
he is now or was president of the Wholesale Stationers’ 
Association at the time of the issuance of the complaint. 


George Matheson, chairman of the Colorado Association, 
filed an informal answer categorically denying the charges, 
and pointing out that the National Catalogue Commission 
was discontinued several years ago and that the Colorado 
Association never made use of any recommended retail 
selling prices, and that no power or influence was ever ex- 
erted over the association to induce it to adopt any schedule 
of prices 

The answer of Henry P. Dimond, chairman of the Cali- 
fornia Stationers’ Association, is an interesting and able 
document. He points out that his association is engaged 
in lawful pursuits under the laws of California and that its 
members are not engaged in interstate commerce, within 
the meaning of the act creating the Federal Trade Commis- 
sion. After outlining trade customs which existed long 
prior to the formation of the National or California Associa- 
tions and denying that his organization is engaged in an 
unlawful pursuit, Mr. Dimond said that the association he 
represents is under the jurisdiction of the California laws, 
which contain provisions regarding trusts and free com- 
petition; that his association or its members is not engaged 
in interstate commerce and therefore the Federal Trade 
Commission is without jurisdiction. He denies all the 
charges except those of which he is without knowledge. 

The documents in the case are formidable in bulk and 
necessarily contain much repetition and legal verbiage. We 
have presented here the principal charges stripped of many 
words, and have shown something of the character of the 
formal answers. These are the pleadings in the case. The 
oral evidence, documents, etc., will appear at the hearings. 

New York Stationers Association. 

rhe annual meeting of the New York Stationers’ Asso- 
ciation was held at 100 William street Monday evening, 
May 19. After the dinner, Lawrence W. Rogers, special 
lecturer in selling of the College of the City of New York, 
presented an inspiring sales lecture entitled “Where. the 
Sand Bars Ain't.” : 

A goodly number of members were present and the 
officers of the past year were re-elected. 
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Hammond Corporation Takes New Building. 


The Hammond Typewriter Corporation has removed its 
factory and general offices from the premises at Sixty-ninth- 
Seventieth streets and East River, New York, which it 
occupied for more than a quarter of a century. The Ham- 
mond’s new home is in a quite new and thoroughly up-to- 
date plant, located at 500 East One Hundred Thirty-third 
street, New York City, a view of which is shown in this 
issue. The old plant has been sold. 

The shortness of the distance between the old plant and 
the new, coupled with the perfect planning of A. S. Wheeler, 
works manager of the Hammond, enabled the company to 
accomplish the feat of transferring all its machinery, tools, 
inventory and work in process during the month of May 
without any substantial loss in factory production. The 
power transmission at the new plant, with pulleys and belts, 
was completely installed during April. The Sixty-ninth 
streét plant continued to run until the last week of May. 
A fleet of motor trucks was in constant attendance, and a 
factory machine, which ceased whirring one day in its old 
home, was set up and in operation on the following day in 
During the month of moving, therefore, 
Altogether, the 


its new location. 
virtually two plants were in operation. 
Hammond moving process was a good example of modern 
efficiency and time-saving 

Officials of the Hammond Corporation are extremely 
pleased with their new location and the new manufacturing 
facilities. They explained that not only had the old plant 
become antiquated, judged by modern standards, but the 
land on which its stands, only a few blocks from a most 
valuable part of Fifth avenue, has become, with the growth 
of New York, so valuable as to be uneconomic for manu- 
facturing purposes. Accordingly, the company sold it ad- 
vantageously a year ago, and prepared to take up new 
quarters, which should not only be in a neighborhood of 
cheaper land values, but should be modern to the last 
minute. An illustration of the modernity of the new plant 


NEW HOME OF THE HAMMOND TYPEWRITER CORPORATION AT NEW YORK.—This building includes the 


is that whereas at the old location the company created its 
own steam power for the operation of machines, at the 
new factory all machinery is operated by electric motors 
The company says the results of the changes will be shown 
in greater excellencies of product, increased capacity and 
deliveries without substantial delay. 

Neal D. Becker has just completed his eleventh year as 
president of Hammond Typewriter Corporation. G. S 
Edmonson, vice-president, is engaged particularly in at 
tending to the growing sales side of the business and is 
now on an extended trip among the company’s western 


branch offices. 


LaCrosse Concern to Open New Store. 
The Williams Office Supply Company, H. O. Williams, 


manager, will open a retail store at LaCrosse with a com 


plete line of office furniture, office equipment and sta 
tionery. 

The building in which they are to be located will not be 
ready until June 1, and it is the intention of the company 
to get started by the first of July, if possible. 

In the meantime they are in the market for stock of all 
kinds with which to outfit their store 


Fruit Packers Consume Vast Paper Supplies. 

The orchardists of Oregon and Washington have con 
tracted for $500,000 worth of paper to be used as wrapping 
for the apples, peaches and pears of this year’s crop. The 
order calis for 100 carloads of wrappers. The contract was 
placed’ by the fruit growers’ association. Heretofore the 
orchardists bought as individuals or in groups. 

William A. Force, Jr., of William A. Force & Company 
New York, sailed Saturday, May 10, on the steamship 
“Adriatic” for a two months’ trip abroad. He will visit 
Great Britain, Italy and France. Mr. Force expects to re 


turn early in July 
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and general offices, and it is situated at 500 East One Hundred and Thirty-third street 
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DIGEST OF FOREIGN PRESS 


The British Stationer discussed a topic which interests 
stationers in metropolitan centers the world over. The 
“Individual Trader and Large Department Stores” depict- 
ed the difficulty the stationer has in competing with the 
department and chain stores. The individual dealer can 
buy more intelligently for his trading radius, knows the 
technique of his business, and gains personal contact with 
the trade Aside from bigness, more palatial surround 
ings and front, the department store’s chief advantage is 
selling for cash 

- * . 

[he confusion caused by Friday closing, which is a 
new practice in Turkey, was commented on by Levant 
Trade News (American Journal of Commerce for the 
Levant, Constantinople). Tourists arriving on that day 
are unable to do the usual shopping. A large amount of 
business is sacrificed to the new rule, which has a re- 
ligious basis. This episode is held an evidence of the abil 
ity of the Angora government to make and enforce laws 


* * * 
The South African Stationery Trades Journal printed 
a contribution by John Nava, Martizburg, on private 


brands as contrasted with trade marked lines Mr. Nava 
held that the stationer who adheres to trade marked 


goods meets with less selling resistance than the dealer 
who pushes his own private brands. Trade marked goods 
are supported by a wealth of display material, which the 
dealer, with his limited field, cannot approximate 


* * . 


‘he British Stationer commented on the abrogation 
of the weekly half-holiday, required by the Shops Act, 
by resorts at the seaside and elsewhere. Local authorities 
have been authorized to abrogate the act temporarily dur- 
ing the summer season, to permit merchants to avail them 
selves of the trade opportunities during the holiday season. 


* ok re 


Market analysis was stressed as a necessary prelim 
inary to the establishment of a manufacturing business by 
“The Necessity for Definite Selling Aims” in Sales 
Management (London). The author cited instances in 
which the lack of preliminary investigation had been dis 
astrous 

* ‘* oa 

Greater Mexico (The Mexican Chamber of Commerce 

in the United States, Inc., Woolworth building, New 


York) made an appeal to American business men for the 


support of the chamber. Its activities are helpful to 
American interests desiring to cultivate the Mexican mar 
ket 
x * * 
Retail Selling ondon) printed “Training for Retail 
Selling,” which contrasted modern methods with the old 
apprentice system [The writer divides his subject into 


the elements of technical knowledge, practical skill and an 
appreciation of the value of the work 


re = 
system (Londot included “WV hy it Has Paid to Show 
My Men the Figures.” An English manufacturer operates 
a profit-sharing plan, and a small committee representing 
the men has access to the office records. This policy estab 
lishes confidence 
* * * 


The reconstruction of the Belgian iron and steel im 
dustry was narrated in the Journal of the American- 
Belgian Chamber of Commerce in Belgium. That country 
has regained her standing with the other nations pre 


eminent in the ferrous industries. 





FRENCH CHILD SPEEDY TYPIST. 

This little miss is Paule Ponsen; she 
is French, freckles and all. She is “go- 
ing on” five years old, and is said to 
write 40 words a minute on the type- 
writer We hope this is true. Anyway, 
we like her and her freckles. The ree 
of Lavallais, France, recently pinn a 
prize on her, and no doubt M. le Mayor 
kissed her on both cheeks.—Interna- 
tional News Reel Photo. 








The March number of Administratieve Arbeid makes 
reference to a new German cipher writing typewriter called 
the Enigma. The type wheel of which works on the same 
plan as the German Mignon machine. It is a visible ma- 
chine. There is also an article descriptive of the Leipzig 
Othece Equipment Show in connection with the spring fair 
held in that city recently 

2 

A leading article in the April number of La Revue de 
L’Efficience deals with Lord Leverhulme, his ideas and 
methods 

7” * a 

4 new idea in graphic representation is presented in the 
March number of Mon Bureau. It involves the use of 
strands stretched vertically over a frame containing the 
general graphic forms. It is possible to move these colored 
strands up and down according to the statistics presented 
and in agreement with the revisions which must be made 
from time to time 

i ae 

Zeitschrift fur Burobedarf devotes its March 15 number 
to a great extent to retrospect views of the Leipzig spring: 
fair and its success. a 

* * 

The place of the coupon in advertisements forms the 
basis for a very interesting discussion in the March num- 
ber of Exito. Another article entitled The Man Who Con- 
quered London is devoted to Harry Gordon Selfridge, the 
man who received his early training in the Marshall Field 
organization in Chicago and later demonstrated his theory 
that even staid old London could profit by American de- 
partment store methods. More than revolutionizing retail 
selling methods in London, Mr. Selfridge has actually been 
responsible for a movement which is reforming London’s 
architectural practice with respect to retail store building, 
especially in so far as show windows are concerned, 

x * * 

From C. Conti & Company, of Bergamo, Italy, we have 
received a prospectus describing a publication of Professor 
Luigi Chiesa entitled A Compendium of Stenographic 
Culture . ie 

The March number of La Stenographie Pratique, the 
organ of the National Federation of Stenographers pub- 
lished in Algiers, devotes the leading article of its March 
number to an article describing the business career of M. 
Courtois, who on January 1, 1924, became a representative 
of the Underwood typewriter in North Africa. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offi-es 
of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff at 
the branch in charge of C. H. Everly at 1701 Pershing Square Bidg., Pershing Square, 42nd St. & 
Park Ave., New York, will be happy to be of any possible service. While the facilities at New 
York are not so many as at Chicago, there will be found the same desire to serve. United 
States manufacturers or their representatives, traveling abroad are cordially 
invited to call upon Office A ppliances London correspondent, Mr. W. 

Teignmouth Shore, Surrey House, Victoria Embankment, 

W. C. 2. Mr. Shore’s knowledge of office equipment 
ousiness and its possibilities in Great 
Britain make his counsel valuable 
to those desiring to cultivate 
the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, Surrey House, Victoria Embankment, London, W. C. 2 


ness atmosphere here; of stimulus. The opening of 

the British Empire Exhibition is part of the stimu- 
lant; as the King said when he opened it on April 23, 
“The Exhibition may be said to reveal to us the whole 
Empire in little,” and the “industry of all the races which 
come under the British flag.” Here are combined, to use 
an old phrase, “Instruction and Entertainment.” Business 
men from all over the world will be going, are already 
going, to the Exhibition for business purposes; to see what 
is being done throughout the British Empire and to look 
out for what there is for each of them to “follow up.” 
With the minimum expenditure of time and trouble, for 
the Exhibition is admirably laid out from the straight busi- 
ness point of viewing. Flying round the world is not in it! 
In a few hours you can scamper round the British Em- 
pire, and the business man finds the tour very interesting. 
And when he’s tired of the instruction side, he will find 
plenty of entertainment, and can even exhilirate himself 
with a soft drink, or depress himself with a hard ‘un! At 
least, I have heard that this is so. Why not come and 
see? 


T sees a is a certain amount of brightness in the busi- 


<-> 


Also, not a small section of the business world here is 
looking forward with most pleasant anticipation to the 
1924 International Advertising Convention, and eager to 
say “How-de-do and Glad to Meet You” to the 2,000 and 
more delegates from the States and elsewhere. The con- 
vention will be held at the British Empire Exhibition, 
Wembley, June 14-19. The program will be made up of a 
series of general sessions which all the delegates will attend, 
when the speakers will be distinguished business men from 
Great Britain, America and the Continent, followed by a 
series of sectional sessions, which will be composed of con- 
ferences dealing with the various specific interests in ad- 
vertising, newspapers and selling. My modesty forbids me 


to mention that the London correspondent of Office Appli- 
ances will be among the speakers of the 


Direct Mail 


Exhibit of 
London 


will also be an 
And there will be 


Ireland to 


Advertising Section! There 
International Advertising Art. 
to look around, and England, Scotland, 
It won't be all work and no play, not by any means! 
<-> 
The British Empire Exhibition is rightly described as the 
Empire’s shop window; the British Industries Fair, opened 


visit. 


on April 28, is equally well described as its business office. 
While the world and its wife are examining the Empire's 
products at Wembly, trade buyers from all quarters of the 


globe are found at the British Industries Fair, ordering 
their stocks of British goods for their ensuing year’s 
trade. The Fair is the tenth of the series. First organized 


in 1915, with no thought of repetition, it proved of such 
value to both manufacturers and buyers that it has become 
an annual feature in British business circles. It is organized 
each year by the Department of Overseas Trade, and in 
addition to being self-supporting, it is in its many business 
like features quite different from any other enterprise of 
its kind held in the Empire. An important feature of the 
Fair is the attention paid by the exhibitors to the needs of 
markets. This 
adapted for overseas requirements have been evolved after 


overseas year many new lines specially 
considerable research, and should play a great part in secur- 
ing additional trade for the nation’s exporting firms. It is 
the custom, too, of exhibitors to select the Fair for the first 
display of their new lines and novelties, and this was espe- 
cially so this year, a record attendance of buyers being ex- 
pected. The elimination of trouble for the buyer is the 
key-note of the whole organization, and as such, is typical 
of modern business methods. In the past it was sufficient 
to leave the work of buying to the buyer, but the changed 
conditions of commerce make it imperative today that the 
With 


Industries 


producer shall possess an active selling organization 
this fact in view the organizers of the British 
Fair left nothing to chance to ensure that buyers and sellers 
should be brought together at the Fair and that business 
between them should result. 
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Empire Exhibition; British Industries Fair; International 
Advertising Convention; a real prospect of getting down to 
brass tacks on the Reparations muddle; and a seeming 
calming cown of the troubled waters of European politics 
(at the time of writing!)—all combine to produce a business 
atmosphere of hope and energy. Everything that helps to 
commercial and manufacturing prosperity in one country 
helps all. Britain may—or may not—be slow in her prog- 
ress, but she is sure, and sound. So it may be said with 
confidence that consequent on the general progress will 
follow, perhaps quite quickly, increased prosperity for office 
appliance men in this country. 

W. H. Hartley, General Manager of the British Multi- 
graph Company, doesn’t say things without thinking first. 
So this from him is interesting: “I certainly am an en 
thusiastic believer in the British Empire Exhibition as a 
means of stimulating our trade, which of course, must bene- 
fit the Office Appliance business. In fact I have been 
doing everything I can to support this great Empire under- 
taking and to that end have joined the Fellowship of the 
British Empire Exhibition.” On April Ist Mr. Hartley 
addressed the Glasgow Rotary Club on the subject of In 
ternational Advertising and the Wembley Exhibition 
Within the Empire, he said, there was a tremendous outlet 
for all energies and in the Exhibition we had the position 
in a nutshell. If there was any nation needing advertising 
it was ours. One of the most powerful factors for the 
building of overseas trade lay in postal facilities. The 
postal services of this country, he said, should be placed 
at the disposal of British trade. The cultivation of the 
American market, where British goods stood “all-high,” 
was also referred to. In America, he said, a country run- 


ning on mass production, there were tremendous numbers 


of people on the look-out for “something different,” and 
they thought that everything imported was the best 
<--> 
\s some of us know, the business and assets of the Noise- 
less Typewriter Company in Great Britain have been 
acquired by the Remington Typewriter Company. To mark 


the union the Noiseless Typewriter will be called henceforth 
the Remuington-Noiseless typewriter, the machine itself 
being offered for sale at the head office of the company at 
100 Gracechurch street, London, and, as soon as possible, at 
its various branch offices throughout the British Isles 
The former sales force of the Noiseless Typewriter Com 


pany will continue to sell Noiseless typewriters 


<-> 
E. Cadbury Jones, the very alert sales manager of Bur 
roughs Adding Machine, Limited, tel!s me “Business is 


good—we have had the biggest month in April we have 
had for four years past, and, while business is still difficult 
to get, industry and perseverance will overcome all ob- 
stacles.” Good; and the comment is true. Business is still 
difficult to get. On all hands I hear that it is daily growing 
easier to lead ‘prospects’ for office equipment up to the 
point of saying ‘Yes, we'll have it. But ‘when’ is the 
crucial point; when, oh! when?” The vague decision does 
not in only too many cases lead to the actual signing of 
an order! The horse can be taken to the stream, will admit 
that he is thirsty, but will not drink! This is, I’m sure, a 
symptom of the general feeling of unsecurity and of fear 


as to what the immediate future may bring forth which is 
at the back of the minds of the majority of business men 
and which is the break on the wheel of progress to steady 


prosperity We are still searching the business firmament 
for the Star of Definite Security, finding it not. Shall not 
find it until the Reparations question is definitely settled, 
until Exchanges definitely cease from troubling, and until 
we know what political party will be in power for at least 
the next year or so. For the Labor Government is not in 


power; it is living on the sufferance of its opponents, whose 


camp is divided and whose force for attack is therefore nil. 
But every day there may be a Parliamentary, a Govern- 
mental crisis, resulting in something approaching to politi- 
cal chaos and another general election. In short the busi- 
ness barometer is still at “Changeable”; until it is set “Fair” 
and still steadily rising business men will be shy of com- 
mitments for future expenditure of any kind that is not 
essential to “keeping going.” But we're not going to funk; 
we feel assured that “industry and perseverance will over- 
come all obstacles.” It’s “dogged as does it,” and John 
Bull is nothing if not dogged! 





MISS PEARSON AS A BURROUGHS 
MACHINE 
Burroughs Cestume Ball. 

Wolverhampton, England, has a Burroughs office that 
is wide awake to the possibilities of social amusements. A 
fancy dress ball of the Birches Barn Estate in Wolverhamp- 
ton attracted the Burroughs ladies, and thither they went. 
Two won prizes for their costumes and a third found her 
picture in the Wolverhampton Star and Express, the clev- 
erness of her costume having taken the eye of the oddity- 
seeking press 

About 500 persons were present, so the competition of 
costuming was great enough. But the first prize for ladies 
went to Miss Nicholls, a student at the Burroughs calcula- 
tor school, who was dressed as a shepherdess. The second 
prize was won by Miss Wilson, the Burroughs Wolver- 
hampton Demonstrator. She was costumed as a Mah Jong 
tile. Miss Pearson, Calculator Instructor, was a Burroughs 
machine. Her picture as shown in the Star and Express, is 
reproduced here. Following is the newspaper’s account. 

“The photograph we reproduce shows a novel fancy dress 
which attracted much attention at the Birches Barn Club 
gathering, Wolverhampton. Miss Pearson, who is the in- 
structress at the Burroughs Calculating School, wore the 
dress. A glance at the picture will show that the design 
includes the keyboard of the adding machine; the adding 
dials are worn as armlets; the blotters are cleverly made in 
a fan; and the “ribbons” in the dress are total strips from 
the machine. On the back of the dress Miss Pearson wore 
the “carriage” of the machine, in which a roll of printing 
paper was seen. This novelty costume shows what is pos- 
sible when ingenuity is blended with good taste.” 


















































A SCENE IN FRENCH MOROCCO.—The top picture shows 





the first ledger 


posting machine being delivered in the land of the Moors Top Circle—Part of Canada’s build 

Lower picture shows the Central Square at Casa Blanca Fete Day. The ing at the British Empire Expositio: 
arrow points to the Banque d@’Etat, where the bookkeeping machine above referred selow—A bit of India at the Exposi 
to was delivered. tion. 


Morocco Buys Bookkeeping Machine. 

The first Burroughs Automatic Bookkeeping machine 
ever sold in French Morocco was installed in the Banque 
d’Etat, Casablanca, late in February by W. R. Manny, 
manager of the French company of the Burroughs Adding 
Machine Company. 

The Banque d’Etat with headquarters in Rabat, had, 
through their Paris branch, investigated the possibility of 
using ledger posting machines in their branches in Mor- 
occo. The French only occupied Morocco between 1906 and 
1912 and at the time of the outbreak of the war, had not 
entirely pacified the native population. Hence, European 
methods and the Banque d’Etat itself have existed in Mor- 
rocco less than fifteen years. Before that time, it was 
probably one of the least visited countries in the world, 
aithough the Moors and Arabs have a civilization of their 
own, which is of a very high order. Today the French 
have a protectorate over the larger part of Morocco and 
have developed the city of Casablanca very remarkably in 
a short time since their occupation. The two largest towns 
in Morocco, Marrakech and Fez, are still practically un- 
influenced by European civilization and each of the towns 
with a native population of over 100,000 have less than 
1,000 European residents chiefly consisting of the officials 
connected with the French administration. 

Visits for sales and mechanical attention to Casablanca 
will be made for the present by airplane from the Bur 
roughs agency in Oran, Algeria, 700 kilometers away. A 
daily airplane service is carrying business men from Casa 
blanca to Oran regularly as it takes two days to make the 
trip either by automobile or on a narrow-gauged military 
railroad. The expense of the aeroplane service-is only 50 
percent more than railroad. The trip cart. be made in five 
hours. 





Serve well and you will be well served.—The Webster Way 
(F. S. Webster Company). 


A Booklet on the Coming New Zealand Interna- 
tional Exposition. 


Office Appliances has received from H. R. Spence, secre- 
tary of the New Zealand and South Seas Exhibition Com 
pany, Ltd., a booklet giving the conditions and regulations 
governing the exposition to be held at Dunedin, New Zeal- 
and, in 1925 and 1926. The opening date has been fixed as 
on or about the 12th of November, 1925, and the exhibition 
will remain open for approximately five months Che main 
building will be ready for the reception of ex its about 
September 1, 1925, but if the exhibition company is notifed 
well in advance, suitable arrangements for storage will be 
made free of charge before that date It is elieved that 
this will afford exhibitors at the British Empi «position 
a better opportunity to transfer their exhibits to Dunedin 
from Wembley at the close of that exhibitio: 

The exhibition will be appointed a licensed stoms ware- 
house and exhibits from abroad will be received under bond, 
the usual entries, together with two copies of invoices 
being presented by exhibitors or agent t the ustoms 
house. Arrangements may be made for th: iyment of 
duties on goods intended for sale, and there are other rules 
which need not be mentioned here, but w! t is well 


for the exhibitor to know 


\ copy of the booklet referred to giving irticulars 
rules, regulations, etc., will be sent to any yncern interest 
ed, by Mr. Spence, whose address is in cart t exhibi 
tion company named, at 5-11 Bond street, Dunedin, New 


Ze aland 


Zellers Abroad. 


John A. Zellers, foreign sales manager of 1 Remingtor 
[Typewriter Company, sailed on April 26 on one of his fre 
quent visits to Europe. His itinerary will include Ger- 


many, France and England. 
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Underwocd Appointments Abroad. 

The Underwood Typewriter Company has appointed 
Wilhelm Kiister general agent for ali Germany, stationed 
at Bastion-strasse 10, Dusseldorf. 

J. C. Courtois has joined John Underwood & Company, 
distributor of the Underwood typewriter, in North Africa. 
His headquarters are at Algiers. Mr. Courtois entered 
the typewriter business in 1899 with the Empire type- 
writer. From 1906 until the recent change Mr. Courtois 
has been with the Remington interests. 


Odd and Original Masquerade Costume. 


Chere was held at Prague, Czecho-S'ovakia, last Janu 
ary a very fashionable masquerade ball, given by the “Blue 
White Redoute” soci ty 

[This ball was largely attended by diplomats, politicians 
and high society 

One of the feature costumes was that of a masker repre 


senting the “Demountable” typewriter This costume 





A MASQUERADE COSTUME REP 
ESENTING THE DEMOUNTABLE 
YPEW RITER.—This was shown at 
fashionable masquerade ball in 
Prague, Czechoslovakia, not long ago 


, 
. 


I 
T 


caused such a sensation that the masker could only by 
ringing the bell a number of times—which indicates the end 
of a typewriter line, push himself through the crowd. 

‘his unique and attractive costume was the design of 
Novitas Spolecnost, SR. O., Prague 11, Vaclavske No 23, 
who has the sole representation for the “Demountable” in 
their republic. 

This proved to be a very good ad and many people 
called at their store the following day to inquire further 


about the machine 


Tunley Takes Woodstock Agency. 


Arthur Tunley & Company of Johannesburg, Capetown, 
Port Elizabeth and Durban, South Africa, have undertaken 
the agency for the Woodstock typewriter and the Van 
Dorn line of steel furniture. Mr. Tunley has had a wide 
experience in the office equipment business and his com- 





ARTHUR TUNLEY. 


pany has attained a prominent place in the office equipment 
field of South Africa where the concern is an important 
factor 

For ten years Mr. Tunley has held the agency for the 
Edison Dick Mimeographs and the Elliott addresing ma- 
chines of Boston 


Type Adder Corporation Appoints Agents Abroad. 

The agency for the Type Adder in Holland and Belgium 
has been taken over by L. Fles & Company, Amsterdam, 
Holland. The contract was signed during the recent visit 
of Mr. Boas to this country. 

The Type Adder G. M. B. H. with offices at 131 Albert- 
strasse, Berlin, Steglitz, Germany, has been formed to take 
care of the distribution of this new device for Germany. 
The Type Adder was recently exhibited at the Leipzig and 
Frankfort fairs. 


Kemp Promoted. 


E. Denning Kemp, formerly manager for Roneo, Limited, 
at their Singapore branch, has feéently been appointed as 
manager for the East, in which capatity he will supervise 
the work of Roneo, Limited, im the Far East. To succeed 
him at Singapore, C. L. Wyatt has heen appointed manager 
of the Roneo branch in that city. 

The greater part of Mr. Wyatt's experience was gained in 
the United States, where he was connected ‘with manufac- 
turers and banking concerns. Inm.England, he represented 
several American office appliance manufacturers prior to his 
connection with Roneo, Limited. After .spending six 
months in London with the latter firm, he joined their Singa- 
pore organization. On the basis of his experience thus far, 
Mr. Wyatt predicts increasingly bright prospects in the 
Straits Settlements for both the Roneo and Royal products. 

Roneo, Limited, have been dealers for the Royal type- 
writer in the Straits Settlements for over eight years, and 
during T. T. Malleson’s recent visit to them, he included in 
their territory the other parts of the Malay Peninsula which 
had not previously been under their jurisdiction. The new 
arrangements will undoubtedly redound to the mutual ben- 
efit of the Royal and Roneo, Limited, and we take this op- 
portunity to wish both Mr. Kemp and Mr. Wyatt every 


success in their new activities. 
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Alma Now with Glogowski & Co. 

Carl Egon Alma, who has had charge of the Burroughs 
business in Austria, Czecho-Slovakia and Hungary, has 
been made a partner in the firm of Glogowski and Co., 
Burroughs representatives in Central Europe. His appoint- 





CARL EGON ALMA, 


ment to partnership took effect January 1. He will retain 
his place as manager of the Austrian, Czecho-Slovakian and 
Hungarian interests of the company. He has been con- 
nected with the Glogowski organization for many years. 


Poster Advertises Holland Exposition. 

Office Appliances has received from Blikman & Sartorious 
of Amsterdam, Holland, an imposing poster in colors show- 
ing a pleased executive inspecting a specimen of artistic 
printing and an equally pleased stenographer looking on. 
There are the usual desk accessories and the whole picture 
forms a striking advertisement. Red, green, yellow, black 
and white are the predominating colors. 

This poster was gotten out for the executive committee of 
the Efficiency Exhibition which was held at The Hague 
from May 5 to 15. 

Thirty-Five Years in the Remington Service. 

Cesare Verona of Turin, Italy, recently visited New York. 
He is the exclusive representative in Italy for the Reming- 
ton typewriter products and has served in that capacity for 
thirty-five years. 

On his arrival at Remington headquarters in New York 








CUSTOMS OFFICER BUYS TRAVELER'S TYPEWRITER.— 
Crossing from Italy into Switzerland, Augusto Verona. brother 
of Cesare Verona, sold his Remington Portable to the customs 
officer on the border at Tresenda—Aprica. The picture shows 
the deal about to be consummated. 
on April 31, he was presented with a thirty-five-year service 
decoration. 

Mr. Verona spent a month or more visiting his friends 


in New York and at the factory in Ilion. 


He brought with him his daughter, Miss Elena, for her 
first visit to America. 

Mr. Verona’s brether, Augusto, who recently crossed 
from Italy into Switzerland, sold the Remington portable 
he was carrying with him to the customs officer on the 
border at Tresenda-Aprica. The accompanying picture 
illustrates the episode. 


The League and Office Equipment. 


Special Correspondence to Office Appliances. 
Paris, March 26, 1924. 

The Paris newspaper, “The Temps,” prints a notice ask- 
ing for tenders of office furniture for the League of Na- 
tions, at Geneva. The notice runs: 

Offers of Supplies to the International Secretariat of the 
League of Nations, at Geneva. 

The Secretariat of the League of Nations will accept up to 
May 31, 1924, tenders for Nos. 1, 2 and 3, and until July 31, 
1924, for No. 4 for supplies of 

1. Office furniture and electric bulbs. 

2. Paper, stencils, ink, etc., for duplicators, printing paper, 
typewriting paper, letter paper, packing paper, carbon paper, 
toilet paper, envelopes and other office appliances. 

3. Benzine and other materials for cleaning, etc. 

4. Coal and coke. 

For all particulars apply by writing or between 4 and 5 
o'clock, Saturdays excepted, to the Secretariat, League of 
Nations, 1 Quai du Mont-Blanc, Geneva. 

HOWARD R. HUSTON, Chief of Service. 

Like notices asking for stenographers and other labor, 
this advertisement is a reminder of the pioneer work being 
done by the League of Nations for the office appliance trade. 
The organization of the League was largely the work of 
men wh.o had been employed in various government offices 
during the Great War, some in one capital, some in another. 
Now although war is a great destroyer, it is also a great civ- 
ilizer. Without the Crusades, for instance, it is very dubious 
whether Western Europe would have reached the pitch of 
civilization where she now stands. The Crusaders not only 
left their own country in peace—it is well known that the 
Popes of Rome encouraged the Crusades for the sake of 
removing all the hotheads from their native countries and 
thus allowing civilization to develop and peace arts to flourish 
during their absence—but they brought back Eastern prod- 
ucts, such as spices and flowers, laid the basis for trade 
between East and West and further brought all the culture 
of the East to Western Europe. 

In the same way, the Great War introduced quite new 
ideas about office efficiency into many lands. As a rule 
the great war lords hesitated very little about expense, and 
the best machines for typewriting, for duplicating and for 
calculating were introduced into their offices. One country 
vied with the other in the perfection of its housing, and 
many great hotels in Paris were transformed into govern- 
ment offices. Here wonderful contrivances for saving time, 
for rendering mistakes almost impossible, could be seen at 
work, for as time went on the human material available got 
less and less satisfactory and the machines had to make up 
for human inefficiency. The men who had seen the benefits 
to be reaped from almost fool-proof, almost perfect ma- 
chinery, carried out their ideas when the League of Na- 
tions was organized. They knew which were the best 
makes of machines and ordered them without much thought 
of the cost, for the new body could only live if thoroughly 
up-to-date and efficient. Thus it has come about that the 
material used at the League could be transported bodily 
into a show of office appliances, and soiled as it is by use, 
would put many an exhibition to shame. “Nothing but the 
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ILLUSTRATIONS SHOWING SCENES IN THE OFFICES 
On the left is the correspondence room. In the center, Mr. Halphen is observed sitting at his desk. On the right is the dem- 


onstrating room 


OF L. & G. HALPHEN OF PRAGUE, CZECHOSLOVAKIA.— 


In the correspondence room we note the Elo duplicating machine and the Smith Premier typewriter. The type of drawer 
files used by the gentleman on the left are not familiar in American offices 


Mr. Halphen’s own office with its portraits on the wall and 


The demonstrating room at the right shows the presence of 
writing nd calculating machines, a straight calculating machine 


best” is the motto the promoters of the League and stiff 
paper, that will stand by itself, is used for the duplication 
of reports. The type of the machines is always clear 
When a machine gets old it is sold for what it will fetch, 


ithout mercy, for half-broken type is of no use for people 


onnected with the League. The ribbons do not smear 

the organizers see to that—and there is a minimum of rub 
bing out or erasing. This is the consequence of the good 
human material selected—there were all 
4. 


Ot Work 


the employees left 
by the conclusion of the peace conference to 
se from—and the care taken in keeping it in good health. 

[he sight of perfect office arrangements, of typewriters 
working perfectly smoothly, makes a very decided impres- 
sion on that vast body of politicians, of delegates from this 
association and that, who all come to Geneva to put their 
cases before the League. They go back to their own coun 
tries, to Lapland, to Crimea, to Albania, with stories of the 
marvels of perfect office organization. As these young 
ountries often jump over the intervening phases of civiliza 
tion that other countries have crossed in tears and hard 
work, it often happens that men learn to tap a typewriter 
fore they learn to write “fluently” by hand. Just in the 
same way that people in the Balkans introduced telephones 
much more quickly than the advanced nations in the west 
of Europe, more typewriters are found in proportion to ex- 
isting riches and the business done in the east than in the 
vest itself. For there is no conservatism about office ap 
pliances in the east. The step from keeping no accounts 
whatever to introducing loose leaf ledgers and a special 
typewriter to write the figures is a small one, while the 
abolition of the ancient system of bookkeeping that has 
served the firm for centuries is long and ponderous. The 
transition from no writing arid reading to keeping a phone 
nd a typewriter is swifter than the change between cop- 
per-plate handwriting and the enormity of allowing the 
firm’s sacred letters to be machine-typed, a proceeding that 
still smacks of sacrilege or lese majesté in certain western 
houses. The only thing—but that is a very important one 
hat is restraining the countries newly constituted after 
he war from embarking on a mad race for new office 
ippliances, all up-to-date, is lack of funds. If, however, the 


il peace is at hand, there will be a rush of business such 
is Europe has ne r seen before. This will herald a rush 
machinery r with salaries standing high, human ma 
er in onl en ployed sparingly, and the best ap 
liances will be bought without a sigh at the cost The 
expected stabilization of the various exchangés of Europe 
d the going | to par of the more important units will 


have an important effect on trade, and more especially on 


thy ffi r appliar ‘ trade, 


the clock, bookcase, etc., is somewhat reminiscent of a library in 


several different makes of machines, including combination type- 
Smith Premier typewriter and Dalton adding machine. 


One of the first effects of the peace will be the reduction 
of prices for American machines in Europe and all that this 
entails. It is then that the effect of foreign competition 
can be judged without prejudice. Today it is quite natural 
that many buyers prefer even a much inferior machine from 
a munition factory, converted into a typewriter factory, at 
a much lower price, even if it lacks in efficiency. Many 
cannot afford the price of a machine from the States trans- 
lated into their debased currency. But suppose that the 
dollar were at par, what would happen? The two machines 
would have a fair, sporting chance and no favor. It is 
then that the better article will win. It is then that the 
machines seen in operation at the League of Nations in 
Geneva will be remembered and the same type probably 
selected in offices being opened in all parts of Europe and 
maybe in distant Asia, for labor-saving appliances are being 
introduced everywhere and handwriting is becoming more 
and more a thing of the past. Many firnts, already aware 
that things political and financial are being arranged, that 
the political situation is “set fair” at least, are making great 
and energetic preparations for the new world. 

The point of having their wares in places where they will 
be seen and admired is not being lost upon them, for they 
are nearer the spot than the American dealers. For the 
trade ought not to forget that people are not much attracted 
by machines being worked by an expert in a shop—they 
want to see what they do when in the hands of a friend or 
his type-girl. A calculating horse in one’s own stable is a 
very different proposition from the same animal at a circus, 
where he may have al! sorts of aid from accomplices. Thus 
the sight of a machine working away day by day and with- 
out interruption in an office is a much more powerful incen- 
tive to purchase than a row of machines all doing exactly 
what they should in the shop where only experts make them 
go 


A section of several pages in the March 20 number of 
Die Buro Industrie bears the heading “New Things of the 
Leipzig Spring Fair.” Among these is a description of the 
new Kuhrt universal calculating machine, which was shown 
for the first time at the Leipzig fair. The Kuhrt calculating 
machine is made by the firm of Wilhelm, Morell, A. G., 
Leipzig. It is of the keyboard type and gives a printed 
record of operations. It is furnished in both hand and 
motor driven models. The March 20 issue of the magazine 
also shows a picture of an Adler typewriter which has been 
constantly in use for twenty-five years and is still in active 
service 


(Continued on Page 81.) 
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in Every Section of the Field. 


Dunn Pen Company in Difficulties. 


In reports of bankruptcy proceedings in New York 
papers of May 16 and May 17 are several announcements 
regarding the Dunn Pen Manufacturing Corporation and 
the Dunn Pen Company, Inc., both of 71 Fifth avenue, New 
York. 

Following are the paragraphic announcements: 

“Dunn Pen Manufacturing Corporation, 71 Fifth avenue, 
by Deuse, Auer & Moore for $1,860; William G. Henne, 
$40; William T. Maloney, $90.” 

“Dunn Pen Company, Inc., 71 Fifth avenue, by Deuse, 
Auer & Moore, for $1,860; Georgina McIntyre, $1,250; 
Frances Just, $30.00.” 

“Dunn Pen Company, Inc., 71 Fifth avenue. Percival 
Wilds appointed, under $10,000 bond, by Judge A. N. Hand. 
Liabilities not stated; assets about $50,000. The corpora- 
tion is a subsidiary of the Dunn Pen Manufacturing Cor- 
poration and distributes the products manufactured by the 
parent company.” 


Carbon Paper Concern in Bankruptcy. 


The Carrib Manufacturing Company of Rochester and 
East Rochester, N. Y., makers of carbon paper, filed a 
voluntary petition in bankruptcy with Referee Nelson P. 
Sanford in Bankruptcy Court recently. Liabilities are $63,- 
830.69 and assets $62,632.72. The petition is signed by 
John Hart, secretary, and Frank J. Luigg, treasurer. 

Among the more than one hundred creditors the largest 
is the Keystone Carbon Paper Company of New York, 
with a claim of $3,638.44. 


Ink-Out Manufacturing Company Now Ready for 
All Orders. 

The Ink-Out Manufacturing Company, Inc., 15 Label 
street, Montclair, N. J. encountered a peculiar difficulty 
recently, owing to a demand for the product which went 
beyond their anticipations, so that they found themselves 
depleted of boxes and bottles with an accumulation of orders 
on hand waiting to be filled. We are informed that this dif- 
ficulty has now been overcome and that the company is 
filling orders in rotation as they have been received. They 
expect tu be able from now on to fill all orders with rea- 
sonable promptness and in any quantity. 

John D. Cardinell, president of the company, has pur- 
chased outright a full one-half interest in the original Cap- 


pon invention for the single fluid ink eradicator and has 
secured control for the life of the patent of the other half 
interest owned by Mr. Cappon, the inventor, who is an 
expert chemist and is now connected with the Ink-Out Man 


ufacturing Company, Inc., devoting his entire time and 
attention to manufacturing. 

The present package will be displaced about August 1 
with an attractive, lithographed tin self-selling display con 
tainer. 

It is said that Ink-Out can be used safely on linens, silks 
rugs and clothing, and that it will remove iodine stains, fruit 


stains and other stains without injury to the hands 


Annual Outing for Chicago Stationers. 

The Sta-Man Club of Chicago will hold its annual outing 
at Northwestern Park, Des Plaines, Ill., June 7. It will be 
a basket picnic, with base ball and other athletic sports 
races for children, women and men, dancing, etc. An 
abundance of souvenirs is being provided and every prepa 
ration made for a banner day of frolic in the country. 
Tickets are seventy-five cents, which includes train fare 
the park and return to Chicago. The train will leave Chi 
cago for Des Plaines at 1:15 p. m. sharp, departing from 
the Madison street terminal 


Mitchell Heads Glad Hand Committee. 


Charles L. Mitchell of Crane & Company, Topeka, Kans 
former president of the National Association, has b 
appointed by President Allen, chairman of the glad han: 
committee, for the Cincinnati convention next Octobe: 

Mr. Mitchell’s qualifications for this post are too well 
known to need comment. His selection to this responsibk 
situation is an evidence of sound judgment on the 


the president. 


Lincoln Typewriter Company Resumes Business. 
The Lincoln Typewriter Company, recently in bankrupt 
cy, has announced the resumption of business under the 
name of Lincoln Typewriter Company, Inc., with Harry 
F. Simon, president. The old company has made a settle 
ment with all creditors on a percentage basis 

Two stores—one at 150 Broadway and the other at Fifth 
avenue and Forty-second street—will be conducted; the 
new store at 150 Broadway, Westinghouse building, has 


just been opened, with Gustave J. Mothner in charge. 
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Graff-Underwood People Listen to Interesting Talk. 


‘ 


\n unusually pleasant evening was recently enjoyed by 


the employes of the Graff-Underwood Company of Bos- 
ton 

Under the 
organization, 
Merritt, 
illustrated talk telling his experiences on a recent 
and canoe trip that he took through the wilds of 
down the Allagash when in flood, to New 
The talk was illustrated by 150 beautifully 
some of the 


pictures being taken in spots 
reached by 


At the conclusion of the lecture, 
\ most thoroughly good time was enjoyed by all the sixty 


Committee of the 
Arthur H. 


company, to give an 


Welfare 


were 


direction of the 


arrangements made with 


advertising manager of the 
fishing 
Maine, 
River, Bruns 
wi k colore d 
slide Ss, seldom 


man before. 
refreshments were served 


eight present. 
Advisory Council of Corona Dealers Meets. 
Che first 1924 Dealer 
of the Typewriter Company 


ee 


Advisory Council 
held at The 


week be 


meeting of the 
Corona was 


Sagamore in Rochester, during the 
April 20th. 

is Advisory 
elected by the 


1a Company. 


ginning 


Council is comprised of seven representa- 


tives, dealers, and three officials of the Co- 


Every member was present at the Roches- 


ter meeting with the exception of Generdl Manager C. F. 


Brown 

Quite naturally, the chief topic discussed was the new 
Cor Four, its market, the best methods of advertising 
and selling it and various policies to be adopted in rela- 
tion to it. 

Those officially in attendance at the meeting were: J. E 
Gaffaney, Fargo, N. D.; Frank L. Patty, Austin, Tex.; 
R. M. Pound, Charlotte, N. C.; L. J. Conger, Groton, N. Y 
R. L. Carter, New Haven, Conn.; F. J. Weiss, Omaha, 


Nebr.; W. L. Prickitt, Philadelphia, Pa.; H. 
N. Y.; E. W. Hall, Seattle, 

In addition to the regular members of 
eral other dealers 


McD. Brown, 
Wash. 


the council, sev- 


Croton, 


chairman, 


and officials were present by invitation 


H. M. Russell of Des Moines, a member of last year’s 
council, was in the East on business and attended the meet- 
ing, together with A. Griffing of Rochester, L. C. Dins- 
more of New York City and N. B. Mayo, H. J. Snyder 


and Gordon Laurence of Groton. 
Burroughs Inter-agency Convention. 
Agencies of the 
Des Moines, Wa 
Dodge and 
Des Moines, 


opportunity of 


Burroughs Adding Machine Company at 
Cedar Sioux City, Fort 
Davenport held a general sales conference at 
May 2-3. It afforded the man- 


transmitting to 


terloo, Rapids, 


lowa, agency 


agers an their men the 


enefits of the managers’ convention held a short time be- 


ore at Detroit. The sessions closed with a dinner. The 
ix Iowa agencies organized the Iowa Go-getters’ club, to 

ite the Iowa agencies and to keep Iowa in the front 

nk.of quota-making states. Officers chosen were: C. A. 
Cairns, president, Des Moines; R. J. Broderick, vice presi 
dent, Des Moines; W. E. Martin, Des Moines, secretary; R 
|. DeLear, Des Moines, treasurer. Visitors from the home 


were elected honorary members of the club 


Dinner to F. C. Snow. 


A farewell dinner was tendered F.-.C. Snow, recently 
pointed assistant district manager by the Elliott-Fisher 
Company, at the Morrison hotel, Chicago. The entire 


Chicago sales force, numbering about 100, gathered to give 


stimony to the sincere friendship which his contact with 
them had engendered in their hearts the 


\ magnificent white gold watch, 


past few years. 


suitably monogrammed, 


was presented to Mr. Snow as a material appreciation by 
his associates. 
J. J. Means Joins The Dunn Company. 

J. J. Means, formerly manager at Chicago for The Sam’l 

Tatum Company, joined the organization of The John 
A. Dunn Company May 1. He has charge of the office 
chair and equipment department. The John A. Dunn Com- 
pany is one of the oldest manufacturers in the industry. It 
was established in 1859, and has been making quality chairs 
while always a strictly quality 
product, will be augmented by several new numbers. 

Mr. Means traveled the central West for The Tatum 
and prior to that was traveling representative 
Accounting Devices Company, for a number of 
years. His many friends among the office supply dealers 
throughout the country will be pleased to see him calling 
on the trade throughout the territory again. Mr. Means 
has been assigned a large territory, covering the United 
States from Cleveland on the East, Duluth on the North, 
Denver on the West and the Gulf of Mexico on the South. 
His headquarters will be at the Chicago factory of The 


ever since. The Dunn line, 


Company, 
for the 


John A. Dunn Company, 2911 South LaSalle street. 
Pickering Goes Abroad. 
W. J. Pickering, vice-president and director of sales of 


the Remington Typewriter Company, sailed on May 7 for 
his annual trip to He will remain abroad for 
about three months and will cover a larger part of Europe 
past. He expects to attend the 
Advertising Convention in London in July, 
August. 


EXCUSE US, PLEASE! 


Erroneous Statement. 

It was stated in an item in the May number that Mr. 
Cyril C. London “handles some of the general 
publicity of the Company.” This is an error to 
which Mr. Freer calls our attention. The Roneo general 
advertising is handled by E. W. Barney, Ltd., of London. 
ies to all. 


Europe. 


than he has done in the 
International 
time in 


returning some 


Freer of 


Roneo 


Our apolog 


The Wrong Cut. 
published a description of the new model 
Victor adding but to our chagrin and surprise 
we discovered that the story was illustrated by a cut of 
another machine entirely, made by another well-known add- 
ing machine company 

This new model Victor has many refinements which have 
already a focus of interest among adding machine 
men. And the price hasn’t been advanced a penny. 

The Victor Adding Machine Company is wedded to the 
The principle of dealer distribution is the founda- 
which they are building their increasing atid noéte- 
worthy success. 


In May we 
machine, 


made it 


dealers 
tion upon 


Right Man but Wrong Town. 
Appliances for May, under the classification 
Machines,” on page 201, it was stated under an 
Atlanta head line that S. J. Macon, representative for the 
Dalton Adding Machine Company had moved from 6% 
North Forsyth street to 842 Broad street. The item—was 
correct except for the city which should have been Augusta, 
Atlanta, Ga. 


In Office 


Adding 


Ga., instead of 


If we spend our time chasing the bluebird of happiness 
our year will be lost; if we make the New Year one of 
work, study and service, we are sure to reap a mighty 
profit—Tips and Nibs (The Wahl Company). 
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John Holland. 

Note —The announcement of the death of Mr. Holland 
would have appeared under the section Passed Away excep! 
for the fact that the half tone required a little work and it 
did not come back from the engraver in .time for the notice 
to be used under the regular head. : 

John Holland, eighty-six years of age, founder and presi- 
dent of the John Holland Gold Pen Company, and one of 
the first manufacturers of gold and fountain pens in 
the United States, died late in April at his home at Elm 





THE LATE JOHN HOLLAND 


hurst and Herrick avenues, East Walnut Hills, Cincinnati 
He had been ill since December, but appeared to be on the 
road to recovery. He suffered a relapse, however, and 
physicians said that there was no hope. His children were 
summoned and were at his bedside when the end came. 

Born on the “Holy Ground” in the southmost part of 
Ireland, on August 25, 1838, Mr. Holland came to the 
United States with his parents in 1845, and for a time 
attended the public schools. At the age of 17, in 1853, he 
was apprenticed to George W. Sheppard, originator of the 
gold pen, and spent several years in learning the art of 
gold pen manufacture. 

In 1862, he purchased Sheppard’s business and conducted 
it under the name of “John Holland” until 1885, when the 
present company was formed. It was during his associa- 
tion that he made his first fountain pen. This was in 1859 

Mr. Holland was the oldest business man on Fourth 
street. The John Holland Gold Pen Company has been 
located at 127 East Fourth street since 1869. Most of the 











DOLL UP THE WINDOWS.—The stationery department of 
The Headlight of Pittsburg, Kans., imitates the articles on a 
lady’s dressing table by clever adaptations of stationery devices 





other business houses on the thoroughfare have sprung up 
in the last twenty or thirty years. 

In 1870, Mr. Holland was married to Miss therin« 
Ohlen of Columbus. Mrs. Holland, in addition t ur 
children, three sons and a daughter, survives hu Che 
sons are James E. Holland of New York; John A lland 
and Robert O. Holland, both of whom live in | innati. 
[The daughter, Mrs. Archer G. Dean, lives in Hannatord 
Penna. 

The writer's acquaintance with Mr. John Holland began 
in 1897 or "98 when as representative of an east sta 
tionery journal I called upon him at the Fourth street ta 
tory. He was an interesting and friendly man 
fund of information about fountain pens, gold ps and 
the holders for the latter, which were then and ha long 
been made of a variety of materials. In the working up of! 
all of these articles in his own factory Mr. Holland t ka 
keen interest. For the following fifteen years | called Ol 
the trade in Cincinnati four or five times each yea! \s 


Mr. Holland was always at his work early in t 

became my practice to look in upon him about eight lock 
in the morning. Always I| found him seated at s desk 
and generally engaged in testing the gold nibs, eacl 
went under his personal inspection before being 
sale. His reception was always gracious. The nve 
usually turned to the industry and he would re int som 


interesting experience of his early career and 


entertainingly of the development of the business vhich 
he was so long a student and a worker 
' & & 
Louis H. Buckley. 
\s Office Appliances went to press, word wa 


of the passing of Louis H. Buckley, vice pres 
assistant general manager of the United States |! 
Company. Mr. Buckley died as the result 
apoplexy at the wheel of his automobile 
Square, while driving to his home @n Worcester at 8:30 
on Monday evening, May 26 

Particulars concerning the life of Mr. Buckley 


in the July issue 


Keeping It There. 

Eberhard Faber has started a “keeping 
paign on the Mongol pencil in which the house 
concentrate its efforts to impress the good qualiti f this 
pencil-upon the American public. 

Che E. Faber organization is celebrating its 
anniversary The house was established by the first Eber 
hard Faber in 1849. 











REMINGTON-NOISELESS AMALGAMATION MI 
Recently held on the Pacific Coast 


cs 
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A New Retail Store for Memphis. 

E. H. Clarke & Bro., leading stationers, printers and 
office equipment dealers of Memphis, Tenn., have just 
made formal announcement of their removal to a new lo- 
cation at 19 South Second street, directly back of their 
former location. This brings together the company’s sev- 


|| (|) a 





NEW HOME OF E. H. CLARKE & BRO., MEMPHIS 


eral departments under one roof, where better facilities are 
available for displaying and there is more room for larger 
stock 

The printing department has been equipped throughout 
with new machinery. The office furniture department now 
occupies over five thousand square feet of floor space show- 


ing a broad representation of leading lines. 





FIRST FLOOR OF E. H. CLARKE & BRO. STORE AT 


E. H. Clarke & Bro. are pioneer stationers of Memphis 
ind are sales agents for some of the leading office equip 
nent and office furniture houses in the United States 
More than a thousand persons attended the formal open- 


ng of the new store on Saturday, April 19. The first floor 


was attractively decorated with palms, Easter lilies and cut 


fiowers, which came as good-will offerings from business 


ce 


as visitors wert 


yncerns in Memphis, New York, Chicago and other places 
\n orchestra played from the mezzanine on the first floor 
welcomed and presented with flowers 


More than a quarter of a century ago Eugene and 
Thomas A. Clarke came to Memphis from Vicksburg, Miss., 
where their father, H. C. Clarke, had established in 1857, a 
book and stationery store. From a store 344 by 60 feet at 
18 South Main street, established in 1897, E. H. Clarke and 
Brother have enlarged and expanded until they now occupy 
a six-story building with 22,500 feet of floor space and 
which is equipped with every modern facility and device for 
the high-class production of printing, binding and engraving. 

The first floor houses the fancy stationery, social engrav- 
ing display, books, novelties, office supplies and commer- 
cial stationery. The second floor is given over to office 
furniture in suites and matched pieces. 


A general stockroom and shipping department are on the 


third floor. On the fourth floor is the engraving depart- 
ment, where embossing of commercial and social work is 
done on six presses. 

The printing and binding department is on the fifth floor. 
The equipment here is*of the newest patterns, It is all 
automatic and run by electricity, The basement contains 
the display of steel files and furniture, fireproof safes and 
safe cabinets 

The new establishment contains one of the most complete 
stocks of office furniture and commercial stationery in the 
southern states. The book department has been long 
known as one of the leading book stores in the South. 

“Afico” Now Has Store in Chicago. 

Since May 1 The Automatic File & Index Company, of 
Green Bay, Wis., has occupied its new store at 40 South 
Wells street, Chicago, Ill. Prior to that time the company’s 
display was in the National Life building on La Salle street. 
The company decided that its line must be shown promi- 
nently to be appreciated fully, and secured a store on Wells 
street. There is adequate basement space to maintain a 
stock sufficient to supply its growing Chicago business. 

The entrance to the store is a few steps from the Monroe 
street corner. There are two large display windows, 
prominently lettered, in which Automatic filing cabinets and 
“Auto-Utility” desks, etc., are displayed in rotation. R. L. 
Shepard, the jovial Chicago manager, extends a hearty wel- 
come to all callers. The factory organization invites all 
Chicago dealers, and out-of-town men when in the city, to 
visit the complete Automatic display at the new store. 


Son of George J. Aigner Recovers. 

Alvin, son of George J. Aigner of G. J. Aigner & Com- 
pany, Chicago, has recently recovered from an attack of 
scarlet fever. During four weeks the Aigner home was 
quarantined and Mr. Aigner has been obliged to live else- 
where. Inasmuch as the three other Aigner children did 
not contract the disease, Mr. Aigner’s exile was much 
shorter than it might have been, and we offer our congrat- 
ulations. 

Aigner & Company have recently issued a new catalogue 
with price list effective June 1. This catalogue is too ex- 
pensive to be thrown out broadcast. It is suggested that 
those who would like one of these books should get their 


requests in as early as possible. 


Dick Office Supply Company to Concentrate. 

At a recent meeting of the board of directors of the Dick 
Office Supply Company, Columbus, Ohio, it was decided 
to close out all lines of office furniture and supplies except 
the safe-cabinet and safe-cabinet products to which the 
company will in future devote its exclusive attention. 

No sale is a sale until you get the cash in the bank.— 
Burroughs Bulletin (Burroughs Adding Machine Com- 
pany) 
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Ss. W. JACKSON Ee. J. BATRD LW 


A Bunch of Burroughs Changes. 

S. W. Jackson, former agency manager of the Burroughs 
Adding Machine Company at Savannah, has been appointed 
manager of the Buenos Aires, Argentina, office of that com- 
pany. Mr. Jackson joined the Burroughs Company in 
Miami in May, 1918, as a junior salesman. He was appoint- 
ed manager of Savannah agency in July, 1921. 

J. B. Knox will take Mr. Jackson’s place as manager of 
the Savannah agency. Mr. Knox joined the Burroughs 
Company in Louisville in August, 1916, as a junior sales- 
man. In August, 1917, he became a senior salesman, and 
in June, 1919, was transferred to the Lexington agency. In 
January, 1920, he went to Greenville, S. C., as a senior sales- 
man and worked in that agency until July, 1921, when he 
was made manager of the Augusta, Ga., agency, from 
whence he was promoted to his new position. 

* * . 


Walter Gledhill, formerly manager of the New York 
Central agency of the Burroughs Adding Machine Com- 
pany, has been appointed manager at Indianapolis, fol- 
lowing the resignation of W. A. Neumann as acting man- 
ager. Mr. Gledhill joined the Burroughs Company in 
Boston in July, 1913, as a junior salesman. In October, 
1913, he became a senior salesman, and in January, 1918, 
went to Providence, R. I., as manager there. In Febru- 
ary, 1920, he became manager of the New York Agency 
and in July, 1921, he became manager of the New York 
Central agency. 

* * * 

E. J. Baird, former manager of the New York banks 
agency of the Burroughs Adding Machine Company, has 
been appointed manager of the Brooklyn agency, following 
the resignation of H. W. Stewart as acting manager at 
Brooklyn. Mr. Baird joined the Burroughs organization 
in New York in October, 1906. He worked in the New 
York agency until January, 1914, when he was made man- 
ager of Baltimore. In January, 1919, he became manager 
of the New York uptown agency, and in July, 1921, he 
was made manager of the New York banks agency. 





J. B. KNOX M. L. STITH. 


WOODIN 


A. E. SPALTHOFF 





J. A. ROBERTS WALTER GLEDHILL 


L. W. Woodir, formerly the Burroughs 
Adding Machine Company at Pocatello, has succeeded J. 
A. Roberts as manager of the Eugene agency. Mr. Woodin 
joined the Burroughs Organization in July, 1918, as a sales 
man with the Boise agency. One year later he transferred 


manager ol 


to Salt Lake City. In September, 1921, he became man 
ager of the Pocatello agency, whence he was promoted t 
his present position. 

* * * 


J. A. Roberts, who was formerly manager of the Bur 
roughs Adding Machine Company at Eugene, Oregon, has 
been appointed manager of the Fresno agency. Mr. Rob 
erts joined Burroughs in Bakersfield, Cal., October, 1919, as 
Two years later he went to the Sacramento 
In May, 1922, he was transferred to 
He became 
manager of the Eugene, Ore., agency in July, 1922 
 s-s 

On May 1 the New York City agencies of the Bu 

roughs Adding Machine Company were consolidated into a 


a salesman. 
agency as a senior. 
Salem, Ore., as manager of that agency. 


The new branch is the largest Burroughs 
Its territory is Manhattan and 


branch office. 
selling unit in the world. 


the Bronx. The Eastern division offices were discontinued 
May l. 
M. L. Stith has been appointed branch manager and A. F 


Spatthoff branch sales manager. 

Mr. Stith and Mr. Spalthoff will put into operation a 
new plan of “zoning” to facilitate the operation of the large 
territory. 

M. L. Stith, branch manager, joined the Burroughs as a 
salesman at Dallas in August, 1903. This was before the 
day of the “junior.” 
Worth in January, 1907. 
ager at Memphis in January, 1912, and transferred to St. 
Louis to become district manager there in January, 1913. 

The district numbers were changed, but Mr. Stith ré 


He became “sales manager” at Fort 
He was appointed district man 


mained until he was called to the home office to be sales 
manager in January, 1919. He left Burroughs to enter th: 


automobile business in April, 1922, and was until recently) 
manager of the Packard agency at Kansas City 





A. 8. HERRMANN Cc. D. STEVENS 
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\. E. Spalthoff gives up the position of special representa- 
tive to become branch sales manager. Mr. Spalthoff joined 
Burroughs in September, 1910, as a salesman in New York. 
He was assigned a quota of four machines a month. He 
was appointed manager of Binghamton in May, 1916. 
When Mr. Spalthoff arrived in Binghamton he brought his 
sales force with him—one junior. But when he left Bing- 
hamton, four years later, the agency had a force of nine 
men. In January, 1920, Mr. Spalthoff took the Kansas City 
agency where he remained as manager until he was called 
to the home office for special work in January, 1923 

C. D. Stevens, who has been manager of the service de 
partment of the Burroughs Adding Machine Company for 
the past seven years, has transferred to the sales depart- 
ment to take up field organization work 

A. S. Herrmann, assistant to Vice-President A. J. Doughty 
and manager of the General Adding Machine Exchange. 
will take over the general supervision of the service depart 
ment in addition to his other duties. 

Mr. Stevens’ preference for sales work is due to the fact 
that prior to joining the Burroughs organization he had 
considerable experience in selling. He joined the Burroughs 
organization about ten years ago as an assistant district 
manager. Later he was made an agency manager. He was 
transferred to the home office in 1917 


Chicago Underwood Staff Has Outing. 

The Chicago sales staff of the Underwood Typewriter 
Company enjoyed an outing May 24 and 25 at Browns 
Lake, near Burlington, Wis. Thirty-nine traveled in motor 
ars to the Antler Hotel, where they disported themselves 
according to individual taste. The Reds and the Blues 
played a game of baseball, in which the Reds won the 
decision \ nine-hole golf course engaged some of the 
men. George Petsche, of the machine bookkeeping depart- 
ment, was low man 

Regardless of individual taste in outdoor sports, the Un- 
derwood men were unanimous in their attendance at meals 
The hotel sets a prime table, and the mess call was al 
ways welcome [wo men from the New York organization 
attended: A. J. Campbell and James Dunloy. 

Sipe Now Dictaphone Manager in Cincinnati. 

W. M. Sipe has been appointed manager of the Cin- 
cinnati office of the Dictaphone Sales Corporation, ef- 
fective June 1. Mr. Sipe was with the Chicago office under 
Mr. Blackstone for a year, and for the twelve years pre- 
eding was actively engaged in the moving picture industry. 

Seward Is Promoted. 

L. W. Seward, formerly retail manager for the Smith 
Printing Company, Williamsport, Penna., has been promot- 
ed to the position of manager of sales promotion and ad- 
vertising. 

The Smith Printing Company expects to move into its 
new building in the near future and is therefore expanding 
its force to take care of increased activities 


W. B. Lange Opens Business in New York. 
The Arrow Ribbon & Carbon Company has been estab 
lished at 318 Broadway, New York, N. Y. W. B. Lange, 
the head of this business, had been manager at Philadelphia 
for the Queen Ribbon & Carbon Company. His new busi 
ness handles a complete line of office equipment and sta 
tionery, specializing on typewriter ribbons and carbon 
aper. A wholesale and retail business is carried on 
The road to success is not limited to one-way traffic 


meet many coming back.—The Office Cat (The Ricl 


mond & Backus Company). 


Fogg Brothers Move. 

Owing to an expansion of business, Fogg Brothers, of 
Pittsburg, Kansas, are moving their typewriter office to 
larger quarters at 113 West Fifth street. A new feature in 
the new location will be a free employment department for 
stenographers and a practicing room for their convenience. 
Miss Gladys Burbank, public stenographer, will have 
charge. W. G. Morgan, formerly with the Remington 
Typewriter Company, at Kansas City, will be in charge of 
the service department. 

Fred W. Fogg is manager of the company, which has 
been in the typewriter business for fifteen years. 


Joins Staff of Wilson-Jones. 

The Wilson-Jones Loose Leaf Company announces the 
appointment of Robert Foreman as manager of the 
Machine Bookkeeping Division. Mr. Foreman’s many 
years’ experience in the loose leaf manufacturing and re- 
tail stationery field brings to the Wilson-Jones Loose 
leaf Company a man familiar with all phases of the ap- 





~ ROBERT FOREMAN. 


plication of forms and devices to the various types of 
mechanical bookkeeping machines now being marketed. 

The present line of binder containers, forms and indexes 
is being improved to meet the newer developments of the 
mechanical bookkeeping machines and the systems devised 
for use with them. New steel devices are being perfected 
and are rapidly nearing completion. 

Plans are in progress for an extensive distribution of 
“Dealer Helps,” on De Luxe machine bookkeeping equip- 
ment and supplies. The newer developments on this por- 
tion of the line will be announced in the near future. 

Remington-Noiseless Man Returns From Trip. 

Garrett S. Odell of the sales department of the Reming- 
ton-Noiseless Typewriter Corporation, returned recently 
from a trip on which he visited several branches of the 


company. 


Goode Chicago Manager for Wales. 

Scott S. Goode, formerly San Francisco representative of 
the Wales Adding Machine Company, has been transferred 
to Chicago as district manager, and the office has been 
moved from 10 South Wabash avenue to the Old Colony 
Suilding. 


Cold weather will never nip the man who works like 
hell—The Stencil (A. B. Dick Company). 
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Saleswoman Led Entire Burroughs Force. 
Miss Genevieve Welch, a saleswoman of the Burroughs 
Adding Machine Company at Chicago, had the distinction 
of leading the entire sales force in March sales. She sold 
425 per cent of her quota that month. Miss Welch has 
won an enviable reputation through her ability, and her de- 





MISS GENEVIEVE WELCH. 


termination not to let sex be a handicap in her work. She 
topped the entire organization of 1500 salesmen—most of 
them seasoned veterans—an accomplishment which speaks 
volumes for her industry, application and aggressiveness. 


Changes in Chicago Territory of “E-F.” 

F. C. Snow, local manager at Chicago for the Elliott- 
Fisher Company, has been promoted to the position of 
assistant district manager. He will cover territory in the 
central West. Mr. Snow has been associated with the com- 
pany twelve years. He started as a mechanic, and progressed 
through the ranks to his present appointment. A farewell 
dinner was tendered Mr. Snow by his associates when he 
undertook his new duties. 

J. H. Nichols, heretofore manager at Minneapolis for the 
Elliott-Fisher Company, took charge at Chicago May 1. 
This is a recognition of his ability, as Chicago is the second- 
largest office in the organization. Those best acquainted 
with Mr. Nichols’ ability predict that his company’s inter- 
ests at Chicago will be advanced very materially under his 
able direction. 

E. F. Mumm has assumed management of the Milwaukee 
office of the Elliott-Fisher Company. He had been local 
manager at Oshkosh. More recently he had been assistant 
to the district manager at Chicago. His record with the 
company is excellent, and justifies the position he has un- 
dertaken. 

R. B. Buswell, Western district manager for the Elliott- 
Fisher Company, returned in May from a ten-day visit to 
headquarters at New York, attending the executives’ and 
district managers’ conference. He showed great optimism 
over the future of the company, and predicted for 1924 the 
largest year’s business in the history of the company. 


Rockford Stationer Heads Chamber of Commerce. 

Claude Dunlap, of the Rockford Printing Company, 
Rockford, Ill, has been elected president of the Rockford 
Chamber of Commerce, succeeding Joseph T. Peters. 

Mr. Dunlap has been identified with the Rockford Cham- 
ber of Commerce ever since its organization, and for years 
served on the board of directors. 

He has been active in all civic movements in Rockford 
of late years, and is ideally equipped to be the president of 
the organization. 


Bank Supply Manufacturers Take New Name. 

Since February 1 of this year the bank equipment house 
known as The Zimmerman, Reuter, Barboro Corporation of 
Chicago has been separated into two independent com- 
panies. One firm, Zimmerman Bros., remains on the old 
premises at 4020 Michigan avenue, while Reuter & Barboro, 
the other firm, have moved the bronze factory to 6030 South 
State street, until July, when they will move into a new 
two-story building now under construction on Sixty-third 
street near Loomis boulevard. Zimmerman Bros. are well 
known as a coin wrapper house, while Reuter & Barboro 
will continue to manufacture bronze signs and bank suy 
The gold plated pens, mending tape, pass books and 
banks are well 


plies. 
stationery which Reuter & Barboro sell to 
known products. 

The old Zimmerman, Reuter, Barboro Corporation was 
formed sometime ago by the consolidation of Reuter’s Ar- 
chitectural Bronze Company, Barboro & Company and 
Zimmerman Bros. & Company, but it was thought best 
that the stationery and bronze business be operated sep 
arately from the coin wrapper business, hence the change 

Fountain Pen Concern in New Quarters. 

On May Ist, the Eggens-Hambler Company moved from 
the twelfth to the eleventh floor of the building at 180 
Broadway, New York. In their present location there is 
about two and one-half times as much space as they had 
The location fronts on Broadway with 
eight large windows. A repair and stock room has been 
installed; a private office for the use of customers of the 
company with a complete line displayed is another of the 
features, and the outer office is much larger and more pleas 


previously. new 


antly arranged. 

It is interesting to note that the Eggens-Hambler Com 
pany began their business in the building at 180 Broad 
way and that in the several moves they have made since 
that time the old address has been maintained 


Takes Ve-Po-Ad Selling Rights. 

The Reliable Typewriter & Adding Machine Corpora 
aon of Chicago, have purchased the manufacturing and 
selling rights of the Ve Po Ad (Vest Pocket Adder.). It 
1s accurate, quick, easy to operate and there is nothing to 
It is compact and durable and will stand 

It fits in the vest pocket like a memo- 


get out of order. 
up under hard use. 
randum book. 

An advertising campaign is 
this company in such national mediums 
Evening Post, Literary Digest, etc., and arrangements are 
being made to secure dealers and agents all over the 
United States by apportioning certain specified territory 


now being conducted by 


as the Saturday 


to these representatives. 


Allotments of territory are being made very rapidly 
An arrangement has been made with one dealer covering 
only three states calling for a minimum of six thousand Ve 


Po Ads monthly. 


Stationers’ Crpn. Holds Business Show. 


The Stationers’ Corporation, Los Angeles, Calif., held a 
business show May 8-10, at which a number of manufa 
turers were represented. The details were directed by G. \ 
Googins, secretary of the corporation. The show offered 


to the business and professional men and women of Los 
Angeles an opportunity to view the latest improvements in 
office devices and equipment. 

The entire third floor of the building was occupied by 
the booths. Entrance was gained by means of a stairway 
in the rear of the store, giving visitors an opportunity of 
viewing the stationery stocks on their way to the exhibits 


Admission was by card, which served to deter the idle 
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and curious; cards were obtainable readily from exhibitors 
as well as from the Stationers’ Corporation. A generous 
attendance rewarded the exhibitors. 

Among the exhibitors were: The National Cash Regis- 
ter Company, Burroughs Adding Machine Company, Lisen- 
by Manufacturing Company, Gimmel Bros. & Glendenning, 
Irving-Pitt Manufacturing Company, The American Multi- 
graph Sales Company, Yawman and Erbe Manufacturing 
Company, Addressograph Sales Company, Kardex, Under 
wood Typewriter Company, Monroe Calculating Machine 
Company, Corona Typewriter Company, Inc. (showing for 
the first time on the coast the new four-bank typewriter), 
Todd Protectograph Company, The Macy Company, The 
Neostyle, Westmade Desk Company, Perfect Castor Manu 
facturing Company, Gates-Burns Paper Products Company, 
Jenkins Bros., Stewart Stationery Vending Machine Com 
pany, Lamson letter Service, Hooven Automatic Type- 
writer Company, Acme Card System Company, Durbin 
Office Equipment Company, Economy Check Dispensers, 
Insto Automatic Time Clock Company, Universal Paper 
Goods Company, H. S. Crocker Company, F. S. Webster 
Company, Shubert-Kirby Manufacturing Company, Meilink 
Steel Safe Company, Hoefer Automatic Coin Changer 


Company, Stationers’ Corporation. 


Wholesale Association Revises Group Plan. 

[The Wholesale Stationers’ Association of the U. S. A. 
has changed the boundaries of its regional groups, and in- 
creased the number from seven to twelve. A study of the 
distribution facilities of the country led to the change. The 
following group chairmen have been appointed, having 
jurisdiction of the territories named 

Group 1l1—New York state, William G. Whittemore 
(American News Company), New York, N. Y. 

Group 2—Maine, New Hampshire, Vermont, Massachu 
setts, Rhode Island, Connecticut, Charles L. Beckwith (H 
W. Carter Paper Company), Springfield, Mass. 

Group 3—Pennsylvania, New Jersey, Delaware, Mary- 
land, Virginia, District of Columbia, John A. Bradley, 


Jr. (John A. Bradley Company), Philadelphia, Pa. 

Group 4—North and South Carolina, Georgia, Alabama, 
Mississippi, Louisiana, Florida, J. D. Owen (Geer Drug 
Company), Spartansburg, S. C. 

Group 5—Michigan, Ohio, Indiana, West Virginia, Ken 
tucky, George H. Habekotte (Pounsford Stationery Com 
pany), Cincinnati, Ohio. 

Group 6—lIllinois, Harry G. Horder (Associated Sta 
tioners Supply Company), Chicago, III. 

Group 7—North and South Dakota, Nebraska, Minnesota, 
Wisconsin and Iowa, H. H. Jones (Brinn & Jensen Com 
pany), Omaha, Nebr. 


Group 8&—Missouri, Tennessee, Arkansas, Oklahoma, 
Kansas, Colorado, Paul J. Wielandy (Blackwell-Wielandy 
Book and Stationery Company), St. Louis, Mo 


Group 9—Texas, New Mexico, Arizona, J. M. Penland 

Waco Drug Company), Waco, Tex. 

Group 10—California, Nevada, Utah, J. Edward Sulli 
Western Wholesale Drug Company), Los Angeles, 


Group 11—Washington, Idaho, Montana, Oregon, Wy 
oming, G. B. Buck (The J. K. Gill Company), Portland, 


Group 12—Dominion of Canada, C. W. Graham (Buntin 
Gillies Company, Ltd.), Hamilton, Ontario, Canada. 


Kee Lox Man Promoted. 


F. R. Bolt, formerly assistant sales manager for the Kee 
T 


Lox Company at Philadelphia, is now sales manager fot 
the Kansas City branch of that company.—H. G 


Nightingale Transferred to Chicago by G.-W. 
C. H. Nightingale has been appointed manager at Chicago 
by The Globe-Wernicke Company. He takes the place of 
O. H. Bardwell, resigned. Mr. Nightingale was president 





a 











Cc. H. NIGHTINGALE. 


of the Detroit Office Appliance Managers’ Association, and 
it is expected that he will be active in the Chicago organi- 
zation. 


Peerless Carbon and Ribbon Company Moves. 

The Peerless Carbon and Ribbon Company have just 
moved their office and stock room, formerly at 113 West 
Broadway, New York, to the new address, 476 Broome 
street. The Solo Stamp Pad Factory, formerly located at 
600 Jackson avenue, Long Island City, has been moved to 
the same address, so that now both factory and office are 
combined. The new location affords about 50 per cent 
more floor space and is located on the fourth floor of the 
building. There is plenty of light on all sides and the move 
will greatly facilitate the handling of the products of this 
company 

Wm. H. Rice of the above company left recently on a 
trip as far west as Kansas City, covering all the states be- 
tween Texas and Canada—taking a month or more. He 
will call on the trade in the interests of the Solo Stamp 
Pad 

Herbert Green Company Moves. 

The Herbert Green Company of Los Angeles, Calif., 
announce the removal of their office and sample room from 
the San Fernando Building to a ground floor location at 
406 South Los Angeles street. Mr. Green has taken a store 
suitable for a display room with the E. M. Bartlett Com- 
pany, also manufacturers’ representatives. Mr. Green is 
interested in manufactured lines desiring coast representa- 
tion. 

The company has recently been appointed coast repre- 
sentative for the Weinman Bros. line of leather and metal 
specialties 

Mr. Green recently returned from a trip through the 
entire state of California and reports conditions good in 
most sections 


Honeywell Leaves Wales. 

L. K. Honeywell, assistant general sales manager of the 
Wales Adding Machine Company for several years, severed 
his connection with that organization on May 1. 

The Wales Company expresses regret over the loss of 
so valuable an executive 

Mr. Honeywell will take an extended tour through the 
East before making plans for the future. 
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Lebanon, Penna., Store Celebrates Anniversary. 

The silver anniversary of the Harpel Art Store, on Cum- 
berland street, Lebanon, Penna., was celebrated on May 
22. Just twenty-five years ago Luther G. Harpel, founder 
of the enterprise, polished up the window and put the small 
store in shape for customers. The store was originally in 
the J. Henry Miller building at Eighth and Willow streets 
Later Mr. Harpel leased a room in the Mansfield building, 
opposite, for the development of a new line of merchandise. 
Before seven years were passed the business had outgrown 
both the original locations and in 1906 Mr. Harpel moved 
to the Funck building, at 744 Cumberland street, where the 
art department was developed on a larger scale than ever. 
In November, 1914, Mr. Harpel moved across the street to 
the Sons of America building, where he has been located 
ever since, although the place was enlarged to accommodate 
his needs. 

In the course of the twenty-five years the store has added 
a commercial stationery department in charge of John Mil- 
ler, who was with Mr. Harpel almost from the beginning. 
Other department heads have been with the concern almost 
as long. 


Stearns Desk Company Move. 
On May 1, H. L. Stearns Desk Company, of 
moved to their new store at 50-56 Franklin street. 


Boston, 
This is 
said to be one of the finest locations in the city for the desk 


business. The company handles office furniture in wood 
and steel, which includes a full line. 
Sixtieth Anniversary Celebration. 
On June 24, 1924, at Hutchinson's Bookstore. New Bed- 


ford, Mass., will be observed the sixtieth anniversary of 
the founding of that business by the father of the present 
Henry S And 
New the ap- 
proaching thereto, it is expected that quite a number of the 
stationers and booksellers of southern New 
pass that way on June 24, where all will be welcome. 


proprietor, Hutchinson. because of the 


ideal location of Bedford, and good roads 


England will 


An Advertising Exhibition. 

The third annual exhibition of advertising art occurred 
from April 5 to 30 inclusive, in the premises of the Art 
Directors Club, 65 East Fifty-sixth street, New York. The 
exhibition consisted of original paintings and drawings used 
in advertising. The advertisements of several concerns in 
the office equipment field appeared in this exhibition. Among 
such were John Neal O'Keefe, who contrib- 
uted some of the work for the Royal Typewriter Company; 


contributors 


Ernest Roth, advertising Strathmore Paper Company for the 
Alfred Cheney 
satton Company, advertising the Greet- 


Advertising Agency; Johnston, 


through the George 


Federal 


ing Card Association; Walter D. Teague for the Federal 
Advertising Agency, advertising Strathmore Paper Com- 
pany: Rene Clark for Hawkins & Holden, advertising Crane 
& Company; Helen Dryden for the Federai 
Agency, advertising Strathmore Company, 
George Ilion for the same concern, and George Ilion for 


Advertising 
Paper also 
the Japan Paper Company. Guida and Lawrence Rosa con- 
tributed work done for the Underwood Typewriter Com- 
This work had reference 
Franklin 
some portable Underwood advertising and Gustav Jensen 
showed work for the Japan Paper Company. Mr. Tepper, 
through the W. F. Powers Company, showed the age of 
communication calendar for the Remington Company, and 
Norman Rockwell for the Underwood portable, For the 
same machine, the work of A. Avinoff was shown and that 
of John Rae. 


pany through Harry C. Michaels. 


to the portable typewriter. Booth also showed 


Additions to Goes Steel Engraved Blanks. 
The Goes Lithographing Company, 42-28 West Sixty- 
first street, Chicago, IIL, 
steel engraved stock certificate blanks to its line of 


has added a handsome line of 


“print 
ers’ helps.” They are designed for overprinting by the 


typographic or lithographic processes, and are hand 


trimmed to register to facilitate the production of accurate 
work by the printer or lithographer. This 5000 series em 


bodies the standard wording for regular stock issues. It 
is furnished with 


which 


done in blue, brown, 


stock for 


borders green oO! 


orange, are carried in prompt shipment 
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SPECIMEN OF 5000 SERIES GOES 
STOCK CERTIFICATE BLANKS. 
Blue, Brown, Orange and Green 


STEEL-ENGRAVED 


These are Furnished in 


These blanks are high grade in every respect, the borders 


executed on the geometrical lathe, printed in rich colors 
on high grade stock. 
A new price list on Goes steel engraved blanks has bee 


issued, quoting prices materially lower than those in effect 


heretofore. The reduction has been made possible because 


of the large and widespread demand has enable the com 


pany to absorb the high cost of the engravings and plates 
The 
mitted the production of the blanks in large 


sooner than had been anticipated. demand has pet 
quantities at 
rates correspondingly reduced 
the 
ries of lithographed coupon sheets, twenty c 


When a 


sired the printer can 


Included with Goes assortment of blanks is a se 
upons to the 
arrangement is de 


bond 


this way 


sheet less expensive bond 


use the Goes steel engraved 
bodies, and the lithographed coupon sheets. I: 


the cost of a bond job is cut down materially 


New Store for Radio and Office Supplies. 


Extensive improvements and alterations are being made 


on the ground floor location at 218 West Madison street 
Chicago, which has been leased by the Carrithers & Con 
pany, stationers, printers and radio dealers The rapid 


growth of the radio department has necessitated the secur 


ing of more floor space for retail sales and the new store 


will be used for this purpose. The plans call for a complet 


renovating and remodelling of the store outside as well as 


inside. Large dispiay show windows will be installed 


and fixtures specially constructed for the display and stor 
age of radio equipment and stationery will be used in the 
store, which will be ready for 


new occupancy air 


first of August. 


[he stationery, printing and wholesale radio departments 
will be continued at the present address, 223 West Madisor 
street. The new store has been leased for a period of 
years for a rental fee of $50,000.00, and provisions are madi 


for renewal at expiration of the term. 





=) 


Ss. 
Sixty- 
line of 
“print 
by the 
hand 
ccurate 


1¢s en 
1e€s. It 
reen ofr 


ipment 





orders 


colors 


bond 





sa) 











te 
ted 


Office Appliance Notes from Pittsburgh. 


By C. V. Shoup. 
he Pittsburgh Office Appliance Managers’ Association 
neetings have been well attended and interest continues 
in fact, it can be reported to be increasing as evidenced by 
the attendance records 
New members are gradually being added to the roster, 
all high grade men who by virtue of their experience and 
ability would be an asset to any club 
The approach of the new fiscal year has tended to in- 
crease interest account of the desire of the body to per- 
retuate the success of the association by selection of the 
proper otficers 
The association gains a great deal by the fact that a num- 
ber of sales managers and other executives of the sales 
organizations represented in the membership time their 
visits to Pittsburgh so that they can attend the weekly 


luncheon at the Chamber of Commerce as a guest of their 


district manager Reports of business conditions through 
out the country y these visiting executives are always 
heard with interest. Such visits by this class of office appli 
ance representatives as well as by occasional calls by 
fellow members of distant cities are appreciated and the 


Pittsburgh association always extends the glad hand to all 


such visitors from other cities. 

[It is hoped that this feature can be continued and ex- 
tended as it has proved itself of inestimable value 

The following have been elected to m« mbership and are 
welcomed to the organization: Max | Williams, Van 
Dorn Iron Works Company; C. E. Cyphers, Brandt Auto- 
matic Cashier Company; H. H. Keller, Rapid Addressing 
Machine Company 

R. S. Marshall, Hooven Automatic Typewriter Company, 
was granted a leave of absence on account of ill health 


Mr. Marshall will spend the next few months in and neat 


Los Angeles, Cali Che best wishes of the club go with 
him and he is reconimended to the fellowship of our far 
w ¢ r brothe 
* 4 
D. Duff lonroe Calculating Machine Company, 
oO} plete t ther swing throue!l the Souther States 
s 
uel Fox, Safe-Cabinet Company, was recently elected 
sergeant-at-arms of the Pittsburgh Rotary Club, while 
ph C. Russell, Burroughs Adding Machine Company, 
was elected vice president of the same club, as well as del 
gate to the Convention of Rotary International. 
* * * 

Shou Tim Calculating Machine Compat vas 
elected international secretary of Mercator International at 
the recent Cleveland Convention 

+ a * 


Herman O. Whipple, National Cash Register Company 


attended a district convention at Chicago recently 
x *« * 
( V. Bonnell, Marchant Calculating Machine Company, 
although partial to electrics, drives to the weekly meetings 
rie igez) 
Claire F. Connell, Rapid Addressing Machine Company, 
ha cen promoted to the position ot field manager for his 
vy, bens ceeded bv H } le S ca { 
< > 
I i) \ nd Comrt ( 5 IIs 
} . the«e d:; chairman ot hs ‘ entior commiuttec 
tor the Credit Met \ssociatior 
= * 


H D. Be: ont. Dictagranh Prod ts ( orporatior has 
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been elected director of the Pittsburgh Mercator Club. 
” * + 

‘he activities of members in their respective communities 
and other service organizations has been fostered and en- 
couraged by the association, for who is better qualified for 
leadership than the district sales manager of a worthy 
office appliance? 

* * «* 

Speakers have been provided by various members in ac- 
cordance with the recent plan of President Keeling to call 
upon such members who may either speak for themselves 
or provide the entertainment of the day, with good results. 
Some of the recent programs have been as follows: 

Claire F. Connell, Rapid Addressing Machine Company, 
addressed the club on the subject of “Rapid Addressing 
via Belknap System 

George L. Cooper, Ditto, presented Robert Klotz of the 
John C. Winston Company, as his speaker, who delivered 
an interesting inspirational talk on the subject of “Edu- 
cation.” 

Eph. W. Curry, Stevenson & Foster Company, provided 
a treat for his day when he introduced the president of 
his concern, George R. Dorman, who has been with the 
concern forty-three years. His subject, “Open Shop,” 
proved of great interest. During the course of Mr, Dor- 
man's remarks the fact that Stevenson & Foster Company 
have been in business for 111 years was divulged, being 
one of the leading concerns of its kind in the country today. 

W. W. Gillett of The Ohio Brass Company, formerly 
purchasing agent of The Hillman Coal & Coke Company, 
delivered a pertiment, interesting address on the subject of 
“How a Purchasing Agent Sizes Up a Salesman.” Need- 
less to say it was well received. 

Capt. Samuel D. Foster, treasurer of Allegheny County, 
addressed a well attended meeting and acquitted himself 
as only one of his experience can. 

It has been the pleasure of the association to entertain 
the following guests N. B. Wigginton, Buffalo, N. Y., 
gency manager, Safe-Cabinet Company; Frank Gibbs, 
Wilson-Jones Loose Leaf Company, Chicago, Ill; R. A. 
Maloney, special representative Kalamazoo Loose Leaf 
3inder Company, Kalamazoo, Mich.; Robert Klotz, special 
agent, John C. Winston Company, Philadelphia, Penna.; 
George R. Dorman, president, The Stevenson & Foster 
Company, Pittsburgh, Penna.; L. E. Denny, National Cash 
Register Company, Pittsburgh, Penna.; W. A. Munson, 
office manager, Westinghouse Electric & Manufacturing 


Compan East Pittsburgh, Penna.; W. R. Stedman, 
Hooven Automati [ypewriter Company, Pittsburgh, 
Penna 

The Addressograph Company, Everett P. Heaton, dis- 
trict manager, have moved to more commodious quarters 
at Fourth avenue and Market street. 

Lee Hollahan, A. B. Dick Company local manager, fol- 
lowing an enforced leave of absence from a number of 
meetings on account of the arrival of “another boy” has 


re-aligned himself the boys and promises to attend 


future meetings 


Company Changes Name and Removes to New 


Quarters. 
rhe Office Appliance Exchange of Detroit, Mich., has 
e Rowe Office Appliance Company, 
H. H. Rowe, proprietor and general manager. The com- 
| | 737 Griswold street, Detroit, to 1140 


ti +} 


pany has removed trot 
Griswold street. 

They carry typewriters, adding machines, check writers, 
alculators, ete, and also handle fountain pens, office sta- 
tionery and office equipment generally. Provision is made 
for the re fountain pens 
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Commercial Stationery & Loose Leaf Co. Moves. 

The Commercial Stationery & Loose Leaf Company, for- 
merly at 20-22 South Clark street, Chicago, Ill, is now 
settled and operating at 217-21 West Madison street. The 
entire second floor at that address is occupied. Customers 
step from the elevator into the store, where they can select 
merchandise bY daylight practically the entire year. The 
dimensions of the new store are such that display cases and 
shelving approximate a square, rather than the long, narrow 
arrangement of the Clark street place. This economizes 
the time of customers as well as the sales force. The offices 
of the store executives are along the Madison street front 
of the store. Stock rooms, etc., occupy the rear of the 
store. 

An energetic outside sales force has been organized by 
the Commercial Stationery & Loose Leaf Company. Close 
contact is maintained with old customers, and a systematic 
campaign is carried on to enlist new patrons. 

Berger Occupies Entire Building at Chicago. 

The Berger Manufacturing Company's branch at Chi- 
cago, which has been housed at 20 North Market street for 
ten years, has been moved. Due to a consistent growth 
in the volume of business the company has doubled the 
floor space. An entire building at 3622 South Morgan 
street is occupied by the offices and warerooms. Over 
50,000 square feet of floor space are used. The building is 
located in the central manufacturing district, where there 
is ample room for more complete stocks than in the down- 
town place; better service, shipping and warehouse facili- 
ties. The wide line of “Berloy” products is now represented 
more strongly in Chicago than ever before. 

With a more centrally-located office and warehouse, and 
every convenience for the prompt dispatch of orders and 
shipments, The Berger Manufacturing Company is in an 
ideal position at Chicago to render satisfactory and efficient 
service to all its customers. 

Wallace Stationary Company Moves. 

The Wallace Stationary Company, formerly at 157 East 
Ohio street, Chicago, IIL, has moved to the building at 201 
East Grand avenue, the corner of St. Clair street. The 
new location affords about 3,000 square feet more space than 
the Ohio street building. The building is 25x74 feet, the 
business occupying store and basement. A print shop will 
be operated in the rear of the store, two job presses, paper 
cutter, and printing material being included in the plans. 

The new store is conveniently arranged, and has a large 
display window facing Grand avenue. This is the thorough- 
fare to the municipal pier, and much traffic passes that way 
during the summer. The nearest print shop is almost a 
mile way, so the Wallace Stationery Company has a large 
radius from which to draw its printing business. 





American Writing Machine in Chicago’s “Row.” 

The American Writing Machine Company is now estab- 
lished in its new store at 171-73 North Dearborn street, in 
the heart of the city’s “typewriter row.” J. E. Pratt, the 
manager, considers the twenty-five-foot show window an 
important asset of the new location. Machines are dis- 
played in sectional bookcases arranged like library stacks 
in the store. The shop and shipping department are in the 
rear, cut off from the store by a partition. The store is lo- 
cated next to the alley, and all shipments are received and 
dispatched from a commodious loading platform. 

Syracuse Business Changes Name. 

The Typewriter Store, Inc., has been organized at Syra- 
cuse, N. Y. It succeeds the Corona Typewriter Sales Com- 
pany, 116 East Washington street. The new business is 





capitalized at $50,000. The officers of the corporation are: 
J. J. Ferary, president and treasurer; L. G. Ferary, secre- 
tary. The major lines distributed are the Corona type- 
writer, the Sundstrand adding machine and the Mimeograph. 








Monroe Seven-Year Club. 

Several members of the organization of the Monroe Cal- 
culating Machine Company have attained membership in the 
Monroe Seven-Year Club. They include: A. H. Ridgley, 
San Francisco, Calif.; E. P. Crocker, Detroit, Mich.; G. E. 
Liscomb, Waterbury, Conn.; W. A. Bostrom, Phoenix, 
Ariz.; Arthur Miller, Memphis, Tenn.; R. J. Montgomery, 
Orange, N. J. 





Davids Company Elects Officers. 

The annual clection of the Thaddeus Davids Ink Com- 
pany was held recently at New York. The officers chosen 
are: J. W. R. Merckle, president; Harold Merckle, vice- 
president; E. A. Hecht, secretary; T. H. Pancoast, assist- 
ant secretary; George I. Louden, treasurer; M. A. Kline, 
assistant treasurer. 

Agan Transferred to Buffalo. 

B. B. Agan, who during 1923 had charge of the district 
sales agency of the Sundstrand Adding Machine Company 
at Birmingham, Ala., has been transferred to the Buffalo 
district agency with headquarters at 308 Lafayette building 

Mr. Agan has a wide knowledge of office equipment and 
has been a Sundstrand district agent for the last two years 

Change in “Crown” Distribution in Chicago. 

May 1 The Newton-Rotherick Manufacturing Com- 
pany, 32-40 South Clinton street, Chicago, Ill, took over 
the representation of the Crown Ribbon & Carbon Manu 
facturing Company, including its entire branch office plant 





and organization, formerly located at 542 South Dearborn 
street, consolidating the organization with the business 
which for many years the company conducted on Clinton 
street. 

The change involves a partial reorganization of The New- 
ton-Rotherick Manufacturing Company, and affords a direct 
factory connection which should result in very great bene 
fit to all concerned, 

The combined interests will be under the management of 
Howard W. Rotherick, the president of the corporation, 
who, for nearly twenty years has been a consistent booster 
for Crown products, and for more than fifteen years has 
sold them. His return to the fold of the Crown Company 
may be likened to that of the prodigal son of old except, 
his splendid physical condition would indicate that during 
his absence he fed upon the corn instead of the husks 


O. K. Specialties Weli Known. 
The O. K. Manufacturing Company of Oswego, N. Y., 
lay emphasis upon the fact that the new improved O. K 





fastener is superior to the old style fastener and has unusual 
quality and finish as well as better packing. 

The factory is splendidly equipped and has more than 
thirty thousand square feet of floor space. The shipping 
connections are over three routes by rail with a lake port 
and barge canal in addition. The company has been in 
business about eighteen years and has besides paper fas- 
teners a number of other specialties, including Sanitary 
QO. K. erasers, O. K. letter opener, etc. 





Mills Returns to West. 
E. E. Mills, in charge of operations on the Pacific Coast 
for the Rapid Addressing Machine Company, left New York 
on May 24 for the West after a week spent at the home 
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Meetings—Conventions— Dinners 








AT THE ILLINOIS STATIONERS’ AND BOOKSELLERS’ CONVENTION.—Left to right: Mrs. C. J. Travis, Evanston, Til; 
E. E. Blankemeyer, Chicago: C. J. Travis. Center: Officers and Mc- 


former officers of the association. Left to right: W. 


Kr ight, retiring resident, Normal, lll.: H. H. Chumley, retiring secretary—treasurer, Chicago, Ill; B. F. Lane, newly elected vice- 


president, Jacksonville, Ill.; W. C. Miner, newly elected president, Macomb, Ill; W. G. Sutton, Woodbury Book Company, Danville, 
member of executive committee; W. C. Jacquin, newly elected secretary-treasurer, Peoria, Il. Right hand group: ww, C. 
Jacquin, John J. Gallagher and Frank H. Ueberrhein, all of Peoria, and Miss Catherine Smith of Chicago and Mrs. EB. Espen- 


scheid of Peoria 


Illinois Booksellers and Stationers Hold 
Convention. 

[he first session of the ninth annual convention of the 
Illinois Booksellers’ and Stationers’ Association was called 
to order at 10:00 a. m. in an assembly room adjoining the 
main auditorium of the Knights of Columbus Hall at Peoria, 
Ill., on Tuesday, May 6. President W. W. McKnight was 
in the chair. The invocation was pronounced by Dr. C. C. 
Carpenter of the Universalist Church of Peoria, following 
which an address of welcome was given by Mayor Edward 
H. Woodruff, who was responded to by President Mc- 
Knight 

Following the reading of the minutes of the previous 
convention at Champaign last year, an address on “Book- 
selling’ was presented by Miss Marion Humble of the 
American Book Publishers’ Association Miss Humble 
presented the greetings of the president of her association 
to the booksellers of Illinois. She urged co-operation be 
tween publishers, jobber and retailers. She declared that 
the real key to the situation is the clerk in the retail store. 
He should know his stock—should know the spirit of 
books and be able to understand the book tastes of his cus- 
tomers. The trend of the times tends toward co-operative 
action, as shown by the organization of the College Book 
Store Association last year. 

Miss Humble stated that fewer titles are now pub- 


lished, but more of each title. The dealer should feature 
seasonal books—for vacations, commencements, weddings, 
et he stationer can well afford to stock books, pay- 
ig due attention to books of travel, business and biography, 


which are eagerly bought by business men. The bookseller 
should make it a point to reach all social, educational and 
other organizations in his territory interested in books, be- 
cause through such organizations he can often make many 
sales and build up—if he manages rightly—a regular 
cllente le 


f Miss Humble, which was 


I owing the address « 


heartily received, the chair announced the appointment of 


the following committees 

On nominatio1 W. R. Essick, F. Temple and C. Fol 
lett 

Convention, Will. Johnson, Frank Garland and W. C 
Mine 


Resolutions, L. J. Coe, J. F. Carroll and Otto Wagner. 
Following the reports of the president and the secretary- 
treasurer, the chair appointed Frank Garland and Frank 


is as a mmittee to draft a resolution urging the 


continuance of the business survey by the University of 
Illinois and promising financial aid from the Illinois Book- 
sellers’ and Stationers’ Association. 

The noon recess was taken. Luncheon was served at 
the Creve Coeur Club for the men and elsewhere for the 
women. The arrangements in both cases were excellent and 
worthy of much praise. 

The afternoon session was devoted to addresses and dis- 
cussions. H. S. Adams of the Eaton, Crane & Pike Com- 
pany gave a talk on the handling of papeteries. He urged 
attention to keeping the stock clean and in order at all 
times. He advised a certain conservatism in buying and 
judgment in selecting lines so that the dealer might have 
goods which will always meet the taste of his customers 
and will, therefore, turn readily. Mr. Adams urged strict 
and constant attention to store and window displays, and 
the education of salesmen in the goods themselves and in 
habits of unfailing courtesy to the public and to each other. 

Carl Gazley, advertising manager of the Yawman & Erbe 
Manufacturing Company, presented a forceful address on 
“Advertising and Selling an Office Equipment Line.” Mr. 
Gazley laid stress on the importance of consistent and con- 
tinuous advertising. He stated that analysis of sales has 
developed the fact that ninety per cent of the sales are 
made on the fourth and subsequent calls, and drew from 
this the moral that persistency, both in advertising and 
selling, pays. It is the consistent, unobtrusive, day-by-day 
reminder that produces sales. 

Business in the United States, he said, is better today 
than it ever has been before; there are more people to buy 
goods and greater marketing possibilities. But the dealer 
must observe certain fundamentals. He must create his 
market, and to do so he must analyze his territory. He 
should keep a card record of every prospective customer 
he can find, setting down what they use, how much, when 
in the market, etc. The same course can be followed 
profitably with regard to professional men. And every- 
body on the list should receive some attention every month 
as long as they remain in business. If they cannot be 
called on they should be written to. 

One of the uses of consistent advertising is to beat down 
sales resistance. Anyone will more readily consider buy- 
ing a thing with which he is already reasonably familiar 
through the medium of print. Every day thousands of pros- 
pective istomers throughout the country die, but other 
thousands are born. Every day new people are coming 
into business to replace those who have retired or died. 
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The process of education is, therefore, constant—no con- 
cern can afford to relax its efforts for a moment. But it 
must always be remembered that nothing can take the 
place of personal salesmanship. 

Dealers should keep in touch with the houses from whom 
they buy. The manufacturers have a mass of valuable data 
on practically every problem the dealer can suggest. 

On Wednesday morning R. A. Notman of the National 
Blank Book Company spoke on the subject, “Selling Loose 
Leaf Binders and Office Records.” Fred L. Coggin was 
to have spoken on this subject, but was unable to be pres- 
ent. Mr. Notman laid the importance of 
hooking up daily sales efforts with the national advertising 
of the manufacturer. Sample forms for all uses should be 
conveniently at hand, so that the salesman need not be 
obliged to spend the customer's time looking for some- 
thing needed. 

The loose leaf salesman should know 
that he can suggest uses to the customer that perhaps the 
latter had not thought of. He should understand the fun- 
damentals of modern accounting and know how and why 
his line is able to meet every emergency. 


emphasis on 


his line so well 


In the daily work of the department attention should be 
paid to special leaders as drawing cards. Attract customers 
to the sfore and before they leave manage to place before 
them the advantages of complete outfits suited to their 
requirements. In dealing with customers it is usually ad- 
visable to show first the best materials, since there is more 
profit in them for the dealer, as a rule, and always better 
satisfaction to the customer. 

Following a brief discussion, A. C. Littleton of the Bu- 
reau of Research, University of Illinois, gave an illumi- 
nating talk illustrated by charts on the survey of the book- 
sellers’ and stationers’ business of Illinois, undertaken some 
time ago by the bureau and financed in part by the asso- 
ciation. This was a most interesting address, albeit some- 
what technical as to the system followed, and since it was 
a survey of the business, it would have to be reported at 
length if at all. Mr. Littleton’s speech was listened to at- 
tentively and was pronounced one of the most valuable ad- 
dresses of the convention. At its conclusion he received a 
unanimous vote of thanks. 

Mr. Littleton discussed departmentizing sales and ex- 
pense, and showed in his charts the business averages of 
back far enough to offer 
Illinois and 
of whom eleven were 


went 
Seventeen 


concerns whose records 
comparative figures. 
Stationers co-operated in the survey, 
present at the meeting. 

The feature of the afternoon session was an address by 
Albert B. Abrams, president of The Modern Bookseller 
and Stationer, on “How to Get the Most Out of Your 
Trade Paper.” Mr. Abrams said in part: 

“Read your daily newspapers more and read your trade 
You peo- 


booksellers 


magazines as much as you read the newspapers. 
ple do not read your trade papers enough and unless you are 
well informed about all the happenings in your profession 
and unless you can discuss with intelligence the happen- 
ings related in the daily newspapers, then you cannot give 
the most efficient service to the public. 

“When customers come into your store they expect you 
to be familiar with the topics of the day and you cannot dis- 
cuss those topics intelligently unless you are a constant 
reader of the daily papers and your trade publications.” 

A new idea introduced at this convention was an evening 
session. This took place at 7:30 p. m. Tuesday. The fea- 
ture was a forceful and witty address by E. C. Fisher, su- 
perintendent of the Peoria schools, who spoke on “Prob- 
lems Common to the Bookseller and the Public School.” 
He emphasized the importance of sincerity and of the hu- 


man element in business. 


Before and after each session of the convention the mer- 
chandise displays, thirty-eight in number, were thrown open 
to examination and crowds of interested persons visited 
these attractive exhibits. 

There were several other interesting features of the con- 
vention, including an automobile ride Wednesday after- 
noon through scenic Peoria and the annual banquet in the 
Gold Room of the Jefferson hotel on Wednesday evening. 
This event included songs by all, booklets for which were 
supplied by The Modern Stationer and Bookseller, selec- 
tions by the Paramount Quartette, and fancy dancing by 
Miss Rosemary Schaeffer of talented child of 
eleven. There were also vaudeville stunts by Curly Bruns, 
a blackiace comedian, and some excellent vocal 
by Mr. Westfield. W. W. McKnight, past president, was 
toastmaster, and the speakers included “Bradley, the Talka- 
tive Tailor,” a local humorist, who told many funny stories 
and wound up with a few serious, but appropriate remarks, 
George Hunt, a lawyer, 


Peoria, a 


selections 


illustrated with poetical selections; 
on “The Man of Today,” and Professor Holmes 
Boynton of the University of Chicago on “The Youth of 
Professor Boynton said that now, more than ever, 


Percy 


Today.” 
the young men and women are analyzing the fundamentals: 
they are taking little for granted, but are trying themselves 
to discover a basis upon which the world may safely pro- 


the gotten us 


ceed out of troubles past generations have 
into. 

At the final session of the convention on Wednesday after- 
noon, LaSalle, Ill, was selected as the place of the next 
annual meeting, and the following officers were elected for 
the ensuing year: President, W. C. Miner, The Miner Book- 


Ill ; 


Jacksonville, 


store, Macomb, vice-president, B. F. Lane, Lane’s 
30okstore, Ill.; 
Jacquin, Jacquin & Co., Peoria, II. 


the foregoing and J. W. Sutton, the Woodbury Book Com- 


secretary-treasurer, W. C. 
Executive committee, 


pany, Danville, II. 


The Souvenirs. 

At the banquet there were several attractive souvenirs 
presented by the manufacturers and publishers. These in- 
cluded two Velvet pencils in a neat box from the American 
Lead Pencil Company; a handsome gift box of short Mon- 


sertable 


gol pencils with removable metal cap and six in 

erasers from Eberhard Faber: a ring memo. book with 
fillers, presented with the compliments of Frank L. Gibbs 
of the Wilson-Jones Loose Leaf Company; an American 


translation of the New Testament, by Edgar Johnson Good- 
speed, the University of Press; Standard 
Radio Record Book from the Stationers’ Wholesak 
Company, Chicago; “Dorothy Vernon of Haddon Hall,” by 


from Chicago 


Supply 


Charles Major, from Grossett & Dunlap, New York; “The 
Test of Donald Norton,” by Robert E. Pinkerton, from 
Reilly & Lee, Chicago, and a handbook on personal hygiene 
from the Funk & Wagnalls Company, New York 
Manufacturers Exhibiting. 

Among the manufacturers who put on exhibits the re- 
porter noted the following: 

AUTOMATIC PENCIL SHARPENER COMPANY Chicago 
lll., represented by Jack Johnstone 

BOBBS-MERRILL COMPANY, THE, Indianapolis, Ind., rep- 
resented by H. T. Olsen. 

BROMFIELD PUBLISHERS, THE, Boston, Mass repre- 


sented by G. L. Sully. 
CONKLIN PEN MANUFACTURING 

represented by H. R. Hager. 
DENNISON MANUFACTURING 


COMPANY, Toledo, O., 


COMPANY 1 


amingham, 


Mass., represented by William H. Styer, R. L. Hawks and Miss 
O. Mattison, all of Chicago. 
EATON, CRANE & PIKE COMPANY, Pittsfield, Mass rep- 


Adams of Chicago 
represented by H. 


resented by R. W. Jones and H. S 
FAVOR-RUHL COMPANY, 
A. Stevens. 
FUNK & WAGNALLS COMPANY, 
sented by C. L. 


Chicago, IL, 


New York, N. Y¥ 


Williams. 
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GERLACH-BARLOW COMPANY, 
Jack R. Foley and C. K. Mackenzie. 
GREENE COMPANY, STEPHEN, 
resented by E. A. Woodward. 
GROSSET & DUNLAP COMPANY, New 
sented by B. F. Deaton 
HOUGHTON-MIFFLIN 
Theodore 


Joliet, IL, represented by 


Philadelphia, Penna., rep- 


York, N. Y., repre- 


COMPANY, Be 
Fredenburgh 


Stor 


Mass repre 


sented by 


HUNT PEN COMPANY, C. HOWARD, Camden, N. J., rep 
resented by E. O. Erickson 
INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, 


Wis represented by E. E. Blankemeyer, Chicago 
IRVING-PITT MANUFACTURING COMPANY. Kansas City 
Mo., represented by A. C. Harper of the home office, and H. L 
Murdoch, Chicago representative, and Mrs. Murdoch 
KLIPTO LOOSE LEAF COMPANY Mason City, Ia repre 
sented by G. A Bennett 
LAIRD & LEE, INC 
Harper 


Chicago, Il., represented by Harry T 


McCLURG & COMPANY, A. C., Chicago, IL, represented by 
R. F. Bowles 

MODERN STATIONER & BOOKSELLER, New York. N. Y¥ 
represented by Albert B. Abrams. 

MOORE PEN COMPANY, Boston Mass represented by 
Arthur T. Glitz, J 


NATIONAL BLANK BOOK COMPANY 
ted by A. W. Baxter and R. A 
PARKER PEN COMPANY, Janesville, 


Holyoke, Mass., rep 
Notman of Chicago, Ill 
W isc 


reser 


represented by 


Theodore Propp and W. L. Clark of Chicago, Ill 
RAND-McNALLY COMPANY, Chicago, I represented by 
I. J. White and G. W. Littlejohn 
REILLY & LEE COMPANY, Chicago, IIL, represented by 


Braden Caldwel 


RUST CRAFT PUBLISHERS joston, Mass 


represented by 


Rk. M. Richter 

SHEAFFER PEN COMPANY, W. A Fort Madison, Ia., rep 
esented by F. L. Ledford 

STATIONERS LOOSE LEAF COMPANY Milwaukes« W ise 
represented by William B. Revell 

UNIVERSITY OF CHICAGO PRESS, Chicago, IIL... repres ted 

R. F. Hollowa ind Donald P. Bean 

VAN GORDER COMPANY, THE, Chicag il 1 nted 

Catherine Sn 

WAHL COMPANY, THE, Chicago, I represent 
F. Heay 

WATERMAN COMPANY, L. E., Chicag lil., represented by 
F. F. Buck 

WEIS MANUFACTURING COMPANY Monroe, Mi rep 
resented by J. H. Jennison 

WILSON-JONES LOOSE LEAF COMPANY Chicago, IlL., 


represented bv F. I Gibbs of Evanstor Iti 


Other Manufacturers and Publishers in Attendance. 


R Companys ae F New York, N. ¥ represented by John 
R. Hatfield: Thomas Charles Company, Chicago, IIL, represented 
by George E. Cappel ; Cupples & Leon Company. New York 
N. ¥ epresented | G. F. Ross; Farquihar & Albright Con 
par Chicago, |! represented by Fred Greenwood, accom 

i d vy Mr ) I Greenwood Andrew Geyer, In New 
¥ N. ¥ represented by C. L. Geesey Leopold Desk Com 
pa Burlingtor I represented b R. J. Cowles Mabi« 
I & Comp { cago, Ill represented by \ \ Coale 
M System 3S Company, New York, N. Y., repr nted 
I H. Smythe: Ed. Murdoch; The Office Appliance Companys 
‘ Iil., rey ed by H. W. Martin; Shaw-Walker Con 

Muskegor Mich represented by L. G. Tyler Sanford 
Manufacturing Company, Chicago, II represented y A. H 


LAWSOT 
Dealers Attending Illinois Booksellers’ and Stationers’ As- 
sociation Convention. 


\ ott. Maud f W. B. Read & Company. Bloon gi Ill 
Afri H E J ¢ Blair Compar Huntingtor Penna 
Aldersor G N la Salle Printing Company Li Salle 
] Blanchard J i E., College Bool Store W heaton Iil.; 
Burlor Adele | P \ Bergner Companys Pe i il 

! H H nd Mrs. Chumk of Woodwortl Bool 
Store, Chicago, I Carroll, J. F.. and Mrs. Carroll of Temple 
& ll. Galesburg, Ill.: Coe, L. J., Coe Bros., Springfield, 1 

Se: ¢ ind Mrs. Dunnett. of George D. Louden I 

par Champaign, Ill; Errich, W R of Haines & 
} Decat I Espenscheid, Mrs. A Peoria, I Follett 
‘ \ Wileox & Follett, Chicago, |! Foster, James C., and 
M Foster W zZ Rook Compan) Monmoutl I Fullet 
M ( Fuller—Peerless Company, Peoria, Ul.; Gallagher, John 
J rr Gallag r Company Peoria, Ill Garland, F. D 
EF of The Miner Book Store, Macomb, Ill Hedg se 

sity f Illinois Supply Store Champaign. 1 Gord 
Grahat riper Company, 8S Louis, Me Hobson, R 
‘ Streit Company, Peoria ] Humble Ma ! Na 


Association of Book Publishers, New York, N. Y.; 
Jacquin, W. C., Jacquin & Company, Peoria, Ill.; Johnson, W. 
H., of W. B. Read & Company, Bloomington, IL; Kelly, Mrs. 
Katherine, The Lantern Shop, Peoria, Il1.; Landis, Fred C., 
John C. Streibich Company, Peoria, Ill.; Lane, B. F., and Mrs. 
Lane, of Lane's Book Jacksonville, Il.; Liloyde, C. L., 
of D. H. Lloyde, Champaign, Ul.; Louden, George D., and Mrs. 
Louden, of George D. Louden Printing Company, Champaign, 
Ill.; Louden, Harry, George D. Louden Printing Company, 
Champaign, Illl.; MeClellan, F. G., of McClellan Book Store, 
Macomb, Ill McKnight, W. W., and Mrs. McKnight, of Mc— 
Knight & McKnight, Normal, Ul.; Mills, Laura, of Block & Kuhl 
Company, Peoria, Ill.; Miller, O. F., Quincy, IIL; Miner, W. C., 
The Miner Book Store, Macomb, lil.: Plopper, w. B., of Eureka 
Book Supply, Eureka, IIL; Raich, F. A., Irwin Paper 

Quincy, Il.; Reed, H. E., and Mrs, Reed, Gagette 
Mattoon, IIL; Roberts, Wilfred, 
‘ompany, Peoria, DL; Simmons, F. R., 
Spier, Albert M., Blenkiron Book Store, Pekin, 
Woodbury Book Company, Danville, ML; 
Travis, Charles T., and Mrs. Travis, of H. E. Chandler & Com- 
Evanston, Ill.; Temple, J. Fred, and Mrs. Temple, of 
Temple & Carroll, Galesburg, Ii; Vaile, E. O., Jr., The Valle 
Rock Island, Ill.; Veberrhein, F. H., Modern System 
Peoria, If.:; Wagner, Otto, and Mrs. Wagner, 
of Otto Wagner, Freeport, Ill. 


tional 


Store, 


College 
Company 
Book & 
John C 
Springfield, Il! 
lil.; Sutton, J. W 


Stationery Company, 


Streibich ¢ 


pany, 


Company, 
Sales Company 
anil Margaret Wagner, 


Philadelphia O. A. Managers Meet. 

The fourth annual meeting of the Philadelphia Office Ap- 
pliance Managers’ Association was held at the Cedar Brook 
May | after a joyous afternoon of golf 
both out and indoor, followed by a de- 
party 


Country club on 
and other 
lightful 


sports, 
dinner 

The business meeting lasted just long enough to elect 
and inaugurate the following officers-to serve for the en- 
President, C. E. Smith, Ditto, Inc.; vice-presi- 
Porter, The Addressograph Company; secre- 
McFarland, Wales Adding Machine 


suing yea! 
dent, R. | 
tary-treasurer, W. H 
Company 

This 
thirds of the 

Che golf contest was won on a very close margin by one 
\pproaching the thirteenth hole, he en- 
water from the middle of which he 
made a drive in a kneeling position in a row boat. 

Many of the members displayed a wonderful spirit of “do 
“they shall not pass,” but with 
mediocre reached the nineteenth tee, at 
which they came into their own and upheld their reputation, 
which gives further evidence that it requires that bulldog 
which the office appliance boys are well known 


meeting and outing were attended by about two- 


membership 


of the members. 


countered a hazard, 


or die,” “it can be done 


success until 


they 


tenacity for 
to be successful in the end 
question about the many advantages of 
of this kind, for the three years past have 
developed many benefits to those members who have at- 
tended the weekly meetings and an occasional outing. 
The Philadelphia association now consists of about forty 
the best known office equipment in- 


an organization 


members representing 
stitutions in the industry 
Election of Baltimore Association. 

Association held its annual 
May 13 at the Hotel Emerson. The 
indicating intense interest by mem- 
the organization. It demonstrated 
promote the welfare and clean, up- 


The Baltimore Stationers’ 


, 
proceedings were lively 


right business methods as established in the stationery 
trade. Several matters of importance were discussed, and 
an evening educa and pleasure was enjoyed by the 
members in attendance 

The following officers were chosen to gevern the club 
for the ensuing fiscal year: Morris Baumgarten, president; 
F. H. Holthaus, vice-president; John W. Kennedy, treas- 
urer; R. C. Strafford, Jr., secretary; Wm. M. Herrmann, 
chairman of the executive committee. 
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Midwest Stationers Hold Interesting Meeting. from their respective districts. These governors should be 
) — men of ability, selected not by reason of their occupation 
i i Baltimore Hotel, Kansas City, the Scene of Lively and not confined to the retail stationery trade, but any man 
iH ih! Discussions. of ability in the business should be eligible to a governor- 
1) —---- ship position whether traveling man, manufacturer or sta 
ii} The Midwest Division of the National Association of Sta-_ tioner. Mr. Allen believed that these governors should be 
i tioners, Office. Outfitters and Manufacturers held sessions elected at the annual convention of the association and that 
1 at the Baltimore hotel, Kansas City, on May 21 and 22. A_ the position of governor of any one of the twelv: stricts 
: i dinner was given at the hotel on the evening of the first would be eagerly sought by every man in the trad: 
i | day at which the principal speaker was Otto Barth of the In his remarks in support of Mr. Allen’s suggestions, 
. i Alien C. Smith Stationery Company of Kansas City. Charles Charles L. Mitchell concurred with the suggestions made 
) / L. Mitchell presided at the dinner. It was a well attended and advised that dues be raised slightly so as to cover the 
| affair and thoroughly interesting in every way. A large expenses of the twelve districts; that the dues be paid in 
| t 
: 
i] 
. Hy) 
ital 
Hil 
hl 
it 
Wt} 
hh 
ANNUAL BANQUET OF THE MIDWEST DIVISION OF THE NATIONAL ASSOCIATION, MAY 21 
number Of souvenirs were presented to the guests at this one check and that the treasurer of the National Associa- 
dinner. A list of them appears in connection with this tion should remit a pro rata share to the treasurers of the 
article. several districts so that each district would have little 
The dinner referred to above, was held in the Blue Room. money with which to pay necessary expenses. 
Sixty-five persons were present and there was a lively Che remarks of Mr. Irving appear in full elsewher 
entertainment, consisting of music, vaudeville, etc. Talks Mr. Gades’ remarks on Purchase Records and Perpetual 
were made by Mr. Barth, Mr. Allen, Mr. Severance and Inventory were very interesting. He outlined in detail the 
William Pitt of the Irving-Pitt Manufacturing Company. advantages obtained from the perpetual inventory as re- 
The first day’s session, that of Wednesday, May 21, cently instituted by the house of Crane & Company, de 
opened at 10:00 A. M. Ivan Allen, president of the National scribing the accounting methods employed and giving a 
Association, spoke on business conditions in the trade and _ clear idea of the cost of installing such a syste said 
| described in detail the working out of the National Index that they had found the installation of the perpetual 
plan. He was followed by some remarks in support of his ventory promotes a more systematic attitude t 
views by Mr. Mitchell of Topeka and after this General of sales clerks, order clerks and stock clerks, a tw 
Manager Gibbs made some remarks on operating costs. In almost automatically audit every transactior 
the afternoon the discussion was led by Mr. Allen and Mr. ventory clerks will have on the cards the selli 
Mitchell. every item of merchandise in stock. 
The session of the following day consisted of addresses In his address on advertising, Mr. Schmiederer 1 ea 
f by Ivan Allen, Charles L. Mitchell, Fletcher B. Gibbs, J. distinction between advertising and publicity Advertising 
B. Irving on Successful Merchandising in the Retail Sta- should increase sales and be made to pay its way blicit 
tionery Store; F. H. Gades of Crane & Company, Topeka, is the general form of advertising from which no d t re 
on Purchase Records and Perpetua) Inventory, and William turns can be traced. Advertising, properly speaking, is 
Schmiederer of St. Louis on the Most Profitable Advertis- necessary part of the selling activities of any st Suc 
ing for the Stationer. Discussions followed each one of cessful retailing involves carrying what people want in the 
these addresses. way they want to buy it; telling people what you carry and 
In his remarks Mr. Allen urged the stationers of the suggesting to them the advantages they will enjoy ly- 
United States to co-ordinate and systematize their associa- ing what you carry. 
tion work. He advocated the organization of twelve regional The first fundamental to successful advertising is to keep 
divisions, following the general lines of the divisions of at it. Use the biggest space you can afford, the best copy 
} the Federal Reserve Bank. Each one of these divisions and finest illustrations you can buy within your means 
should have a governor, a secretary and a set of by-laws. It There are three general methods of advertising, new pers, 
should be the work of the governors of each division to  direct-by-mail and catalogues. All are essential. 
travel about throughout their district, find out the condi- Newspaper advertising should be used constant! A d- 
) tions prevailing everywhere and make such suggestions as_ vertising by mail is a fruitful source of profit and ould 
) possible for their betterment. The twelve governors should also be in constant employment. A carefully selected, well 
| then meet at fairly frequent intervals for a discussion of the kept mailing list is necessary. Copy must be designed par- 
| general situation in the light of the information obtained ticularly for direct-by-mail advertising Che talogue, 
| 
, ’ 
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Appreciation in Relation to Co-operation 


Success in business is largely the result of the two vital properties 

QUALITY and SERVICE and explains the perpetuation of the better 

class of business organizations. This is very wonderfully shown in a letter 
recently received from one of our customers, from which we quote: 


“We are indeed proud of our connection with Mittag & Volger, and 
frankly say that in all the years of our connection we have yet the first 
complaint to make. Your complete co-operation has really been the 
means of our increased business on Carbon Paper and Typewriter Rib- 
bons from year to year. Together with the high grade of merchandise 
that you make has made for us satisfied customers. We are well pleased 
with your line.” 


We think this very eloquently expresses the situation and it would be 
difficult for us to express the appreciation we feel in the receipt of a letter 
of this nature. We feel that, among the trade we have catered to for the 
past 35 years, this would represent a universal expression of opinion. 


HONEST COMPETITION AS OPPOSED TO VICIOUS PRICE 
CUTTING; this is of particular importance in the ribbon and carbon in- 
dustry, considering the many cheap lines that are being offered at appar- 
ently low prices. Quality and cheapness have never met on equal ground 
and it is the appreciation of the better class of goods that has established 
the reputation of our house and made us leaders in the manufacture of 
Typewriter Ribbons and Carbon Papers. 
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The trade-mark 


that makes “‘come- 


M. & V. Lines 
give the service 


that satisfies back” customers 
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MITTAG & VOLGER, INC. 


Principal Office and Factory PARK RIDGE, N. J., U. S.A. 


NEW YORK BRANCHES: SAN FRANCISCO 
261 Broadway 537 Market Street 
CLEVELAND BOSTON 
326 Erie Building 160 Congress Street LOS ANGELES 
MINNEAPOLIS Tajo Building 
711 McKnight Building 
CHICAGO ST. LOUIS 
205 W. Monroe Street Merchants Laclede Building 


AGENCIES ALL OVER THE WORLD 
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WANTED 


SALESMEN 
To Start August Ist 


OMMISSICNS paid Addressograph 
salesmen this year will average well 
over $6,000 per man. 


Selling Addressographs is as fascinating 
work as it is profitable. If you are a sales- 
man-—or have a friend who is a salesman— 
it costs nothing to investigate and may 
result in BIGGER earnings and BIGGER 


opportunities. 


1—We are not ‘‘hard up’’ for good sales- 
men; because 90° of our salesmen re- 
main with the Company year in and 
year out. Less than 10°, of our sales 
force leaves each year—a remarkably 
low ‘‘turn over’’ in salesmen. 


2—But Addressograph sales are increasing 
by leaps and bounds. More and more 
business men are asking HOW an Ad- 
dressograph will help them SELL and 
SAVE more. So our present highly suc- 
cessful salesmen are unable to take care 
of ALL their inquiries and sales oppor- 
tunities. Therefore, we will have a 
LIMITED aumber of openings AUGUST 
ist for unusually high-grade men. 


3—Reply by letter ONLY. 
4—Age limits 23 to 35 years. 


5—High School education — preferably 
College. 


6—Preference will be given to men WHO 
HAVE ALREADY made a success of 
CREATIVE selling—such as office de- 
vices or systerns, securities, life insur- 
ance, etc., rather than those who have 
been selling COMMODITIES on a 
salary basis or those men who have 
NOT had selling experience. 


7—Let your letter demonstrate your sell- 
i ability — because Addressograph 
salesmen must be able to write CON- 
VINCING selling letters. 


8—Enclose latest photograph and specify 
fully age, education, selling experience, 
former employers and preference as to 
city or territory you would care to 
work in. 


Aadressogteph 


Address MR. FELLOWS 


901 W. Van Buren St., Chicago, III. 


(Branches in principal cities) 
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like the other direct-by-mail advertising, must be expertly 


prepared to awaken interest and arouse desir¢ It is 
something that is carefully kept and has many chances to 
repeat its initial performance. The catalogue page exerts 
a certain fascination over most people and is really to the 


stationer the most profitable form of advertising. 

The election of officers followed the addresses and dis 
cussions. The following officers were elected: President, 
Charles L. Mitchell; secretary, A. S. Matthews; and the 
following vice presidents: Missouri, William Schmiederer, 
St. Louis: Kansas, Herman H. Cast, Wichita; Arkansas, 
Edward O'Brien, Little Rock; Nebraska, J. W. Rasmussen, 
Omaha; Oklahoma, D. W. Collins, Oklahoma City. 


Resolutions of thanks to the retiring officers were passed, 


and thanks to Messrs. Wroughton and Braden for much 
appreciated work. A letter of appreciation was to be writ 
ten, thanking manufacturers and others who contributed 
souvenirs for the occasion. Thanks were also extended t 
those who presented papers and to the National Association 


representatives present. 


At the conclusion of the meeting a screen was put up, 
moving picture projector arranged and Mr. Van Dorn of 
the Dixon Crucible Company showed two instructive reels 


on the making of lead pencils. 

In the afternoon on the invitation of the Irving-Pitt Mar 
ufacturing Company a number of: visitors called at the plant 
of that company. 

Following is a list of those in attendance 


William Schmiederer, Buxton & Skinner, St. Lou \ P 
Spalding, George D. Barnard & Company, St. Louis; Fletcher B 
Gibbs, general manager, National Association Stationers, Office 


Outfitters & Manufacturers, Chicago; Arthur Schooley, Schooley 
Stationery & Printing Company, Kansas City; Irving W. Shocl 


ley, Samuel Dodsworth Stationery Company Kan ( 
Frank L. Severance, Chicago; Charles H. Curtis, H. ¢ Ly 
ner Company, Kansas City; S. B. Hudson, The Star Print« 


Muskogee, Okla.; Robert I. Thornbill, Joseph Dixon icibl 
Company, St. Louis; C. L. Mitchell, Crane & Com, ) 


peka; H. B. Van Dorn, Joseph Dixon Crucible Compar Jerse 
City, N. J.; Oliver Wroughton, secretary, Graphic Art Ass 
tion, Kansas City; George H. Geiger, George H. Geige Con 
pany, Leavenworth, Kas.; William A. Blomberg, Lockwood 
Hazel Company, Atchison; Gerry A. Manning, Joplir > tine 
Company, Joplin, Mo.; P. F. Apgar, Browne—Morse Company 
Muskegon, Mich.; F. H. Gades, Crane & Compar pek: 
Kellogg Smith, Schooley Stationery & Printing Com) Kat 
sas City; W. A. Reed, Crane & Company, Topeka Tr. H. Har 
man, Co-operative Publishing Company, Guthrie; C. H. Wiggs 
Wigger Book Company, Oklahoma City; Otto C. Be Hue 
Stephens Printing & Stationery Company, Jefferson ‘ wd 
Sedalia; D. C. Neuhaus, The Ault & Wiborg Com, Cir 
cinnati; P. L. Kohl, The Ault & Wiborg Company, Cincinna 
Frank M. Ryan, Milwaukee Chair Company, Milwauke Georg 
Hausam, Hutchinson Office Supply & Printing ‘¢ npany 
Hutchinson, Kas.; A. H. Hareq, Milwaukee Chair Compar 
Milwaukee; Jack Grey, Browne-—Morse Company M (ego! 
Ray D. Klein, L. E. Waterman Company, Chicag« 1. Cc. Ba 
ton, L. E. Waterman Company. Chicago; Herma H. Cast 
Western Lithograph & Office Supply Company W ta I> 
W. Collins, Western Bank Supply Company, Okla! City 
Frank Hughes, Standard Office Supply Compar ( | 
City; Ivan Allen, president, National Association, Stationers 
Office Outfitters & Manufacturers, Atlanta, Ga H. R. Holder 
Miller, Bryant, Pierce Company, Aurora: George W Bacor 
Miller, Bryant, Pierce Company. Aurora; S. E. Walk« The B 
F. Goodrich Company, Akron; Sidney J. Burgoyne, S. J. Bu 
goyne & Sons, Philadelphia; E. A. Roberts, C. S. Demaree 
Kansas City; J. W. Shumway, Kansas City Stationery Con 
pany, Kansas City; W. C. Snoddy, Wilson—Jones Loose Leaf 
Company, Chicago; R. J. Cowles Leopold Desk C pany 
Burlington, Ia.; Trice Bryant, Bryant & Douglas Stationery 
Company, Kansas City; Georg EF. Mason, Bryant & Douglas 
Stationery Company, Kansas City; A. T. Meyers, Co n Per 
Manufacturing Company, Toledo; J. K. Davis, C. S. Demaree 


Kansas City; J. D. Landes, Schooley Stationery & Printing 
Company, Kansas City; J. C. Carlisle, Schooley Stationery & 


Printing Company, Kansas City: A. F. Taylor, Schooley Sta- 
tionery & Printing Company, Kansas City: C. H. Brooks, Hall 
Topeka, Abilene, Kas.; Jack Conlin, Loepsner & Company 
Kansas City; Walter Dodsworth, Samuel Dodsworth Statione: 


Company, Kansas City; William Pitt, Irving—Pitt Manufactu 
ing Company, Kansas City; C. M. Farrell, Irving-—Pitt Manu- 
facturing Company; J. C. Hall, Hall Bros., Kansas Cit Cc. M 


Conger, Irving-—Pitt Manufacturing Company, Kansas City: W 
R. Braden, Irving—Pitt Manufacturing Company, Kansas City 
J. G. Henry, Art Metal Construction Company, Kansas City 
Mo.; M. L. Schildtknecht, Combe Printing Company, St. Joseph 
R. G. Attaway, Bartlesville Stationery Company, Bartlesville, 
Okla.; P. L. Willson, Kansas City Stationery Company, Kansas 
City, Mo.; James Constantine, Palace Office Supply Company 


Tulsa, Okla.; James S. Fowls, The B. L. Marble Chair Com 
pany, Bedford, O.; H. W. Martin, Office Appliances, Chicago 
©. C. Preuss, Brown-Prevss Stationery Company, Kansas City 
O. F. Hanne, Nelson-—Hanne Printing Company, St. Joseph. Mo.; 
J. D. Pitt, Irving—Pitt Manufacturing Company. Kansas City 
J. B. Irving. Irving-Pitt Manufacturing Company, Kansas City: 
John A. Uden, Brown-—Preuss Stationery Company, Kansas City 
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CARBON PAPE N|PAPERS 
TYPEWRITER Ri 


“The Line that can’t be matched” 





A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN station 1 2) N. Y., U.S. A. 
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REMINGTON QUIET 12 


for general office use 


The New Quiet 12 is the crowning triumph of that great Reming- 
ton factory at Ilion where the first practical typewriter saw the light 
of day fifty years ago. 

In all of these fifty years, no other new model of a writing machine 
has ever won such instant popularity. In thousands of oftices, battery 
after battery of New Model 12’s has followed the trial machine—so 
decisive are its many superiorities. 

Its ‘‘natural touch,” which makes operation surpassingly easy, its 
operating simplicity, and the consistent beauty of its work are a rev- 
elation to both owner and operator. 

With all of its advantages, the New Model 12 costs no more than 
the ordinary typewriter, a fact which makes it the ‘comparable 
machine for general office work. 


REMINGTON TYPEWRITER COMPANY 
374 Broadway, New York — Branches Everywhere 


Remington Typewriter Company of Canada, Limited 
Main Office : 68 King Street, West, Toronto 
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Attendance Prizes, Donors and Recipients at Midwest 
Meeting. 


Automatic File & Index Company, Green Bay, Wisc., walnut 
Auto Desk Companion; to W. A. Braden of the Irving-—Pitt 
Manufacturing Company 

tates Manufacturing Company, Orange, N. J., two automatic 
telephone indexes te J. C. Hall, Hall Bros., Kansas City, and 
H. R Holden, secretary, Miller-Bryant-—Pierce Company, 
Aurora, Ill. 

Diamond Ink Company, Milwaukee, Wisc., diamond stick pin; 
Cc. K. Wigger. Wigger Book Company, Oklahoma City, Okla. 

Esterbrook Steel Pen Manufacturing Company, Camden, N. J., 
silver pitcher, to C. K. Wigger, Wigger Book Company, Okla- 
homa City, Okla. 

Imperial Methods Company, Chicago, IIl., vertical desk tray, 
to Wade Reed, Crane & Co., Topeka, Kas 

Conrades Manufacturing Company, St. Louis, Mo., swivel 
chair, to C. M. Farrell, Irving-Pitt Manufacturing Company, 
Kansas City, Mo 

Pelouze Manufacturing Company, Chicago, standard beam 
postal scale to Charles H. Curtis, H. C. Leipsner & Company, 
Kansas City, Mo 

Toledo Metal Furniture Company, Toledo, O., Posturchair, to 
P. L. Kohl, Ault & Wiborg Company, Cincinnati, O. 


Souvenirs Distributed at Midwest Meeting. 


Adams Stamp & Stationery Company, St. Louis, Mo 100 
Don’t Park Here signs 

Ault & Wiborg Company, Cincinnati, O Boxes of carbon 
paper 

American Manufacturing Concern, Falconer, N. Y Letter 
openers 

American Crayon Company, Sandusky, O.—Sample boxes 

: ¥ 


American Lead Pencil Company, New York, N toxes of 
pencils 

Boorum & Pease Company, Brooklyn, N. Y Loose leaf memo 
books 

Blaisdell Pencil Company, Philadelphia, Pa.—Spark Rite 
pencils 


Beach Leather Company, Coshocton, O Memo books 

Burgoyne, Sidney J., & Sons, Philadelphia, Pa.—Greeting 
cards. 

Bushnell, Alvah, Philadelphia, Pa.-—Insurance wallets. 

Cooke & Cobb Company, Brooklyn, N. Y¥ Everyday diaries 

Cutler Desk Company, Buffalo, N. Y.—-Loose leaf memo pads 

Conklin Pen Mfg. Company, Toledo, O.—Brocaded gold pencils. 

Cott Printing & Index Company, Columbus, O.—Key holders 

Crescent Brass & Pin Company, Detroit, Mich.—Pyramid pins 

Carter’s Ink Company, The, Boston, Mass.—‘‘Drinking”’ ink 

Commercial Paste Company, Columbus, O.—Gluey tubes. 

Dow, Louis F., Company, St. Paul, Minn.—Pencils. 

Davids Ink Company, Thaddeus, Inc., New York, N. Y¥ 
Small bottles of ink 

Dixon Crucible Company, Joseph, Jersey City, N. J.—Special 
boxes of sample pencils 

Dennison Manufacturing Company, Framingham, Mass.- 
Party caps. 

Diemer, John F. Company, New York, N. Y Pocket card 
cases 

Eaton, Crane & Pike Company, Pittsfield, Mass.—Tablets. 

Eagle Pencil Company, New York, N. Y.—Simplex pencils 

Faber, Inc., A. W., Newark, N. J.—Boxes of erasers. 

Faber, Eberhard, New York, N. Y.—No. 83 pencil assortment 

Globe—Wernicke Company, Cincinnati, O.—‘‘World’s Best 
Books.” 

Gibson Art Company, Cincinnati, O.—Bridge books. 

Hunt Pen Company, C. Howard, Camden, N. J.—Pen con 
tainers 

H.-A. Ink Eradicator Company, New York, N. Y.—Ink eradi 
cator. 

Imperial Desk Company, Evansville. Ind.—Pencil clips 

Ireland & Matthews Manufacturing Company, Detroit, Mich 
Cuspidors 

Irving-—Pitt Manufacturing Company, Kansas City, Mo 
Cigarette cases. 

Klipto Loose Leaf Company, Mason City, Ia.—Bullet pencils 

Kiggins & Tooker, New York, N. Y.—Diaries. 

La Rue & Co., Thomas de, Ltd., New York, N. Y.—Packs of 
cards 

Miller-Bryant-Pierce Company, Aurora, III goxes carbon 
paper 

Moore Push Pin Company, Philadelphia, Pa.—Boutonniere 
holders 
R Merriam Manufacturing Company, Durham, Conn Stamp 
oxes 

National Fiberstok Envelope Company, Philadelphia, Pa 
Wallets 

Northwestern Expanded Metal Company, Chicago, Il Ex 
panding wallets 

National Blank Book Company, Holyoke, Mass Loose leaf 
memo books. 

Northern States Envelope Company, Chicago, Ill.—Pocket 
wallets 

O. K. Manufacturing Company, Oswego, N. Y.—Souvenirs 

Oakville Division, Seoville Manufacturing Company New 
York, N. Y.—Pyramid pins 

Parker Pen Company, Janesville, Wis.—Duofold pencils 

Stafford, Inc., S. S., New York, N. Y Sottles of fountain 
pen ink 

Smead Manufacturing Company, Hastings, Minn.—Telephons 
indexes 

Spencerian Pen Company, New York, N. Y Booklets 

Stationers Loose Leaf Company, Milwaukee, Wis Letter 
folders 

Sheaffer Pen Company, W. A., Fort Madison, Ia Pencils 

Wabash Cabinet Company, Wabash, Ind.—Press—board vertical 
file folders. 

Waterman Companys L. E.. New York, N. Y Nickel trav- 
elers’ fillers 

Whiting Paper Company, New York, N. Y Boxes of paper 

Wilson-Jones Loose Leaf Company, Chicago, Ill.—Cut—flush 
Kerahide memo books 
_Yawman & Erbe Manufacturing Company, Rochester, N. Y 
Y & E pencils and matches 
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Go to Goes for 
The Goes Diploma Blanks 


An excellent assortment of blank lithographed * 
Diploma designs, appropriate for Public and 
Parochial, Common and High Schools, Colleges 
and Universities; so arranged that they can 
easily and effectively be overprinted from type 
with the required special copy. 


The Goes Printers’ Helps 


also include both Lithographed 
and Steel Engraved Blanks for 


Stock Certificates Bonds 
Interim Certificates Membership Certificates 


also 


The Goes Art Advertising 
Blotters Calendar Pictures 
Calendar Cards Mailing Cards 

and 

The Goes Greeting Cards 


Lithographed Calendar Pads 


A written request for samples and additional 
information will bring a prompt answer. 


Goes Lithographing Company 
49 West 61st Street, Chicago 
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ENUS 


VEN LS 


PurcHASERS of VENUS Pencils 
never go back to inferior grades. 
VENUS quality, plus the complete- 
ness of the line, assures constant 
demand and quick sales. 


The experienced dealer knows 
that it was the exploitation of the 
superb VENUS which first made 
the general public appreciate 
pencil perfection —thus in- 
creasing the merchant's pen- 
cil profits without effort. 


Look over your VENUS stock 

and, if low, re-order today. Also 

ask us for Venus Display Cards 
and other free selling helps. 





American Lead Pencil Co. 
220 Fifth Avenue 








—+\ New York 
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Office Appliance Manufacturers’ Association Holds 
Convention. 

The Office Appliance Manufacturers’ Association held a 

two-day convention at Rochester, N. Y., May 8 and 9 as 

Todd 


place. The convention was held on the invitation of the 


the guests of the Protectograph Company of that 
officers of the Todd Company, who invited the Ofhce Ap 
pliance men to be their guests The invitation was due 
to the company’s desire to secure the convention for 
Rochester by outbidding all other competitors, and at the 
same time to emphasize the celebration of the twenty-fifth 
anniversary of the invention of the Protectograph and the 
company’s quarter centenary of operatior 

The program of the convention was planned to touch all 


interests embraced by the association includi 


g manufac 
turers of typewriters, adding machines, safes, Multigraph 
Addressographs, stationery and office furnitur: 

The first day of the convention was devoted to a 
ness session at the close of which the manufacturers wer 
the guests of the Todd Company at Rochester and a theater 
party later. A business session was held in the forenoon 
of the second day the afternoon being give! ver to enter 
tainment. The sessions were held in the Sagamore 
hotel. 

On Friday, May 8, the first half hour was of a socia 
character, but from 9:30 on, the business sess! ontinued 
After roll call and the collection of survey cards, new met 
bers and guests were introduced and reports fhcers 


committees were read 
Following the reports 
“Our 


and Improved Methods,” subject introduced | 


various topics were take1 


cluding: Experience in Introducing New Dey 
lows, advertising manager of the 
assisted by W. C. 
Multigraph Sales Company and Philip N. S$ 


Addressograph Compar 
Dunlap, Vice president ot the Americal 


ager of the Sundstrand Adding Machine Company. Fol 
lowing discussion the next topic taken up, “Are We Re 


dering Too Much Service?” was introduced by C. K. Wood 
bridge, president of the Dictaphone Corporation, assist 
by Foster M. Reeder, vice-president, Postage Meter Co 


pany; and Stanley Twist of the Office Equipment Cat 
logue, Inc 
After luncheon at the Sagamore, a number topics 


taken up, including “Our Experience with Sales Report 


introduced by Car! Anderson, assistant eside 
the Safe-Cabinet Company; H. I. Gillogly e-president 
Baker-Vawter Company, and Clement Ehret, general s 
manager, The Tabulating Machine Compa 

“Daily Report vs. Weekly Report from Salk 
introduced by W. M. Cooper, assistant sales iger, Amet 


ican Sales Book Company, assisted by J. C. Nevins 


president Felt & Tarrant Manufacturing Compa! 


“Proposed Propaganda and Trip of Ger Mar 
turers of Office Appliances to South and Central America 
was the subject introduced by M. S. Eyla e-preside 


of the Elliott-Fisher Company, assisted by Ja 
Adding Machine ( 


“How Can We Get Salesmen to Ops More New A 


president of the Dalton 
counts,” was introduced by W. R. Cummings, vice-president 
Monroe Calculating Machine ( 


C. C. Kingsley, district sales manager, Libr Bureau 


of the 


“Proper Analysis of 
H. |} 
Machine Company, assisted by W. C. Gookin, general sa 
Addressing Machine ( 

“Sales of Second-Hand and Rebuilt M es vas 
troduced by M. ¢ 


the Egry Register Company, assisted G. E. Hane 


Sales Expenses,” Wa troduce 


K’ Burg, general sales manager of the Wales Ad 
manager of the Rapid 


Stern, president and genet managet 
assistant to domestic sales manager, Remington Typewrite1 
Company, and F. K. VanBuskirk, domestic sales manag 


L. C. Smith & Bros. Typewriter Compar 
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No? of the wearisome drudgery of hand 
writing for him! Instead, just an easy tap-tap- 
tapping on the Underwood Portable, and words 
flash upon the paper—clean, clear, typed! 

In a jiffy, his order and reports are completed; 
his letters to his family and business associates are 
written—all legible, fluent, full. “Pretty soft! 


PPLIANCES 


THE UNDERWOOD PORTABLE is light, 
compact and easily carried. It requires no folding 
or adjusting. Its frame is strong and firm; its a@ion 
smooth and swift. In every detail of appearance and 
design, it is am UNDERWOOD. 

The Portable is obtainable at Underwood Offices 
in all principal cities, or direét by mail. 


PRICE, $50 IN THE USA. WEIGHT, 6% LBS, 1N TRAVELLING CASE, 9% LBS. 
UNDERWOOD TYPEWRITER CO., Inc.,. UNDERWOOD BUILDING, NEW YORK 


UNDERWOOD PORTABLE 
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Wm WriGi ey JR. COMPANY 


CHEWING GUM MANUFACTURERS 


400 NORTH MICHIGAN AVENVE 
USA 

















Hi 
ie 
ih The Addressograph Company, be 
HT 201 w. Van Buren Street, ee 
Hel, Chicago, Illinois. E 
Hi ' 
ii) Gentlemen: 

We have several of your Addressograph 9 

Machines in constant operation, and have been 


using them for the past two years. 


The work produced by these machines has 4 
cut the department down from one-hundred girls 
to eight, turning out the same quantity of work 
in a very satisfactory manner, and eliminating 
all possibility of errors. 


We have pleasure in conveying this in- 
formation to you as we thought you would like 
to know how satisfactory the machines operate, 
and how pleased we are with the results. 

Yours very truly, 


WM. WRIGLEY JR. COM? 
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Model F2 Addressograph . 
| Electrically Operated 
Ribbon Print R 
| $335 

at Chicago 

-~ 
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At 
Baltin 
Birn 
Bosto 
Buffa 





TRADE MARK 


PRINTS FROM TYPE 





. Butte 
Factories: hicag 


Main Office: 


903 W. Van Buren St., Chicago Chicago—Brooklyn—Londe cs. 
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from 100 Gi 
Will Save for You Proporti 


Mailing 18 Million Circulars— 


y=. Wrigley’s Gum is widely advertised—in publications, 

on billboards, etc! BUT DO YOU KNOW that Wrigley 
is also one of the world’s greatest users of Direct Mail Adver- 
tising? During 1924 Wrigley will mail with his Addressographs, 
over 18 MILLION Direct Mail selling messages to his logi- 


cal customers! 


Spending 60% for Direct Mail— 


HE part that our Addressograph has played in our ex- 
pansion has impressed us so strongly that we are now 
Ve ae spending 60°/, of our advertising appropriation for Direct 
ee <I Mail selling. We recommend the Addressograph to any 
. oe retailer as an antidote for ‘sick’ business!”—Chandler Hard- 


ware Co., Sylvania, Ohio. 


June, 19 





. 

















: ee 
Model H1 Addressograph $3 ° I 


Hand Operated 
Ribbon Print 


“7 Figure” Annual Sales— 


Big 14 years we have become the largest manufacturers of 
drums in the world, doing an annual business of over 














‘. ” $1,000,000! With only one salesman on the road, you will 
or A “ | see that Addressograph-ed Direct Mail advertising is a mighty 
force for us.” —Ludwig & Ludwig, Chicago. 
| 
—— 
ao 13 Addresograph : ? Obli ¥ 
ameter °° O FREE trial Doesn’t Obligate You— 








ig doesn’t cost a penny or obligate you in any way to try 

a $37.50 Hand Addressograph in your own office—on your 
own forms! Prove to yourself, entirely at our expense, just 
how the Addressograph will help you sell and save more. 
Simply attach coupon below, to your letterhead—and 
mail TODAY! 


Used Machines nn, ong F ; kA 
Bought and Sold! That ee 491 
) FREE mail. gM. a | 
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demand 


for Peerless Keys is large and constant. 
Operators ask for them. They know that 
the time saving, shock absorbing and error 
preventing qualities of Peerless Keys save 
them much effort and worry. Owners, 
too, prefer Peerless Keys because they in- 
crease production, assure accuracy and 
cut down overhead. 


turnover 


under such conditions is certain. Dealers 
all over the world are selling Peerless Keys 
at a profit. Our special dealer sales plan, 
requiring no risk or investment on the 
dealers’ part, is now being used by over 
3200 dealers in office equipment. Write 
us for full information. Samples and litera- 
ture will be forwarded immediately upon 
receipt of your inquiry. The coupon be- 
low will show you the way to 


profit 
PEERLESS KEY COMPANY, Inc. 


176 Fulton St. New York City 


Boston Chicago Philadelphia St. Louis 
Minneapolis Pittsburgh London 
SAN FRANCISCO DISTRIBUTOR: 

Robinson Pinney Co., 576 Mission Street 


Peerless 
neweier KEYS 


PEERLESS KEY CO., Inc. 


176 Fulton Street 
New York City 








Please send me, without any obliga- 
tion on my part, full details of your 
special profit making offer, together 
with sample Peerless Key and spe- 
cially prepared dealer helps. 


Name 


Address 





City State 
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The morning session of Friday, May 9, continued the 
discussion of live topics. “Window and Floor Display, How 
They Can Be Made More Effective and Tie Up with Sales 
Efforts,” was the subject introduced: by J. W. Dozier, as- 


sistant sales manager, National Cash Register Company, as- 
sisted by W. D. M. Simmons, advertising manager der- 
wood Typewriter Company. 

“Proper Methods of Interviewing Prospects,” was intro 
duced by F. K. Van Buskirk, assisted by C. S. Ca ell, 
president of Index Visible. 

“Methods and Results from Direct Mail Work vas in 


troduced by R. N. Fellows, advertising manager, Addresso- 
graph Company, assisted by W. C. Standish, sales 
vertising manager of the Mailometer Company 


“Selling Activites and Bogey for Same,” was introduced 
by W. C. Gookin, assisted by B. J. Moynihan, vice-president 
Dayton Scale Company. 

“New Business Enterprise Count Has Actually Produced 


Results.” Subject was introduced by George F. Wiggi 
ton, president, Kalamazoo Loose Leaf Binder | 
assisted by L. V. Britt, sales manager, Burroug! 
Machine Company. 
W. C. Dunlap, national councillor, presented a 
the annual meeting of the Chamber of Commerc: the 
te. Sa Ss 
[his concluded the business of the sessions 
A prosperity survey was taken according to 
meetings of the association and resulted as fi 


records of nineteen members showed that t! 


irtee: 
had experienced an average gain in business for t rst 
four months of 1924 over 1923 of nineteen per 
had an average loss for the same period of thre: 
of these nineteen members, fourteen reporte: 


conditions, six believing them to be very favora 


; 
1 


reporting favorable; four reporting better and 


ings worse 


Boston Stationers’ Association Holds Sales 
Meetings. 
The Boston Stationers’ Association is conducti 


1 
} 


of sales talks to be held throughout the vear, 


address the salesmen on the subject of “Salesn 

Each store member is sending a number 
to the meeting on Monday morning before goi 
store. This gives the salesman enthusiasm to st 
sales of the week in good fashion. 

Thus far, two of these meetings have beer el 
21 and April 28, from 8:30 to 9:30 at the Bostor 
of Commerce 

At the first meeting there were forty-two 
Charles Garvin, sales manager of the F. S. Webster 
pany, was the speaker. Mr. Garvin’s talk was 
the relation of employe to employer 


There were forty at the second meeting William H 
Greenleaf of Carter’s Ink Company was the speaker His 
subject was “Kinds and Qualities of Salesmanshi 

Those who attended the meetings thus far concur the 
opinion that they are among the best features the associa 


tion has produced. 


Meeting of Chicago Stationers’ Credit Men. 

The stationers’ division of the Chicago Associat 
Credit Men held a “past officers’ night” at the H 
club May 22. It was attended by most of the rmet 
officers and directors. The meeting was held prior to the 
annual election of the Chicago Association of Credit M« 
and offered an opportunity to get an expression from the 
stationers’ credit men on the election by the parent 
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“One of the greatest opportunities 
ever offered office appliance dealers” 


HAT is the opinion given by the largest 

office appliance distributor on the Pactfic 
Coast, Schwabacher-Frey Stationery ‘Company, 
San Francisco, after a careful survey of the 
market for 


RAND 


Sectional 
Visible Steel 
Cabinets 





Illustration shows quick, convenient method of adding 
-_ = , " oS . . +e > rot ; 1ew sections to the RAND Sectional Traco Cabinet. A 
And - . a cons¢ rvative e. stimate, rol this specially designed device locks sections rigidly together, 
adaptation ot the RAND \ isible Record idea vet additions to cabinet can be made easily and quickly. 
. : : als me : ala The Rand Section: Steel Cabinet is furnished in three 
opens an almost unlimited market for the sale standard < ard sizes: x3”, 6”x4”", and 8”x5”. Also in 
of RAND \ isible Record equipment. ¢quipments for single line records 

There are six standard types of RAND Visible Rec- 
5 al} : me . - terr i ords which are used in the new RAND Sectional Steel 
‘ven the smallest concern in yout M rritory Cabinet: the Model “I the Upstanding Card, two mod- 
/ = of : sis of Overlapping Cards, the Empire Tube and the 

now becomes an actual prospect for the sale of Bristol Board Erip ' 


RAND Visible Card Record equipment, be- 
cause this new Sectional Steel Cabinet can be 
purchased in single trays, to start, and added 


to as required. 


Hundreds of business houses which have 
hesitated to install the more expensive RAND 
equipment will quickly invest in the new sec- 
tional type of RAND Visible Records, which 
vives “facts at a glance ;” and supplies positive 
control of sales, costs, stock, collections and 


Tray extended from 
cabinet showing cards 
in place and how 
they are referred to. 
Note colored signals 
which visualize high- 
light information as 
contetnee on the rec- 
ord, thus givin 
“Facts at a Glance.” 4 


7 
4 
4 
4 
4 


other business data. 

Be the first in your territory to get this new 
easy profit. Fill in and mail the coupon. Com- 
plete details of our Free Inspection offer will 


go to vou by return mail. Act! 


= 4 
RAND COMPANY, Inc. ee See / You 
Rand Bldg. North Tonawanda, N.Y. been taiesiienas ot a May Send 





RAND systems but the 

Canadian Plant: Niagara Falls, Ont. wenius which created lead / F ace 
hip | has coutinesedts _ me, without ob 
meas 5 ligation on my 


7 part, details of your 

7 FREE 10-day Inspec- 

7 tion Offer on RAND 
Sectional Visible Steel Cab- 


J Wess 
4 
4 
f Name .....:ccseueeecs cee : 
¥ 
4 
Z LaGPOSS . ...< ccveesneee a so angie a ns oasis 











FA Rand Co., Inc., North Tonawanda, N. Y. 
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No typewriter has ever had a 
better record for sustained hard 


work than the L. C. Smith. 


Its power of endurance is com- 
bined with swiftness and quietness 
of action. 


L. C. SMITH & BROS. TYPEWRITER CO. 


Factory and Executive Offices 
Syracuse, N. Y. 


Branches in all principal cities 
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International Stamp Men to Hold Big National 
Convention. 


The annual convention of the International Stamp Manu- 
facturers’ Association will be held on June 23, 24, 25, 26 
and 27 at the William Penn hotel, Pittsburgh, Penna. 

The convention program includes many matters of in- 


terest to the trad [The board meeting, conference of dis- 


/ 
trict governors, secretaries and executive committees will ‘ 
take place on Monday 
; 


On Tuesday the regular business will commence with ad- 
dresses of welcome, reports of committees, officers, etc € 
Group sessions will be held in the afternoon covering sun Rebuilt Ro al 
dries, brass dies and checks. Group sessions will be con- y 
tinued on Wednesday throughout the day, while on Thurs- * 
day the reports of the chairmen of group sessions will be | ewrlters 
held; the reports of special and standing committees and yp 
the reports of nominating committee and election of district 
organization officials 

In the afternoon the convention committee will report and 
the convention city for 1925 will be selected. Officers will 
be elected and unfinished business disposed of. 

The entertainment features will be numerous and inter- 


esting, and will include plant visitation when the men will Endorsed by the Manufacturer and 
visit the Edgar Thompson Steel Works. In the evening ‘ 

. : Tov h ing Publi 
of June 23, there will be a reception and dance. On the appro ed by t S Buy Pu Ce 
24th, the features of the day will include an auto ride, ball 
game and other outdoor sports and a dinner dance and en- 


tertainment. On the 25th there will be a ladies’ luncheon 


and entertainment at the H. J. Heinz plant and a steamer Over ten million copies of leading magazines 
trip up the Monongahela river. On Thursday there will be carry the story of the Regal Rebuilt Royal. 
an auto ride through Pittsburgh parks for ladies only and Inquiries resulting from this advertising are 
in the evening, the annual banquet; on Friday, plant visita- turned over to Regal Dealers. 

tion to Pittsburgh stamp houses will be the feature of the 
day. 


District Meetings. 
On April 12 there was a meeting of District No. 1 at Commercial Stationers find the Regal Rebuilt 
Columbus. This district includes Ohio, eastern Pennsyl- Royal a profitable addition to their lines. 
vania, Kentucky and the iower peninsula of Michigan. 
Che joint meeting held in Philadelphia in February of 
Districts Nos. 1, 2, 5 and 9 has already been noted, also 


the local stamp meeting in Chicago on April 16. 


; Shipment from 78 Cities 
Hoosier Stationers Meet. Warehouses in New York and Chicago 


Che Hoosier Stationers and Office Outfitters Association 
held 2 meeting at the Oliver hotel, South Bend, Wednesday 
afternoon, May 28 

[van Allen, president of the National Association of 


Stationers, Office Outfitters & Manufacturers, with other W. , ‘ one 
, rite for our dealership proposition 


++ 


officers of the National Association, was present at this 
meeting 

After the meeting a dinner was served at seven o'clock, 
following which Mr. Prentice, of the Sikes Chair Company, 
showed the picture entitled “The Making and Selling of 
an Office Chair.” A film was also shown on pencil-making 


by the Joseph Dixon Crucible Company RI ‘GAI 


Stationers’ Square Club Holds Dance. TYPEWRITER COMPANY 


[he Stationers’ Square Club of New York City gave a Incorporated 


Ladies’ Night on Saturday, May 24. This is the first time MARCUS HARWITZ, General Manager 
that the ladies have been invited to any of the affairs 
given by the Square Club and this particular entertain- 314 Broadway New York City, U.S.A. 
enabled everyone in the industry to attend whether 12-14 So. Jefferson St. Chicago, Hil. 


are Masons or not. 
lhe dance was held in one of the large ball rooms of the 


Pennsylvania Hotel. The committee consisted of Edward 
Gash and Vic Levi, assisted by the energetic officers, 


aded by Harry Meyer, president, and J. Schwartz, sec- 


retary. 
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Complete 
Compact 
Portable 


Capacity 


The PETERS was designed to sup- 
ply the market with a high grade, 
compact, portable machine of large capac- 
ity, which could be sold at an attractive 
price. This has been accomplished by lo- 
cating the essential features in their logi- 
cal position for ease in operation, visibility, 
elimination of complicated parts and a ma- 
terial reduction in the total number of parts. 


The Total, Sub-total, Non-add and 
Repeat levers are so located with re- 
spect to the path of the operating handle 
that the machine can be worked at high 
speed by the use of the RIGHT HAND EX- 
CLUSIVELY. 


Fractional machines in eighths or 
quarters, and machines with a perma- 
nent split arranged to list numbers in one 
column and add in the other, or to add two 
columns, are available in addition to the 
Standard Model illustrated. 


The Electric Drive Model is so de- 
signed that the motor and sub-base 
are permanently attached to the stand, and 
the machine can be lifted off and used as a 
desk hand operated machine. 


Due to the simple construction of 


the Electric Drive, any Standard 
Model hand operated machine can readily 
be converted to an electrically driven ma- 
chine by the local service department. 


Peters-Morse Mfg. Corp. 


GENERAL SALES OFFICE AND FACTORY 
ITHACA, N. Y. 
New York Office: 299 Broadway 
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Cincinnati Stationers Commence Activities. 
The Cincinnati Stationers and Manufacturers are doing 
everything they can to arrange a rousing welcome and a 


fine program for the coming convention of October 13 to 


| 


17. Ata meeting held at the Business Men’s Clu April 
28, the following executive committee was appointed to co 
operate with the National Association committe Gea 

Carpenter, The Sam’'l C. Tatum Company; John H. Gibson, 
representing the Cincinnati Association; C. L. Downey, The 
C. L. Downey Company; A. G. Fry, The Gibson Art Com 
pany; H. C. Yeiser, Globe-Wernicke Company; R. S. Moore 
The Ault & Wiborg Company, and John Omwake of The 


U. S. Playing Card Company 


From this executive committee, the following iirmen 
were selected: A. G. Fry, general chairman; R. S. Moore 
chairman, publicity committee; John K. Gibson, committee 
on hotel and garage arrangements; C. C. Carpenter, enter 
tainment committee 

At this meeting, the matter of reservations was scussed 
at considerable length, and it is particularly advised that 
those who expect to attend the convention make it a point 
to reserve hotel accommodations in the very near future 
While Cincinnati has excellent hotel accommodations, the 
Autumn races at Latonia will be on during the convention 
and there is some prospect that the famous Fret hors¢ 
Epinard, may appear. In addition to the Fall races, every 
Cincinnatian hopes that a few games of the W Series 
will be played there this year These events attract many 
visitors, and it is important in any event, that early reserva 
tions be made. A trip to Cincinnati in October will be 
worth much more than the actual cost to ar statione! 
The convention offers full value to every dealer, and thers 
will be enough “doings” in the way of entertainment to keep 


everybody smiling. 


Boston Stationers’ Association Bowling League 
Hold Banquet. 


The Boston Stationers’ Association Bowling League held 
their annual dinner and theater party on Tuesda ening 
May 1. A bountiful dinner was served at Cottrell’s Din 
ing Parlors, after which the gathering was called to order 
by Harry R. Bennett, who organized the leagu: e years 
ago and is still their leader. The guests of the evening 
were James T. Towhill, president of the Boston Stationers’ 
Association; Fletcher W. Taft, advertising manager of The 
Carter's Ink Company, and William H. Greenleaf, manager 
of the service department of the same concern. Mr. Tow 
hill was called upon to present the individual prizes, and 
said he was greatly pleased with the spirit of t eague 
and pledged all the help possible from the associat He 
urged all those who were not members to join the asso 
ciation. He then presented the high average prize to Wil- 
liam F. Leesam of Ward's, the high three string total to 
Walter Wetmore of The Dangel Company and the high 
single string to John Lynch, also of Ward's M Be 
nett then spoke on the interest taken by The Carter's Ink 
Company and The Dangel Company, both having teams 
in the league. Six beautiful silver cups were presented to 
the league by The Carter's Ink Company large 
cup which has to be won three times (not consecutively) 
by the same team in order to claim it, and five smaller cups 
for the individual members of the winning tean the 
retain The Dangel Company has been most generous 
printing the schedules, stationery and other mate free 
of charge. 

Fletcher W. Taft was introduced and he, i: Ss ever 
jovial manner, presented the large silver cup to Mr. Les 


sam, captain of the winning team, which was Ward's, Mr 
raft then presented the smaller cups to the individual men 


bers of the team 
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Put Conklin Insuranee on 


Your School Opening’ Profits 


ACATION days for students are get ready days 
for the dealer. 


Just as surely as the recurring seasons journey 
around the calendar, Fall school opening brings a new 
profit opportunity to your pen and pencil department. 


Meet this fruitful selling season with Conklin student 
specialties. The Conklin Duragraph—a pen that em- 
bodies the very spirit of service to the student writer. 
The Conklin Student Special, a popular priced pen that 
puts real pen performance within easy reach of any boy 
or girl. 


The Conklin pencil—‘“the pencil with the long leads” 
a working tool that no student can afford to be without. 


Look over the Conklin line. Be ready when the bell 
calls back vacationing legions to desk and pad. 


Write for Catalogue 


THE CONKLIN PEN MFG. COMPANY 
TOLEDO, OHIO 


BosTON SAN FRANCISCO CHICAGO 
LONDON BARCELON 
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BELKNAP 


ADDRESSING SYSTEM 


STENCILS 


Wie 







any standard © 


Typewriter 


Do You Appreciate the Instant 
convenience of such a feature? 


very Belknap stencil for every Belknap machine can be 
made on the office typewriter, just as simply, just as quickly as 
an envelope can be addressed. 


Consider what this means in keeping lists right up-to-the- 
minute—and then remember, also, that Belknap stencils are 
light in weight, that they take up little room, are practically 
destruction and time proof and 





—well, honestly, can you afford not to learn more about the 
Belknap Addressing System? 


“No ifs or perhaps- the best are Belknaps' 


Rap Appressinc \facuine (0. 


BELKNAP SYSTEM 


40-F WEST 23rd STREET, NEW YORK 
Offices in All Principal Cities 


Member of the National Association of Office Appliance Manufacturers 
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A rising vote of thanks was given The Carter’s Ink 
Company for their support. 

The surprise of the evening came when Clarence Hines 
of The Thorp & Martin Company, in behalf of the bowlers, 
presented Mr. Bennett with a handsome travelling bag in 
appreciation of his services. Completely surprised, Mr. 
Bennett, after a few speechless moments, thanked the boys 
for their kind remembrance. Then the members of the 
league and their guests adjournd to The Wilbur Theater 
to witness “The Gingham Girl,” a musical comedy. 


Activities of Birmingham Office Equipment 
Association. 

Un April 12, J. E. Kirkham, manager of the Birming- 
ham office of the Library Bureau, and Mr. Head of the 
Burroughs Adding Machine Company, entertained the 
members of the Birmingham Business Equipment Asso- 
ciation at their home on Shades Mountain. Their invita 
tion was unanimously accepted by the members and their 
wives, and a barbecue was served from the live coals and 
afterward dancing was enjoyed until a late hour. 

At a meeting held on April 18, Mr. Trammell, secretary 

Birmingham Merchants’ Credit Association, gave 
an interesting talk He brought out the point that since 
the organization of the Business Equipment Association, he 


had noticed an absence of knocking of one competitor by 


Mr. Kirkham states that it is very valuable in associa 
tion work to get the business executive of some large cor 
poration or commercial house to address each meeting. 
This brings the meeting in close touch with different busi- 
nesses and provides an acquaintance with the minds of the 
leaders in commerce and finance 

I. S. M. A. District Dinner and Dance. 

On the evening of May 1 there was a dinner and dance 
of the members of District No. 2, International Stamp Man- 
ufacturers’ Association, at Keen’s Chop House, 72 West 
[hirty-sixth street, New York City. An entertainment was 
enjoyed by the members present and several solos rendered 
by Mrs. Kearney, daughter of one of the Newark members 
of the associatior \. L. Scheuer of the Standard Stamp 


and Stencil Worl s delighted those present with a violin 


I. S. M. A. Meets at Indianapolis. 
District No. 4 of the International Stamp Manufacturers’ 
Association held a meeting at Indianapolis May 24. Topics 


est to the trade in the region comprising Indianay 


St. Louis, Chicago and Milwaukee were discussed. A 
number of visitors were in attendance, including: H. H. 
Seetried, president of the International Stamp Manufa 
ture! Association, Cleveland, Ohio; William Jenkins, 

hariman of the board of directors, Pittsburgh; R. F. Her 
shey, director, Pittsburgh; H. A. Bloom, governor of Dis 
trict N 1, Columbus, Ohio. 

if Gleason, of Omaha, represented District No 
the meeting. District No. 1 was represented by members 
fr ttsburgh, Cleveland, Detroit, Columbus, Dayton and 
Cincinnati. Several past presidents journeyed te Indianap- 
olis to take part in the proceedings, including M. L. Willard, 
first international president, Chicago: Gust. Mayer and 
C. L. Safford, Chicago. Hans Hellesoe, treasurer of the 
international association, came on from Chicago, as did Roe 
Reed, first vice president of the international body, Henry 
Hanson and Joe Pardi 

J. O. Corbett eld representative, took part in the meet 
ing He went to Chicago from Indianapolis. After spend 


ig several days there with members of the trade, he went 


te Pitts] urch. his hor e. Early in June he was sche luled 





The newest 
Gorton product 
pure Liquid Glue 


‘Ts highest grade of fish glue is 
obtained from codfish skins. For 
years the makers of liquid glue have 
been buying up the codfish skins of the 
Gorton-Pew Fisheries Company, larg- 
est packers of fish products in the 
world. And these Gorton Codfish skins 
have been the basis of a large part of 
the liquid glue sold. 


Now we have decided to utilize this 
by-product, ourselves, and to produce 
an absolutely pure liquid glue. A glue 
so clean and pure that it will not stain 
or discolor, but will stick forever. 


Hold a bottle of Gorton's Glue to the 
light, in comparison with any other fish 
glue made, and you'll note at once the 
clearness of the Gorton product, attest- 
ing its purity. You can use it for all 
kinds of adhesive work. 

Take advantage of Gorton’s world-wide 
reputation as a manufacturer of fish products. 


Take advantage of the unusually attractive 
Gorton label, tying up, asit does, with products 
already well known in thousands of homes. 

Take advantage of the Gorton price which 
enables you to present a superior article at a 
lower-than-usual retail price. 

Take advantage of consumer demand for a 
good liquid glue and of the good will attached to 
the Gorton name, built up by years of adver- 
tising. Order at once through your jobber. If 
he is not yet supplied, get in touch with us. 


Gorton-Pew Fisheries Company, Ltd. 
Gloucester, Mass. 


Makers of Famous Gorton’s “No Bones” Codfish 
and Gorton’s Ready-to-Fry Codfish Cakes 


rlons 
lue 





LIQUID 


Full one-ounce Botties 
and Tubes. Half-giil 
Gill, half-pint, pint, quart 
and gallon Cans 
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ROUGH 
TYPEWRITER 


ALL STANDARD MAKES 


A revolving stock of 10,000 
machines (various makes), 
always available. No retail 
stores—no retail sales — 
no rentals—no direct mail 
order business—therefore 


no culled stock. 


Wholesale Exclusively 


Shipment from 78 Cities 
Warehouses in New York and Chicago 


Ask for our Quotations 


REGAL 


TYPEWRITER COMPANY 


Incorporated 
MARCUS HARWITZ, General Manager 


314 Broadway New York City, U.S.A. 
12-14 So. Jefferson St. Chicago, III. 
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to visit with District No. 2, at New York, and District No. 
5, comprising the New England states. Mr. Corbett found 
a great deal of enthusiasm for the forthcoming convention 
2 ) 


of the international body at Pittsburgh June 23-26 


Connecticut Valleys Meet. 

The general business meeting of the Connecticut Valley 
Stationers Association was held on the evening of April 23 
at the City Club, Hartford, John F. Molloy, president, pre 
siding. Several applications for membership were accepted 


and referred to the membership committee. Flowers were 
ordered sent to Tom Stonehouse, who has been ill and was 
unable to attend the meeting. 

The subject of the summer outing was left to the discre- 
tion of the president and the executive committee, who will 


determine the date and place 

The Boston outing will be on June 28 and a cordial invi 
tation to members of the Connecticut Valley Association 
has been extended to attend this event. 

The following resolution was passed: 

“Resolved, that the Connecticut Valley Stationers’ Asso 
ciation favor the aggressive support of the _ resolution 
adopted by the furniture council of the National Associa 
tion of Stationers, Office Outfitters and Manufacturers at 
their meeting in New York on April 5, which favored the 
national education program for better offices.” 

Later the executive committee and the president an 
nounced the acceptance of the invitation of the stationers 
and the manufacturers of Holyoke to hold the Connecticut 
Valley Stationers’ outing in that city on Wednesday, 
June 25. The Holyoke Canoe Club, Mt. Tom Golf Club 
and Mt. Tom Summit House have been reserved for that 
day. The hosts for the day will be as follows: Affleck 
Ruling & Stationery Company, American Pad & Papert 
Company, Hampshire Paper Company, National Blank 
Book Company, Reynolds Manufacturing Company, Smith 
Tablet Company, Van Valkenburg Company, White & 
Wyckoff Manufacturing Company, Whiting & Cook, In 
and Whiting Paper Company 


Philadelphians Hold Meeting. 


The regular monthly meeting of the Philadelphia Statio1 
ers’ Association was held at the Bellevue-Stratford hotel o1 
the evening of May 8. Dinner was served at ¢ After 
routine business the association adjourned Keith's 
Cheatre 


Sta-Man Club Holds Meeting. 


A meeting of the Sta-Man Club was held Monda 
evening, May 26 in the Rose room of the Morrison hotel 
presided over by George Sommers, president. This club is 
made up of the salesmen of stationery houses throughout 
the city. The big Rose room was well filled, 1 number 
present being somewhat under two hundred t was stated 
that this was probably the largest meeting of stationet 
salesmen ever held in Chicago 

The meeting was opened with songs and st y Mr 
Elmore, an excellent entertainer. At the conclus if this 
feature, Mr. Sommers introduced the Hon. Ivan Allen, pres: 
dent of the National Association of Stationers, Office Out 
fitters and Manutacturers, who presented a spe message 
to salesmen. He urged all men connected with the sta 
tionery business to find new uses for the goods of 
stationery store which are the tools of comme: I 
prices, he said, do not increase consumptio1 t new*uses 
do. One man in five thousand is a stationer or tatione! 
salesman. ‘The stationery business is one wit t 
sand departments and the stationer and his force meet the 
most intellectual classes of men and women, for all peopl 
in business and professions come constantly to the stationery 
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from where your customer stands 
is a spot that tells him 
what kind of merchant you are! 


A PAPER MERCHANT in Phila- 

delphia recently said: 

“One of the nice things about Co- 
lumbian Clasp Envelopes is the way 
they are put up. They come in good, 
strong boxes that always reach us in 
nice shape. 

“These boxes don’t easily get torn 
or broken in handling or shipping, as 
frailer containers sometimes do. They 
keep the envelopes clean and fresh 
and dust-free. 

“When a customer comes in for 50 
or 100 Columbian Clasps, we don’t 
have to step behind a partition and 
dust them off, as we sometimes must 
with poorly packaged goods. 

‘These clean, well-made boxes look 
well in the dealer’s stock. They help 
along the atmosphere of quality and 
orderliness. ve never heard of any- 
one having to take a loss on Colum- 
bian Clasps because of deterioration 
in stock.” 

This merchant might have gone 
further and added that the boxes and 


covers are strongly reinforced at each 
edge, and that on the héavier boxes, 
containing the larger sizes, a strong 
piece of linen around each edge is 
used for this purpose. 

He might have said too that Co- 
lumbian Clasp Envelopes are shipped 
to the jobber either in strong, new 
wooden cases or in corrugated car- 
tons, as preferred. 

These may appear at first glance to 
be minor details, but they are mighty 
important to the stationer, printer or 
paper merchant who sells envelopes, 
and cares about the way his stock 
and his store impress the public. 

The good packing of Improved 
Columbian Clasp Envelopes is not a 
matter of chance or accident. It is 
one more evidence of the care and 
good material used in making the 
envelopes themselves. 

Most people who use this type of 
envelope know Improved Columbian 
Clasps by name, and say they are the 
best merchandise envelopes made. 
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Improved COLUMBIAN 
CLASP ENVELOPES 


are made in thirty-one useful 
sizes. Order from your } : 
If he hasn't them, write the 
United States Envelope Co., 
Springfield, Mass., and you will 
be put into touch with a nearby 
distributor. These manufactur- 
ing divisions of the United 
States Envelope Company are: 


Location Division 
Worcester, Mass. 

Logan, Swift & Brigham Env. Co. 
Rockville, Conn., White, Corbin & Co. 
Hartford, Conn., Plimpton Mfg. Co. 
Springfield, Mass., Morgan Env. Co 
Waukegan, I) National Env. Co. 
Springheld, Mass. P. P. Kellog & Co. 
Worcester, Mass., Whitcomb Env. Co. 
Worcester, Mass., W. H. Hill Env. Co. 
Indianapolis, Ind. 

Central States Env. Co. 

San Francisco, Ca 
Pacific Coast Env. Co. 
Philadelphia, Pa. Monarch Env, Co. 





This Improved Columbian 
Clasp Envelope traveled 12,839 
miles, equal to half the distance 
around the world, and reached 
its final destination in the good 
shape the photograph shows. 
It traveled from New York to 
San Francisco; from the Golden 
Gate to Boston; from the Hub 
it was forwarded to Los Angeles 
and it finally reached the ad- 
dressee at Summit, New 
Jersey. 

This much-traveled Colum- 
bian Clasp Envelope is the 
subject of a two-page adver- 
tisement in June System. Many 
stationers and paper merchants 
will post a proof of this inter- 
esting story in their windows. 
It will stop lots of people who 
would otherwise pass by, and it 
will probably bring some inside 
to buy. 

If you would like proofs to 
use this way, write the United 
States Envelope Co., Spring- 
field, Mass.,and they'll be sent 
you promptly. 
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REMINGTON PORTABLE 
for personal writing 


The Remington Portable is the recognized leader—in sales and 
popularity—among writing machines designed for personal use. 

The reasons for Remington Portable fame and leadership are con- 
vincing and obvious. 

It is the complete portable typewriter—with the one and only 
standard keyboard, exactly like the big machines. 

It is the most compact—for it fits in a case only four inches high. 

It is the most convenient—for it carries its table on its back. Can 
oe used anywhere—on your lap, if you wish. 

The Remington Portable is strong and sturdy —like all Remingtons. 
It is simple, easy to learn, and easy to operate. And the work it does 
is beautiful—always. 

You will buy one, if you take the advice of any user. 


REMINGTON TYPEWRITER COMPANY 
374 Broadway, New York 


Remington Typewriter Company of Canada, Limited 
Main Office : 68 King Street West, Toronto 


Remington Portables are sold by over 5000 dealers and Remington Branch Offices everywhere 
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stores for service. The opportunities in the stationery basi- 
ness are little understood and it depends upon those con- 
nected with the busines¢ to make the best use of them. 

Following Mr. Allen, Dr. Lawton of the Sheldon school 
was introduced. He presented an inspirational speech and 
was followed by Charles L. Mitchell in a characteristic 
talk on the necessity of understanding the business before 
one can make the maximum of success as a salesman. 

E. H. Sell of Columbus, O., third vice president of the 
National Association, spoke, briefly on the method he fol- 
lows in conducting salesmen’s meetings in his store. They 
take up the stock piece by piece and learn everything about 
it. If, for instance, they have a desk to study, they take a 
screwdriver and take the desk apart, so that it can be under- 
stood and demonstrated thoroughly. These meetings are 
held at frequent intervals and have been of great advantage 
to the force of Mr. Sell’s store. In conclusion, he compli- 
mented the Sta~-Man movement as one which is bound to 
advance the prestige of the stationery business. 

F. P. Seymour of Horder’s, Inc., second vice president of 
the National Association, urged all stationery salesmen to 
interest themselves in inventing a phrase which will ade 
quately describe the stationery business. For the winner 
a substantial prize is offered 

The next feature of the evening was a cabaret entertain 
ment by a young woman singer. 

Before adjourning, E. Y. Horder of Chicago urged that 
all salesmen advise their employers to join the National 
Association. He said that there are several in Chicago who 
are not members of the association and that it would be a 
graceful act on their part to join the association now that 
the president of the organization is in the city for a few 
days. 


Rand Opens Branch at Atlanta. 

The Rand Company has opened a branch at 101 Marietta 
street, Atlanta, Ga. H. Clarke Bruner, Southern district 
manager, found that the business in that territory had de- 
veloped to such an extent that it was necessary to estab- 
lish direct distribution. The Foote & Davies Company, 
which had been handling the Rand devices the past ten 
vears, was credited with the intense development of the 
local market. 


Steel Furniture House Expands. 

The Columbia Steel Equipment Company of Philadelphia 
has removed their new offices and show room to “Filing 
Cabinet Row,” on the northeast corner of Ninth and Chest- 
nut streets. 

Located on the second floor with large windows on Ninth 
as well as on Chestnut street, the company is featuring their 
complete line of uprights in a continuous battery 76 feet 
long. Besides their Columbia “A” grade line, they are mat 
keting a high grade commercial file, “Atlas,” which is meet 
ing with vigorous demand. The company has been com- 
pelled to enlarge their factory. 

Some Elliott-Fisher Notes. 

M. S. Eylar, vice-president in charge of sales of the 
Elliott-Fisher Company, left on May 24 on the steamship 
Scythia for England and the Continent. He will return to 
the United States about July 25. It is interesting to note 
that this is Mr. Eylar’s forty-second round trip to the other 
side. 

* * * 

The annual Elliott-Fisher camp will be held from July 27 

to August 2, inclusive, at Sturgeon Bay, Wis 
* = e 

The regular quarterly conference of the Elliott-Fisher 
district managers was held in New York City the week of 
April 21. 
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Proof to age, air, sunshine, 
chemicals and fire. 


MAY of your customers use Hig- 
gins’ Eternal Ink because of the 
peculiar and individual characteristics 
mentioned above. It is not affected 
by ink eradicators. 


Many others would use it if they knew 
its value. 
Are you supplying this profitable item? 


Are you showing your customers these 
advantages, and displaying the well- 
known label? 


And—are you using Higgins’ Eternal 
Ink yourself—for permanent records? 


Your wholesaler can supply you. 





CHAS. M. HIGGINS & Co. 
271:Ninth St., Brooklyn, N. Y. 


CHICAGO LONDON 
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See them everywhere 


Naturally there is a reason for the pop- 
ularity of the Acme Staplers. It is their 
adaptability—their ability to fit in a va- 
riety of different places with the utmost 
ease and efficiency. In the office, in your 
bindery or in your store they will bind 
everything. 


This wide range of purposes is made pos- 
sible by the advanced design of the four 
members of the Acme Line. Each mem- 
ber is the very acme of perfection in 
itself. 


The Acme No. 2—for office use has no 
superior. The Acme No. l—a heavy ma- 
chine designed particularly for the heavi- 
est kind of office work, the preparation 
of samples of heavy merchandise, etc. 
The Midget Binder—the name suggests 
its special fine design for the stapling 
and binding of fine and thin fabrics and 
papers such as are used in filing systems 
where thin textures are used for multiple 
carbon work. The Sure Shot Binder—is 
the old reliable of the Acme family. Con- 
sidering the range of work accomplished 
by this machine it is an extraordinary 
investment. 


All of these machines are protected by 
the same anti-clog mechanism that has 
made the line noteworthy. They have 
various capacities running from fifty to 
one hundred staples. And they are al- 
ways in order as countless numbers of 
users testify. 


Let us send you a catalogue illustrating 
and describing this line. 


Acme Staple Co. 


1643-47 Haddon Avenue 


Camden, N. J. 


LONDON: Kado Ltd., Atlantic House, Hol- 

born Viaduct. 

CANADA: Ernest J. Scott & Co., 59 St. Peter 
St.. Montreal. 

SCANDINAVIA & FINLAND: Foreign Trade 
& Export Co., 206 Broadway, New York. 
HOLLAND: Richard Weiniger, Singel 276, 

Amsterdam 
AUSTRALIA & NEW ZEALAND: 
Supply Co., Ltd., Sydney, N. 8. 
Wellington, N. Z. 


Excelsior 
W., and 





























APPLIANCES June, 1924. 


Art Metal Sales School Opens June 1. 
The sales school of the Art Metal Construction Company, 
which opens on the date named in the caption, is divided 


into fourteen terms of two weeks each. Whenever possible 


members will be assigned to the terms they wish. In mak- 
ing up the groups to attend the various terms, it is planned 
to assemble men from different parts of the country, so as 
not to bring together those whose experiences and view- 


points are alike. 

The facilities of the school are offered free to all agents 
who sell Art Metal stock goods. attend the 
school will be put to no expense after reaching Jamestown, 


Those who 
the company bearing all expenses except railroad tare 
Those who attend the school will be quartered at the Lake- 
wood Inn, about four miles by electric line from Plat 

No. 1 at Jamestown, N. Y. 
on the shore of Lake Chautauqua. The schoolroom whxr~ 
the sessions will be held is at Plant No. 1. 


The inn is beautifull) 


Chautauqua Lake is one of the most beautiful spots in the 
United States, and no better place could have be: 
for a school during the milder months of the year 


Instruction in the Art Metal line is not all the mpany 
expects members of the school to take home with them 
Each man attending a term will have contact h about 
twenty other concerns in his line of business, hence an agent 
sending five men to five different terms will bring to his 
business contacts with a hundred other concerns Chis will 
bring about a beneficial interchange of views, accomplishing 
the purpose more freely than if the men wet eighbors 
and competitors. 

Foreign Business Growing 

The Reliable Typew riter & Adding Machine Corporat 
170 West Washington street, Chicago, report that their 
foreign business during the month of April increased 225 
per cent over that of any preceding month 

The company reports that they have just negotiated a 
deal for five hundred machines 

Mr. Lyons of the company is making active preparations 
for an expected trip to Europe 

C. M. Clearly has joined the organization, taking charg: 
of the retail maii order business. He was formerly cor 
nected with the Oliver Typewriter Company exes 
tive capacity 

E C. Underwood still retains the managet t 
mestic wholesale business 

During the last month extensive alterations ee! 
made on the premises of the corporation. A lars il 
was built to make room for the additional clet 
an elaborate shower bath was imstalled the 
the benefit of the shop employees. 

Explosion Damages “Elsie” Factory. 

An explosion occurred on the eighth floor 
of the L. C. Smith & Bros. Typewriter Compa: Syra 
cuse, N. Y., at 2:15 o’clock Monday after M 
President Wilbert L. Smith made the following statement 
regarding the accident 

“Two of our japanning ovens blew uy the Ise 
which at the present time has not been definit dete 
mined Regarding the injured, there was 
killed and he was literally blown to pieces There wer 
two people, who were removed to the hospital, whose 
covery 1s assured [There were nineteet tl d 
minor cuts from fiving window glass who 
first aid treatment. 

“Damage to the building and equipment abl 
not exceed $15,000. In the room where the a lent 
curred there were about thirty employees and we ca rt 


understand how thev escaped with so little 
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ei The clip that grips 
da When you write a letter saying “Attached you 
will find —” are you ever sure he will? 

Here’s a clip that really does the work for ‘which 

~~ you have tried pins and ordinary clips. 

The Collette Clip has a grip which holds related 
papers together until they are meant to be sep- 
arated. The serrated sides of this clip prevent slip- 
ping—-yet the leverage is so applied that the papers 
are undamaged. 

Ly lf your jobber hasn’t stocked the Collette Clip, 
d we shall gladly send you samples. Mail us the 
coupon below today 
COLLETTE MFG. COMPANY, Amsterpam, N. Y. 
i Gr t St Helens Collingwood, Ontario, 
Londor zs. Cc. g Canada 
; | Collette Mfg. Company 
| Dept. 3, Amsterdam, N. Y. 
Without obligation, please send me 24 Collette 
, Clips. 
Name 
had | Firm 
| | Address 
City Srate. 
abl | } 
D ale r’s Name 
ot os — 














Patented US and Foreign Countries 
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There is no End to the Demand for 
Sfan dard 


Loose Leaf 
MEMORANDUM BOOKS 


VERYBODY has use for a 

memorandum book—and no 
more dependable ones than these 
can be purchased the world over 
They will please your customers 





Made in six distinctive styles, all 
in flexible bindings. Mechanism is 
the most durable that can be pro- 
duced. With the exception of a 
few numbers bound in light weight 
fabrihide all books are equipped 
with automatic ring openers. These 
books being handsome in appear- 
uy ance, convenient in size and shape, 
nites literally sell themselves and once 
used are always wanted. 





















You Should Stock the Full Line 


Descriptive Circulars yours for the asking 


BOORUM & PEASE COMPANY 
Post Office Box 272, City Hall Station 





NEW YORK 
NEW YORK STORE GENERAL OFFICES 
109-11 Leonard Street 84 Hudson Avenue 


Brooklyn 
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Y and E Dry Insulated Safe Weathers Severe Test. 


The Class B label Y and E dry insulated safe was recently 
given a fourth test by the Underwriters Laboratories. 

The first test which the safe passed triumphantly was 
given in January, 1921. Another test was given in June, 
1922, also successfully, and a third in July, 1923. In each 
case selections were made at random and in every case the 
safe passed triumphantly. Again in March, 1924, a fourth 
test was made on a safe taken from a business office where 
it had been in actual use, and this time all heat resistance 
records were broken. 

At the end of two hours’ terrific heat, the temperature in 
the safe was well within the danger mark. 

The interior temperatures covering the three tests during 
the two and one-half hour period, which is approximately 
half an hour after the flames have been turned off, were as 
follows: First test, 278 degrees inside temperature; second 
test, 298 degrees; third test, 275 degrees. 


April Shipments of Stock Steel Furniture. 


\pril shipments of steel-furniture stock goods have been 
reported by the Department of Commerce, based on reports 
received from twenty-two manufacturers. Shipments 
amounted to $1,658,610 in April, as against $1,661,303 in 
March and $1,520,286 in April, 1923. Following are com- 
parative figures since the beginning of 1922: January 
(1922) $983,834, (1923) $1,362,470, (1924) $1,592,338; Febru- 
ary (1922) $967,125, (1923) $1,307,173, (1924) $1,605,409; 
March (1922) $1,087,228, (1923) $1,709,206, (1924) $1,661,303; 
April (1922) $1,058,382, (1923) $1,520,286, (1924) $1,658,610; 
May (1922) $1,056,735, (1923) $1,506,072; June (1922) 
$1,015,463, (1923) $1,401,950; July (1922) $945,768, (1923) 
$1,247,605; August (1922) $943,087, (1923) $1,345,147; Sep- 
tember (1922) $1,062,495, (1923) $1,273,259; October (1922 
$1,227,447, (1923) $1,365,600; November (1922) $1,204,310, 
1923) $1,339,425; December (1922) $1,376,152, (1923) 
1 


Sundstrand Adds Salesmen at Kansas City. 

The Kansas City, Mo., branch of the Sundstrand Adding 
Machine Company have added several new salesmen in the 
persons of T. Beaulieu, formerly with the Burroughs Add- 
ing Machine Company; R. T. Pyle, formerly with the Ad- 
dressograph Company, and William Baird, heretofore with 
the Chicago branch of the Royal Typewriter Company. 
Mr. Beaulieu has been made assistant manager of the 
branch.—H. G. 


Townsend Printing Company to Build. 

The Townsend Printing Company have leased a fifty-foot 
lot at 1524-26 Walnut street, Kansas City, Mo., for a term of 
ten years, with a total rental consideration of $54,300, on 
which they will erect their new business building, which 
will be a two-story structure, with walls strong enough to 
support four additional stories —H. G. 


Cincinnati Furniture Men. 

The meeting of the Cincinnati Furniture Exchange for 
May was held at the Elks’ Temple, and was called to order 
by President Howard E. Scheid, who stated that the furni- 
ture factories were busy, which accounted for the shortness 
of the business program, and that aside from the dinner the 
only business to be transacted was the ordering of the en- 
tertainment committee to arrange for the annual outing. 
July 12 was selected as the date for the outing. The officers 
had been under the impression that this was the year of the 
Golden Jubilee, but on searching the records it was found 
that the event is not due until next year. 


Send Your School Orders Now 


PAL PENCILS 


We illustrate three of the most popular numbers, 
which you should order in time for school trade. 
The most efficient writing pencil at the price on the 
market, and constantly in demand. 


‘‘Pal’’ Six Hundred Line 


PROPELLING LEAD PENCIL 


These three patterns are recent additions 
to the ‘‘Pal’’ Line 


(ONE DOZEN IN A BOX) 


t 
E 
L 


No. 603 


No. 605 


No. 603 ‘‘Pal’’ Nickle Plate Finish, with Clip and 
Red Eraser, Chased Design 


No. 603} ‘‘Pal’’ Nickel Plate Finish, with Ring and 
Red Eraser, Chased Design 


No. 605 ‘‘Pal’’ Nickel Plate Finish, with Clip and 
Red Eraser, Chased Design 


The HOGE MFG. CO. 


INCORPORATED 


215-217 Fulton Street, New York City 
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AMERICAN VISIBLE 


NUMBERING MACHINES 





Model 41 Automatic—6 wheels, 3 movement, con- 
secutive, duplicate and repeat. List $15.00 


Model 21, Automatic—6 wheels, 9 movement. 
List $20.00 


Model 71—Lever movement—6 wheels. List $15.00 


Model 81—Dating Machine—Capacity 20 years. 
List $8.00 


DEALERS—The American Visibles are the 
only visible numbering and dating machines. 
The advantages of being able to see what you 
are stamping before the impression is made, 
are obvious. 


Every user of the old style “blind” ma- 
chines is a prospect for American Visibles. 


Have you ever given this matter serious 
tLought? 
AND 
There is a solid, substantial profit in each 


sale. 


Folders imprinted with your name bring 
orders—They are furnished to dealers with- 
out charge. 


American Numbering Machine Co. 


Shepherd and Atlantic Aves. Brooklyn, N. Y. 


Branches—123 W. Madison St., Chicago, III. 
66 Houndsditch, London, England 
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Horder’s, Inc., Opens Seventh Store. 
Horder’s, Inc., Chicago, Ill, opened its seventh store at 


31-33 East Lake street, Chicago, Ill, May 20. started 
very auspiciously, and many of the manufacturers’ repre- 
sentatives of the territory sent elaborate flora! tokens to 
grace the opening day. The new store has a 36-foot front, 
and is forty-two feet deep. There is a central entrance, 
flanked by two display windows, seven feet dee Wall 


cases in the entry, mounted on a column, permit of displays 


which will get attraction from customers entering and de- 


parting. The showcases in the store are arranged in square 
formation. They are of modern type, well-illuminated 
Steel shelving is used throughout the store. The store was 
taken over while the artisans engaged in remodeling it 
were still busy. The shelving was erected, and stocks dis- 
tributed, under the direction of A. J. Krelle, who put the 
business in operating condition in record time 

Edward Kuhlman, formerly assistant manager of the 


Horder La Salle street store, is manager of the Lake street 
business. He is assisted by J. V. Cosley, formerly at the 


Adams street store. 


Mocre Push Pin Will Erect Addition. 

The Moore Push Pin Company, Philadelphia, Penna., 
will erect an addition to its plant on Berkeley avenue, be 
tween Wayne avenue and Greene street. It will be 59x125 
feet, one story, with walls capable of supporting an addi 
tional story.” The exterior walls will be of brick, with salt 
glazed terra cotta coping. The window sash will be of steel. 
The roof will be laid on steel girders, supported on steel 
columns. 


News of Royalty in Central West. 


A. H. Bishop, of the dealership department of the Roy 
Typewriter Company, Inc., stopped over in Chicago last 
month on a Western trip. W. E. Howard has take 
territory. He-had been with the Chicago organizati pre 
viously, and then went to Los Angeles. 

W. A. Partee, formerly in charge of the St. Paul office 
the Royal Typewriter Company, Inc., has been appointed 


manager at Milwaukee. He succeeds Arthur Ly: 
resigned to go into business for himself 


An Unusual Record. 
On February 29 fire completely destroyed t 
and third floors of the building of the John F. Rees C: 
pany at 69 East Gay street, Columbus, O. The second 
floor was used for the company’s furniture display room 
and the third floor for warehouse and workroom 


The blaze started on the third and was confined 





floor, but so much water was thrown into the building 


everything on the second floor was a total loss It was 
necessary for this whole room to be plastered, decorated 


and a new hardwood floor laid. The third story also had 


to be rebuilt. Fortunately, the stationery department 


cated on the ground floor was damaged but slightly a 
practically all the stock was saved. 

wo days after the fire temporary quarters were opened 
and twenty-two days after the fire, the compa moved 


back into its store and the goods were arranged 
Mr. Rees says that they are much indebted for the fine 


service rendered by the Standard Furniture Company, In 
perial Desk Company, The Marble & Shattuck Chair Com- 
pany, and the Shaw-Walker Company for rushing through 
goods. 

Owing to the fine service given by manufacturers and the 
sact that the company was able to have its building rebuilt 


promptly, they were able to give service uninterruptedly 
Four days after the fire they closed the largest single order 
ever given in Columbus for a commercial institutior Chis 
order consisted of seven carloads of desks, chairs and filing 
equipment. 
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THREE PROFITS from ONE SALE > 
Wi ‘Ss 
Fo en 


Waterman’s Pencil 


and 


Waterman’s Ink 


are natural traveling compan- 
ions and should travel to- 
sether. _ 


When you sell a vacationist 
a Waterman’s Ideal Fountain 
Pen—sell a Waterman’s Pen- 
cil and Waterman’s Ink to 
accompany it. 


The three pens and their 
companion pencils shown 
here, offer a desirable selec- 
tion—they are the most 
popular numbers we make. w«tv'ths 


$2.00 


ie ee ee a 





0721 
with Clip 
$2.00 


Every Waterman’s 





Ideal Fountain Pen 99521<V 

has a Waterman’s Pen- air - + yo 

cil to match and Clip Cap 
$4.50 


Waterman’s Ink, put 

up in containers, to accompany it on its journey. 
Ink in all colors—in either wood or nickel containers of a 
convenient size to drop into the vacationist’s traveling bag. 
Cannot spill or leak. 


Traveler’s 
Nickel Filler ow 
with 
. 


D = © ry 
reppes 191 Broadway, New York 
60c -65c F 





Chicago Boston San Francisco Montreal 


When you sell a Pen—Sell the Pencil and Ink to go with it. 
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The Name “INVINCIBLE’”’ Is Your Guarantee 
of Quality and Service 





‘*‘IN VINCIBLE?”? 
Rebuilts 


The Standard of Rebuilt 
Typewriters 

“INVINCIBLE” Re- 
builts have set a stand- 
ard by which they are 
known throughout the 
world. They are noted 
for their excellent 
workmanship, durabil- 
ity and finish. 

Our stocks include 
an assortment of 
Fixed-up and Rough 
Remingtons and Rem- 
ington Monarchs. Send for price and see the splen- 
did values we offer at prices which allow you lib- 
eral profits. Shipments from nearest of our con- 
veniently located branch stores. 


RUBBER COVERS 


For all makes of typewriters, adding machines, 
check protectors, multigraphing, addressing and 
folding machines and other office devices. 


Your Name Printed Free of Charge 
On Orders for One Hundred 


This is a valuable form of advertising which you 
can get at small expense. 

We also manufacture mechanic’s aprons which 
are a valuable protection against oil, dust, cyanide 
and other chemicals harmful to the clothing. These 
aprons are manufactured from automobile top ma- 
terial, are neat in appearance and require no laun- 
dering, but can be easily cleaned with soap and water. 


TYPEWRITER SUPPLIES 


“INVINCIBLE” supplies never fail to give com- 
plete satisfaction. They measure up to the high 
quality of all “INVINCIBLE” products. Included is 





everything for the typewriter—Ribbons, Carbon 
Paper, Transfers, Sizing, Oil, Enamel, Brushes, 
Pads, etc. 


Stock a trial order and see for yourself how well 
they will please your customers. Send for price 
list and let us know your requirements. 








HOME OFFICE AND FACTORY. 


‘*SINVINCIBLE’”’ 


TYPEWRITER SUPPORT 


A big seller be- 
cause it is so conven- 


ient and _ useful. 
Serves as an extra 
desk and takes up 
very little room. 
Easily attached to 
desk, table, wall, 


filing cabinet—any- 
where. Can be used 
for typewriter, add- 
ing machine, index 
files, books, stenog- 
rapher taking dic- 
tation, etc. Revolv- 
ing top (15x20 


eral vorofits. 











, ta 





inches). 
Strong black japanned support. 
Order a few or send for circular. 





Retail Price 





| Denver and 

West $6 

Oak or mahogany finish. 
Sells on sight. Lib- 





24 Hour Service From Our Conveniently Located Branch Stores 


lutely true diameters and a perfect surface free from 
ridges and blemishes. 


You save Time, Movey and Transportation by 
sending your platens to be re-covered to the near- 
est of our conveniently located branch stores. We 
use only the best grade of rubber for this work. 
Specially constructed grinders operated by long 
experienced workmen, insure accurate work, abso- 


Send us your next lot of typewriter, adding machine 


or multigraph rollers to be re-covered. 


guaranteed. 


Resident Salesmen Wanted 


American Writing Machine Company 


Branch Stores in Principal Cities 
Home Office and Factory 449-455 Central Avenue, Newark, New Jersey 


Satisfaction 








es 





ae 
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Service Tray for Banks, etc. 

The Servmor Tray Company, Dayton, Ohio, recently 
perfected two additional trays to its line for the use of 
banks, building and loan associations, insurance offices and 
stores to display advertising matter invitingly about their 
places of business. 

The new upright model shown in the cut has a 4-inch 
base and is 20 inches long, inside measurement. It is de- 





THE SERVMOR TRAY 


signed for use on narrow ledges or to hang on the wall 
and holds folders 9% inches long and of any ordinary width. 

The Servmor line includes also a tray 6% inches wide 
and 20 inches long and another model 9% inches wide and 
20 inches long. They may be used singly or placed back 
to back either for two displays or in combination with the 
upright design as shown in the illustration. 

The trays are made of genuine cast bronze, highly fin- 
ished in bronze or verde green. A metal display card let- 
tered “For Your Information Take One” is provided with 
each tray, and all partitions are adjustable or removable 
to care for various sizes of folders. 





Messimore General Sales Director for Premier Bed 
Company. 

John W. Messimore has just been made general sales 
director for the Premier Bed Company of Mishawaka, Ind. 
Mr. Messimore will have entire charge of the sales depart- 
ment and all matters pertaining to it will be handled by 
him. He will conduct the duties of his new position for 
the present from his office at 2808 Logan boulevard, Chi- 
cago, but expects to be located nearer the loop district 
soon. Correspondence, etc., should be addressed to him at 
the address given. 

Mr. Messimore also represents several other concerns 
locally, such as Trieber-Cahill Company, Barbee Wire & 
Iron Works, Myrtle Desk Company, Simonsville Manufac- 
turing Company, Vulco Rubber Fabrics Company, Velvet 
Cushion Key Company, Globe Stationery Company and 
others, and will continue to handle these lines in and around 
Chicago. 

Mr. Messimore will have charge of the foreign and do- 
mestic sales of the Premier Bed Company, who as soon as 
possible will enlarge their line of tables to include office 
tables of standard size and other articles in the steel stamp- 
ing line. 


Kansas City Underwood Branch Takes Over 
Wichita. 

The Kansas City branch of the Underwood Typewriter 
Company has recently taken over the Wichita agency, which 
includes Wichita, Kas.; Springfield, Mo.; Joplin, Mo., and 
Hutchinson, Kas. All this territory is now being covered 
out of the Kansas City branch. 

Fred Gould, the Kansas City manager, recently made a 
business trip to all his new branches and reports a good 
business.—H. G. 
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IMAGINE the telephone company trying 
to “economize” by introducing cheap cable 
into the underground conduits! Consider 
the expenditure of time and money neces- 
sary to make repairs under such conditions. 


The same principle applies to the use of 
inferior wood-pulp papers in making rec- 
ord books. The record book can be re- 
written, but at great and unnecessary cost, 
and the original is gone forever. 


For all public record making WESTON’S 
LINEN RECORD Paper is vitally essen- 
tial. It withstands the ravages of time. 


FAMOUS WESTON PAPERS 


WESTON LINEN RECORD: For munici- 
pal, county and state records. For the ac- 
counting of large corporations and financial 
institutions. 


WESTON DEFIANCE BOND: For com- 
mercial correspondence. For policies, bonds, 
deeds and all documents necessitating print- 
ing and writing. 

WESTON FLEXO LEDGER: For flat- 
opening loose leaf ledgers. Made with a 
hinge in the paper. 

WESTON TYPOCOUNT: For the partic- 
ular requirements developed by machine 
bookkeeping. 


WAVERLY LEDGER: For general com- 
mercial requirements. A splendid writing 
and printing paper at a medium price. 


State your writing or ledger paper 


needs and we will send you interest- 
ing exhibits for test and examination. 


BYRON WESTON COMPANY 


DALTON, MASS. 
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Information Concerning the Activities of the National Association of Stationers, Office Outfitters and Manufacturers 
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President, Ivart Allen. Atlanta, Ga.; First Vice-President, Frank L. Severance, Chicago, Ill.; Second Vice-President, Fred P. 


, Chicago, Ill.; Third Vice-President, E. H. Sell, Columbus, O.; Treasurer, A. 


Childs, Chicago, Ill.; Auditor, 


Seymour 
Edwin |. Baer, Canton, O.; General ey of _ B. Gibbs. 403 Conway Building, Chicago, Ill.; Secretary and Counsel, 
ork, N.Y. 


Mortimer W. Byers, 41 Park Row, New 


DIRECTORS—STATIONERS 


A. J. Walker, Minneapolis, A. B. Pembroke, Salt Lake 
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Frank R. Welsh, Phila- William B. Ward, New 
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Sidney E. Collins, Chi- | W. A. Sheaffer, Fort Madi- 
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Geo. E. Parmenter, San- 
dusky, 

Jas. R. Armington, Fram- George R. Burkhardt, 
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Harry C. Sharp, Camden, 
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Place and Time of Next Meeting—Gibson Hotel, Cincinnati, Ohio, October 13-17, 1924. 
SECRETARY'S OFFICE—4! Park Row, New York. GENERAL OFFICE and INFORMATION BUREAU—403-405 Conway Building, Chicago 


Cincinnati Convention Plans. 

On May 13th, in Cincinnati, a meeting of the National 
Association Convention Committee was held, Ralph S. 
Bauer, Chairman of the Committee, having journeyed to 
Cincinnati to meet John H. Gibson, and C. C. Carpenter, 
both of Cincinnati, in order to perfect plans for the conven- 
tion to be held in October. 

The Convention Committee at their morning session, in- 
vited the attendance of A. C. Fry, of the Gibson Art Com- 
pany, General Chairman of the Cincinnati Local Commit- 
tee, and Thomas Quinlan, manager of the Convention Bu- 
reau of the Cincinnati Chamber of Commerce. 

These gentlemen spent the entire morning checking over 
tentative plans for the success of the convention, and at 
luncheon, met a number of the local manufacturers and 
stationers, who are already working on definite plans for 
the entertainment and comfort of those who will visit 
Cincinnati in October. 

Ralph Bauer, who has attended every convention for the 
last sixteen years, after going over the local committee’s 
tentative plans, states that Cincinnati is going to have by 
far the best convention that has yet been held, and that a 
mark will be set for other cities to shoot at for the next 
ten years. 

A convention of any kind is successful in proportion 
to the dealers who attend. The combined Convention 
Committee have set a mark of 1000 dealers for the Cincin- 
nati convention in October, and if it had been possible for 
all of the stationery and office supply dealers, whether 
large or small, to have been at the meeting herein reported, 
and thus have had an opportunity to hear the practical sta- 
tionery dealers’ work-a-day plans discussed, to hear of the 
opportunity to see factory wheels turning, making the goods 
he sells; and to learn of the wonderful program of enter- 
tainment, both for the men and the ladies, there is no ques- 
tion but what twice the number expected would be in at- 
tendance at that convention. 

From a practical standpoint, there are many large manu- 
facturing industries located in and near Cincinnati. There 
is probably no other city in the country where the visitor 
is in touch with so many manufacturers, and large ones 
at that, of those goods he is buying and selling every day. 
This is the real opportunity to every dealer, to secure a 
real education in connection with the goods he handles. 

The Convention Committee is inviting every dealer to 
make his reservations now direct with the hotels, so that 
he will be comfortably housed during the convention, and 
to plan ways and means of attending later on. 

Cincinnati is centrally located, and here the dealer will 


have the opportunity of discussing his problems with others 
who may have been able to solve them satisfactorily; 
he will te able to pass on a word of encouragement to 
some other stationer, and will find the time well and 
profitably occupied. 

From the standpoint of entertainment and relaxation, 
the Cincinnati crowd are prepared to give an absolute 
guarantee that everybody attending the convention will be 
kept smiling while they are here, and will go back home 
with the feeling that the greatest convention on record has 
been attended. 

The main thing is to make your reservations, for they 
may be hard to get in October. 

Those attending the general get-together meeting at 
lunch, were: 

_Ralph S. Bauer, Lynn, Mass.; John H. Gibson, The 
Gibson & Perin Co., Cincinnati, Ohio; H. C. Carpenter, 
Ihe Samuel C. Tatum Co., Cincinnati, Ohio; C. L. Downey, 
The C. L. Downey Co., Cincinnati, Ohio; H. C. Yeiser, 
The Globe-Wernicke Co., Cincinnatti, Ohio; John Om- 
wake, The U. S. Playing Card Co., Norwood, Ohio; J. A 
White, The U. S. Playing Card Co., Norwood, Ohio; Harry 
Stanage, The W. H. Stanage Co., Cincinnati, Ohio; E. E. 
Davis, Sellers, Davis & Co., Cincinnati, Ohio; H. G. Pouns- 
ford, Pounsford Sta. Co., Cincinnati, Ohio; Wm. Perin, 
[he Gibson & Perin Co., Cincinnati, Ohio; W. B. You- 
mans, The W. B. Carpenter Co., Cincinnati, Ohio; R. S. 
Moore, The Ault & Wiborg Co., Cincinnati, Ohio: R. M. 
Fleming, The Gibson Art Co., Cincinnatti, Ohio: L. D 
Keys, The Safe Cabinet Co., Norwood, Ohio: Thomas 
Quinlan, Cincinnati Chamber of Commerce, Cincinnati, 
Ohio; M. L. Henderson, Henderson Litho. Co., Norwood, 
Ohio; A. C. Stewart, Norwood Novelty Co., Norwood, 
Ohio; J. M. Schell, Schell Leather Goods Co., Cincinnati, 
Ohio; Rudolph Sattler, R. Sattler Company, Cincinnati 
Ohin rs 


Executive Committee Meets. 





On Monday and Tuesday, May 26 and 27, the executive 
committee of the National Association of Stationers, Office 
Outfitters & Manufacturers held a meeting in one of the 
rooms at the Old Colony club on the eighteenth floor of 
the La Salle hotel. Matters having to do with the prepara- 
tions for the convention in October were among the topics 
which came up for discussion. A number of details were 
settled and considerable work was accomplished. Those 
present included President Ivan Allen, the Ivan Allen- 
Marshall Company, Atlanta, Ga.; First Vice President Frank 
L. Severance of Chicago; Second Vice President Fred P 
Seymour, Horder’s, Inc., Chicago; Third Vice President 
E. H. Sell, Columbus, O.; former President Charles L. 
Mitchell, Crane & Company, Topeka, Kans.; General Man- 
ager Fletcher B. Gibbs of Chicago and Secretary Morti- 
mer W. Byers of New York. 
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This sheet of paper has probably 
saved more actual money than 
any other in all of the world 


A most remarkable fabric, tissue 
thin and yet as strong as a piece 
of silk; dark indigo and yet it has 
brightened up unnumbered 
thousands of business and educa- 
tional institutions and has made 
many a dull task light and easy. 


It has absolutely revolutionized 
the processes for many kinds of 
printing. 

And it has made possible the 
speedy and efficient reproduction 
of all kinds of form letters, bulle- 
tins, office and factory forms, 
drawings, designs, etc., at almost 
negligible cost. 

Tens of thousands of duplicates 
can be run from a single sheet of 
this stencil paper, and then it may 
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be filed away to be used again. 
It is a waxless, weather-resisting, 
tenacious sheet, that even rough 
handling will not destroy. 


It is saving millions of dollars, 
and centuries of time, in the im- 
portant activities of today. 


It is distinctly an Edison-Dick 
achievement—a real contribution 
to human progress. 


Let us send you samples of prints 
done by this remarkable paper 
and show you how it has per- 
fected the process of mimeo- 
graphing, by which you too may 
acquire great benefits. A note to 
A. B. Dick Company, Chicago, 
will bring booklet “T-6” and full 
information, without obligation, 
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HE new improved model Underwood 
Revolving Duplicator is a compact, 
efficient, and portable machine for rap- 
idly and inexpensively reproducing, in 
perfect facsimile, any number of letters, 
post cards, or diagrams. 


1500 copies an hour 


Whatever is to be reproduced has only 
to be typewritten, handwritten. or 
drawn on an inexpensive stencil sheet 
which is fastened around the inked cyl- 
inder. The machine is then ready to 
turn out clean, clear copies at the rate 
of 1500 an hour at a cost of but a few 
cents a thousand. 


16 New Features 


EXTRA LARGE PRINTING STUR- 
FACE, 7%”x19%”"—PAPER ACCOMMO- 
DATION, $%"x21" — REGISTRATION 
SCALE, for accurately predetermining 
the position of the printing—MICRO- 
METER PRESSURE DEVICE, adjust- 
able to any degree of pressure for thin 
paper or cardboard—ROTARY COUNT- 
ER, quickly reset to zsero—NON-COR- 
RODING CYLINDER, facilitating clean- 
ing of the machine and prolonging the 
life of the ink pad—TEN OTHER NEW 
FEATURES, making the New Model No. 
5 unequalled for rapid, economical re- 
production. 


For complete information use coupon 
below. 


Underwood Typewriter Co., Inc. 
Underwood Building New York City 


Branches in all principal cities 


for Rapid 
Duplication 
the New Model 

















UNDERWOOD 
Revolving Duplicator 















Please send me further in- 
formation describing how the New Model 
No. 5 saves labor and printing bi'ls, 


Nome.... du dubeces teas Seeeous 


Address... 























Charles B. Henderson. 


Charles B. Henderson, head of the Henderson-Swanson 
Company, 120 East First street, Long Beach, Calif., passed 
away on May 3, 1924, at the age of sixty-eight. He was 
born at Parkersburg, W. Va., on February 23, 1856, spend- 
ing his boyhood days along the Ohio river, in later years 
moving to Waterloo, Ia., where he entered the drug busi- 
ness. After some years there he located at Athens, O., 
where he again went into the drug business operating under 
the name of Henderson-Crider Company and during 1910, 
after disposing of his interest, he started in the book and 
stationery business as the Athens Book and Stationery 
Company. This store was continued for some ten years 
under his management and during this period he made a 
host of friends. 


A short time after disposing,of the stationery business at 
Athens he came to Southern California and chose Long 
Seach as his future home. It was only a month or so until 
another book and stationery store was started under the 
name of the Henderson-Swanson Company and this concern 
has enjoyed a splendid business in commercial stationery 


and office furniture. The company will continue under the 


same name and will be under the management of R. C. 
Swanson, junior member of the firm. 

Mr. Henderson is survived by his widow, Mrs. Hester 
Henderson, two sisters and five brothers, one of whom, J. 
L. Henderson, has been connected with the stationery busi- 
ness for some years at Waterloo, Ia. 

Mr. Henderson was a life member of the El Kahir Shrine 
of Waterloo, Ia., and a member of other Masonic bodies at 
Athens, O. A large number of friends will mourn the loss 
of Mr. Henderson, who was a man of fine and admirable 


character. 
+ + + 


W. Riley. 


W. Riley, one of the most successful men of the British 
company, and who has become known in the Burroughs 
organization for his work with the Wolverhampton agency, 


died Thursday, February 28, and was buried the following 
Tuesday, at Burnley. Mr. Riley succumbed to an ailment 
from which he has suffered for four years 


In spite of his illness, he remained with the company 
until February 1, when he found it impossible to continue 
longer. At the time of his resignation he was manager 
of the Notts and South Yorkshire district. He is survived 
by his widow and daughter, Margaret, 15 years of age. 


Mr. Riley’s long connection with the business estab- 
lished him as one who rever complained. He fought for 
success, and won it. A short time before his death, when 
he lay sick, the London office had a letter from him, ask- 
ing that he be kept posted as to all that was going on, 
because he now had “the time to study to the extent that 
it has always been my ambition to do.” 


- + +* 
Ben Anderson. 


Ben Anderson passed away a short time ago at Tacoma, 
Wash. He will be remembered by friends at San Fran- 
cisco, where he had been engaged with Sanborn, Vail & 
Company, and later with Wobber’s, Inc. He left San 
Francisco some time ago to return to his former home at 
Tacoma. 
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ORDER YOUR 
FALL SUPPLY 
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SPECIAL LINE 


With Embossed Monogram in Two Colors 





Student Note Books 


‘The Student Body” 


The ae Pa 


touch down in a tie game, and is just as welcome. 


Bound in black imitation leather 
set in an attractive embossed design, in the upper left hand corner. 


a serviceable, 


The cost is nominal. 


of every College or High School takes a personal pride in their school colors and monogram. 


Student Note Book with a monogram in the school colors creates the same pridefwith the student as a 


practical and durable student cover, with a two color monogram 





9000 and 8000 Line 


So well known and liked by educa- 
tors, students and the trade that it is 
unnecessary to go into detail concern- 
ing their construction. In appearance, 
durability and utility they are unsur- 


passed 


COVER LIES FLAT 

The esfPam Note Book lies abso- 
lutely flat on the desk, and affords a 
perfect writing surface. 

Every inch of every page is available 
for writing as the cover does net curve 
st the binding point, and the back acts 
18 a convenient base for writing 


9300 Line 


The binding is of flexible black imitation leather. The 
cover is all one piece, double finish levant grain, with 


skiver lining finish, 


and can be rolled to carry in the pocket. 














tt Sin 
Faing 


Plain 


9200 Line 


Covers are attractively bound in 
binder cloth, with an embossed grain, 
giving an appearance of imitation 
leather. Well made, durable, low in 
price and neat in appearance. Ex- 
tensively used in grade schools. 


SHEETS EASILY REPLACED 

Sheets may be taken out and re- 
placea in the shortest possible time 
without injuring them in any manner 

a feature that is of great importance, 
as it is customary for teachers to re- 
move sheets for correction. 


IRVING-PITT MANUFACTURING COMPANY 


Chicago 


Kansas City 


New York 
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The top and bottom 
sheets, as well as those in 
between, are securely 
held alike by the strong 
pressure of the three 
points of tension, scien- 
tifically applied. 
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The square top gives clip 
great capacity and this, to- 
gether with the distributed 
pressure, forces the clip to 
fit flat against papers. 


@ 


434 King Street, West, 
TORONTO, ONT. 








THE 


i EZEON 


has the correctly placed tension 





le 








CANADIAN CLIP COMPANY 


BUENOS AIRES, ARGENTINA 


Three tension 
points that grip 
all papers tightly. 














77, San Martin, 


Hold your papers the right way-- by pressure 


J 





The wedge-shape jaws 
of the 
speed and ease of appli- 
cation not found in any 
other clip. No matter 
what other clip you are 
using you will like the 
Ezeon better. 


Turned-in points pre- 
vent tearing when remov- 
ing clip. 


The strain being on the 
ends of wire, the clip does 
not lose its spring 
tension and can be used 
over and over again. 


First point of contact 
just right—will not tear 
thin or cheap paper. 


Wedge-shape jaws make clip easy to apply—also 
save straining of clip when being attached to 
papers. This feature makes the “easy on.” 


Samples furnished on request, with name of your stationer. 
Nearly every dealer has Ezeon Clips in stock. 


AMERICAN CLIP COMPANY 


LONG ISLAND CITY, NEW YORK, U. S. A. 
FRED E. BERG & CO. 


q@ 


THE ACCO COMPANY, LTD. 


18, Whitefriars Street, 


LONDON, E. C. 4, ENGLAND 


Ezeon afford 
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—t R. J. Lints. 
Robert J. Lints, traveling service instructor, for the But 


on Tuesday, March 


hs Adding Machine Company, died 
5. He entered a Detroit hospital for an operation for 








ndicitis. This operation was performed March 10, and 
Mr. Lints was apparently recovering rapidly He assured 


rs in the Service Department that he would soon 


return to duty He was looking forward to leaving the \ 
hospital when he suffered a relapse and died suddenly GENERAL . 
Poiana impiety. ELECTRIC 
Services were conducted at his residence, Friday, March 7 COMPANY 


28. and interment was at Woodlawn Cemetery, Detroit : was 

Mr. Lints had served the Burroughs Company fifteen @ 
vears, e first hve years of which were in the factory In 
; SUPPLIES 


1 


1914 he went to Chicago as an assistant, and was made 
head inspector at Milwaukee in 1918. He was District Four 


service instructor at Chicago in 1920; and Home Office 





; 


traveling instructor in 1923 


Mr. Lirits was widely known and popular among the 
field force and his sudden death was a shock to his co- 











workers 














bt + 
Geo. C. Dury. 


\ pioneer manufacturer of rubber stamps at Nashville 





Tenn., Geo. C. Dury passed away after having built up a 


large business. He started in the manufacture of rubber 
stamps when the industry was in its infancy. He was 
a native of Nashville, and associated with its business 
enterprises forty years. Mr. Dury was a member of the 
Nashville Chamber of Commerce, the Rotary Club, and 
the International Stamp Manufacturers’ Association 


+ 





ae ; Charles N. Downs. More and more manufacturers are re- 
a "Secor Wace Com Gi a ee placing bound catalogs with Loose Leaf 
He was also president of the ‘a a ompany, of Editions With Loose Leaf Catalogs 
Derby, Conn commodities may quickly be added to or 
- =e removed and prices changed at will. A 
Char'es Murray. Loose Leaf Catalog is always new and 
Charles Murray passed awav early in Mav at St. Vincent's up-to-date. They cut down the tremen- 
hospital, New York, N. Y., aged fifty-eight.. He was a dous cost of frequent printings of an en- 
member of the firm of Gerry & Murray, stationers, 75 tire edition. 
jroad street. His demise was unexpected, as Mr. Murray 
had returned from Italy with Mrs. Murray the day before ‘ 
He was a member of the party whicl debe Sy Car Get This Booklet 
dinal Hayes back from Rome 
W hi broad it became necessary for Mr. Murray to stop We have just prepared an elaborate 
at London to have a minor operation for a carbuncl He booklet which illustrates and describes 
se he ete Mee 9 per pron’ a wa re pe an extensive variety of Loose Leaf Bind- 
eration for mastoiditis was perlersied. altax aie: We ers for Catalogs, Sales Manuals, Price 
patient was unable to rally, and passed away a few hours Lists, et It contains valuable informa- 
late tion regarding Loose Leaf Catalogs. Be 
Mr. Murray was survived by his widow. Mrs. Murray sure to send for your copy—it will en- 
was a member of the city board of education five years. able every dealer to get his share of this 
Mr. Murray was a member of the board of managers of the , ier . . 
Catholi lub, treasurer of the alumni fund of the College UUSICSS. 
ot New York, and a member of the Dunwoodie and other 
clubs Funeral services were held at the Church of Igna CACO 
tius Loyola, the Right Rev. Monsignor Brady conducting LOOSE LEAF 


: She C. E. SHEPPARD CO. 


Presbyterian Church Recommends Duplicator. LOOSE LEAF BINDING DEVICES 
The publicity department of the Presbyterian Church of Van Alst @ I4th Sts. Long Island City 


the United States, Philadelphia, Penna., is recommending to New York City 





the rches afhliat with it that they utilize direct mail 

metho tor building up the congregations The Mimeo 

graph is pointed out as a useful means of acquainting the 
_ pu li vith the ai d work of the local churches 
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IRVIN 


SPONGE RUBBER CHAIR PADS 
Comfortable-Cool-Durable-Sanitary 


WILL NOT SHINE THE CLOTHES 
EASILY CLEANED WITH SOAP AND WATER 










t 
} Soft and Pliable 
Pores for Ventilation 


4S Porous Rubber—Unmatched—Taking 
_ the place of heretofore “best adapted” 
5 Colors materials and serving a practical need 
Red almost unbelievingly ideal! 
_ Dealers and Agents 
Buff The livest, fastest-selling office 
Brown specialty on the market to-day. 


Thousands will be sold within your 
immediate vicinity. Get in NOW and 
get your share of the business. 


If you don’t have our dealer proposition 
write us today. 


A. H. Irvin Company, Inc. 
““Modern Office Specialties’’ 
Pennsylvania 


Curwensville - 





PAPER FASTENING 
MACHINES 
SPONGE RUBBER 
CHAIR CUSHIONS 
FLEXIBLE RUBBER 
DESK_PADS 
RUBBER INK-WELL 
STANDS 
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Cleveland Desk Co. Takes New Building. 


The Cleveland Desk Company of Cleveland, Ohio, or- 
ganized in 1880, has recently removed to its own new build- 
ing at 1321-1327 Superior avenue. The building is three 
The two lower floors are devoted to display 
three-story annex at the rear 


stories high. 
space, and the top floor and a 
are given over to storage purposes, workshops and ship- 
ping facilities. 

The building contains 28,000 square feet of floor space. 
A factory is located in another part of the city—1693 Mer- 
win street—where special cabinet work, bank fixtures, etc., 
are made. The company deals in and manufactures office 
and bank furniture. 














EXTERIOR AND INTERIOR OF MINNEAPOLIS OFFICE 
AMERICAN WRITING MACHINE COMPANY 
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New Dictaphone Sales Agency at Des Moines. 


; 


Beem & Company have succeeded I. M. Fifield in the 


distribution of dictaphones in Des Moines and s yunding 
territory. They have moved their office to a more central 
part of Des Moines in order to give more efficient service. 
The company is operating a sales and service office for dic 
taphones alone. The manager, W. N. Beem, was formerly 
assistant manager at the Kansas City branch of The Dic- 
taphone Sales Corporation. A. J. Binsfeld, in charge of 
service, was associated with Mr. Beem at Kansas City. The 


agency is now located at 807 Mulberry. 
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Advertising in these magazines 


is building Du-Plex Sales 


The big national advertising campaign which we started in 
February is in full swing. Sales totals at the end of each month 
show a decided increase over the previous month. 


A large part of this business is due to our advertising and is in 
the form of inquiries for stock envelopes in average quantities. 
The stationers who are our agents are supplying this demand. 


Those stationers whom we accepted as Du-Plex agents in the 
first months of the year are reaping their share of the harvest of 
orders. Those who neglected the opportunity to apply for an 
agency have payed for their neglect in lost profits. 


In certain sections of the country—in certain cities—there is still 
an opportunity for aggressive stationers to take over the Du-Plex 
agency. If you would like to have the Du-Plex Agency for your 
territory write for our detailed proposition now. 


DU-PLEX ONVELOPE CORPORATION 
367 SOUTH SIXTH STREET, QUINCY, ILLINOIS 


“* Mailing Information Headquarters”’ 


Twenty-four Branches in Metropolitan Centers 


DuPlex 


2-in-1 
ENVELOPES 


Pat. U.S.A. May 20, 1919. Oct. 9, 1923. Feb. 28, 1924. 
Pat. Canada Sept. 30, 1919. Other Pats. Pending © 024 


FOR MORE SALES THROVUGE Fee 








S 





Sales 
Suggestions 


for 
Du-Plex Agents 


Nurserymen with seeds 
to ship in bulk are en- 
thusiastic about Du-Plex 
“Safety Seal” Envelopes. 
They permit the mailing 
of seeds or small bulbs 
with no possibility of 
leakage. The seeds can 
be shipped under fourth- 
class postage and at the 
same timea personal let- 
ter can be sent in the 
first-class compartment. 


Almost every nursery- 
man publishes a yearly 
catalog. These can be 
shipped in the regular 
Du-Plex 2-in-1 Envel- 
opes with the same ad- 
vantage of a personal 
letter first-class in the 
small compartment. 


A few minutes’ thought 
will bring to your mind 
uses for Du-Plex 2-in-1 
Envelopes for almost 
every business man who 
comes into your store. 
And most men are grate- 
ful for such suggestions. 





Get this large size cut- 
out in your window with 
a display of Du-Plex 
2-in-1 Envelopes and 
you will have more in- 
quiries from the busi- 
ness men who pass your 
store than you have had 
in a long time. 











HOTCHKISS 
UNIT 
Take down con 
struction model 
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HOTCHKISS 
No.2 
Hand lever 
model 


HOTCHKISS 
No. 4 
Heavy work 
model 
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a non-clog feature incorporated in 
~ Hotchkiss Machines 


Cost Less to Sell — 


Turn Fastest 


HOTCHKISS AUTOMATIC PAPER 
FASTENERS have been serving the 
world’s business for over a quarter 
century. During this time HOTCH- 
KISS has pioneered in the devel- 
opment better paper fastening 
machines. Every improvement 
which you find in HOTCHKISS 
FASTENERS has been designed to 
increase your sales. 


We believe that HOTCHKISS MA. 
CHINES are absolutely perfect and 
they are so guaranteed. When you 
sell a HOTCHKISS FASTENER you 
are selling service—the best known 
method of keeping papers to- 
gether, safe from loss. And your 
customers know HOTCHKISS — 
know that this is an infallible tool 
for better office work, non-clogging, 
good-looking, long lasting. 

You can sell more HOTCHKISS 
PAPER FASTENERS and genuine 
HOTCHKISS STAPLES by carrying 
all models in stock regularly. Write 
us for information, prices, etc., now. 


The Hotchkiss Sales Co. 
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Norwalk 


LONDON—Frank Pitchford & Co., 11 A Wells St., Jewin St. 


Conn. 


TORONTO—A. R. MacDougall & Co., 468 King St., West 


HOTCHKISS 
No. 1 
The Universal 
model 


HOTCHKISS 
No. 3 
Heavy work 
alelet | 


PELL 
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(In Other Lands.) 
(Continued from page 35.) 


Sandgreen Represents Smith Premier in Denmark. 

Otto Sandgreen, Cort Adelersgade 8, Copenhagen, Den 
mark, has been awarded the dealership of Smith Premier 
typewriters in Denmark He succeeds the late Alfred 
Fischer, whose organization represented the Smith Premier 
for many years. Mr. Sandgreen is a veteran of the Smith 
Premier Service, formerly a member of Sandgreen & Steen- 
berg, Petrograd and Moscow, which represented the com 
pany nearly twenty years in Russia. 


Paper Mill Established at Belgrade. 
Commerce Reports] A paper mill has been established 
at Belgrade, Yugoslavia, known as Milan Wappa A. G. It 
will produce all kinds of paper, including wrapping and 
fine quality papers. The daily production is planned at 
approximately twenty metric tons; the mill will also pro- 
duce about ten tons of chemical pulp. 


Cup Offered for British Stationery Displays. 

[he British Stationer has offered a silver loving cup 
as a prize for the best display of “protected” goods made 
by dealers in the United Kingdom. It will be awarded 
annually, and remains in the custody of the winner until 
he loses possession. Should any one dealer win the trophy 
three years in succession, it will become his property. 


Playing Card Monopoly in Peru. 

A government monopoly has been established in Peru 
for the sale of playing cards. Cards may be imported and 
sold only by the Tax Collecting Company of Peru \ 
ne of from five to fifteen Peruvian pounds will be in 
posed for the illegal importation of playing cards. The 
decree ecame effective April 1. 


Guide for Printers and Stationers in France. 

Desechaliers, established in 1895, has just issued the 1924 
edition of the “Green Guide” (Un Guide Vert) for printers 
and office stationers in France. 

This annual, published in France for the last thirty years 
gives a list of the stores supplying printers and stationers 
also marked classifications of stationery and paper goods. 
\ part of the Guide deals with organizations and office ap- 
pliances and gives the names of all firms classified in accord- 
ance with their merchandise. 


Another part is devoted to the designers and engravers 


h numerous reproductions in colors are given Che 
green guide is freely indexed, and it is intended to be an 
indispensable aid to advertising managers and purchasing 
agents 

It will be sent to foreign countries prepaid upon receipt 
yf twenty francs 

[he publishers are Annuaire Desechaliers, 3 Rue de Cas 
tellane, Paris, Franc 


Mr. Gould En Route to the United States. 


A. Martin Gould, managing director of the Old Town 
Carbon and Ribbon Company, of London, England, sailed 
trom England on May 27 for the United States. This is his 
third trip since he assumed control of the Old Town cor 


ern on the other side. He comes for the purpose of getting 


in closer touch with conditions in this country and partic- 


ularly with conditions at the factory 


The company’s American organization has been housed 


in new offices since his previous visit and the factory has 


been considerably enlarged. 
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Striped Wood File Boards 
with “Falcon” Arches 
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A strong, durable Arch—open- 
ing as illustrated—fastened to 
the board by means of two 
screws. Both the board and 
arch are cheaper in price than 
most styles. 
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polished 
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spring 
steel 








Solid columns 


Write for prices and details 
on Clip and Arch Boards. 
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| AMERICAN MFG. CONCERN 


| Falconer, Uf. 


NEW YORK 200FIFTH AVENUE 
CHICAGO 115 SOUTH DEARBORN ST. 
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“Quality Brand 


’ Brass and Steel 


Cuspidors 


A NEW STYLE 





NUMBER 6 


BRASS OR NICKEL PLATED, 
Height 7%". Diameter Top 8%”. 
Diameter Body 9”. Weight 3% lbs. 


Cb6e @o 
MAT 3.CO 
DETROIT ~ 


SALES REPRESENTATIVES 
H. EB. Hooker, 841 W. Randolph S&t., Chicago, Ill. 
Brush Brothers, 258 Broadway, New York, N. Y. 
Ernest Wallace, 444 Market St., San Francisco, Calif. 
R. H. Lioyd, 316 Simpson-Whiteman Bldg., Dallas, Tex. 
Phil. F. Webster, P. O. Box 873, San Antonio, Texas. 
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The Guest Book. 

B. H. JACOBS of the Jacobs Paper Company, Mexico 
City, Mexico, visited Chicago the last of April on business 
for his company en route to other points. He called on 
Office Appliances on April 29. 

H. E. HAWKINS of the Stationers Loose Leaf Com- 
pany, Milwaukee, Wisc., called on Office Appliances the 
first part of last month. 

R. V. POTTEIGER of A. P. Little, Inc., Rochester, 
N. Y., one of the best informed ribbon and carbon men in 
the trade, called at the office of this journal on May 5. 

SYDNEY A. STOTT of the Stott & Underwood Com- 
pany, Sydney, Australia, called on May 5 during the course 
of a trip through the principal centers of the United States. 
Mr. Stott is seeking information as to the newest devices 
on the American market. 

W. D. M. SIMMONS, advertising manager of the Un- 
derwood Typewriter Company, New York, spent a short 
time in the office of this journal on May 9. 

C. M. MEYER, president of the Burnap Printing & Sta- 
tionery Company, Kansas City, Mo., spent an hour or so in 
our office on the 16th. 

WILLIAM H. RICE of the Peerless Carbon & Ribbon 
Company, New York, was also a visitor on the 16th of May. 

GILBERT BOSSE, head of the Imperial Desk Company, 
Evansville, Ind., paid a visit to Office Appliances on May 
16. He was here on business and spent the day in this city. 

J. N. KIMBALL, manager of contests, New York, passed 
through Chicago on his way east, calling on Office Ap- 
pliances on May 23. 

H. O. WILLIAMS of the Office Supply Company, La- 


crosse, Wisc., was a visitor to this journal on May 27. 


New York Guest Book. 

J. PHIL BANNIGAN, Utica Publicity Company, Utica, 
N. Y., visited this office on April 21. 

D. L. IRVIN, of the A. H. Irvin Company, Curwensville, 
Penn., was a visitor on May l. 

B. H. JACOBS, of the Jacobs Paper Company, Mexico 
City, called on May 9. 

M. M. GOTTLIEB, of the Sheffield-Fisher Company, 
Rochester, N. Y., called on May 18. 

M. C: BOAS, of the house of L. Fles & Co., Amsterdam, 
Holland, stopped at the office of this journal on April 24 
to say good-bye before leaving for Holland. 

WILLIAM P. MASON, of the Multistamp Company, 
called at this office on April 25. 

CHARLES W. LIPMAN, of the Graff-Underwood Com- 
pany, Boston, Mass., spent a short time in the office of 
this journal on April 26. 


Hymenal 





McNees-Federman. 

Miss Jessie McNees and C. E. Federman, both members 
of the Burroughs Adding Machine Company’s organiza- 
tion at Nashville, Tenn., were married April 12 

The local manager had arranged a luncheon for his 
staff, and the newlyweds kept the party waiting while the 


ceremony was being performed. 


O/’ Del Baek 











Vincent Steger Smyth. 

Vincent Steger Smyth is a newcomer at the home of 
Mr. and Mrs. J. Vincent Smyth, Dayton, Ohio. The 
happy father is a member of the Dayton family of the 
Burroughs Adding Machine Company. 
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7 NO MORE MAILING-LIST TROUBLES! “™ 


DDRESSES are easily stencilled into 
ELLIOTT ADDRESS CARDS on your 
regular office typewriter. This is the first great 
reason why you should own an Elliott Ad- 
dressing System. Lists are quickly and inex- 
pensively compiled. They can be corrected or 
added to without delay or bother. Also, these 
light, strong, one-piece, all-fibre Cards are 
themselves, REAL INDEX CARDS—fur- 
nished in 8 different colors—eliminating all 
need of separate “tab” devices—and possess- 
with “Index Cards that Print their Own Ad- ing many other features of superiority, as 
dresses’ — offers what is by far the-simplest, a illustrated below. And, being originally made 
most economical and surest solution of all on a typewriter, the addresses they print are 
mailing-list problems. perfect reproductions of typewriting. 


ANY concerns that could profit much 

through use of a mailing-list fail to start 
one because they fear that keeping it alive, 
up-to-date and properly working is too com- 
plicated, troublesome and expensive a job. 
Many concerns now operating mailing lists fail 
to derive full utility and profic from them 
because the Addressing Systems employed 
DO impose a greater complication of detail 
than should be necessary. To both, the 
ELLIOTT System of Mechanical Addressing 





ELLIOTT ADDRESSING MACHINE COMPANY 


140 Albany Street, Cambridge, Massachusetts 
ba" Mechanical Addressing Systems for Every Kind and Size of Business Branch Offices and Agencies in All Parts of the Ciyilized World hi 























Wrue all index data direct on Change addresses without dis- As easily handled as regular 250 Cards and metal tray weigh So compact you can file 20 
fibre frames carding frames Index Cards less than 2 Ibs Cards to the inch 
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Canode 


SPECIAL PURPOSE 


Inks 





oe 


EVERLASTING 


“™~LINK POWDER 
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WuHoO MAKES 
BUSINESS CONDITIONS 
FoR YOU? 


Live dealers—hustling salesmen, most always “roll their 
own” and roll ’em smooth. Conditions are always smooth- 
er for the man who makes them so, than for the howling 
child of calamity. 


It is this live, hustler type that Canode wants for repre- 
sentation. Constant, uninterrupted growth proves the sat- 
isfactory service of Canode Inks; the fact that most busi- 
ness records and messages of today are printed instead of 
being written as formerly, has opened up a big demand. 


The Canode Line includes over fifty numbers, each made 
for a specific requirement: Inks for all types of dupli- 
cators, multigraphs, stamp pads, numbering machines, ad- 
dressing machines, check protectors, writing fluid in 
powdered form, indelible inks for laundry or home use, 
stencil inks (liquid or cake), and a complete line of printing 
rs litho inks, mucilage, and concentrated inks in liquid 
orm. 


Their fitness for the specific requirement is based on 
formulae worked out by experts of twenty years’ expe- 
rience in the line: hundreds of constant users testify to 


their absolute reliability. 


Live dealers are invited to write for price-list and details— 
we shall be glad to send full information. 


CANODE INK COMPANY 


3005 Carroll Avenue 








Chicago, Ill. 
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A Clever Folder. 

James S. Martin of the Remington Typewriter Company 
has gotten up a clever folder advertising the Remington 
portable. It is done in colors and shows on the face picture 
a man seated on a desk operating the portable typewriter. 
The portable typewriter appears through a cut-out and when 
the folder is opened up the arrangement is such that a 
picture of the operator is shown carrying the machine in 
its carrying case evidently on the way to the train 

Mr. Martin left on May 17 for a short trip to Toronto, 

Returning, he will attend the National Foreign 
onvention in Boston, June 4 to 6, after which he 


Canada. 
[rade ¢ 
will sail for London on the steamship Republic to attend 


the International Advertising Convention, July 14 to 19. 


After about six weeks abroad, he will return to this coun- 
try 
A New Pencil Display Outfit. 
[The American Lead Pencil Company of New York, 





N. Y., has recently brought out a new assortment known 
as the No. 1611 Blue Band Velvet display. It is furnished 
NO. 1611 BLUE BAND VELVET PENCIL ASSORTMENT 


FOR DISPLAY PURPOSES 


with six dozen assorted Blue Band Velvet pencils in a box 
which can be spread out or shown in compact form 
The assortment consists of six compartments, each hold- 


ing a doze n pencils 


A Shelving Catalogue. 
“Saving With Shelving” is the title of a new 
just gotten out by the General Fireproofing Company of 


catalogue 
Youngstown, O. This catalogue contains thirty-two pages, 
freely illustrated in colors, showing the many ways in which 
steel shelving may be adapted to a multitude of purposes 
The capacity of the different shelving and its construction 
is carefully explained by type, diagrams and photographs. 
Open shelving, enclosed shelving, in fact any kind of shelvy 
ing that can be done in steel—and every kind can—is ex 
plained in this catalogue. Some attractive pictures of in 
stallations are shown in garages, vaults, law libraries, public 
libraries, etc. 

The different parts making up the steel shelving are illus 
trated and described and full explanations are given as to 
Shelving trucks are also illustrated as 


how to get them. 


well as compartment boxes, ladders, partitions, etc., every- 
thing being of steel 
This 


-ommercial furniture 


catalogue is a useful adjunct to the file of the 
dealer. 


A New Pencil Eraser. 





Van Dyke pencil eraser No. 6000 in sizes 16 and 30 will 
t is announced by Eberhard Faber, hereafter be packed in 
a folding display container for counter or window use 


The new container is self-covered and when opened, forms 


an attractive angle box with a flange top 
The Ruby tip eraser No. 1212 wiil also be packed in a 
display container in the future. This eraser is used to slip 


on the end of a pen ~i] 
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Confidence begets confi- 
dence. Your attitude toward 
the goods you sell uncon- 
sciously “registers” on your 
customers. 


One of the reasons why 
Berkshire Typewriter papers 
have such a large and steady 
demand is that the people who 
sell them are enthusiastically 
sure of their merit 


Because of this the large 
number of satisfied users of 
these typewriter papers is. be- 
ing constantly added to with 
a minimum of selling effort 
on the part of the stationers 
carrying them. 


For a complete line of type- 
writer papers for every busi- 
ness use under one brand 
standardize on 


Berkshire tor 


Savers 


Eaton, Crane & Pike Co. 


225 Fifth Avenue, New York 
Pittsfield, Mass. 


Sponsors for Correctness in Correspondence 


BRANCHES: 


BOSTON, MASS. .. .633 Washington St. 
CHICAGO, ILL. .363-371 West Erie St. 
PHILADELPHIA, PA., 1024 Filbert St. 
SAN FRANCISCO, CAL., 770 Mission St. 
TORONTO, CANADA. 


SERVICE STATIONS: 


LOS ANGELES ATLANTA 
KANSAS CITY 
CLEVELAND 


DENVER 
MINNEAPOLIS 
SEATTLE DALLAS 
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a | Salmagund! 
} | Fifteen Years Ago. 
i Turning Back the Flight of Time and Thought, 
fl to Reveal a Few of the Articles and Items Con- 
7 tained in Office Appliances for June, 1909. 
The subject of the frontispiece was L. D. Camps, then 





Hush-A-Phone 
A Live Seller 


with real talking points. The 
principal one is SILENCE. 


Every telephone user is a prospective 
buyer of a Hush-A-Phone. To demon- 
strate one is to sell it. Try one on your 
awn phone and you'll sell other men through 
sheer enthusiasm. 


THE HUSH-A-PHONE 


—affords privacy: it makes a desk phone 
as private as a booth. Prevents business 
leaks—overheard conversations — embar- 
rassment to those about you— 

—makes for office quiet: prevents phone 
talk from disturbing the work of office 
staff— 

—facilitates hearing: keeps surrounding 
noises out of transmitter, thus giving a 
quiet wire. 


A Two-Year Record of Silence 


The Hush-A-Phone has been on the mar- 
ket for two years. Thousands of repre- 
sentative business men use it and endorse 
it. More than two thousand banks use the 
Hush-A-Phone. 


Try one yourself! 
Dealers— 
We don’t ask you to order a quantity of 
Hush-A-Phones. Order one. Sell yourself 
on its merits. 


Price $10.00. Discount to you—25% 
on one, or as many as you like. 


19 Madison Ave., N. Y. 


You may send us Hush-A-Phones, post- 
paid. Also enclose booklets “How to make your 
phone as private as a booth.” 


he an Sa vo robs ode 


Firm name 


Agents and Salesmen: write for our interesting 
proposition to General Agents and salesmen. 


general sales manager for the Royal Typewriter Company, 
Inc. 

The Moon-Hopkins 
full for the first time. 

A reproduction was shown of a letter written in 
by Philo Remington on a Model No. 1. 
used. The machine was designated simply as “The Type- 
writer,” the family name being assigned only after 
petitive makes entered the field. 

The preliminary announcement of the official corporate 


machine was described in 


billing 


1875 


Gothic type was 


com- 


personnel, selling plans and mechanical description of the 
Noiseless typewriter was made in the June number. The 
company’s plans were to bring the machine on the market 
early in 1910. 

Preliminary publicity for the Toledo convention of the 


National Association of Stationers and Manufacturers was 


published. Alluring pictures of the city’s attractions were 
included. 

Arthur H. Breuel contributed “The Stationer and the 
Loose Leaf Line.” He pointed out how close study by 


the stationer would enable him to introduce loose leaf sys- 
tems into many establishments which had not considered 
their adoption. 

The Sam’'l C. Ohio, had 
celebrated the fifteenth anniversary of its establishment 


Tatum Company, Cincinnati, 


The Acme Staple Company had moved from Philadelphia 
to its new factory in Camden, N. J. 
The L.-M. Stationery Company took over the station 


ery department of the Frank W. Black Printing Company 
at Chicago. The new company was organized by C. Lau 
terjung, C. G. Morris and Everett Lloyd. 

The Columbus Stationers’ Club had been organized at 
Columbus, Ohio. The moving spirits in the club were 
John T. Gale, William R. Diehl, Edward H. Sell and A. A 


Bratton 
“Study the Needs of the Small Office” 
ticle which would make helpful reading in this day 


heralded ar il 
It 
showed that taking care of the small buyer leads to the 
day when the then small buyer will take care of the sta 
tioner. 


An Office Affair. 
Spone Eraser—What did you do yesterday when 
Whisk Broom flew off the handle? 
Auto Pencil—Oh, let the pen holder and the water cooler 
William Fall, Madison, N. Y., in The Coach (pub 
co-operatively by the Boorum & Pease Company, E 
Faber, C. Howard Hunt Pen Company and Sanford Manu 


Miss 


list ed 


rhard 


facturing Company). 


The Young Lady Across the Way. 


“The Young Lady Across the Way” is a cartoon char- 
acter syndicated to a number of daily newspapers. Shi 
is of the “gigglesimp” persuasion, as may be imagined 
from the following which appeared a short time ago: “We 


asked the young lady across the way if her father used the 
loose leaf ledger system at his office and she said, ‘Mercy, 
no, he always bought the best of everything.’ ” 
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Francs and Centimes Dollars and Cents Pounds, Shillings and Pence 


The F & E Check Writer Is to Checks 
What the Visible Typewriter Is to Letters— 


It possesses speed and visibility and it protects the check as well, guarding the Amount 
Line and the Payee’s Name against any raising or criminal changing at the hands of the forger. 





It is only ten years 
old, yet in that time it 
has been accepted by 
the United States Treas- 
ury Department, the 
Standard Oil Company, 
the Bankers Trust Com- 
pany, the Ford Motor 
Company, the United 
States Steel Corpora- 
tion and countless other 
users, large and small, 
as the preferred device 
for the writing and pro- 
tecting of their checks. 
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~~ Imprints for 


Dinara 
Dollars 
Drachmae 
Escudos 
Finmarks 
Francs 
Guilders 
Kronen 
Kroner 
Kronor 
L.. &:9 


Specimen of how the F & E Saou Writer writes the Amount Line 
and protects the Payee's N ame ym a Check This is done auto 
matically, with the ne oper ation The check is thus eff 
guarded gainst the danger of raising or altering 


Foreign Distributors 
Now Being Appointed 


Wi the complet of our new factory 
this year and the consequent enlarged capac 
ity this gives us, we are for the first time 
adequately prepared to meet the immense for 
eign demand which exists for the F & E Check 
Writer It can be adapted to any curren 4 
can be operated intelligently by any user. It 
writes the Amount Line of the Check in 
Arabic Numerals, which all can read 
and understand: it shreds the numerals 
into the check, guarding them 
against change or alteration. At 
the same time it effectually protects 
the Payee’s Name, as the illustra- 


to established office specialty 
sales orgar itions in foreign countries, o 
to responsible sales exe itives experienced 
in s } nes an opportunity to acquire 
ex & sales territor for the F & E 
Chec} Writer It s not sold through 
i It meets i iniversal business 
and banking need. It offers you an op 
portunit to become ullied with the sale 
f pr t which sells wel has a good 
profit r gin, steady turnover, and brings 
addit and repeat orders PREMIER Model, Series T. F & E Check Writer Finished in satin-grained ma- 
Write or cable, stating territorial prefer- hogany enamel with nickel fittings; shows the Amount before check is written. 


ences, and giving qualifications and com- Size: 5x74%4x6 inches. Weight 11% Ibs 


mercial references. 


Cable Address, “Fecheck,” A B C Code, 6th Edition. 


HEDMAN MANUFACTURING CO., Chicago, Ill., U.S. A. 


Pesetas and Centavos Marks and Pfennigs Individual Imprint 


[A SUMA DE 529 PTASG5 CENT IIE SUMME VON 52 QMKS.65 PFG. HEBMIECO.S 
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Peoria, Ill. 


The Wagner - Henzy - Fisher 


Co., Cleveland 





Lionel G. H. Palmer 
The General Fireproofing 


Co., Boston, Mass. 





Jos. F. Taylor 


Taylor Chair Co., Bedford, O. 


R. P. Andrews Paper 
Washington, D. C. 

















F. H. Gades 


Mrs. E. Espenscheid 





Ross P. Andrews 


Crane & Co., Topeka 
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E. S. Pierce 


Pierce, Inc., Hartford 





C. C. Parsons 


Browne - Morse 
New York 


Sales Co., 





_ William Beveridge 
H. H. West Co., 


Milwaukee 





Some of 


the Writers of the Special Articles 


in the Furniture 


Section 
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Office Furniture 


Its Importance in the Stationery and Office Equipment Store 


A Special Section for the Month, in which is Presented Plans, Ideas 

and Suggestions for Making the Most of the Furniture Department. 

To Which are Added Pictures of Special Installations and the 
Advertisements of Leading Manufacturers in the Field. 


Writers of the Special Articles: 


William Beveridge, H. H. West Mrs. E. Espenscheid, Peoria, 
Company, Milwaukee, Wis. [Ilinois. ie Py 
Lionel G. H. Palmer, The General Jos. F .Taylor, The Taylor Chair 


Myer’ 
Fireproofing Co., Boston. _Co., Bedford, O. 
C. C. Parsons. Browne-Morse Ernest C. Hazel, Lockwood- 


; a , a ae Ne Hazel Co., Atchison, Kas. 
Sales Co., New York, N. Y. R. P. Andrews, Andrews Paper 


A eh hontai ene pbvestion emanates 


5. Evans, Foote & Davies Co., Co., Washington, D. C. 
\tlanta, Ga. \llen Randall, Thorp & Martin 
E.S. Pierce, Inc., Hartford, Conn. Co.. Boston. Mass. 
Erwin Stern, Pembroke Com- fF H: Gades, Crane & Company, 
pany, Salt Lake City. Topeka, Kans. : 
L. E. Fisher, Wagner-Henzy F. M. Hughes, Standard Office 
Fisher Co., The, Cleveland Supply Co., Oklahoma City. 
rs ‘ ° ° 
[he Space Problem and Office Furniture 
OST commercial stationers who By Mrs. E. Espenscheid of Peoria, some of the larger pieces are always 
M handle office furniture are con Illinois. shown in the window and it is not neces- 
fronted with the space problem sary to build a background, which would 
Very few have enough floor space to af Vote-—Mr. and Mrs. Espenscheid con- ‘ut off light needed in the store. The 
ford ali the room they would like to give duct a prosperous commercial station furniture in the window itself forms 
to the display and arrangement of the and office equipment store at Peoria, and background for such smaller items as 
office furniture stocl Often but one handle all the representative lines, in- ™ay be shown in the front part of the 
floor is available for the entire business, cluding an attractive array of office fur window, and the beholder can look be- 
with the result that the office furniture "iture. Their store is one of the up-to- Yond into the store, where rows of desks, 
department is necessarily crowded. How ate establishments of Central Illinois. cabinets, chairs and various other items 
to manage, therefore, with a minimum a wagy Sa be som F ‘ esas 
Our office furniture window, which is 
ig by on eS Pe problems One way of proceeding with limited at the left of the main entrance as the 
og ss aig ag wee ntl ge isa space is to begin the office furniture de customer comes into the store, has been 
: 7 i partment at one of the windows, making successful as a producer of sales. We 
swer: He must throw overboard ideas use of the window space for the display employ in this window a variety of re- 
of showing furniture in special suites and of certain pieces of office furniture, fre lated lines. When we show a desk, we 
content himself with showing individual quently changed, and extending the de place upon it the customary desk acces- 
pieces of the different lines in such a partment back from the window toward  sories, and grouped around the desk are 


1 


way that each piece can be demonstrated the rear of the 





store. In this manner filing cabinets, an office machine such 
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as the Mimeograph or something equally 
useful and attractive. Accessories and 
supplies, inks, adhesives, etc., are often 
shown without crowding the window. 

We find that it pays to put price tags 
on merchandise. It helps the clerks to 
render the customer quick service, and 
builds confidence in the business. Sug- 
gestive signs should be used which act 
as silent salesmen. Many people like to 
look around before buying; the signs 
often bring to mind something they need 
which the clerk may not think to men- 
tion. 

The restricted space we occupy makes 
it necessary for us to line up our office 
furniture stock from the front to the 
rear of the store, with filing cabinets in 
one section, desks in another and chairs, 


New furniture truck used 
by the Zimmerli Business 
Furniture Corporation, 


Advice to 


T IS seldom necessary to look at a 
stationer’s books to ascertain if his 
furniture department is profitable. 

Observe his own business office; chat 
with the manager of his furniture de- 
partment; look at the furniture display, 
and you have the answer. 

A miscellaneous assortment of furni- 
ture “stuck up” against the wall and scat- 
tered promiscuously about the floor with 
the appearance of an auction room, indi- 
cates auction room prices—“Get what 
you can”—and the salesman representing 
that department will quote prices from 
a similar viewpoint. An individual lack- 
ing vision, knowledge of full costs and 
a definite sales policy is head of the de- 
partment. He knows that office furniture 
is bought solely on a price basis. The 
stationer’s own business office is made 
up of a collection of ancient, dilapidated 
equipment poorly laid out, indicating an 
entire lack of knowledge of or belief in 
modern methods. 

To operate a furniture department suc- 
cessfully one must believe in and preach 
good office furniture, and he must be 
consistent, if he wishes confidence to be 
placed in what he advocates. How can 
a man expect to convince a prospect that 
he should buy good office furniture and 
apply modern methods in handling his 
records, when his own business office is 
noticeable by their absence? How can 
the dealer argue for steel files, when he 
uses old wooden ones? How can he speak 
of record protection with Underwriters’ 
label safes, and use an old style iron safe 
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etc., in a third. Possibly the ideal way 
would be to have room enough to ar- 
range matched suites partitioned off into 
little offices, but until we succeed in ob- 
taining larger quarters this is out of the 
question. We try, however, at all times 
to give the salesman room enough to 
demonstrate whatever desk, file or chair 
he may be showing. Each of our sales- 
men is well posted on the advantages of 
the lines we carry, which include the 
products of a celebrated maker. They 
know the construction of the goods and 
why they will stand up under use, and 
are able to talk convincingly. Personal 
contact by salesmen, who make sugges- 
tions, is the best way to get prospective 
customers. To a tactfully worded sug- 
gestion the customer will sometimes say, 
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“That is just what I’ve been needing.” 

In selling our men call at the offices 
and make a quiet survey, after which 
they make suggestions, putting their 
propositions before the customer and 
showing him how his office would be im- 
proved by the addition of a certain type 
of desk or a new filing system. When 
the sale is made and the service rendered, 
the customer is invariably satisfied and 
he tells his friends. Thus our prospect 
list grows. 

We carry several office furniture lines, 
including those of the Weis Manufac- 
turing Company, the Shaw-Walker Com- 
pany, Dietz desks, A. B. Dick Mimeo- 
graphs and other office machines and de- 
vices, besides a complete stock of com- 
mercial stationery and accessories. 


Rochester, N. Y.—This 
truck will carry eight desks 
size 60x34. 


Office. Furniture Dealers 


By Lionel G. H. Palmer, District 
Manager for New England of the 
General Fireproofing Company. 
for storage of books only? How can 
he recommend steel adjustable shelving, 
and use wood shelving in his own stock 
room? The dealer’s own office should 
reflect what he advocates if he wishes 
the arguments of his furniture sales de- 

partment to have any: weight. 

Too much care cannot be taken in se- 
lecting the furniture department man- 
ager, for upon him rests the success or 
failure of the department. He should 
be solely responsible; should have the 
employer's absolute confidence He 
should aid in selecting the lines to be 
handled ; he should be correctly informed 
regarding company policy, costs, and 
overhead, and possess sufficient experi- 
ence to hire, instruct and direct outside 
salesmen intelligently. He should also be 
permitted to give the necessary time to 
local and national association meetings 
where he may learn the value and the 
real interpretation of cooperative com- 
petition. His compensation should in- 
clude a share in the net profits of his 
department. 

The furniture display should be ar- 
ranged in an intelligent and artistic man- 
ner, each piece designating by its location 
and surroundings its application § to 
modern business. A display indicating 
taste, comfort and convenience quickly 
creates a “desire to own” in the minds 


- 


ndred- 


dollar desk and chair with proper set- 


of the visiting prospects—a one 


ting can be made to look worth one hun- 
dred and twenty-five dollars \ pros- 
pective customer for a desk and chair 
should have the opportunity to sit in the 
chair, pull out the desk drawers, 
around in the chair and observe 


swing 
other 
office equipment properly and neatly ar- 


ranged. An impression of this kind sells 


more goods than salesmen’s tal! \ busi- 
ness man buys office furniture for ap- 
pearance and practicability—let him get 
the advantage of both in the display 
room, 

Where space permits, the model office 
displays have many times proven their 


sales value; in addition to giving the 
dealer the opportunity to group his high 
separately from the 


grade equipment 


lower grade, they allow the prospect to 

visualize the appearance of his own office 

should he purchase. 

Know Your Costs and Train Your 
Men. 


Know your own full costs and mark 


your net selling price plainly and posi- 
tively on every article on your display 
floor; it inspires confidence on the part 


of both customer and your own salesmen. 
Consistent local newspaper and direct 
mail advertising is profitable if linked 
up with your window displays, your out- 
side salesmen’s canvass calls and your 
store display. The day is not far dis- 
tant when all the office furniture retail- 
ers in a city will realize the wisdom of 
conducting a joint local newspaper ad- 


wiemper Ty > 
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yertising campaign for better office furni- 
ture. 

Arrange your window displays to con- 
form with your advertising with appear- 
ance and practicability in mind, for your 
window must enable the buyer to con- 
nect your local advertising and your out- 
side salesmen’s canvass calls with your 
location 

One of the principal causes for an un- 
profitable furniture department is either 
the absence of outside salesmen or with 
them, a lack of constant supervision. Out- 
esmen are necessary and in the 
} 


side sal 
larger cities they must devote their time 
exclusively to the sale of office furniture. 
The man 
matter, loose leaf, office 


and mucilage all at the same time will 


who attempts to sell printed 
furniture, ink 


not make a success of any one of them. 
Office furniture requires a specialist, a 
selling ideas. He 


man with creative 


File room at St. Thomas 
Hospital, Nashville, Tenn. 
—Yawman & Erbe Manu- 
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should be instructed in selling ideas 
rather than a commodity; he should be 
taught how to canvass; be well informed 
in sales policy and constantly encour- 
aged and receive the aid of the depart- 
ment manager. Encourage your sales- 
ment to profit on lost orders; to be good 
losers, and to admit it when out-gen- 
eraled by competition, rather than whine 
and always claim that the other fellow 
is a price cutter. Salesmen should be 
supplied with absolute selling prices sub- 
ject only to stipulated quantity discounts. 
[ personally believe in exclusive and 
restricted territories with quotas subject 
to increased compensation when quotas 
are exceeded. 

lo build and hold a furniture clientele, 
you must be in a position to fill orders 
within a reasonable time. The best time 
to promise a definite date of delivery is 


Regular 


at the time the order is taken. 
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items you can stock, specials mean fac- 
tory shipment, but be honest and straight 
with your customer and tell him defi- 
nitely the time he purchases when he 
will get his goods. Misrepresentations in 
the matter of delivery dates have been 
the downfall of many. Embarrassment 
is entirely unnecessary if you frankly ad- 
mit to the customer at the time the order 
is placed that an unusual delay is neces- 
sary. 

Use judgment in ordering for stock 
and base your purchases on turning your 
inventory not over four times a year in 
the office furniture line. 

In my humble opinion the future holds 
a vast volume of business for the retail- 
ers of office furniture, for the realization 
that good office furniture is a real asset 
to the successful business man is more 
noticeable today then at any previous 
time. 


facturing Company equip- 
ment installed by the Fos- 
ter & Parks Company. 


Psychology in Furniture Sales 


ELLING office furniture is some- 
thine more than a merchandising 


proposition. If a desk were only 
a desk, a chair nothing but a chair and 
if all filing cabinets and filing systems 


were alike, then could we standardize our 


selling methods and reduce our problems 


to the simplest terms. But since we ar: 
dealing with a developing industry, we 
can not so simplify our methods. We 


must plan ways and means of reaching 
the business world effectively—of mak- 
ing men want that which they need, but 
do not know they need—of making at 
tractive the things which most effectively 
answer the requirements of the customer 
even though the total cost is greater. 
We must discover how to overcome dts 
inclination to spend by carrying the con- 
viction that we are offering an invest- 
ment and not merely so much merchan- 
dise ; and that the best investment is that 
which is likely to afford the greatest per- 


manency and satisfaction 


Being an Interview with W. Beveridge, 
Vice-President of the H. H. West 
Company of Milwaukee, Wis. 

To handle an office furniture depart 
ment successfully requires teamwork and 
careful management. The stock in the 
first place must be well selected for the 
requirements of the community in which 
it is to be sold. 
tively shown, intelligently advertised and 
finally it should be 
are informed of all the service the dif 


Then it must be attrac- 
sold by people who 


ferent pieces are intended to perform so 
that the purchaser may know exactly 
what he is getting and why he is get 
ting it. 

The layout and arrangement of an of- 
fice furniture department has a certain 
what, in the 


relation to overcoming 


speech of the day, is termed “sales re- 
sistance.” If one has the space to ar- 


range his furniture lines to the best ad- 


vantage, he will find selling to be easier, 
other things being equal. 

In our own case we are fortunate in 
that we are able to devote our second 
floor to the uses of an office furniture 
display room, where the lines are ar- 
ranged in suites just as they appear when 
installed in an office. Part of our base- 
ment is also devoted to office desks and 
filing devices. Here steel is shown ex- 
clusively. 

Total Price vs. Price Per Piece. 

We come now to an idea which we 
have found useful. It is based on hu- 
man psychology—on the principle that a 
man will pay a fair lump price for a 
full layout without objection, when he 
will inevitably object if the goods are 
offered piece by piece. If a man buys 
a $300 desk and discovers that just the 
right sort of a chair to match it costs 
$100 or $150, he will feel that he is pay- 
ing too much for the chair; and if he 
has to pay $85 for a filing cabinet, for 
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instance, and $35 additional for the 
proper system to go with it, and to cap 
it all is asked $25 for a costumer match- 
ing the suite, his sense of being over- 
charged is likely to go to the point of 
refusal to buy and a trial at some other 
store. The prices named are merely 
hypothetical and are named for purposes 
of illustration. But whatever they are, 
the customer will discover a growing 
sense of discomfort as the bill mounts 
upward, and the more unhappy he be- 
comes the less likely he is to buy. The 
prices will be exactly right, but that is 
not the point. It is the accumulating 
expense, piece by piece, that causes the 
pocket nerve to undergo successive con- 
tractions. The customer had a vaguely 
defined notion that he would like to re- 
fit his office, starting with a new desk. 
In. his mind the other items are inci- 
dental. When he finds that the inci- 
dentals are expensive, his enthusiasm be- 
gins to abate, and if the blows strike 
often enough in the same spot, it may 
become very difficult indeed to land any 
sale at all. 

On the other hand, if the customer is 
taken immediately to an attractive suite 
of the type and finish in which he is in- 
terested, where he sees his desk, filing 
cabinet, swivel chair, an extra arm chair 
and a costumer, all for $695, he takes the 
plunge at once, and while he may per- 
haps say that that is rather more than 
he intended to pay, he cannot deny that 
he is getting impressive value for his 
money. The effect of the fine layout, 





A typical installation of steel shelving in the 
stationery store of Bert Pollard & Company, Fort 
Worth, Tex., supplied by the Stafford Louden 
Company, Art Metal agents in that city.—Aside 
from economy in space, the Tee-iron shelving is 
peculiarly adapted to accommodate merchandise 
which must be quickly accessible. 


OFFICE APPLIANCES 


presenting every evidence of being the 
best of its type, tends to overcome the 
effect of the lump price, because the cus- 
tomer instantly wants his office to look 
like the sample. He wavers—and is lost! 
But he is lost only in the sense that he 
pays out more money than he at first 
intended. He gains distinctly because 
he receives for what he pays an outfit 
that gives him pride and _ satisfaction 
every day. 

We have found that this idea works 
out so well that at our weekly sales 
meetings every Tuesday we hammer 
away at the salesmen to sell every outfit 
complete. In selling a steel file, for in- 
stance, the salesman is in a much 
stronger position if he shows the cus- 
tomer a file equipped with the best pos- 
sible system and supplies and says that 
the file is worth $73.50. The bare cab- 
inet may be worth $45, the system and 
supplies making up the balance of $28.50, 
but the salesman is in a better position 
if he asks the whole price at once than 
he would be if he tried to go at it piece- 
meal and lift the customer up. This 
perhaps will recall the fable of the hu- 
mane man who found himself obliged 
to cut off his dog’s tail and did it an 
inch at a time because he hadn't the heart 
to do it all at once. 

At this point Mr. Beveridge took the 
reporter to the head of a broad, easy 
stairway leading down into the bright, 
well-kept basement of the store. He 
turned a switch and a soft, pleasant light 
illuminated the entire place coming from 
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rows of electric bulbs covered by frosted 
globes extending down either side of the 
long room in which steel furniture is 
displayed. As we descended the stairs 
he remarked, “You know, there is a little 
psychology about going down stairs. A 
man will go down stairs without any 
sense of effort, but with an actual sense 
of anticipation of what he will find at 
the bottom. He forgets the return trip. 
But going up stairs is work—it isn’t the 
line of least resistance.” 

When we had inspected the basement 
salesrooms, with steel furniture in one 
long room and cards, favors and noyel- 
ties neatly displayed in an adjoining 
room, Mr. Beveridge said: “I wish that 
every stationer would realize the possi- 
bilities of his basement. It costs so little 
to fix up a basement, and once done it 
does give such satisfying returns!” 
The H. H. West Company basement 
is a living example of this. 

On the salesman’s mental equipment 
Mr. Beveridge expressed the belief that 
the office furniture salesman should first 
thoroughly understand his line and its 
constructive features. If he is an extra 
good salesman he will be likely to un- 
derstand the features of competing lines 
also, but not with a view to “knocking.” 
The knocker and the braggart are taboo 
in selling. Let the salesman confine him- 
self to his own line, be polite, accurate, 
determined, and he will sell the goods 


and grow in power with that experience 
which brings a man understanding of 
himself. 





Section of file room of the 
Florida 
Company, equipped with Art 
Metal four-drawer files. 


East Coast Railroad 





Section of office of the Florida 
East Coast Railway, equipped 
with Art Metal counter height 


files. 
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Is Your House in Order for 1924P 


HERE is a section of our railroad 

off the main line which is important 
enough to have a “big, little” Rail- 
road family of its own. The several de- 
partments (and they are rather more 
varied than usual on account of the pe 
culiar situation of the place) including 
operating, trafic and accounting, are un- 
der the jurisdiction of two officers. Quite 
recently new and enlarged offices were 
obtained in an up-to-date and well lo- 
cated building and the several branches 
of the jurisdiction which had _ been 
housed in separate buildings were brought 
together in the new quarters. The sit- 
uation offered an ideal opportunity to set 
the “big, little’ family of officers and 
clerks in good order, and considerably 
before the move to the new quarters was 
made the supervising officer, whom, for 
convenience, we will call Mr. B. got busy. 
Preparing blue prints of the fioor 
space, entrances, corridors, light expo- 
sures, etc., of the new quarters, he called 
a meeting of his staff officers and the 
hief clerks, gave each a copy and told 
them that he wanted to work out with 
them the most efficient arrangement pos- 
sible of office, desks, etc. Shortly there- 
after the final plan arrangement was 


bi 


ready, new 1e prints were prepared 
ind the installation in the new quarters 


was made accordingly 


Getting Advice of Clerks. 

Several months’ working under these 
conditions showed that the arrangement 
was practicable and efficient, but Mr. B. 
wanted to make doubly sure, so he pre- 
pared a questionnaire, gave every clerk 
in the office a copy of it, and asked that 
the data requested on it be ready for 
him within a week. 

The form had the name, date of en- 
tering service and present position of 
each clerk at the top. Under this on the 
left hand margin were questions similar 
to these 

1. What, if anything, interferes with 
your work: 

2. What would make your work more 
efhicient 7 

3. Are your chair and desk comforta- 
ble and satisfactory 

4. Is the light O. K.? 

5. If you use a typewriter, is it in good 


6. How do you get your stationery 


low your w given you each 
Is your location in the office of 
mvenient access to the other clerks 


whose work is most closely related to 


\fter getting replies he studied them 
carefully 


and then sent one by one for 





Reprinted by Permission from the 
Baltimore and Ohio Magazine, a 
Monthly Publication of the B. & 
O. Railroad, Embodying Some 
Suggestions Resulting from 
the Efforts of an Officer to 
Obtain Office Efficiency. 


Vote.—The following article is apropos 
in a furniture section since tt gives the 
viewpoint of the user on what he wants 
in order to obtain efficiency and gives 
some suggestions on the arrangement of 
furniture in offices to which dealers im 
office furniture should give considera- 
tion. This article is printed here becausé 
we feel that dealers themselves will find 
it of advantage to ponder the suggestions 
made. 
each of the clerks who had filled in the 
questionnaire. 


Improvements Developed. 
Among many results disclosed were 


these 

Two young ladies facing each other 
at a single desk complained, the one that 
she had to stare at the light coming 
through a big window opposite her, the 
other that her back was turned to the 
window and caused a shadow on her 
work. A slight rearrangement of the desk 
and of the desks adjacent was made so 
that the light now floods their desk in 
the proper manner. 

Two men were found sitting opposite 
each other at a single desk and the work 
of one had no relation whatsoever to the 
work of the other. Both were moved so 
that when they completed their part of 
the work they had only to pass what they 
had done across the desk, where the per- 
sons opposite had the next step to handle 

There were several instances somewhat 
like the last and where a rearrangement 
of desks meant that instead of the clerks 
being obliged to get up and walk around 
the office they were able to keep their 
seats and merely pass their work to the 
next desk. 

Another young lady complained that 
she had certain forms to work with 
which were thirteen inches long, that she 
had never had carbon paper of that 
length and that as a result when she had 
completed the top of the form she had 
to take the original and carbon out of 
the typewriter, move the carbon down 
and reinsert the form to finish it. A 
supply of the long carbon sheets was im- 
mediately purchased, thereby saving the 
unnecessary removal and reinsertion of 
the form. Incidentally a study is now 
being made to reduce the form to the 
standard 8x10% size and it is expected 
that this will be worked out with no 
sacrifice of essential information and with 


some saving in stationery and further 
standardizing of sizes. 

All these improvements were worked 
out without one cent additional expendi- 
ture, except that for the slightly longer 
sheet of carbon paper; even this, how- 
ever, unquestionably resulted in a net 
economy. 

Larger results were brought about in 
this way: It developed that there wasn’t 
nearly as great systematizing of work 
as was possible. Auditors were doing 
the work of file clerks and statisticians 
spent some of their time doing jobs 
which should have been done by the of- 
fice boy, etc. 

Now every desk is cleared at the close 
of business each day. Three clerks re- 
port an hour earlier than opening time 
in the morning, two of them opening the 
morning mail and placing it on the proper 
desks and also getting out the unfinished 
work of the day before and placing it 
on the proper desks. The other employe 
sees that ink wells are filled and that 
blotters and other necessary stationery 
supplies are ready at hand on each desk 
where they should be. 

The result of this is that when the 
“whistle blows” in the morning each 
clerk is busily engaged in the work in 
which he or she is supposed to specialize 
and is most proficient. Incidentally tar- 
diness is not permitted in the morning 
nor quitting work before the close of 
business each day. 

Not Oversystematizing. 

Now it may appear from the above 
that Mr. B. is a hard taskmaster, a mar- 
tinet, who does not take the human ele- 
ment into consideration to a sufficient 
extent; but such is far from being the 
case. For, in addition to the things out- 
lined above, and done in the interest of 
system and economy, he has made a re- 
arrangement of working and lunch hours 
which has been a distinct advantage to 
all the clerks employed under his juris- 
diction. 

Mr. B. made it a special point to put 
all clerks at their entire ease when the 
individual investigations were being con- 
ducted in his office. Starting with the 
premise which everybody who has had 
experience in office work knows to be 
true, namely, that clerks who are rea- 
sonably and systematically busy amid 
congenial surroundings are much happier 
than are those who have a chance to 
loaf and wonder where the next job is 
coming from, and making it clear to 
them that this was his standard for the 
office, he said that he wanted to know 
each one personally and to have every- 
body feel that his office door was always 
open and he always receptive to sugges- 
tions for the betterment of service. He 
urged them to talk with him with the 
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same frankness that they would with one 
of their fellow clerks, emphasizing that 
unless there was a thorough understand- 
ing on both sides concerning the ideas of 
office procedure, there never could be 
complete satisfaction; and that with a 
thorough understanding of these ideas, 
he believed it possible to build up an ef- 
ficient and contented force 


Knows His People. 

One of the most important things ac- 
complished by this whole investigation 
was in the personal reaction of Mr. B 
to the various clerks who came ir to 
see him. He made a pencil note of this 
reaction on each questionnaire, describ- 
ing the various clerks with such phrases 
as: steady, fair, bright but listless, 
bright but poorly educated, etc. He will 
keep these questionnaires and _ his 
evaluation of personalities, adding to 
them from time to time as experience 
permits. And when time for promotions 
comes these reactions will undoubtedly 
be of considerabie value 

Contact with Public. 

Another interesting thing which Mr. 
B. has done is to develop a fine esprit 
de corps in the office in the matter of 
handling the public. Letters are uni- 
formly answered on the day they are re- 
ceived, if it is in any way possible. 
Where it isn’t possible and the writer 
can be conveniently reached by phone, 
he is advised by phone that the infor- 
mation requested will be sent to him 


Installation of 
Jamestown Metal 
Desk Company's 
lines in the office 
of the Federal 
Reserve Bank at 
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just as soon as it can be obtained. 

Mr. B. frequently makes it his busi- 
ness to telephone his own office from the 
outside, asking for certain officers who, 
he knows, are not in. If a clerk answers 
him over the phone, “Mr. Jones is not 
in,” and hangs up the receiver, he gets 
a message to report to Mr. B. immediate- 
ly and is advised that the proper thing 
for him to do under such circumstances 
is to inform the inquiring party when 
Mr. Jones will be in and to see if, in the 
absence of Mr. Jones, he cannot supply 
whatever information is requested 

Furthermore, the antiquated manner 
of answering the phone with the word 
“Hello,” has given place to the up-to- 
date standard Baltimore and Ohio way 
of replying: Baltimore and Ohio, Blank 
department, Blank speaking.”’ 


What It All Means. 

The point made by Mr. B. in these 
respects is well taken. He explains it 
to clerks who haven't quite gotten the 
idea in this way: 

“We want to run an up-to-date, busi 
ness-like place here. If a customer 
comes in and finds the office full of to 
bacco smoke, clerks standing in groups 
idly chatting and talking, and an air of 
slipshodness about the whole place, he 
will think we are a bunch of dead ones 
and he won't be encouraged to give us 
his business. If you were going to place 
an important commission with some con 


cern, would you not much rather place 








it in an office which is orderly, systemat 
ic-looking and business-like than you 
would in a place which bore all the ear- 


marks of being slovenly? 


“If a person calls on the telephone and 
gets the short shift implied in the re 
sponse, ‘Hello! No, Mr. Jones isn’t in!’ 
and then has the receiver hung up on 
him, he is sure to think that we don’t 
know much about accepted isiness 
standards, that we are trailing the pr 
cession instead of being up among the 
leaders—and he will direct his inquiries 


elsewhere. 


“Too few of us remember that su 
cessful railroading is an _ unrelenting 
struggle to give service in all its forms 
that competition is extremely en and 
that the business goes to the railroad 
which gives the best servi In this 
service there is no more important fac 
tor than prompt and courteous handling 
of inquiries, notices, bills, et y the 
railroad office force. 

“We do not want to make a chine 
out of any person in this office t we 
do want to make a good machine out of 
the entire personnel from the off boy 
all along the line to myself.’ 

And the two officers represented in 
our “Mr. B.” are such fine examples of 
ideal office deportment—neat in appear 
ance, quiet, orderly, friendly t lerks 
and courteous to the public—that it is 
no wonder they are the most important 
cogs in this well assembled and smoot! 


running machine! 


Cleveland, O.— 
This is typical of 
the offices of this 
bank fitted up 
with this equip- 
ment. 
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The royal palace of Spain, the two 
offices of which are equipped with 
Automatic filing devices.—Seventy 
federal departments of Spain are 
also fitted out with like equipment. 
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King Alfonso XIII of Spain sur- 
rounded by the Automatic files of 
the Automatic File & Index Com- 
pany of Green Bay, Wisc.—The 
King of Spain is the gentleman sit- 
ting at the center table. He may be 
identified by the fact that he is wear- 
ing white spats. Since the first in- 
stallation in 1910, the Spanish rep- 
resentative of the Automatic File & 
Index Company, L. Asin Palacios, 
has equipped 70 government depart- 
ments. 











Ottice Furniture Holds First Place 


FFICE furniture occupies first 
place in our business. We have 

een pushing it now for ten o1 

twelve years and have never had occa- 
sion to regret the venture. Our fur 
niture department occupies part of our 


first floor and basement. We have 


not had the space to make what is 
perhaps the ideal display, but notwith 
standing this handicap we have done 
well 

If I may be permitted a repetition, ] 


business is in going 
other words, the 


stationer who handles office furniture 


cannot expect to do the maximum un 
ess gets out and makes a try for 
the big contracts which are put uy] 
n time to time We make layouts 

t fices, both public and private, and 

s plans O business is not 


to warrant our hav 


exte ‘ eno 

ing lrafting department, but when 
ever there is a contract which we want 
I draw a sketch or plan and have a 


finished drawing, 
submitting blue prints. This is a ser 


preciated by the in 


dividual, board whatever authority 

is which has the closing of the con 
tract It is an efficient aid to the sale 
is well as a strong lever with which to 
bring down the order Our large 


Being an Interview with Ernest C. 
Hazel of the Lockwood-Hazel 
Company, Atchison, Kans. 


Jusiness comes mostly from the fitting 
up of court houses, other public build 
ings, etc. Concerns in capitals, county 
seats and the like can profit by this 
suggestion 

We carry little on the floor becaus« 
our room is limited, but what we do 
show is as full a line of samples as 
possible The actual goods sold are 
ready crated in the warehouse to ship 
and we make it a point to have as little 
delay in delivery as possible 

Our leads for new business come 
through our salesmen who by keeping 
in touch with new concerns, removals, 
tenants’ lists in new buildings, etc., ob 
tain a fairly accurate check on what is 
yoing on in a business community. 

At the present time there is a sur- 


prising amount of steel in demand for 


new installations 


I do not wish you to understand 
that we have been in the office furni 
ture business more than a decade with 
out a mistake. We have made plenty 
of them and have profited by them 
We have discovered that it is of great 


idvantage to concentrate our lines. We 


ry, for instance, one line of chairs, 
two grades of desks and one good line 
of filing devices. It is advisable to pick 
out some good line in each division and 
work at it to the exclusion of other 
lines. In this way we come to know 
our lines, how the goods are made, how 
they are put together and just exactly 
what our talking points are. We try 
not to scatter our shot, but to concen- 
trate in every way possible. Sales- 
men are instructed not to try to sug- 
gest lines other than those we carry. 
We have found the safe business prof- 
table, but here too, we advise the 
dealer to pick out a good line and stick 
to it. In selling a safe, it is essential 
that the salesman should find out what 
the customer wants to put into the 
safe. There is a little psychology here 
which it is valuable to remember. The 
customer is not liberal enough in his 
estimate of what he is going to load 
into the safe, so it is wise always to 
louble the capacity suggested by the 
In a year’s time he will 
thank you for it. 

Reverting to the plans of offices, I 
wish again to emphasize the fact that a 
blue print is the greatest sales help a 
salesman can have, but here is a little 
more psychology. Never show two 
plans on the same sheet. Have each 


ustomer. 








' 

- » ; 
ne | " i 
i fe 
ie oe 
1 fi Ben} 
4 een), 
4 aes 
a3) bh 
i niet 
wk 





7 ES =e ae 


——" 





ee 





a TE ET eae, 


i i TT te 


a Sad 


Sa ee 


; — 


OO ty 0 Seni pon 


ae 














96 


plan on an individual sheet and thus 
avoid confusion. I made up once one 
set of plans on thirty-six different 
sheets, showing different suggested 
layouts. This may seem like a lot of 
work, but it was work that paid be- 
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cause it landed the order. I made the 
sketch and then got a draftsman to 
draw each one to scale, showing every 
drawer and document file inside and 
outside so that the customer could see 
that he was getting what he contracted 


June, 1924 


for. With such a sketch before him 
the customer was able to visualize his 
office in advance. 

Thoroughness, work and concentra- 
tion are what count in office furniture 
selling. 


The Store—The Window—The Salesman 


commercial houses today are getting 

away from the old idea of displaying 
desks, chairs, and filing equipment ar- 
ranged according to sizes and kinds. The 
purchaser of office furniture today pre- 
fers to see the furniture arranged in 
suites even if it is of the lower commer- 
cial grades, for the segregation of pieces 
from a conglomerate mass enables him 
to reach a decision more quickly and sat- 
is factorily. 

I do not believe that the available 
floor space should govern the kind of 
display as it is possible even in very 
small quarters to display furniture in 
suites or groups that are entirely sugges- 
tive. All sizes and kinds can be com- 
bined in the different suite arrangements 
so that while all pieces may not be 
shown it is possible to have a similar 
piece in each grade. This plan also per- 
mits of arranging during the customer’s 
visit such pieces as he may be interested 
in so that he can picture them in his 
own office. 

In the case of filing cabinets I believe 
that it is necessary to have a filing cabi- 


| (csoueci that the most successful 





Some Pertinent Suggestions on Han- 
dling Office Furniture.—By E. S. 
Pierce, President, Pierce, In- 
corporated, Hartford, 

Conn. 





net department as a great many sections 
could not be shown to advantage in con- 
nection with desks and chairs, and as you 
no doubt realize filing equipment ofttimes 
is segregated in the average office. 

The arrangement of office furniture in 
the store window presents one of the 
problems that I have given considerable 
thought to. I find that nearly all of the 
new stores handling commercial furni- 
ture are using backgrounds of panelled 
wood or some material, thus shutting 
off the display from the remainder of 
the store, and I am inclined to the be- 
lief that this is the best plan. I do not 
believe that you can have the right kind 
of window display and at the same time 
have it so the passer-by can look over 
the exhibit into the activities of the store. 

A good office furniture salesman is as 
hard to find as a good salesman in any 


other line. I do not believe that the 
knowledge of a particular line of busi- 
ness is essential for a successful office 
furniture salesman. The thorough knowl- 
edge of the commodities he is selling 
and belief in them is most essential. 

We have found that the best plan of 
handling salesmen was to bring them 
into our own organization giving them 
several weeks to become familiar with 
our office practice and methods, and then 
a period of selling to determine their 
ability and adaptation to the business. 
Some salesmen may show ability in a 
particular line, while others seem to in- 
terest themselves in all lines. 

After the salesman has proved his de- 
sirability to the firm we have him at- 
tend sales schools, which are held by 
the various factories. We are very cer- 
tain that learning the whys and where- 
fores of the different processes em- 
ployed in the manufacture cf office fur- 
niture is a decided advantage in selling, 
but we do not believe a green sales- 
man can profit from a factory visit un- 
til he has had some selling experience in 
the line. 


The New Tendency in Office Furnishing 


IHHE wife of a certain successful 
[=n hard-headed business man took 

occasion to visit his office one day 
recently. As she stepped into the recep- 
tion room, she got the surprise of her 
life. 

Instead of the conventional settee, 
flanked by a row of armchairs in mili- 
tary formation, her eyes fell upon a be- 
wildering array of overstuffed tapestry 
chairs, Windsor chairs, and even a pe- 
riod Wing chair grouped in artistic po- 
sitions. In place of the ponderous rec- 
tangular table in the exact center was a 
graceful gateleg table at one side of the 
room. An expensive figured carpet 
adorned the floor, which previously had 
borne a solid colored green rug. 

Thinking that she might have gotten 
into the wrong office, the good lady was 
reassured by seeing her husband’s name 
on a door marked “Private.” With 
grim determination she advanced and 
opened this door, only to receive a shock 
of even greater voltage. 

A magnificent overstuffed davenport 
caught her eye first. Confusedly, she 
saw an array of upholstered period arm- 
chairs—no two alike—a floor lamp of 





By Joseph F. Taylor, President, The 
Taylor Chair Co., Bedford, Ohio. 





wrought iron, a bronze framed mirror, 
tinted silk-hooded wall lights and a deep 
velvet rug. 

The only article in the room even 
reminiscent of a business office was a 
massive paneled mahogany desk. Be- 
hind this sat her husband in a high- 
backed upholstered walnut swivel chair. 

In the pointed way wives have, his su- 
perior fraction voiced her demand for 
an explanation by asking her hitherto 
prosaic and practical-minded husband if 
he had gone crazy and converted his 
office into an art museum. 

“Now, Mary,” he said, also in the way 
husbands preface a difficult explanation, 
“don’t get excited. You see, it’s this 
way”"— Then, Adam-like, though dip- 
lomatically, he blamed the woman for 
starting the idea. He reminded her 
that a long time ago, when he had com- 
plained that the furniture in their home 
did not seem to match very well, she had 
patiently explained to him that matched 
furniture was no longer considered good 


form. Bewildered, but game, he had 
checked up with some of his cronies and 
was surprised to learn that their wives 
also had scoffed at their obsolete ideas 
of interior decorating, and in kindergar- 
ten terms had tried to make them com- 
prehend that selecting furniture to look 
like peas out of the same pod was as 
hopelessly passe as plush albums, gold 
toothpicks and mustache cups. The 
idea slowly percolated into the dense 
male brain. 

“Quite a while later,” he continued, 
“I dropped into the private office of 
Steve Connell, president of the Ada 
mant Cement Corporation. I sensed 
that something was different in Steve's 
office, but couldn’t quite get it until | 
noticed at the corner of Steve’s desk a 
spidery Windsor chair, instead of the 
usual solid oak office chair. Another 
day, I walked into Sam Cole’s office 
—Sam’s general manager of Consolidat- 
ed Trucking—and found him sitting in 
a swivel chair that looked like a Wor- 
shipful Master’s, and all upholstered like 
a catcher’s glove. 

“Dan Grove, the real estate man, 
caught the idea, and one day he junked 
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a whole van load of perfectly good light 
oak office furniture, and made his re- 
ception room like like the morning room 
of a million-dollar-a-year movie star. 

“Well, to make a long story short, 
the bug finally bit me, and besides being 
a lot more comfortable, it’s not only 
good taste but good business. Customers 
like it and talk about it, and that all 
helps. How do you like it, Mary?” 

“Why, I think it is perfectly stun- 
ning,” said the consistent wife. “I 
always said you ought to make your 
office more artistic, and I am surprised 
that you didn’t do it long ago.” 

This may sound like fiction, but it 
isn’t. There is a well defined tendency 
today on the part of executives to use 
odd household pieces in their personal 
offices. 

This is particularly true of chairs. It 
is a common sight nowadays to see 





Windsor chairs and period reproductions 
in upholstered arm chairs of the house- 
hold type in well furnished offices. Pri- 
marily, the idea was born of the desire 
for greater comfort. Men of responsi- 
bility today. are much inclined to select 
their desk chair to fit the body and taste 
regardless of whether it matches the 
desk 
Comfort Adds to Efficiency. 

[The reason is, that the executive of 
oday realizes that bodily comfort has 
an important bearing on personal effi- 
ciency The more at ease the body is, 
the more alert and vigorous the mind. 

But comfort is only the first step in 
this evolution The real urge back of 
it seems to be a desire to get away from 
the conventional and exercise the priv- 
ilege of greater personal expression. 

The result is offices that are not only 
individual, but homelike and artistic 
Such offices oftentimes so closely resem- 
ble the living room or library of the 
home that the effect is as startling as it 
is pleasing. 

In discussing this matter, H. R. Wells, 
manager of the office furniture depart- 
ment of the Sterling & Welch Company, 


of Cleveland, contributed some very in- 
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teresting observations. In the fifteen 
years the Sterling & Welch Company 
has handled office furniture, it has built 
up as enviable a national reputation for 
quality and distinctiveness in this field as 
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Types of chairs referred to in the ac- 
companying article by Mr. Taylor. 





it has in the general furniture ar 
interior furnishing field. 

Mr. Wells says, “Particularly in the 
last year and a half I have noticed a 
tendency toward the use of odd house- 
hold pieces furnishing personal offices 
Household ieading chairs are mingled 
with office chairs and the chairs in the 


same office not only do not match in 
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style, but even have different woods and 
upholstery. This tendency extends even 
to floor lamps and artistic floor cover- 
erings. Men take special pride in having 
their offices artistic and different. When 
they get really interested in the subject, 
they are very fussy, even more so than 
womeil. 

“Not long ago, I had a telephone call 
from a man prominent in steamship 
operating circles. The importance of his 
business is indicated by the size of his 
telegraph bill for one year, amounting to 
$38,000. Yet valuable as this man’s time 
is, he spent at least 20 minutes over the 
telephone discussing an order for two 
fancy shade tassels, and a small bottle 
of furniture polish for use in his office. 
He was a he-man in a he-job, yet his 
office.furnishings include such items as 
an Adam period davenport, a Florentine 
walnut desk, a special Taylor walnut 





swivel chair, leather upholstered, a large 
leather overstuffed chair, a Queen Anne 
chair, and a floral design floor covering. 

“In another instance of a large coal 
and ore company, each executive had a 
different layout for his office to suit his 
individual comfort and taste. The items 
in the various offices included several 
different types of desks and chairs which 
in no case matched, Italian sidechairs, 
special davenports and Georgian, Doric 
and Colonial chairs. 

“In the case of a large real estate 
operator, every piece in the reception 
room was carefully selected household 
furniture with no indication of business 
utility. The items included a gateleg 
table, lamp, console mirror, and Windsor 
chairs. Another real estate man had 
every piece in his office made specially to 
order of household designs, including a 
floor lamp. 

“The tendency to select desk chairs for 
individual comfort and taste, regardless 
of the kind of desk, is very decided, and 
on many of our office contracts we are 
obliged to draw heavily from our house- 
hold stocks.” 

Now, just what does this mean to the 
office furniture dealer? 


’ 











eaeiae et ie 
re - 


ee 


~ 
np a a ~ wenn Sets re 


eo 5 


ae 
eigee edad 





“ag Dt en apg ater io lee ae 


yg er eet ee ee ee 


cae 


—— 





Fakakoratntades ae! 


~ rs. 
+ Regs ey 
ees 


a 
Fatty 


poe! wins aie 


is 





seacens ete ~ 


am 
ns 


ae 


Pe 


a cata Tat Be a! 


Spt Sk! 


ae 


* 


BE ae ns 


go 


aL 


Se 


a 


= 


98 


Well, for one thing it spells oppor- 
tunity with a big “O.” 

The ordinary dealer is inclined to think 
that his only opportunity for sales is in 
meeting the demands of replacements, 
expansion or new business. 

It takes a lifetime to wear out good 
office furniture, and sales due to replace- 
ment on this account are small and scat- 
tered. Expansion and new business offer 
a large outlet for sales, but competition 
on this kind of business is keen. 

But if the dealer takes advantage of 
this new tendency and suggests to his 


OFFICE APPLIANCES 
customers a new scheme for refurnish- 
ing the whole office, he renders a service 
that not only lifts him above competition 
but also places him in the way of sub- 
stantial profits. 

Consider the motor car business. Most 
men do not drive their cars until they 
wear out. They trade in the old ’bus not 
because they need a new car but because 
they want balloon tires, hydraulic brakes 
and other new features to satisfy their 
pride of ownership. 

That's the real keynote of bigger busi- 
ness—supplying wants instead of needs. 


1924. 


June, 


If you doubt it, consider the periods 
of business depression when people are 
buying only necessaries. As soon as they 
begin buying to satisfy their wants and 
desires and to gratify artistic tastes, the 
prosperity curve takes a decided upward 
swing. 

A hint to the 
dealer is sufficient : 

Get on a professional basis with your 


wise office furniture 


customers where they consult you for 
ideas in refurnishing their offices, if you 
want a strangle-hold on modern quality 


business. 


Outside and Inside Furniture Sales 


HE office furniture industry has de- 

veloped rapidly during the last ten 

years along the line of co-opera- 
tion between dealer and manufacturer 
and between dealers themselves. This 
has been brought about largely by trade 
journals and associations, both local and 
of wider scope, which have created op- 
portunities for friendly discussion of 
business methods. The result has been 
evident in the standardization along gen- 
eral lines of certain business methods and 
practices. 

Thus we find that practically every 
office furniture dealer employs salesmen 
who work exclusively outside of the 
store in a city territory. These men are 
usually on a commission basis of pay, 
this method being more satisfactory both 
to the employer and a producing sales- 
man. Office furniture salesmen should 
be specialists. There are many large 
concerns today operating printing plants, 
stationery and furniture whose 
combined sales cover a tremendous num- 
ber of different articles and classes of 
merchandise. It is asking too much of 
one salesman to do justice to the sale 
of all of these lines. The buying public 
today wants facts, promptly and accur- 
ately, and only a specialist, an expert in 
his line, can supply them. Most of the 
larger stores over the country are now 
using a separate set of salesmen who 
handle their office furniture business and 
work continuously with the sales force to 
make it a group of experts. 

On this outside sales force 


stores 


falls all 


the responsibility of increasing the sales 


By S. R. Evans, Manager, Furniture 
Department, Foote & Davies 
Company, Atlanta, Ga. 
output over the amount of business 
which would ordinarily be secured from 
customers calling at. the store. 

The outside salesmen should be as- 
signed a regular territory and held re- 
sponsible for producing a certain amount 
of business from this territory. 

Many methods of securing prospects 
have been tried successfully, but most 
of the live wires keep in constant touch 
with firms in their territory who are big 
buyers, and can secure a steady flow 
of profitable business by their familiarity 
with requirements for new equipment. 
New business enterprises as well as old 
ones moving their location offer a good 
source of business. It is necessary to be 
ever on the lookout for this kind of 
prospect and they may frequently be 
picked up through newspapers, a friendly 
acquaintance with the manager of office 
buildings, and a constant lookout for 
new buildings and alterations. 

We find that it is well to have a defi- 
nite policy regarding sales made on the 
floor to prospects who have been worked 
by the outside salesman. The average 
prospect is easier to sell when actually 
in the store than when called on in his 
office. The salesman, therefore, should 
have no reason to hesitate to induce pros- 
pects to call at the store and inspect the 


goods under consideration. Many pros- 


pects who have been interested by out- 
side salesmen are “closed” in the store 
by a floor salesman and the method for 
allotting credit for sales 


should be mutually satisfactory so that 


these store 
the salesman will be equally interested in 
closing the sale. 

It is usually best to keep a record of 
prospects turned in on daily reports to 
possible argument 
The report may also be used 


eliminate between 
salesmen. 
as a follow-up system. 

Newspaper and direct-by-mail adver- 
tising is being used more now than 
before. This is due largely to the de- 
sire to tie up with national advertising 
by leading manufacturers which, no 
doubt, is causing a growing demand for 
specific grades and models of many office 
furniture items. 

The selection of stock has developed 
along lines of standardization during the 
past few years. Responsible dealers are 
adopting well-known lines of standard 
merchandise and sticking to them rather 
than shifting at every opportunity to buy 
a cheaper article. The most desirable of 
all business, repeat orders, can be gained 
to any extent only by carrying a perma 
nent stock of standard goods which the 
customer can feel will be duplicated when 
needed. 

This policy also allows the salesmen 
and entire store organization to become 
more familiar with the lines carried, sim- 
plifies ordering and the keeping of stock 
records, and is now generally considered 


as good business. 
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Globe-Wernicke Steel Shelving Used by the National Marking Machine Company, Cincinnati—It 
will be observed that the 42-inch high shelving is used for a counter as well as for shelving. The 
higher shelving in the background is used to handle a wide variety of machine parts. 


Little Kinks in Office Furniture Arrangement 


FFICE furniture is a single line, 
but nevertheless we have given 
considerable thought to it. The 
writer has had not a little experience in 
this department and he finds that opin- 
ions differ on the proper methods of dis- 


playing and handling office furniture 
lines 

First of all, the arrangement of of- 
fice furniture stock, including filing 
equipment and safes, depends largely on 


1 


the size of the line carried and the 


amount floor space which can be de- 
voted to it. If a satisfactory amount 


of space can be given, I would earnestly 
recommend that the better grades of of- 
fice furniture be arranged in complete 
sets, namely a roll top desk with a table 
behind it, a swivel chair between them, 
several side chairs arranged at what 
would be the proper place for confer- 
ence and consultation. 

And here is one place where the aver- 
age dealer fails to increase his sales in 
volume by not showing with this desk, 
table and chairs the various items which 
can be sold at the same time with the 
desk, tables and chairs, namely the waste 
basket to match, smoker stand, cos- 
tumer, ink well set, wardrobe, a small 
stack of bookcases, and in a good many 
cases a small size safe. 

In the less expensive line of oak fur- 
niture, which is for general commercial 


use and is what is termed the “bread and 


By Erwin Stern of the Pembroke 
Company, Salt Lake City, Utah. 


butter” line, desks of the same pattern 
in various sizes should be set side by side 
so that the prospective customer can see 
the different sizes which can be sup 
plied. In typewriter desks, | would rec- 
ommend that the single pedestal drop 
head desk, the double pedestal drop head 
desk, the side pedestal desk with dis 
appearing attachment should be grouped 
together. 

For handling filing equipment, the same 
systems of floor space enter into the ar- 
rangement. If a dealer has sufficient 
floor space and stock the best system for 
display purposes is to arrange this filing 
equipment in system stacks showing the 
stack of cabinets with the proper index- 
ing therein for the various uses to which 
it is to be put, such as correspondence 
filing, purchasing agentg system, com- 
mercial report and credit systems, cata- 
logue filing, etc 

However, if the space is limited, I 
would recommend that the files be set 
up to show to the best advantage the va- 
rious styles of units which are made 
For handling safes, I have found the 
most successful method is to have one 
or two safes fitted up with filing sections 
and have one or two on the floor entirely 


empty and if the dealer can arrange to 
have the prospective customer see this 
safe, then arrange it exactly as he pro- 
poses to sell it with such sections and 
shelves therein as the prospective cus- 
tomer would use. 

The building blocks, as furnished by 
a number of the filing equipment manu- 
facturers are a big help, if properly used, 
to the outside salesman as he can paste 
up these in a safe so that the prospective 
customer can visualize exactly what the 
outside will look like. 

It has been truthfully said that it is 
easier to sell through the eye than it is 
through the ear and this method of show- 
ing exactly what the salesman proposes 
to furnish is much better than taking the 
ordinary catalogue and skipping from 
one page to another saying that we will 
furnish this section and that section, 
which the customer soon loses sight of. 

| have another suggestion to make for 
outside salesmen and that is, never tell 
a customer you are going to furnish him 
a No. 711 or some other number which 
does not mean anything to him. It is 
much better and easier for the customer 
to understand that you are going to fur- 
nish him a four-drawer steel file of a 
certain capacity which will hold his cor- 
respondence for one year. This carries 
weight to the customer and I have found 
it most profitable and successful. 
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View of officers’ section of the Mellon National Bank, 
Pittsburgh, equipped with Art Metal desks. 





Shaw-Walker document files in 
the vault of the Land Title & Trust 
Company of Philadelphia, the larg- 
est land title company in the East.— 
Two more double rows of files could 
not be shown in the photograph. 





Installation of Macey Italian matched office suite in the 
offices of the Atlanta Trust Company, Atlanta, Ga.—Goods 
supplied by the Ivan Allen-Marshall Company. 
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A view of the auditing department of the Mellon National 
Bank, Pittsburgh, showing Art Metal desks, filing equip- 


ment, counter and cage work. 








On this page are some 
illustrations showing in- 
teresting installations of 
a wide range of office 
furniture in wood and 
steel by some of the 
largest industrial con- 
cerns in the United 


States. 








pany. 





Installation of Shaw-Walker Hol- 
lerith cabinets in the office of the 
Penn Mutual Life Insurance Com- 
pany, Philadelphia——This includes 
720 drawers and is declared to be 


one of the finest in the country. 





Macey William and Mary suite in the private office of 
the president of The Nicolai Door Company, Portland, 
Ore.—Installed by the Pacific Stationery & Printing Com- 
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Installation in the offices of the Missouri State Life In- 
surance Company’s premium record department, equipped 


with 31 Shaw-Walker card index desks. 





Installation of steel bookkeeping 
desks of the Steel Equipment Cor- 
poration by Marshall-Jackson Com- 
pany, Chicago, in the office of the 
Continental Fire Insurance Com- 
pany of that city. 
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Another portion of the Missouri State Life Insurance 
Company’s index department where approximately five 


million cards 
cabinets. 








On this 
serve Six 
furniture 
presenting 


equipment 


page we ob- 
more office 
installations 
a variety of 


such as the 


modern industrial and 


commercial 


mands for 


concern de- 


the expedi- 


tion of business and the 


safeguarding of records. 











Directors’ room of the National Life & Accident Insur- 
ance Company, Inc., of Nashville——The chairs are from the 
Milwaukee Chair Company and the installation was made 


by Foster & Parks Company. 


are housed in Shaw-Walker card record 


ig ml Le 
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Four drawer Security files used in 
the offices of the Fidelity-Phoenix 
Insurance Company of Chicago, 
made by the Steel Equipment Cor- 
poration and installed by the Mar- 
shall-Jackson Company. 








Gunn Lino desks and tables used in the offices of the 
Foster & Kleiser Company of San Francisco.—Installation 
by The Gunn Furniture Company of Grand Rapids, Mich. 
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Installation of steel desks 
made by The Steel Equip- 
ment Corporation in the 
sténographic department of 
the Minnesota Mutual Im- 
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The Dealer and Steel Furniture 


O THOSE who are watching the 

office equipment situation for what 

it will tell us as well as for what 
it will make us in profits, it is apparent 
that steel is rapidly coming to the front 
It would even seem that the time is not 
so very far off when the dealer will 
find it profitable to establish himself as 
an exclusive steel furniture merchant. 
This will be especially true in the larger 
centers. In smaller cities with limited 
demands, a general line of equipment 
will, no doubt, remain the best bread and 
butter source. 

Today there are but a few dealers who 
will not report that steel filing equip- 
ment has the preference.in nine out of 
ten cases. Along with this equipment 
go the safe lines, steel she!ving and mis- 
cellaneous equipment. To make the lines 
complete for steel desks and tables only 
are needed. These are now manufac- 
tured in standard quality lines and some 
cheaper grades are finding their way into 
the market. Who can tell what the steel 
furniture manufacturers will be able to 
do in the next five years? 

The question is sometimes asked by 
those who are chiefly concerned with the 
sales promotion of steel desks and ta- 
bles: “Why don’t dealers push steel desks 
more ?” 

From my observation dealers are do- 
ing that as much as is consistent. It 
must be remembered that every dealer 
must make his overhead and expenses, 
as well as a profit. He has 365 days in 
the year to do it, less Sundays and holi- 
days. He can’t be chasing too many 
rainbows. The sale must be made and 
in the quickest time possible. If a dealer 
thinks he has an advantage by suggest- 
ing steel, he will do it, providing he 
knows enough about steel to make the 


By L. E. Fisher of the Wagner-Hen- 
zy-Fisher Company, Cleveland. 


Note—For a number f years Mr. 
Fisher was connected with the manufac- 
ture of steel furniture. Prior to the or- 
ganization of his present company he was 
sales manager for the Toledo Metal Fur- 
niture Company of Toledo, O., and be- 
fore that he was associated with the 
Fireproofing Company of 
Youngstown, O. He, therefore, under- 


General 


stands the steel furniture business thor- 
oughly and iis natural bent is logically 
toward it, but he nevertheless presents 
an admirable discussion ef the position 
of the dealer with relation to steel and 


wood, for he is now a dealer himself. 


sale. If he hasn't that contidence, he 
will stick to his first love 

It will, however, be a long time be- 
fore we see steel having the preference 
in desks, tables, etc. There is some- 
thing about wood that many of us like, 
and so long as it can be had at moderate 
prices we will buy it. 

My experience shows that a man in 
the market for office furniture consid- 
ers first his desks and tables. Chairs 
and files come later. To run counter 
to his ideas—wood—on the first item he 
asks for is quite a difficult task. To as- 
sist and to get more men to ask for steel 
or to be in a receptive frame of mind 
for the suggestion, will require a great 
amount of educational advertising both 
by the manufacturer and the dealer. 

The selling and display of steel equip- 
ment is very much the same proposi- 
tion as the sale of wood, except, perhaps, 
that it is a little easier. Having a dis- 
tinctive idea to sell a man makes the 


June 1924 
plement Fire Insurance 
Company of Owatonna, 
Minn.—This installation 
was made by the Louis F. 

Dow Company of St. Paul. 

job of selling more pleasant at ate 


Floor display of steel is simpler 
as a rule less stock need be carri 
works out to advantage in many 
The selling of any line or gt 
lines, however, depends not 
upon the lines as upon the men 
the selling. Pretty largely we 
according to the demand ‘J 


what the demand is, we must get 


after the business. Sitting at 


or loafing in the stock room on 


pretense, such as bad business « 
brings very little relief. If 
and find a man who thinks 
some new method of handling 
records, we should know enous 
our lines to adapt them t 
And then it becomes us well t 
the newer things we know of 
always wants what he asks for 
you think he asks for I had a 
for a card index cabinet in steel 
the sale and lost it the foll 


to a man who sold visible indexing 


customer was a man past fifty 
keen for new wrinkles, general] 
ing. 

Keeping after them, and gt 
learning as much as we can a 
newer and better things, will 
success. We always will sell mor: 
things we know most about, be 
go about looking for business 
items. There are three men itr 
cern—all members of the firm 
salesmen. Yet each of us sells 
things more often than others 
of us knew as much about all the 
as anyone of us knows about 
things, what a whale of a busi: 
could do! We can do that, but 


quires work. We are going te 


work, and reap the reward. 


a 
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Success in Office Furniture Selling 


FEW days ago, one of my friends 
in speaking of an office furniture 
salesman we both know, made 
itement, “Well, when Smith sells 
a firm once it is not very easy for any- 
one else to take that customer away from 
him.” When he said this my thoughts 
when an alert, up- 


standing man, back from the Argonne 


and Vieuse, wa d into my office and 
with little difficulty talked himself onto 
the pay roll, even though he had no ex 
periet the furniture line. He didn’t 
sav n 1 about his war record, but later 
we learned that he had brought back a 
scar or two with some medals And 
now after five short years his opponents 


in the rniture game are willing to con 
cede that he is a first-class fighting man, 
and is deserving of a few more marks 
of distinction for what he has done. 
What is there ab 
made him step out in front of the rank 
and file, some of whom have been in the 
business longer, and thought they were 


successful even before he started? Per- 


aps tl is one handicap they have 
which he has escaped. While he was 
elping to topple Germans, harden- 
ing his muscles, trainin g his powers of 
bservation, learning all he could about 
the fighting business, and developing a 
confidence in himself and a co-ordination 
of physical and mental powers that he 


has been able to transfer to his produc 


destructive fighting, 


they, during that same period, dete 
rior istead mproved. Order 
caine a little too easy then, and some 
thought when the sales jumped month 
y nth, it wa mostly to them- 
selves and their selling ability. And, so, 
instea rdvancing, they were in real 
tv d g behind, for they slipped into 
eas sluggis bits, mental and 
yh i The when the change came 
three or four years ag and there was 
ga necessit for | ard, consistent 
t selling not so easy for 

‘ ese . right about 

" " thet se from the 
" easy st throw them 
sel into the game with the old en 
thusiasm and determination that mark 

in any kind of contest. 

And reallv selling is not so different 
game we play. If we are g 

ng to make good must love it, and 
i the ef that is the first 

: ; f succes 

W ire Ty | b and Babe Ruth the 
two most striking gures in baseball: 
Why i it that they e done more t 
sell professional baseball to the public 
t ' ps am thers? They are 


heroes to millions of boys the country 


“Babe” goes the 


ut this man that has’ 


By C. C. Parsons, the Browne-Morse 
Sales Co., New York. 


Feel] 


; 1 
stands are full 


They have great natural 
ability, yes, but isn’t their hold on the 


public due more to the fact that they 


put into the game the same qualities that 
make success anywhere and mark the 
leaders in selling as well as any other 
form of endeavor? First of all, they 

ve the game and enjoy every minut 
of it. Critics tell us they are colorful 


plavers. Of course they are. There isn't 


a quiet moment when they are in the 
game. No shrinking violets they—every 
moment they are displaying their wares; 
absolutely confident all the time; they 
know their business thoroughly, and give 
their customers wl 


Cobb 


iat they want. Isn't 


always doing the unexpected, 
doesn’t he have his opponents guessing 
} 


aS 


from the moment he lands on first 


It isn’t merely luck that causes Babe 
Ruth to knock out a home run the only 
day the President sat in a box in New 
York, and another in the first World’s 
Series game, and still another in the 
opening game of the season. It is de 
termination, and reserve force, and th 
will to do that make success anywhere 

It seems to me the requirements are 
ot any different for selling office furt 
ture than they are for any other line, ex 
cept that we can’t use the “one time 
salesman.” Our men must be the ones 
vho can go back month after month 
ear after year, and deliver the goods 
to the same people. Perhaps if more 
firms fully realized this, they would in 
still a different spirit into their organ 
izations, and a sounder attitude for tl 
assume. Wail Street 


tell you it is the same old sucker 


salesmen to 


that keeps on buying the worthless sto 
But not so the buyer of office furniture 
Each and every sale must be satisfactory 

the user. Look over your own ledger 
and find out how many firms have bought 
once but have never come back agait 
[They didn’t get what they thought 
were buying. Perhaps the goods were 
not sold corr tly r deliveries wert 


broke di 


confidence. Wherever you find t gl 


satisfactory Something 


‘ . . ‘ 
a turn-over in the sales torce, you may 


sure thers something wrong 
Usually, by the same token, customers 
not coming back, on account of poor 
selling or satistactory deliveries r 
pt rl aps Care less an ling ympiaints 
and repairs 
You ask w ll this has to d 
he salesmar Everyone in the institu- 
t from the fice boy up has a part 


the selling, and the salesman is usually 


eflection of the atmosphere of the 


One of the most successful deal- 
ers told me a short time ago that when 
he talked with a regular furniture buyer, 
who came to him for the first time, he 
could usually tell where the man had 
previously been trading. “If he has a 
fear of substitution,” said he, “I know 
he has been dealing with A. If he calls 
n to the fact that Our people are 
irteous, I know he has bought of B, 
for everyone knows what a grouch he 
is. If he wants to be assured when we 
make a promise of delivery, we mean it, 
he is probably a customer of C, because 
they are notorious for making any sort 
of a promise when taking an order, and 
then trusting to luck to get by without 


a cancellation.” 


Requisites for Success in Selling. 

The requisites for an office furniture 
salesman are not very different from 
what we appreciate in any kind of sell- 
ing and that we recognize wherever we 
| find that I keep buying of 
the same old place year after year, and 
A isn't it sound procedure to analyze 
our own buying and then apply it to our 
selling? I like to buy of people who 
know the most about their business and 
who are sincere and honest. Most of the 
things I buy, I know so little about, tech- 
nically, that I have to depend on the 
when I find one with 
knowledge of his business, 
really sincere, and who apparently loves 
I find myself going back to 
him again and again. These are the 
qualities that win my confidence. It 
seems to me a house and its salesmen 
are accurately judged by the way they 
complaints. When anyone 

tries to put all the blame on me, even 
though | may be in a small measure at 
fault, or takes a long time to adjust the 
difficulty, I resent it and don’t want to 


1 
mouse 


attent 


see them. 


salesman So, 


hor ot 
thorougn 


his work, 


look after 


Don’t we talk too much about per- 
sonality, and shouldn’t we analyze it 
into its component parts and discover 
vhat the qualities are that make up this 
personality we admire in a salesman, or 
th in anyone? Give me the man 

with sound and healthy mind and body, 
arries with him the impression of 

ne who works hard and plays hard— 
I want a man who 
smiling even when he thinks of 

esent Congress, dawdling along, 

ting its time and our money. Let 
have a thorough knowledge of his 
siness and kindred lines in every 
detail, so that he can apply his wares 
to my needs with a nicety. Add an en- 
thusiasm about his work and his prod- 
ucts that makes us feel sorry for his 
How about tact,—which 
old lady explained to me was 


f action. 


competitors 


yne dear 
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5 + only another word for kindness, so that spark which animates all the other facul- the matched suite to the nar n the 
oe he makes us feel that he thinks we are’ ties. Train this so that it works along door, and then present this to a pros- 
4 4 right when sometimes we know that we _ the right line. Don’t waste it as too many _—spect’s vision in such an attractive garl 
me) are wrong? All these just do give a do on vain imaginings, nor apply it only that he wants that and nothing e! 

Re salesman so much confidence that he can’t to clever adjustments of expense ac- And as I look back over tl lescrip- 
Ba A , , : 
i at help but succeed. He must develop his counts and picturesque alibis for lost tion I have written, | find it fits Smith 
: q x powers of obseryation, so that when he orders. The imagination which brings exactly, only there is one characteristic 
ae steps into an office he can sense what it the return in satisfaction and money is I forgot to mention—he is about the 
hi. ee is that is needed even though the boss’ the kind which enables you to make a_ hardest working salesman on the force 
he | he hasn't yet realized it Add to these mental picture of an executive's office, And this is a big part ‘ Smitl 
: | ae . , : Ps 

BY that wonderful power, imagination, the build it up complete in every detail from succeeds. 
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Exhibit of Imperial desks made by The Imperial Desk 
Company, at a recent business show at the Y. M. C. A. 
ti at Evansville, Ind. 


Office furniture department in the business offices of 
Pierce, Inc., office equipment dealers at Hartford, Conn. 
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im | A striking piece of advertising by the Dia- 
iB mond State Fibre Company of Bridgeport, 
im i Pa., who have recently perfected a fibre 
he waste basket which can be finished to match 
: any style of desk. 











— 


ARNE mE 


15 SYR SY RAR! S| 


name 


June, 1924. 


OFFICE APPLIANCES 


BEFORE YOU TURN THIS PAGE, IF YOU PLEASE 


There follow sixty-two pages in which are presented the advertising announcements 
of the leading manufacturers of office furniture and supplies in the United States. These 
pages are interesting in design, layout and contents, and indicate an important change 
in the stationery and office equipment business in recent years, which is— 

That office furniture has become a dominating factor in the field. It has contributed 
to the advancement of the prestige of the business. Office furniture has won its com- 
manding place in this field because it rightly belongs there. 

Its peculiar value to the dealers is that it establishes a special point of contact with 
their customers. The commercial stationer secking business through his staff of salesmen 
outside the store is the first to learn of the furniture requirements of new concerns and of 
expansions and contemplated replacements among customers and prospects. The com- 
mercial stationer is the logical man to supply such furniture—the logical man to meet all 
the needs of the business office instead of only a part of them. And in the wake of 
the office furniture goes a multiplicity of other articles. The desk is merely an article of 
wood or steel—wvalueless for use without the accessories without which it cannot func- 
tion. There must be the desk pad, the inkwells, pens, pencils, clips, paper and envelopes, 
erasers, shears, the letter-opener—a dozen small conveniences the lack of which must 
be supplied by the stationer. The typewriter cabinet must have its accessories, also sup- 
plied by the stationer, and he must be prepared as well to provide the best there is to be 
had in the way of indexing systems and supplies for the letter and card filing cabinets, 
for without these the cabinets are merely finished lumber ingeniously put together. An 
expert on office furniture says that the dealers have hardly dipped below the surface of 
the possibilities which reside in the lines—possibilities which embrace everything which 
makes for the convenience, comfort, beauty and efficiency of the business office. Office 
furniture handled with interest, knowledge and enterprise can be made a powerful staff 
to lean upon—a real leader among the office equipment lines. It opens up opportunities 
for much more than unit installations or the equipment of individual offices, for included 
in the logical service of the office furniture dealer are big contract jobs such as the com- 
plete equipment of public buildings such as courthouses, schools, state executive offices, 
public libraries, etc., as well as the equipment of banks, public service corporations and 
the like 

With a reasonable investment the dealer can provide a sufficiently diversified stock to 
meet promptly the demands of his individual customers from day to day without obliging 
them to wait for fresh shipments. 

Manufacturers of office furniture are always willing to co-operate with dealers in 
explaining the uses of equipment, giving information as to the selling points, suggest- 
ing office layouts, cooperating as to advertising and publicity, supplying first class adver- 
tising material for mail campaigns, etc., so that the clientele of the dealer wherever 
located may be fully informed of what is newest and best in the office furniture line. 

Here is presented information concerning most of the lines upon which the success 
of the industry in this country has been built. A thousand office economies have been 
brought into being and made effective through the art of the cabinet maker and the 
genius of the inventor. The door of opportunity opens wide to those who inform them- 
selves with determination and intelligence and advance with energy to make success 
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Art Metal has helped us build one 


Yeo a 











R. L. McMeans, 


President 





ee 


—And From the iC/ 
Customer’s Standpoint 


Regardless of how your cus- 
tomer gauges the value of 
office equipment —whether 
from the angles of conven- 
ience, compactness, perma- 
nence, fire-resistance or 
beauty of appearance—the 
advantages of ART METAL 


are obvious and permanent. 





The same rigid high qual- 
ity that is found in ART 
METAL files is embodied 
in every piece of ART 
METAL equipment. You 
have the personal satisfac- 
tion of knowing that wheth- 
er a customer has selecteda 
card index, file, safe, desk 
or any other ART METAL 
equipment, that it will 
make good all your prom- 
ises without qualifications 
or reservations. 


Ar | 


JAMESTOWN, 


N 
Steel Offfguip 











Two Views of the Office Outfitters Company, Inc., 
Birmingham, Alabama 
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f Grgest office supply businesses in the South” 


a Art Metal 


— 








Be 
= UI 
| . - 
} . } 
cArt “Metal has helped 

ae (CATE etal nds helpe 

oint 
oa b . | b ° ) f 
rcus- | 
ue of | Ul d OUY OUSINESS . 
nven- i 
rma- | “Twelve years ago when we opened this store we selected ART METAL 
ce or | S 

the | as our line of steel office equipment. It is a great pleasure to say that 
STAL it has helped us materially in building one of the largest office supply 
a businesses in the South. The broad and liberal policies—the rigidly 
a maintained quality—the prompt shipments and unselfish service that 
died we have received—have served us well in enabling us to anticipate 
a ; and supply the public’s needs. 
; [ 

fac- | . , 
heth. “These features have aided us in our development and enabled us to 
pee see that 75% of all metal equipment in our territory is ART METAL. 
desk | 
bei “ART METAL becomes a doubly satisfactory line from the standpoint 
rom. | of profits—not only from the immediate profits on each individual sale 
tions | but from the repeat business that results from customers’ satisfaction”. 


B. C. McCoy, Secretary-Treasurer 
Office Outfitters Company, Inc. 


., NEW YORK 
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Taylors Master Line of Office Chairs 





A DOUBLE OPPORTUNITY 


An interesting development in the office chair business today 
is the inclination to use household pieces in the furnishing of 
personal offices. 


This pronounced tendency toward more individual and artistic 
offices offers the office chair dealer a real opportunity to grade 
up his business. 


It places him on a professional plane where he can apply his 
trained taste and experience in serving the class of customers 
who appreciate the finer and more distinctive results that can be 
achieved through this advanced idea. It widens the scope of his 
business by opening the way to important contracts for the com- 
plete refurnishing of executive offices and reception rooms. 


Embracing as it does, complete lines of both high grade office 
chairs and quality Windsor chairs, period reproductions in uphol- 
stered arm chairs, the TAYLOR franchise offers the dealer every 
advantage for cashing in on this new tendency. 


This double opportunity for increased office chair sales, aug 
mented by substantial odd period chair sales is well worth investi- 
gating. If you are interested, write us for details of the best way 
to put yourself in line for your share of this highly desirable 
business. 


The Taylor Chair Company 


Founded 1816 


BEDFORD, OHIO 





Ne. 193 No. 189L 
American Walnat Mahogany Finish 
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Many big buyers 
transfer in June 


[here are many good reasons for doing so. The dealer who will 
seil these reasons to those of his customers who transfer but once 


a year can develop a good volume of mid-year Transfer business 


Twice-a-year transferring makes it possible to get along with 
fewer high priced current files. It keeps current files at top-notch 
efficiency. File clerks do not work well with crowded files. Filing 
becomes an arduous task and is put off as long as possible, causing 
delay and inaccuracies. 


The close-of-the-year rush in December is greatly relieved by 
June transferring. Many concerns whose fiscal year ends July 
first, of course do the bulk of their transferring at this time 


Another factor which the dealer shculd take advantage of is the 


ever-increasing quantity of direct-mail matter now being received 
by all large concerns. Most of this is too valuable to throw away, 
but must be discarded for lack of filing accommodations. Here 
again transfers fill the bill admirably 

There are opportunities for real business in the mid-seasor 
transfer idea. Call on us for a letter campaign or for any help 


you need 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Boston, New York, Philadelphia, Chicago, St. Louis, Kansas City, 
Minneapolis, San Francisco, Los Angeles, Dallas, Roanoke, Jacksonville 
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oy Transfers are made in 


of cap, bill, check and ledger 


They can be furnished with 


ir rollers or without rollers. 


ou are not familiar with the 
‘ Line, ask the nearest of- 
f< catalog H-48 


BERLOY 
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COMPLETE 
SECTIONAL LINE 


YSZ 


‘ ADD -TO 
| SECTIONS 


i HERE price and quality are the prime con- 
sideration of the ‘“‘shopper,”’ the Invincible Sec- 
tional Files with their popular prices ‘‘fill the 
ie bill.”” They have an unusual high quality standard—at 

‘ a retail price about one-half the resale price of the 
higher priced lines. 


This “‘Shopper”’ market is the biggest of all—it will pay 
you—and pay you well. Sell the “Shopper” the 
Invincible—it is your way to good, quick profits. 


t 

i All Invincible Steel Files stand on their own merit. 
+ They are sturdy and attractive down to the smallest 
{3 unit. Steel permanence at the price of wood. Dignified 
f brush brass hardware, beautiful finishes in Olive Green, 
Mahogany or Oak. The Invincible Line is complete— 
ask us about it now—today! 


F va aan INVINCIBLE 
; Metal ‘Tipe in all METAL FURNITURE CO. 
sizes. . 
Manitowoc - - Wisconsin 
Chicago Supply House; STATIONERS WHOLESALE SUPPLY CO., 102 N. Wells St. 


9 



















e Tie to a Line that Sells 
i Easily, Quickly and Profitably! 





FOUR DRAWER UPRIGHT 
Meets the demand for popular priced 
files, assuring turnover and profit 
Write for information and prices 





INVINCIBLE METAL FURNITURE Co. 
Manitowoc, Wisconsin 


shh 
apf 


i Gentlemen: 
: Kindly send me full description and prices om the Invincible 
i line. 
Name 
Address 
Bi a60<nsanecesscctnwetesse State 
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Efficiency Plus Durability 3 
In These Filing Devices 





Improved Vertical File Pockets 


iberston 


ENVELOPES and FILING DEVICES 














IBERSTOK is made in so 
many useful filing, mailing, 





and carrying containers that one 
sale leads directly to another. 


Progressive dealers are han- 
dling the complete Fiberstok 





line and making two or three 


sales, and profits, instead of one. int Vertiedt iin Pasta 
e 
- ae ° ° ——_  —_— 
Display Fiberstok in its va- er, 
rious forms and you will be sur- al 
prised at the quickly increased regeees — 
demand for these practical, ee : 


eood-looking envelopes. 





On request we will gladly send 
you Free Samples of Fiberstok 
with Catalog 5 and a resultful 


selling plan for your territory. aa See | 
‘*‘National’’ Vertical File Folders—(Manilla) 


NATIONAL FIBERSTOK ENVELOPE CO. 


429-447 Moyer St., Philadelphia 
21 Park Row, New York 
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A New and 
Better 


Wabash 
Steel Tab 


The illustration at top shows the new 
Angled Steel Tab in two widths. Man- 
ufactured 1 and 1% inches wide for card 
and 2 and 4 inches for larger guides, 
the same as straight tabs, illustrated at 
the bottom of the page. 


The little illustration 
below shows the im- 
proved rod projection 
now furnished on all 
Wabash Steel Tabbed 
Guides when ordered 


Visible 
Smooth 


game |L1E new Wabash Steel Tab is easy to look at. The wide, 
Wes my «Open-faced windows in the tabs give greatest visibility to the 
SG) headings. The tabs are manufactured of cold rolled steel and are 
heavily coated with the highest quality black baking enamel, dipped 
and baked after the stampings are made and formed. The edges of the label holders are 
re-turned to insure smoothness. No eyelets are used in attaching these tabs to the pressboard 
guides and the surface of the tab is absolutely without projections of any kind. Papers can- 
not catch on the tab. 

There is no loose celluloid window to bother with, as Wafasf headings are furnished 
with celluloid fused to the label which assures attractive looking files and lessens the bother 
of inserting headings immensely. There is no more sturdy or durable metal tab on the 
market and dealers looking for the best will find the 
new Wabash. Steel Tab the complete fulfillment of their 


quest. 





Write us for full information on the profitable 
Supreme Quality Line. 





__ al 


SUPREME Wafash—_. 


WABASH, INDIANA 


ne 
TY 
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ENGLEWOOD 


DESKS 











sell on their merits as desks— 


on their value of service ren- 
dered. They sell easily and 
repeatedly because they are of- 
fice desks constructed and de- 
signed to render the utmost in 
utility—the actual reason for 
the desk. And that is what 
office workers need—utility. 


A greater utility 


Of course, Englewood Desks 
are basically sturdy, strong, 
rugged and made to withstand 
the continual use and abuse of 
the modern office. True, they 
are beautifully finished in all! 
the accepted standard finishes 
of the hour and sell for a mod- 
erate investment price con- 
sistent with the reliable qual- 
ity of the desks. But the 
strongest sales argument that 
they possess is the fact that 








they are built for utility. This 
is readily apparent upon ex- 
amination. 


Users know their needs 


A good display will move 
these models. A desk user in- 
stantly recognizes a desk that 
is built for him—built to rend- 
er the highest order of utility. 
Englewood Desks will sell on 
their own merits as greater in- 
vestments in service if you will 
give them a good floor display. 


The new catalog 


And a real percentage of 
profit follows steadily the sale 
of the Englewood Desk Line. 
May -we submit our entire 
proposition? You will cer- 
tainly want to look thru our 
new catalog No. 1-24, conve- 
niently arranged for instant 
reference. Just off the press 
and ready for Uncle Sam. May 
we have your name? 


ENGLEWOOD 
DESK COMPANY 


5816 Lowe Avenue 
CHICAGO 
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The User Selects Secwuty Transfer Cabinets 


A-Real Transfer Filing Cabinet Line that Is Built Mechanically Right 


A Complete 


Line 


108 Invoice Size 


Stack them from floor to ceiling 








Showing the ““SECURITY” Patented Tubular Construction that carries 
the weight of the stack. This feature prevents drawers from sagging 
and binding. All files from top to bottom glide smoothly in and out 
on steel rolls. 


119 Letter Size 


112 Legal Size 


114 Ledger Size 





PF ce. 
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~ . te 4 
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Over 1000 “‘SECURITY"” Steel Transfer Cabinets handle the semi-active 
filing for the Continental Insurance Company in their Chicago Office 





A Direct by Mail Sales Campaign that will get transfer 
cabinet orders for you is ready. Write for it. 


STEEL EQUIPMENT CORPORATIO? 
AVENEL, NEW JERSEY 


NEW YORK, N. Y. NEWARK, N. J. BOSTON, MASS. 
Makers of the full line of Security Steel Office Furniture 
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FOUR GRADES— 
—ONE STANDARD 


Imperial desks offer a style and 
size for every requirement and a 
price for every pocket book. 


Imperial Desks regardless of 
grade or price are made to one 
standard of manufacturing and 
construction. 


When you deliver an Imperial 
Desk you are supplying a reliable 
desk. You are sure it will render 


the service that is expected of it. 


-for every office US€- 0 crave 


Massive construction, enduring 
: ; , a ‘ quality, and worthy of the 
Imperial Desks sell readily, give satisfaction and produce best edices, Guareeeee’ Gels 
Mahogany and Walnut finishes. 








profits. They possess all the elements of success 


The design and finish is such as to attract attention. The 800 GRADE— 


choice and matching of veneers please the eye Superior quality, moderately 
priced. Quartered Oak, Ma- 


The first class workmanship, strong jointings and exclusive hogany and Welnut Finishes, 


construction features insure a life time of service. 
| 400 GRADE— 


Che completen *ss of the Imperial Line four grades, 100 An attractive, inexpensive 
grade of great popularity. 


styles—enables a dealer to supply the large majority of hi Quartesed Ook, Gaiam ae 


prospects. Walnut Finishes. 

\ fine high grade for the Bankers, a plain oak for the 300 GRADE— 
Shipping Clerks and two grades in between for the large in Oek, medern Gosten! 
middle class buyers completes a combination that results in a built, low priced. 


high percentage of sales and maximum profits 


Order a few representative samples and see for yourself Send for Catalog 24-J 
why Imperial Desks attract prospects, why they turn pros- 
ects into customers, build up a steady repeat order business 
I I i I 


and result in worth while profits for you. 


mperial Desk Company 


Lvansville - Inatana 
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Globe-Wernicke Office Equipment offers a standard 
permanent service for every business and at the 
same time meets the demand of modern business 
for efficient equipment that will economize in time 
and labor. 


THE GLOBE-WERNICKE 
Steel Upright File 


The many different styles of Globe-Wernicke Steel Upright 
Units (Files) offer a standard service for every business. 
They can be used singly or in batteries of 100 or more. 
Business efficiency is found in the easy-sliding drawers, the 
clearness of indexing in each file and the perfect blending of 
new units with those already in use. Side extension slides, 
of great strength, work smoothly and are noiseless 


GLOBE-WERNICKE 
Steel Filing Cabinets 


The unit idea as first applied in“horizontal sections to filing 
cabinets by The Globe-Wernicke Company has made pos- 
sible the Standardization of Office Equipment for everyone. 
Horizontal Steel Sections are in large demand by offices where 
floor space is at a premium—the Horizontal Sections can be 
stacked one above the other as high as is desired 


GLOBE-WERNICKE 
Steel Counter Height Filing Cabinets 
The great variety of different kinds of filing devices obtained 
in Globe-Wernicke Steel Counter Height Filing Cabinet is 
as extensive as in the full height line. Counter Heights sepa- 


rate the “Space for the Customers and Solicitors’’ from the 
office. They can be used as “Partitions” to separate various 


es im an office and at the same time serve as 
“Working Tops” for consulting large books, laying out 
plans, etc. 


Our catalog No. 822 will be mailed 
to you on request. 


The Globe “Wernicke Co. 


Dept. OA98 Cincinnati, Ohio 





Globe- Wernicke 
Steel Filing Cabinets 
(Unit Idea) 
Horizontal Sections 





Globe-Wernicke 
Steel Counter Height Filing Cabinets 








June, 1924 
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GLOBE-WERNICKE 
VISIBLE INDEX 


The patent method of maintaining hand posted card 
records. Necessary information, important to every line 
of business, given in a quick and most accurate manner. 


GLOBE-WERNICKE 
Structural Strength Safe 


Structural Strength in Safe Construction can only be 
had by the proper use of metals of sufficient weight to 
give strength. The Globe-Wernicke safe is stronger than 
any safe twice its weight. Structural Strength to with- 
stand a fall plus the crushing load of a collapsing building 
—Fire Protection—Heat Resistance—Thief Protection. 


GLOBE-WERNICKE 
Steel Plan and Map Cabinet 


An especially convenient method for filing plans and 
maps in real estate offices, architects’ offices, etc. The 
bottom of each drawer is } inch soft wood to hold the 
routing map tacks. Can be used on both sides. A 
Sliding Shelf Section is placed at a convenient position in 
a stack so that the Files which are too high or too low 
for easy access may be lifted out and placed upon the 
Shelves. This Section can also be furnished with one 
wide shelf instead of two. 


VD 





Our catalog No. 822 will be mailed 
to you on request. 


The Globe “Wernicke Co. 


Dept. OA98 Cincinnati, Ohio 


Globe-Wernicke 
Structural Strength Safe 
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Globe-Wernicke 
Steel Plan and Map Cabinets 
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An Office Suite for the Discriminating Executive 
Combining Rare Beauty and [ndividuality 
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No. 800 Office Suite 
COMPLET E——Roll Top Desk, Flat Top Desk, Table Desk, Telephone Stand, 
Waste Basket, Costumer, Chairs, Wardrobe, Umbrella Stand and Directors Tables. 


COMBINATION of skilled designing and matching. Rare, 
choice figured crotch wood artistically laid and joined 
so as to bring out all of its excellent beauty. Sunken 

panels in solid wood in all legs. All edges of tops show 

recessed panels cut out of solid wood. Fine mouldings 
requiring the highest skill of the cabinet maker. Finished in 
a rich shade of medium Brown Mahogany, and in Walnut, so 
as to retain and heighten the exquisite markings of the wood. 
Made in Mahogany with raised panels of the finest selected figured 
Crotch Mahogany and in American Walnut with raised panels of the 
choicest figured Walnut. Tops and Panels, five-ply laminated construction. 





A Suite to Enhance and Give Distinction to the Most Sumptuous Environment 
Four Other Complete, Matched Suites 


J. K. RISHEL FURNITURE CO. 
WILLIAMSPORT, PA. 


“A Thing of Beauty Is a Joy Forever” 
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One of the Nine Important SHAW-W4LKER Products 


Retail Price 


$1175° 


Delivered 
in your 
city 





Higher in 
the South 
and West 


Interior arrangements to 
meet any requirements 
at a slight additional cost 


SHAW-WALKER SAFETY VAULT 


Mr. Dealer 


You like to handle nationally advertised goods. It means a 
faster turnover and that means money in your pocket. 











The Shaw-Walker Safety Vault is a nationally advertised prod- 
uct, and there are others too. If you are interested in 


1. Making money 
2. Dealing with one of the best known firms in the field 


3. Real co-operation 
Then sign the coupon and send it in. 
We always have openings for new dealers in cities where we 


are not aggressively represented. Attach the couponjto your 
letterhead and mail it in. 


“Built Like a [ 
SI - SHAW-WALKER, 


SHAW-WALKER =e 





If you are not aggress- 
i represented in my 
city, I want to know 





STEEL 
WOOD SERVICE 
tS KNOWLEDGE , Name............+++- 











FRIENDSHIP | 


MUSKEGON, MICHIGAN | Addre88. «os. e sees eens 
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Terrell’s Storage Cabinets give the dealer a line that makes sales easy and 
5 at the same time affords him a good margin of profit. 
a Their sturdy construction, coupled with attractive appearance, makes an 
q instant and ready appeal to the eye of the prospective buyer. 
F | 
q No sale is lost to the dealer who handles Terrell’s line, because it is so com 
A plete that the requirements of any class of users are fully met. Ten stock sizes 
n to choose from. 
is The prices for Terrell Cabinets are as low as for the cheapest cabinet 
4 built, setting a new standard of value for quality, design and construction. 
fl Write for descriptive pamphlet and prices. 


Terrell’s Equipment Company 


Grand Rapids, Michigan 
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Salisbury 


Splendid quality—low prices—and saving in freight 

















Ask Us 
About 
Institution 


Contract 
Work 





W hat have you been paying 
for a plank-top desk like this? 


HIS is a fine example of Salisbury guarantee that the price will be, to you, 
production and the reasonableness the most interesting part of the offering. 
of Salisbury prices. Use the coupon. You’ll find a saving in 


freight, besides. 
It is listed No. 3 in the line, an Oak 





Desk, 30”x48”", with Quartered Plank Top, USE THIS COUPON FOR PRICES 
and finished in Golden, Fumed and Light SAS SEERY ARSC. FURNETURE OD. 
Office Finish, wax rubbed, or, if desired, OA1873 
Gloss Finish. oad Peete eee et ee 
In this style desk there isn’t anything Name - wlsicsnaiied 
made of greater value at the price. Stands ae... 8 re 
out in a crowd of desks. Anyone can see . 








Address. . nacccon sell aounéacteanne 





SALISBURY BROS. FURNITURE CO., Randolph, Vt. 


its quality. And the price—well, we'll 


S DESKS 4x» TABLES 


Samples in New York City at the NEW YORK FURNITURE EXCHANGE, 469 Seventh Avenue, Space 302 
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Stands 
for 


Quality 





eStablishes the true value and meaning of the word desk. For 


Stands 
for 


Quality 


the first time, in one desk, are incorporated all of the time-tested 
developments that make for greater efficiency and convenience, 
improved and refined, and in addition our own exclusive and pat- 














TRAOEL MARK REGISTERED 
(PATENT PENO'ING) 


All Wagemaker desks are fur- 
nished with or without the Neo Ply 
top (built as a part of the desk), the 
most scientifically constructed desk 
top on the market. Its soft, non- 
glaring surface is restful to the eye. 
It is easy to keep clean. It will 
wear as long as the desk itself. A 
flush moulded edge gives the top a 
finished appearance and makes the 
Wagemaker a fitting companion for 
the finest office furnishings. There 
is no top “just as good” as Neo Ply. 





THIS MAKES NEO-PLY. 
Pt 


NOING 


ented features of construction and utility. 

















ee 


FOR SPACE ECONOMY 


The Wagemaker reversed pedestal desk saves valuable offic 
space. The efficiency and use of two desks is secured h 
usually occupied by one. Each side has a complete three-drawet 
equipment to the right of the user, and a middle drawer vell 
Can be easily converted into a regular desk if found desirab! 

Designed and built by Wagemaker—this means the best in desk 
construction and is a guarantee of high quality throughout 

For offices employing a large clerical or sales force, this desk 
will make a strong appeal through the economy of its use of space, 
and is wonderfully well adapted for small partnership offices, where 
space is at a premium and where more than one person has use fot 
a small desk. This is another example of the completeness of th 
Wagemaker line and another feature of the sales insur hicl 
Wagemaker dealers possess. 

We solicit inquiries from interested dealers as we are a1 1s 
close remaining territories. 


STANDS FOR gyagsTyY 


Office Furniture 
Grand Rapids, Michigan, U.S.A. 








The approved top for desks and other surfaces. Simply 
~“ cut to fit and laid on. Adopted and recommended by 
thousands of banks and offices throughout the country. 
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You Can’t Beat - 
This Transfer Casé 


ID-YEAR transfer time 

brings up the question 
again of whether you handle 
the best transfer case. Look 
at the picture below. Anyone 
that knows merchandise as 
you do will see that the Van 
Dorn case is unusual in sev- 
eral particulars. If you will 
order a sample and compare it 
point by point with the case 
you handle, we think you’ll 
decide that you’d rather be 
selling Van Dorn’s than com- 
peting with them! If a change 
of line would help your bus- 
iness, thisisthe changetomake! 


Mastercraftsmanship-in-Steel 
CLEVELAND 


Branches Cleveland New York Chicago 


i. ‘Philadelphia Washington Pittsburgh 


THEVAN DORN IRON WORKS CO. 


123 














Tu 


124 OFFICE APPLIANCES June, 1924 






































from the Italian suite 


Macey Matched Suites Open New 
Avenues of Profit 


VERY business community includes a considerable 
percentage of people who are interested in creating an atmos- 
phere of distinction and discrimination in their offices. Pro- 

fessional men, bankers and women in business are almost wholly in 
this percentage and are potential prospects for Macey Matched 
Suites. This furniture sells at the price of good commercial designs 
and is tastefully executed in periods, the names of which it bears. 


Four suites, complete from desks, wardrobes and chairs 
to waste baskets and correspondence trays, afford choice for many 
preferences. The upholstered pieces are covered with velour, 
tapestry or beautiful hand crushed leather and curtains or other 
drapery are easily obtained to harmonize with them. The dealer 
carrying Macey Matched Suites is in position to co-operate fully 
with the architect or interior decorator with mutual profit. 





Macey Counter Height Files Serve Two Uses and 
Serve Them Better 


Macey Counter Heights are better for use as a counter 
or partition because of a special sanitary base arrangement (ex- 
clusive with Macey) which eliminates the grimy mop marks, foot 
bumping and scratches ever present with solid bases, and presents 
a neat, attractive appearance. They are better as files because 
of their superior drawer slide device and easy moving positive 
locking follower block and, being fitted for the Macey insert 
drawers, various filing sizes can be arranged to fit the individual 
requirement, from the dealer’s stock, saving time and expense 
in filling orders. 





If you plan an office furniture department or seek to better your 
present arrangements, you will interested in further details 
of the Macey Line—and we'll be mighty glad to supply them. 


THE MACEY COMPANY 


GRAND RAPIDS, MICH. 


Made in Canada at Woodstock, Ont. —— 
European Office at London. 
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Follow the Trend 


A distinct tendency for better office 
furniture, comfortable in use and at- 
tractive in appearance, is developing 
steadily and surely. Business men 
and bankers realize that true economy 
is based on quality, and that furniture 
of the better grade is essential to the 
well appointed office. The demand 
Ne. 1908 for high-grade furniture is continually 
increasing. 


B. L. Marble Chairs have a reputa- 
tion for uniform high quality. To this 
important feature is added the char- 
acter of design and finish which gives 
each number an artistic individuality. 
The dealer who has the B. L. Marble 
line is equipped to follow the trend 
and to go after the best installations 
in his territory. 





THE B. L. MARBLE CHAIR CO. 
Bedford, Ohio 





No. 1203} 
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No. 1560F 





No. 1560R 


D Announcing 
Our New Catalog 


of added and more attractively designed 


Desk and Table Numbers 


and 


OR W 
Wr wo > 


Inviting Dealer’s Requests 
for this issue 


Exclusive Agency Propositions Considered 


WESTERN FURNITURE COMPANY 


Blair Avenue and Palm Street ST. LOUIS, MO. 





No. 1660PTW 





No. 1660R 
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" Fz Pr Introducing Our New Metal Tab Guide 
Y Better—and your customers can see why 


Here is the new GF Metal Tab Guide. Superior in quality 
and design—-worthy of its place in the GF Allsteel line. 


One Piece Tab. The entire tab—( even the eyelets )}—made 
from a single piece of steel. Tabs cannot loosen—papers 
cannot catch. An individual GF feature. 


Heavy Baked Finish. Tabs are given a glossy, smooth 

black finish by two coats of enamel, each baked two 

hours at 400°. No sharp corners or rough edges. Cannot 

chip, crack or rust. 

Improved Index Holder. Embossed spring back holds the 

insert firmly in place. 

Materials. The finest steel obtainable for the purpose, 

and best quality 20 and 30 point pressboard. Both card 

and tab stand up indefinitely. 

Sizes. All standard sizes and tab positions. Orders for 

special sizes quickly filled. 
All GF Allsteel Equipment—desks—filing cabinets—safes 

office supplies, are designed to give permanent satis- 

faction. The line is complete, giving dealers the great 
advantage of complete orders without ‘‘fill ins.”’ 


Send for samples of these new metal tab guides and other 
filing supplies. 


THE GENERAL FIREPROOFING CO. 
YOUNGSTOWN, OHIO 
Export Dept.: 438 Broadway, New York City Cable Address: ‘*Genfire New York” 
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The Complete Line of Office Equipment 
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represent the 


highest type of office fur 
niture craftsmanship 
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tops are 1%” thick, built- 
up, five-ply construction 
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hand-rubbed to withstand 
the ravages of time, use 
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Conscientious manufacturing methods employed in 


the construction of the Bentley & Gerwig Line of office 


furniture have made possible the splendid record for serv- 
ice. Into these desks have been built that inherent abuil- 
ity to stand up under the worst kind of maltreatment 
about an office or wherever they are used. Carefully 


1 


and fully do they cover the various needs of the present 


day desk user. Utility only, has made a name tor them 
Will you permit us to send our latest catalog for your 


t i 


BENTLEY & GERWIG 
FURNITURE CO. 


perusal? You will find many things of real interest there 


Parkersburg, 
W. Virginia 


= new Bentley 
Gerwig cat Zz 


llustrates 






many imy 
merchandising 
features f 
entire line TI 
interesting pu 
lication is yours 


for the asking 
We would lil t 
have the oppor 


tunity to sé 
you a opy 
perusal Please 
note the «< 
structional fea- 


tures of the desk 
as outlined 
panel al 
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STEELCASE 


_Susiness Ba 





—found where business succeeds 


STEELCASE SAFES 


are built to Serve Best and Sell Best 


They serve best because they are built to do 
this—and they do—as is substantially proven 
by its big growing national acceptance. Not 
only do they easily meet al/ the requirements 
of the Underwriters’ Laboratories for Safety, 
but they also meet the exacting tests of 
modern day business for Safety, Beauty, 
Utility, Distinction and Price. 





What more could you, the dealer, ask for? 
Weigh the evidence carefully and you too will 
ultimately come to the profitable conclusion 
that Steelcase Safes are superior in every way. 
They are built in a variety of sizes and styles 
to meet every safe requirement, with either sin- 
gle or double doors, 
a | and with or without 
3 the class ““B’’ label 
) of the Board of Fire Underwriters’ Laboratories. 





All dealers representing Steelcase Safes know 
that every safe requirement can be met with the 
Steelcase line—and this at a price that builds 
satisfaction, good will and good profits. 


Know the STEELCASE Line 


| Not only in Steelcase Safes, but also in Steel- 
= case Desks and Filing Cabinets will you find 
! ‘ high quality standards second to none. The 

Steel Desks beauty of natural wood and the strength of 


Complete Line 





















steel have been combined to produce ideal . ;' 

office equipment. Drawers slide with silky A Book You Should Have 
Filing smoothness. Every feature reflects refine- 
— ments sought by discriminating business Send the Coupon 
Sectiona 
Batter» men. 
Counter - Metal Office Furniture Co. 
Height If you are interested in knowing more about the Grand Rapids, Mich. 


Gentiemen 








Steelcase line, your inquiry will bring complete 
and detailed information. 


Metal Office Furniture Co. 
Grand Rapids . Michigan 
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Please send me all the details regar sogueding Ue 
STEELCASE Line of Safes, Desks, Filing Ca 
etc., and Dealer Sales Promotion Helps. 
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Address ono vwesneeskdneee 





| 
I 
I 
I 
| 
I 
I 
| 
i 
I 
I 
; City ... State 
1 





Se ae ee 


sss Sep 








ene 


ee 


eee iat 


ten 


Se ep 





130 














OFFICE APPLIANCES June, 1924 


One Way to Get the “Cream” Sales 


You, as a successful retailer of office equipment, know that the fight 
for profits in that line is a long hard struggle until you get 
into the inner circle and get your share of the select ‘“‘cream™ 
business where the profits are—the quantity sales—the com- 
plete office installations, etc. 


Here, illustrated above, is our famous Jamestown Desk that arms you 
with the most effective ammunition for such sales—a superior 
hardwearing, low-priced metal desk that is packed with 
Quality from the enduring linoleum top down to the neat leg 
ferrules. 


Where can you find such a desk, at anywhere near the price, that em- 
bodies so many attention-compelling features such as these: 
Fabricated of Steel 


The same sturdy all-steel construction which is making so 
many friends everywhere for Jamestown Metal Desks 


Welded for Rigidity 
No bolts or rivets to become loose, every seam and joint spot 
or acetylene welded into one solid piece of metal. 


Wood Grain Finish 
A perfect replica of high.class, hand finished wood with Bat- 
tleship linoleum top and bronze binding. Richly distinctive 


Compact 
A general purpose desk that combines exceptional convenience 
with ease of handling drawers and slides. 

Knock Down Construction 
Easily knocked-down for shipment storage or moving. Can 
be assembled easily and quickly. 

Low Priced 


The low price appeals to the quantity buyer. The liberal 
discount makes this desk especially profitable to the dealer. 


Send for complete information regarding this money-maker. 





The Jamestown Metal Desk Co., Inc. 
JAMESTOWN, NEW YORK 





























More Space— 


More Files 
New System—Better Service 


One of the woes of a manufacturer is to receive an 
order for goods then not be able to make delivery until 
some time later than customer desires. This con- 
dition has existed in our Box File Department for a 
year or more. The continued increase in the volume 
of orders received compelled us to make some radical 
adjustments. We have met the situation by greatly 
increasing our box file manufacturing space—thereby 
increasing the number of customers we can serve in a 
given period of time; and the. installation of a new 
system for entering, following up and dispatching or- 
ders has also increased the efficiency of these features. 


Here’s the Result! 





Your Box File orders will receive more prompt and 
careful attention—deliveries will be more in accord with 
your wishes. Even so, we suggest you anticipate and 
place your fall order now. 


The ff Manufacturing Company 


162 Union Street 
Monroe - Michigan 


New York Chicago 


a Associated Stationers’ 
A. H. DENNY, Inc., 


Supply Company 
201 N. Franklin Street 


— 


52 Park Place 
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Scrap and Invoice Books 


Comprise a line of ready sellers and liberal profit producers for every stationer 
and office supply store. So well made that it is a pleasure to demonstrate them 
to your customers. The backs are solid wood with grooves into which are 
glued the inside pages, by a method which makes it impossible to remove the 
sheets without tearing. Several styles, designs and sizes give the line a latitude 
that will meet most any requirement. A few of these on your counter or in 
your windows are reminders of the many uses to which these 
books are put in the business office today. Let us give you 
complete information and quote you prices on an assortment. 








Strong 
Wearable 
Unbreakable 
Backs 





Get Ready Now 
for a September 
Sale to High 


to High School and 
College Students School and 
write College Students 


Let, us Tell You 
How tojSell them 





The i on Manufacturing Co. 


162 Union Street 
Monroe -3- Michigan 


New York Office—52 Park Place Chicago Display— 201-215 N. Franklin Street 
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Sill — 


Filing Folders 


are Standardized 
in Color 


Quality 
Weight 


Sizes 


An important feature you 
should not overlook. It 
guarantees satisfaction to 
your customer, means 
repeat business and elimi- 
nates trouble for you. 


We can furnish 
any kind ofa 
filing folder 
your Customer 
may require 


Talk with us about 
Filing Cabinet 
Supplies 


Theff/&> ManufacturingCo. 
162 Union Street 
Monroe -:- Michigan 


New York Office-52 Park Place Chicago Display 201-215 N. Franklin St. | 
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Box 
Files 
are an 


everyday 
source of 


Profit. 


Read 
Page one 
of this 

four page 
insert 
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No. 7684-5S One of our most popular 
numbers. ity production enables 
us to put value in this chair. 
in common with all our designs, it is 
made in four Cages pm 
leg chairs without arms, and 

chairs with and without arms. 





No. 7517-SSUBK with upholstered back and seat 


cushions—an excellent chair for any business office 


Dunn Chairs help you draw trade 


Prompting people to spend money for your mer- 
chandise is first a matter of preliminary campaign 
either by printed message or personal solicitation, both 
methods being founded on talking about the goods. 
The various features which combine to make DUNN 
Chairs durable, comfort-giving furniture of pleasing 
design give you much interesting information to put in 
your selling talk. ee 


The variety of the DUNN Lime, attractive designs 
and good values aid you in getting the decision after 
the buyer has entered your display room. All dealers 
who have examined them agree that DUNN Chairs are 
high quality. Their makers have been in business since 
1839 and have always enjoyed a very fine reputation 
for ingenuity in improving their output and for 
dependability of service. 


Though holding a position of leadership in the in- 
dustry, the DUNN organization aims to advance the 
line further in public estimation, and to do so, is endeavor- 
ing to assign all open territory, and working up a plan 
of more effective sales co-operation. Write for parti- 
culars and catalog. 
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John A. Dunn Company 


La Salle and 29th Streets Chicago, III. 


Gardner, Mass. Boston, Mass. St. Paul, Minn een ee 4 odes chats pt ae — 
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adapted especially for private secretaries, steno- 


For quickest service please address inquiry for catalog to nearest office. == Beep te - m and vy ~ 


appearance. 
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Jmpertal 


The Medium Priced Line of High Quality ; 


Vertical File Folders 


ARE YOU PAYING TOO MUCH FOR THEM? 
CAN YOU MEET ALL TYPES OF COMPETITION SUCCESSFULLY? . 


iS me 





isan ee a 


LOWEST 
PRICES 


HIGHEST 
QUALITY 





DOUBLE YOUR SALES 
WRITE FOR SAMPLES AND SPECIAL PROPOSITION TODAY 


|. Imp erial Methods Co. 


, | Forest te Illinois 
E. L. SIRUS E. P. GOLD E. V. BOGART F. W. CONNOR 
New York Los Angeles Atlanta Chicago 
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TWO NEW 
MILWAUKEE CHAIRS 


The accompanying illustrations 
show the latest additions to the attrac- 
tive Milwaukee line of fine office 
chairs. 





No. 840 EL 


These new numbers, made of fine 
selected mahogany and American wal- 
nut and upholstered in rich Morocco 
leather with antique finish brass but- 
tons, are designed as fit complements 
for desks and other office furniture of 
the finest quality. Substantial, com- 
fortable and dignified, they are made 
to satisfy those who appreciate the ae ee 
economy of high grade equipment. 





Complete information regard- 
ing the entire Milwaukee line, includ- 
ing these new numbers, will be sent 
promptly upon request. 


THE MILWAUKEE CHAIR COMPANY 
EXECUTIVE OFFICES 
624 SOUTH MICHIGAN AVENUE 
CHICAGO 


CHICAGO MILWAUKEE PORTLAND MINNEAPOLIS 
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need. 
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Who Makes the Best Automobile? 


If you drive one you probably find it best for your purpose but 
you would not contend that it is the best make and type for any 
object; different kinds of service require different equipment. It is 
the same with regard to safes; one size might be too large or too small 
for a given purpose; its insulation and framework might give exactly 
the protection needed, possibly more, and perhaps not enough. That 
is why Schwab makes a most complete line of safes. 


The Service a Schwab Representative Gives 


to his trade is especially valuable because of its accuracy. Just consider how 
exactly you can with formulae determine the character of a business, what part of 
its records essential to its existence (thus, how much space required); list the fire 
hazards both within and surrounding the establishment and determine what 
degree of protection is required. 


Armed with this information, your report and recommendations have convincing 
force; having described conditions you select the Schwab safe best fitted for them, 
and the sale is yours. 


Schwab have manufactured safes for more than fifty years; methods and product 
have been brought up to a high state of efficiency, The details of selling safes 
have also been thoroughly worked out and representatives are given first-class 
co-operation. Office equipment dealers or salesmen interested in the proposition 
are invited to send for further information. 


The Schwab Safe Co. 


LA FAYETTE, INDIANA 
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In this private office the presi- 
dent of one of the largest 
banks uses this type of chair 











A NEW COMFORT 





The Greatest Improvement 
In Office Chair Seating 
In The Past Fifty Years 


GET OUT FROM UNDER COMPETITION 


THE JOHNSON EAS-E-SEAT is ina class by itself—it is the only chair 
seat combining the best features of the three types of seats, with none of the 
disadvantages. It has the saddle formation of the wood seat—the softness of 
the padded seat—and the ventilation of the cane seat. Conforming to the 
sitting posture, it provides a hitherto unknown comfort for a full day’s work. 


Price ceases to be a determining factor when you demonstrate the new 
era of office chair comfort the EAS-E-SEAT offers—every working hour of 
every day—for years to come. 


A vast market awaits you—a market full of sales possibilities. Every office 
is an immediate prospect; every desk worker whose efficiency is worthy of 
increasing is a prospect for your sales efforts. 


Other dealers cannot compete, 
When you are selling the EAS-E-SEAT. 


The EAS-E-SEAT is one of the many exclusive features which the Johnson 
line offers to you. Send for special booklet showing the patterns made with 
the EAS-E-SEAT. 


JOHNSON CHAIR CO. 


(Show Room and Factory) 
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Suitable and Standard 


Office equipment salesmen whose lines are designed to meet the 
general demand, have the steadiest volume and, through the year, the 
most profit. The extensive Canton Steel Line includes all sorts of 
filing drawers, compartments, and shelves in standard sizes aptly 
arranged for reference. 

Serving all sorts of industry, the Canton dealer needs but a 
hustling optimism to become leader in his field, for Canton gives full 
co-operation. Inquiries that come to you for items outside the stock 
line can be satisfactorily answered; if occasion requires, specifica- 
tions will be drawn, and the special work performed at minimum cost. 
Write for our “different from the others” proposition. 


THE CANTON ART METAL CO. 
CANTON, OAIO. 


June, 1924 
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QUALITY 





Reg. U. S. Pat. Office 


SERVICE 


BOSTON INDEX CARD COMPANY 
113-115 PURCHASE STREET 
BOSTON - - - MASSACHUSETTS 
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A New Idea 


that is worth the careful consideration 
of Every Office Furniture Dealer 





NEUTRAL POSITION 





AT EASE 


RITE POISE 


WINDSOR OFFICE CHAIRS 





As you have doubtless presumed, this RITE POISE design is 
based on the old Windsor type, so universally popular in times past. WORKING POSITION 
This feature, while giving the furniture a distinctive appearance, is 
but one of its many points of superiority. 





By deepening the seat and moulding it and the back spindles to 
fit natural body curves, our designers produced a model of supreme 
comfort. In the arm chair, the back is high enough to give balanced 
support in the “ease” position. The angle of the back with the seat 
is adjusted to throw the body weight partly on the thighs, encourag- 
ing an erect posture, scientifically correct and easy to maintain. 








To add convenience and utility with comfort in any position, the 
seat is mounted on our patent “Duplex” iron, providing the standard 
swivel and backward tilt motions and, as an exclusive feature, a for- 
ward tilt motion, which has proven a distinct improvement in office 
chair construction. 


There is a Windsor RITE POISE Chair made especially for stenog- 
raphers and clerks. It is without arms and has a low back, giving 
perfect arm freedom and making it especially useful in close quarters. 

Windsor leg chairs are provided, with or without arms, as com- 
panion to the swivel types. 

The finish is lasting and beautiful; it maiches standard office fur- 
niture finishes. 


DEALERS who have examined these chairs are enthusiastic re- 





garding the possibilities. We shall be glad to send you further infor- NEUTRAL POSITION 
mation. 
Manufacturers 





78-100 Sudbury Street Boston, Mass. 
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LEMCO 
DESK. 

















TRADE MARK 


“Clemco Corinthian Suite 


The “CLEMCO” Corinthian Suite illustrated 
on this page is made for the ever-growing num- 
ber of business institutions, banks and public 
offices which appreciate and demand good fur- 
niture. Notice the artistic lines of the design-— 
rich and ornamental, yet quiet and dignified. 
With this character in appearance is a quality 
of material and workmanship which insures 
the highest standard thruout. 

“CLEMCO” period furniture also includes 
such designs as “CLEMCO” First, Colonial, 
Hepplewhite and others. In all of 
them tone and harmony of the various 
units are emphasized, while the actual 
utility is beyond that of the usual run 
of high grade office furniture. 










The sale of period 
suites offers attractive 
opportunities for en 
terprising dealers. As 
a step forward prepar 
ing for this profitable 
business we _ recom- 
mend a study of the 
handsome “CLEM- 
CO” catalog, sent free 
upon request. 


THE 
CLEMETSEN 
COMPANY 


3401-61 West Division St. 
CHICAGO, ILL. 
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After all--- 
= e 
it’s profits 
You may believe in selling the 

highest grade of quality mer- 
chandise—you may tend toward 
the purchasing and selling of me- 
dium priced goods and then 
again you may have a class of 
trade that demands what is 
known as the commercial grade 
of merchandise. But no matter 
what you sell, your ultimate in- 
terest is in building a reputation 
which will increase your profit. 
It’s profit after all. 


Ravenswood specialties repre- 
sent a moderately priced line of 
glass desk pads which will build 
your good will and reputation 
and will yield most excellent 
profits. 


RAVENSWOOD 
Office Specialties Co. 


Originators of Glass Desk Pade 


1800 Newport Avenue, 
CHICAGO, ILL. 
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Guaranteed 
Chair irons 














No. 336 | 


“All Steel’’ 
Typewriter Chair Iron 
Light and Graceful 
but 
Unbreakable 
Smooth and Noiseless 


in 
Action 


CATALOGUE ON REQUEST 


MADE UNDER OUR OWN PATENTS 


COLLIER-KEYWORTA CO. | | 


GARDNER, MAS6E., U.S.A. 
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DIETZ 
DESKS 








Excellent construction 
—neat, efficient and or- 
ganized arrangement— 


attractive and lasting 
finish. 


An extensive line of roll 
top—flat top and type- 
writer desks. 


We will send you our 
illustrated catalog on 
request. 


THE J. F. DIETZ 
COMPANY 


CINCINNATI 
OHIO 


Established 1881 
a Ee eT 
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St. Johns 
Office Tables 


dominate in business 
offices from coast to 
coast. 


Why this 
Popularity ? 


Because the three essen- 
tial items that enter in- 
to the making of a ser- 
viceable table: design, 
constructional strength, 
and a deep, hard finish, 
are superior to 
those in any other 
line of tables 
manufactured. A 
fact that we can 
easily prove. 


Dealers every- 
where are cleaning 
up big profits on 
this line. 


Why 
not 
You? 


Catalog sent on 
request 


ST. JOHNS 
TABLE CO. | 
Cadillac, Mich. 2 ¥ 
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THE BASKET WITH THE 
RUBBER CUSHION CORNERS 


The Basket That 
Sells On Sight 


Because it’s the best metal waste basket in the 
world—because it can hob-nob with the best office 
furniture—is the reason for its popular acceptance. 


The “Victor”’ is the only metal waste basket made 
with rubber cushion corners that protect your office 
furniture. Harmonizes in style with any office 
equipment, is indestructible and absolutely fire- 
proof. Choice of finishes—-Mahogany, American 
Walnut, Quartered Oak or Olive Green. 


100% Profit For You 


Every “‘Victor’’ Metal Waste Basket that leaves 
your store is 100% profit to you. And every 
**Victor”’ will sell another in quick order! Just dis- 
play a few ‘‘Victor’s”’ in your window and watch 
them go! Thousands have been sold—thousands 
are needed. 


Send in the coupon below for details on this profit 
builder. It sells itself and other goods as well. 
You can’t afford to overlook it. 


Metal Office Furniture Co. 
Grand Rapids, Michigan 


—found where BESELEARE, 


Metal Office Furniture Co. 
Grand Rapids, Michigan 

Please send me information and dealers’ prices on VICTOR 
Metal Waste Baskets. 
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Desks 
‘Tables 


and 


Radio Cabinets 


The Quigley Furniture Co. 


Whitesboro, New York 
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of his installation, at the same time making 
substantial profit for yourself. 


But. the FURNAS LINE is not just an occasional sales 
line—it is a complete line of accessory office furniturs 
for which you have inquiries almost every day it is a 


steady money maker. Let us send you our catalog a 
proposition. 





INDIANA 
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THE FURNAS CALCULATOR DESK 
REQUENTLY, your friend, the Comptomete 
salesman, can tell you of large installations of 

his machine. With the FURNAS DESK you can 

co-operate with him by increasing the efficiency 


FURNAS 


OFFICE 
FURNITURE 
COMPANY 


INDIANAPOLIS 
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SUPERIOR FURNITURE CO. 


Formerly Grand Rapids Office Chair ots 
MAKFRS OF HIGH GRADE OFFICE CHAIRS 














No. 429% 
Catalog and price list on request 


SUPERIOR FURNITURE CO. 


37 LOGAN ST., S. W., GRAND RAPIDS, MICH. 
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REPUBLIC TRANSFER CASES 





Distinctive Features are— 


Genuine Red Oak 
Absolutely Kiln-Dried 
Slide on Fibre Rollers 


Label-holders and Handles 
bronze plated on steel 


Stack perfectly 
Nicely finished 


Three Sizes; Letter—Cap—Bill 
Write for Prices 


The Republic Box Co. 
1693-1711 Merwin St. | CLEVELAND, OHIO 


NOTE —We sell to the trade only 
























































Tell the file clerks 


how! 


The package enclosure advertising in 
the Oxford line tells the file clerks 
how to improve the efficiency of 
their files, to the benefit of the dealer 
selling them. 


This advertising shows them the 
advantages of indexing files with 
guides at frequent intervals. 


It shows them the saving of time 
in not overloading folders. 


It introduces other items in the line 
and tells of their uses. 


In all these ways it creates business 
for the dealers handling Oxford Fil- 
ing Supplies. One directly traceable 
result shows an increased sale of 
88°, for our dealers over last year 
on one of the items of our line. 


This distinctive feature is contained 
in a line that is competitive in every 
respect. Send for further informa- 
tion, with samples and price list. 


Oxford F ine Supply Co.,382 Jefferson St. 
BROOKLYN, N. Y. 


Please send further information with samples 
and price list as offered in June O. A. 





Attach this to your letterhead) 
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“<U.NEED-ME’? 


(REGISTERED) 


| 
OFFICE SPECIALTIES FOR THE DESK AND CHAIR | 
| 





Flexible Desk Pad No. 4431 Glass Desk Pad No. 020 





Work Distributor No. 301 


Linoleum Desk Tops and 


Linoleum Desk Pads : d 
No. 9 Chair Pad—Three Colors Chair Cushion No. 992 


GEO. E. FOX & COMPANY 325 W. Ohio Street CHICAGO | 




















GUNN JINO DESKS 


With Inlaid LinoTops ;/tented and All Styles-All Finishes 


Excel in Service, Beauty and Real Desk Comfort. Our con- 

struction insures an Air Tight and Moisture Proof joint, where 

Wood Border adjoins the LINO. 

LINO is our own specially prepared fabric, scientifically treated, 

making it impervious to stains. 

LINO provides the ideal writing surface. The soft shades are 

restful to the eyes. 

LINO eliminates glass and desk pads. 

“It isn’t a LINO unless it’s a GUNN.” 
Made in Grand Rapids 












Catalog and Sample of Top 
Mailed Without Charge 


THE GUNN FURNITURE 
COMPANY 
GRAND RAPIDS, MICH. 


New York Salesrooms: 11 East 36th St 
Los Angeles, 312 West Tenth Street 





PRESTON FURNITURE CO., Ltd. 
PRESTON, CANADA 


Gann dealers benefit by similar ads in 
Saturday Evening Post and System 
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Leaders 


in Business 
Service 





BYRON NO. 25 


; Drop Head Type- 
[The office equipment salesman has a writer Desk 
responsibility to his clientele in quick, 

economical and exact supply of required 

articles In selling office desks, every 

salesman, no matter what territory or features of BYRON Desks. In reducing time and effort needed 
kind of trade, can better fulfill that for writing a letter, filling out an order or invoice, making a record, 
responsibility if he has a working knowl- phone call, etc.. BYRON offers a superior service. 

edge of the BYRON line. 


There is a good profit for dealers and a steadily increasing 
Appearance that dignifies and harmon volume in the BYRON line. Descriptive matter and propo- 
sition are yours for the asking. Write us about your territory. 


izes in most office interiors, framework 
of extra strength to resist the shock and 


strain of years of service and arrange- Woodland Ave. 
ment of space designed to cut out a full BYRON DESK CO. LOUISVILLE, KY. 


third of ordinary working motions, are 
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Imperial Special Steel Furniture 


This omnibus was built for the 
special requirement of a bank 
customer. It is part of one of the 
many installations of built-in furni- 
ture we have designed and installed 
in the past eighteen years. Our 
facilities and experience in filling 
the wants of large corporations, 
banks and courthouses is such 
that solid, durable equipment of 
minimum weight is produced at 
cost rivalling stock lines. 


Our service is rendered in co-op- 
eration with the local dealer and 
as we specialize on built-to-order 
| work, we give best service. Keep 
in touch with building plans of the 
public institutions in your territory | 





— 
a 


and let us co-operate with you. 
Write for particulars. 








IMPERIAL STEEL CABINET CO. 


2130-2152 Fulton Street CHICAGO, ILL. 
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No. 7070 Work-less 
Desk ipped with 
Lamp Unit which is 
an extra 


"THE UHL STEEL 


ITEMS SOLD LAST YEAR 
ARE SELLING THIS YEAR’S 
OUTPUT! 


Many dealers who stocked UHL STEEL 
office equipment for the first time last year, 
sold a nice volume and made good profit. 
This year, their business is greatly increased 
because so many of last year’s buyers are re- 
ordering. 


Office workers are paid 
for results in the fotm of 
clear, available records, 
prompt handling of ac- 
counts, attractively worded 
and typed’ correspondence ; 
in short, ideas crystallized 
in the form of written No. 50-56 

ene . File Stool 

words. UHL STEEL fur- 
niture enables them to pro- 
duce these results with least 
amount of time lost in prep- 
aration and least fatigue. 
UHL STEEL construction 
is of such durability that an 
instance of UHL chairs or 
stands wearing out is al- 
most unknown. 





Office Equipment Retailers No. 7800 
will be interested in our catalog “Little Dandy” 
of steel furniture and especially Menufecturersof Ubi Siee 
in the descriptive matter on Uhl Furniture, Typewriter 


“Postur” Chairs. You cannot Choirs, Posty Chairs, 
2. os on adies, anaes, a 
afford to miss this opportunity. 77, and Doctors 


Write today. Equipment 4 aan 


The Toledo Metal Furniture Co. 


1312 Hastings St. TOLEDO, OHIO 























A NEW 


EXCELLO 
TYPEWRITER 


DESK 


This is a real typist’s desk, suitable for any op 
erator and any standard typewriter, yet measures 
only 36x24 inches—a minimum space required 
Light golden oak and medium dark mahogany fin 
ishes—high grade Excello quality throughout. 


Send us a small order for this number and show 
them to your trade; it will be a pleasure to fill 
your request for full details. 


EXCELLO 
PRODUCTS 
CORPORATION 


4820 West 16th St. 
Cicero, Illinois 


All freight shipments made 
from Chicago 


























PREMIER 


All steel Tables and Stands 
with fabrikoid covered tops. 





No. O-30 


BUILT FOR BUSINESS 


That means in these days, a high- 
ly efficient, most practical and 
needed, piece of office equipment. 


Send for circulars to 


PREMIER BED CO. 


Chicago Office, 2808 Logan Blvd 


J. W. Messimore, General Sales Director. 
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Steel Age 
Filing Cases 


A very high grade 
line of filing cases 
massively built and 
handsomely fin- 
ished at attractive 
prices. 


Corry-Jamestown 
Manufacturing _ 
Corporation’ * 
CORRY, PENN. 
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TARD INDEX°F LING SUPPLIES: 


a OiFIiLe Xo 
DEALER DISTRIBUTION EXCLUSIVELY 









































The Mark of Service and Satisfaction. 


BE PREPARED 


Transfer time is coming in July 


In many files Guides should be trans- 
ferred as well as folders. 


WE ARE OFFERING LETTER SIZE 
PRESSBOARD and MANILA GUIDES 
AT ATTRACTIVE PRICES. 

Write for samples and prices 
ANTICIPATE YOUR NEEDS WITH 
A STOCK ORDER AND FEATURE 
THIS OFFER IN YOUR ADVER- 
TISING 


THE DUNLEAVY COMPANY 


J. Frank Dunleavy, President 


34-38 Binford St. Boston, Mass. 
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Patent Pending 





The 
Heart of the Chair 


Thejultimate performance of an office 
chair is dependent upon the chair 
iron used in construction. Of little 
benefit and use is a well designed and 
beautifully finished chair if the chair 
iron—the heart of the chair—is not 
of the best. The careful selection 
of irons is essential. 


Bettcher chair irons will give every 
chair user 100% service. Theseirons 
are the result of years of intensive 
investigation and scientific research. 
They are designed to offer the user 
every possible comfort permitting 
easy adjustment and guaranteeing 
perfect performance. 


There are no excuses offered for 
Bettcher chair irons because we know 
they are made according to correct 
design—of the best steel and iron 
obtainable—and thoroughly tested 


with an overload weight before they - 


are shipped. That means triple 
assurance. 


The whole story concerning the 
Bettcher processes and products isin- 
teresting and profitable. Write for it. 


THE 
BETTCHER STAMPING 
AND MFG. CO. 


3106 West Sixty-first Street 
CLEVELAND, O. 





OFFICE CHAIR IRON 


i 
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Assurance 


of standardized merchandise allays all 
doubt as to advisability of handling, as 
your trade will always demand items of 
this nature. 





Select the most practical, from the 
standpoint of price, quality, and appear- 
r ance. Your customers will do the rest 
providing your stock is complete enough 
{! to take care of their immediate require- 
ments. 


When you are in need of standardized 
office chair cushions or felt chair pads, 
write the 











ECONOMY SEAT COMPANY 


1824 Albert Street Chicago, Illinois 














Mr. Filing Cabinet Dealer:- 
A Lead for Bigger Steel Filing Cabinet Business 


ee 
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The more rigid your comparison of construction, elasticity and adaptability of 
Steel Filing Equipment the more pronounced will the sales possibilities of this 
new line appeal to you, and the more you compare, the better the prices on the 
600 Line will look to you. Let us tell you about it. Ask and you shall receive. 
And remember, It's a better file, if made by 


AURORA METAL CABINET WORKS 


AURORA, ILLINOIS, U. S. A. 
Eastern Representative: A. H. DENNY, INC., 52 Park Place, New York City 
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OU can pay more—true. But you can’t get more desk per dollar 

investment than in a “built true—clear thru’’ Hoosier. And your 
assurance that we stand behind this statement—-your customer’s assur- 
ance that you will stand behind this guarantee is the Hoosier trademark 
on every desk sent from our factory. 


And why? Hoosier Desks are demonstrating everyday—we have many 

proofs of the fact—that they are wear proof. Made so well that mov- 

ing parts, such as sliding panes and drawers, remain intact, operating 

smoothly and easily. The carefully fitted joints resist the most rigid 

tests. Wear only demonstrates the fact that you can pay more but you ppm 
ighty sty: 


can’t get more desk per dollar invested. and 
Hoosier Desks 


There is a comfortable margin of profit for you as a retailer, and you will find in Cata- 
log F, proofs of these facts. May we send you a copy? 


HOOSIER DESK CO. 


JASPER, INDIANA 









































Our factory lies in 
the center of the 
great Indiana Oak 
country. 








New Items in the Polar Line 


MEDIUM PRICE GLASS DESK PAD PERPETUAL DAILY BANK 
COUNTER CALENDAR 





No. 52—Size 18x24 
No, 53—Size 20x34 


COIN-TILL AND NOTE TRAY 





No. 4, Mahogany or Oak 
AMERICAN WALNUT LETTER TRAYS 





No. 5343, Maple 





POLAR MFG. CO. ‘hae. situs ‘se: me ee 
and Price List 














ad ean 


PAS PST SR es 


US et 


er 


cS Ee 
Zz 7 








156 OFFICE 





APPLIANCES June, 1924 











is Most Effective with 


CONRADES 


*“*better-built”’ 


CHAIRS 


Starting right is half the battl—merchandise that 
meets most demands of modern business and meets 
them better, is just the best thing that could happen 
to you. When it comes to office chairs, we believe 
you will find the Conrades line meets your trade 
requirements with complete satisfaction. Conrades 
“better-built” Chairs are business builders of the 
first order. Let us send you detailed information. 


CONRADES MFG. CO. 


1942 N. Second Street St. Louis, Mo. 


Be 








Sales Effort ee 


You sell more Filing Cabinets when 
you show the Goods and mark the 
price. 






























Always your 
customer wants 
to see what 
value he is get 
ting and how it 
compares with 
the price. Show 
him this B« 
son cabinet, 
quote the cost 
and you will 
be sure to im- 
press him with 
the favorable 
comparison. 


Let us send you 
our illustrated 
folder detailing 
its features. 


Write today. 


New York 
Representative: 
JOSEPH WALLACE 
941 Leggett Ave. 


Chicago Supply House 
Stationers Wholexale Supply Co, 
Times Bidg. « 





The Bentson ONE i Co. 


AURORA ILLINOIS 














SATELLITE 
Its SERVICE Sells 


The SATELLITE 
Typewriter Stand 
attracts sales 
by reason of it« 
uniformly ex- 
cellent service. 
Heavy enough to 
provide a steady. 
un-tip-able plat- 
form, yet easily 
moved about on 
large, quiet cast- 
ers and adjustable 
exactly to the 
most comfortabie 
position for op- 
eration of the 
typewriter. 


Dealers find 
SATELLITE ” 
popular, fas t- 
selling item. The 
price is reason- 
able and the 
margin warrants 
best sales effort. 
Write to Depart- 
ment A for de- 
tails. 





Adjustable Table Company 


Grand Rapids, Michigan 






































JOFCO 
Office Desks 


Durable and Responsive 


Though new to the trade, JOFCO DESKS are 
produced by men of long experience in this field 
and are designed to meet popular requirement. 
They include a complete, representative assort- 
ment in three grades; light golden oak finish is 
carried in stock ready for immediate shipment— 
other oak finishes and mahogany are supplied at 
short notice. 


Our policy provides for distribution through 
office furniture dealers and our catalog is de- 
signed to aid in that sales method. We shall be 
glad to have your inquiry. 


Jasper Office Furniture Co. 


Jos. M. Sturm J. M. Schnaus Vic. F. Sturm 


Vice-Pres. Sec’y-Treas. 


President 
JASPER, INDIANA 
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The man who wants a desk 
wants a cuspidor 


—if not every time, at least often 
enough so it pays your salesmen to 
suggest it along with other “desk 
accessories.” 


The AMCOIN line gives you 86 
neat, practical designs in nickel- 
plated or polished brass. Finest ma- 
terial and workmanship. 


The FAVORITE 
(see illustration) is 
a ready seller for 
offices, hotels, or 
homes. Two sizes, 
10 in. or 8% in. 
diameter. Either 
size in polished brass 


or nickel - plated 
finish. No, 1260 





W rite for the Aldrich Cuspidor Catalogue 


Aldrich Mfg. Co., Inc. 


57 Illinois St. BUFFALO, N. Y. 
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HEARD AFTER HOURS 


(Scene: The average office. An average 

colored janiter reluctantly pre- 

paring te empty his daily dozen 

waste baskets.) 
ag ‘sf OOK at that thing. They 
Ve «calls it a waste basket. 
Waste is right. Time waster. 
Every night I spends my time 
=» pickin’ up pieces of paper 
ee these wire an’ wicker 
things is supposed to 
hold. 

“I wisht these folks knew about them 
baskets Mr. Jones bought way back before 
the war. He has baskets as-is all basket 
and no waste. Ain’t no holes for papers to 
dribble through. What’s more, he never 
says to handle the baskets easier or get 
fired. Can’t hurt them baskets. Light to 
carry and hard to break! 

‘But these other open-faced baskets 
break easy. And I’m the boy what 
breaks ’em! I drops these leaky kind 
extra hard and I| poke ‘em 
rough with the broom—on 
purpose. 

“Some day these folks’ll get 
baskets that don’t let the 
paper fall through—then I'll 
quit smashin’ ’em. | can’t bust 
them VUL-COT baskets even 


if I wanted to!” 










* * * * 


We guarantee VUL-COTS for Five Years— 
in writing—because they are made from practi- 
cally indestructible fibre. Some VUL-COTS 
have been in service forty years. 

VUL-COTS are fast selling profit-makers for 


you. Send for catalog and price list. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Del., U. S. A. 
DISTRICT OFFICES: 
BOSTON, New York, PHILADELPHIA, PITTSBURGH 
CLEVELAND, CHICAGO, DETROIT, BALTIMORE, ROCHESTER 
SAN FRANCISCO, BIRMINGHAM, DENVER, TORONTO 
GREENVILLE, ST. LOUIS 


[COT 


GUARANTEED 5 YEARS 
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NATIONAL DESKS 


“Built the National Way” is com- 
mendation and guarantee enough for 
any piece of furniture. National Crafts- 
men have a reputation as builders of 
the best in office furniture. 


This Series 26, of which the illustra- 
tion is representative, is National Made 
of the very finest selections of Ameri- 
can Walnut and East India Mahogany. National No. 60268 
Through its appealing simplicity com- 
bined with rugged strength and beauty 
this Series finds a place among office 
furniture of the first order. 





On display this series produces an 
unconscious air of refinement and qual- 
ity. This has a very definite sale value. 
Many dealers tell us that they do not 
have to sell them, they merely display 
them. Get our catalog for more com- 
plete information. 


NATIONAL DESK CO. 


HERKIMER, N. Y. 

















Plate Glass Tops for Desks 


Plate Glass Tops are furnished in any size according to specifications, and with either square or beveled edges 
The glass is approximately 4” thick and highly polish ed, thus presenting a smooth, hard and even surface for 
writing. No modern office should be without the use of these tops. When ordering or writing for prices it is 
ynly necessary to give exact dimensions as to length and width. 


GLASS The Chicago Glass Desk Pad promotes desk efficiency 
DESK and becomes indispensable to the busy office executive. 
PADS It affords a place to keep memoranda, lists, maps, 

schedules and other data, which are constantly re- 
ferred to, in orderly arrangement under the glass, always vis- 
ible for ready reference. To make additions or changes in this 
visible dust-proof file, simply raise the glass. Sizes: 18x24 and 
20x36 inches. 








Chicago Plate Glass Letter Tray. 


A PLATE GLASS is a practical as well as orna- 
LETTER TRAY mental addition to any desk 

equipment. It is accurately held 
together by nickel-plated clamps tipped with rubber, 
constructed of nicely finished plate glass. Inside 
measurements 914"x2"x13%4”. 


PLATE GLASS are also numbered among our 
WINDOW products. Every office should be 
VENTILATORS equipped with such a ventilator 
thereby insuring constant circula- 

tion of fresh air without direct drafts 





Chicago Glass Desk Pad: Raised. 
! Send for our descriptive folder. 


The Chicago Mirror & Art Glass Co. 


216-224 N. Clinton St. Established 1890 CHICAGO, ILL. 






































June, 1924 OFFICE APPLIANCES 
























Pade ct 





| 


DUNN 





} 


Wi 


nn 


| 





























A Chair for Every Purpose 
SHOWN PERMANENTLY AT 
Furniture Exchange Building 


GRAND RAPIDS 


1338-1340 Michigan Avenue 
CHICAGO 


San Francisco Furniture Exchange 
SAN FRANCISCO 


601 First Avenue, N. E. 
MINNEAPOLIS 


Crocker Chair Co. 


SHEBOYGAN, WISCONSIN 
BRANCHES. 
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Chicago New York Minneapolis Oakland No. 666e2 








COLUMBIA 


TRADE-MARK REG. U. &. PAT. OFF. 





Steel Filing Cabinets 





Manufactured by 


tii Columbia Steel Equipment Co. 


COTLAS Philadelphia, Pa. 


SUPERIOR P. O. Box 841 





Showroom, 841 Chestnut Street 
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ELLING in the wider furni- 
S ture market is extremely 

profitable. The demand for 
moderate priced desks is constant 
and reliable. 


The Myrtle Line of office desks 
has rapidly found favor with office 
equipment dealers because of its 
extra service giving qualities at a 
moderate investment price. Myrtle 
Desks are real, honest-to-goodness 
desks fitting into every organi- 
zation. 


Our catalog will furnish you with 
more detailed information. We 
will be glad to ship one to you at 
once. Will you drop us a word? 


MYRTLE DESK CO. 


High Point, N. C. 
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the Keynote of 


H-W Office Chairs 
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Specialists in Chairs [ 
for Executives, Direct- [| 
ors, Clerks, Account- BE 
ants, Typists, Guests Te 
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Er , OU'LL be impressed with H-W business-seat- 

A ing equipment. Ninety-eight years of seat de- 
signing experience has taught us just how to build 


4 CHICAGO, ILL 
m™ BALTIMORE, MD. 2653 Arthington Se NEW YORK. N. Y. 

4} eo"; 113 West Conway St KANSAS CITY, MO 516 W. S4ch Sc 

i ‘ BOSTON 45, MASS. 1310 W. Eighth Se PHILADELPHIA, 

dl Winter Hill LOS ANGELES, CALIF 244 So. Sth Se 
. , BUFFALO, N. Y. 248 Bast 6th Se. TLAND, ORE. 
Sa 3 Welle and Carroll Ses. 148 No. Tenth Se. 

Aa} SAN FRANCISCO, CALIF. ST. LOUIS, MO. 
f 737 Howard 3t Sixth and O'Fallon Ses. 
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- an office chair. Comfortable, sturdy, impressive, the H-W line 
|=} of office-seating equipment is finding a ready, growing market. 
\ 74 Any H-W office will figure on your needs. 


HE YWOOD-WAKEFIELD CO. WAREHOUSES 
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No. 1 


Typewriter 
Stand 


for 
Sitting Position 


Tubular 
Construction 


No Castings Used. 





Fowler-Manson-Sherman 


Cycle Mfg. Co. 


WILLIAM R. MANIERRE, Prop. 


1445-1455 W. Austin Ave., CHICAGO, ILL. 























I aS 




















June, 1924. OFFICE 










Brit 


Steady Service 


DESK 


The Lamp for 


Sheet steel shade and cast metal base pro- 
vide an unbreakable, un-tip-able lamp. Ar- 
tistically designed and finished: shade is white 
porcelain enameled inside; olive green outside. 
[The lamp that is at once artistic and inde- 
structible—DESK-LITE. 


Our Profit-Making Offer for Commer- 


cial Stationers Awaits Your Inquiry. 


The Ewin FE. Gur COMPANY 


Lighting Equipment 
ST. LOUIS, MO. 























This Calculator 
Cabinet should 
be on your floor. 
There is a grow- 


ing demand for 


Calculator a convenient, 
CABINET = Sh! rel 
this nature. 
For All Makes of Calculating Machines 





1] Calculator Cabinet Folder 
ing this and other model 


IMPERIAL DESK CO., Evansville, Ind. 


Write for 
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The Avlo-DESK 


Patented 
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THE HANDIEST FILE 
For ALL Business People 


Display Auto Desk Companions among your desks and 


files—fully equipped for actual use for—various chief 
executives in business or profession, important department 
managers (Sales, Advertising, Credit, Purchasing, etc.), 
the doctor, attorney, etc., and in schools, hospitals or 
the home. 

This display will help your salesmen sell Auto-Desk 
Companions as a “SERVICE,” not merely asa file. It will 
create desire among your visiting prospects—and increase 
vour sales. Our National Advertising is helping you also. 


SEND FOR—Catalogs 24A (Files), 23A (Desks), 


25A (Systems) 


Established 1901 


The Automatic File & Index Company 


West 10th Street, GREEN BAY, WIS. 
Makers of Complete Filing Equipment 


Complete Display at our Chicago Store, 40 So. Wells St. 
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No Other Files EXPAND and COMPRESS 
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MAKE IT 
COMPLETE 


In order to render complete serv- 
ice to his customers every dealer 
should see that his furniture de- 
partment includes a line of safes. 
The safe is one of the most com- 
mon articles of office equipment, 
but some dealers have overlooked 
its opportunities. 

Safes made by this company are built 
to a standard which makes them mechan- 
ically perfect and gives a service second 
to none. They are constructed to with- 
stand the severest fire, whether tested 
while new or after fifty years of use. 
The line includes safes from the small- 
est up to the largest. We are prepared 
to take care of all your safe require- 
ments. 


Detailed information will be supplied by 


THE HALL’S SAFE Co. 


3253 Spring Grove Avenue 
Post Office Box 846 
CINCINNATI, OHIO 
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A LINE THAT SELLS 
EVERY DAY 


D & TPropucrs 


———“‘CHANGEABLE” ——— 


Bulletin Boards—Name Plates 
Building Directories 
In and Out Registers—Calendars 
Gummed Paper Letters 


CHANGEABLE NAME PLATE 
Our Style No.6. Retails $2.75 





= — —— ———— | a 
Sa ar 


oA. C. DAVENPORT © | 





Size 244x104 inches. Oak or Mahogany Finish. Beveled Plate 
a — Bottom. Changeable Name Card, Lettered Gold 
on ack. 


WRITE FOR CATALOGUE AND DISCOUNTS. 


Davenport-Taylor Mig. Co. 


412 Orleans Street CHICAGO 




















No. 808 Upholstered Seat and Back—Oak or Mahogany 


PROFITS FROM THE 
OFFICE FURNITURE 
DEPARTMENT 


ust as the profit you now enjoy is partly the result of past per- 

rmance, so your present service to your trade will be reflected 
years to come. in the degree of your prosperity. GUNLOCKE 
CHAIRS will satisfy and please your customers, at the same time 
paying a good profit. There is a design for every requirement 
and a construction throughout the line, that provides long ser- 
vice. Let us send you particulars. 
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W. H. Gunlocke Chair Co., Wayland, N. Y. 
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BACK RESTS MAINTAIN 
NORMAL UPPER AND 
LOWER CURVES OF 
THE BACK 











THE SHAPE TOGETHER: 
WITH THE ANGLE AT 
WHICH IT 1S PLACED 
PREVENTS FORWARD 
SLIPPING OF THE 

PELVIS AND CONSE - 
QUENT DISTORTION OP 
THE SPINE 


Comfort 
lus 


tyle 
Durability 
and 
Finish 
DERBY 
CHAIRS 


If you were at 
the Stationers’ 
Convention at 
Des Moines, you 
saw them and 
tried them — you : 

know the result. 305 ™W, 

If not, let us explain more fully by sending you our 
catalogue and literature—or, better still, samples for 
your floor. They are an achievement, resulting from 
years of research and work to combine correct sitting 
posture priaciples with practical methods of mechanics. 


P. DERBY & CO., Inc. 
Chair Makers for 79 Years 
GARDNER, MASS. 


SALESROOMS: 217 W. 35th Street, New York 
96 Canal Street, Boston Klingman Bldg., Grand Rapids 


VERTICAL 
> ADJUSTMENT 








THE DESKS 


QUALITY DESKS AT A FAIR PRICE 





Quar. Oak—Mahogany—Walnut 


We make FOUR GRADES, which are 
illustrated in catalog No. 40. Write for 
copy and price list. Put in samples and 
watch your desk sales grow. 


Central Manufacturing Co. 
454-456 Armour Street 
CHICAGO 

















APPLIANCES 





+09 


een Se XXX 


e © . < 
, : Meeeeeer Sta f 
Oh ee 
s\/ J V/s J 
AO wy ‘ 


Py tee o. 6 we 


it 


- 


re ee. 


z= it 


P44 a 0% 
SPECK XXX XY 


te Ped One 


OY 


* 995 


oe SY WS WM 


Veveeeae gee MAKAAXAARARAD 


; tx] 


oA) 


OO OOOO OOOO Kt 





No. B 70 


“CLIMAX” 


Wire Letter Tray 
Size 10’ x 14"=3" 


With Rubber Feet 


Woven with Twe er “Deable” Wires 


No. B 694% 
Waste Paper Basket 
Solid Tin Plate Bottoms 
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No. B 1693% 


Extra Large Waste 
Paper Basket 


Solid Tin Plate Bottoms 
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Dollars in profit for the 
Dealer and many dol- 
lars’ worth of satisfac- 
tion for his customers. 
The “Bar Bee” buzzes 
busily in any kind of 
an office. There isn’t a 
drone in the line, 
though there is a “Bar 
Bee” made for every 
conceivable busi- 
ness use, 


Waste Baskets of all 
grades and sizes—spe- 
cial shapes — light and 
reinforced wire. 


Correspondence trays 
of different grades and 
capacities; all with 
rubber feet to prevent 
desk scratching. 


We want to tell you 
more about these live 
wires—may we? 


Barbee Wire & Iron 
Works 


Conway Building Chicago, Hil. 


Commercial 
Letter Tray 
(Patented) 
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| “FILE GUIDES 


will be sold through 


DEALERS 


only when guides are made which 
are as easy to sell as file cases.” 


ALUMINUM 
FILE GUIDES 


are as easy to sell as file cases. Pat- 
ented features do away with the need 
for special sales training, large stocks 
and expensive service requirements 
in connection with their sale. They 
are as universal in their use with all 
existing indexing systems as in the 
standard file case. 


The guide is all-aluminum with an 
aluminum tab which takes an insert 
duplicating any known index sys- 
tem, and the tab can be shifted and 
locked in any one of six positions on 
the letter-size guide. Therefore, 
with a comparatively small stock of 
aluminum guides and inserts, dealers 
are filling orders for guides in any 
system and any tab position. Cus- 
tomers specify the system desired— 
special inserts duplicate that sys- 
tem exactly. 





OFFICE EQUIPMENT DEALERS 


owe it to themselves and their business to learn 
about aluminum file guides, because file guide sales 
can be developed easily and economically—and they 
naturally increase sales of supplies and devices. 

Particulars, sent on request, will show what the 
aluminum guide is and how one guide fits any sys- 
tem, in any tab position. 





Aluminum Company of America 


& SUBSIDIARIES: ALUMINUM INDEX COMPANY—Aleminem 
Serew Machine Preducts —Ahaminam Die Casting Corporation — 


Oliver Building, Pittsburgh, Pennsylvania 
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TRANSFER TIME 
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STEEL COLLAPSIBLE 
TRANSFER CASE 


It is made of cold rolled 
steel, electrically welded, ver- 
min, dust and semi-fireproof. 
Equipped with two handles, 
permits a heavy load and will 
not sag or warp. 


Finished in a durable olive green 
at a price a little above the paper 
cases. Made in letter and legal 







Desert _cresir and price list will 
A ART STEEL COMPANY 


TRADE MARK 401 East 23rd St., New York, N. Y. 
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SALES QUALITY 
DESKS 


‘built for 
business” 
ly 
O. C. S. OLSEN CO. 


2527 MOFFAT ST. CHICAGO, ILL. 
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TELL CITY DESKS 


are well bought 


When i buy a stock of Tell City Desks, you buy 
good, medium grade serviceable furniture that w 
ill the demand of most of your trade, thus assuring 
a reguiar turnover wi please your customers and 
will pay you a reasonable margin Goods a we 
bought are more than half sold 

Tell City Desks are made in three grades, of oal 
and mahogany in all the popular sanitary models, roll 

t tops, and typewriter desks, single or double 


and fla 
pedesta Office furniture dealers are 
for full det italog No. 37 


TELL CITY DESK CO. 


TELL CITY, INDIANA 
New England Representatives: THE GRACE CO., 
49-55 Kneeland St. and 102-108 Harrison Ave. 
Boston, Mass. 


invited t« 
1iles and our 




















Waste Paper Baskets 


Letter Trays, Mail and Tape Baskets, 
Space Baskets, Build-up Trays, 
Locker Baskets, Etc. 


UNIFORM MESH AND FULL GAUGE WIRE 
Special Wire Baskets Made to Order. 


PEERLESS 
WIRE GOODS 
COMPANY 


6 N. Michigan Ave. 
CHICAGO 








Write for Catalogue 
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\OCHAIRS 


PHILADELPH I> 


Beauty and 
Comfort were 
not considered 
in the chair of 
yesteryear. 








SIKCO 
The Office Easy 
Chair 





SIKCO 
AR 


Better Offices 


That is the demand of the mod- 
ern business man. Better offices 
as regards efficiency, comfort, 
As the “‘better of- 
ent has grown, so 


ikes Of- 











appearance, 
”” moy 





Beauty, dignity, 

comfort and character 
plus national advertising—have 
made Sikes Office Easy Chairs 
the standard in ‘‘better offices.”’ 


SIKES COMPANY, PHILADELPHIA 


Chairmakers for 60 Years 
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Orpin Desks 


: Announcing 


Our New Line 
of 600 Mahogany 


2.9, 
‘= 


> 


FEO FSG 


nA 

i 

ns Specifications: Mahogany Top—! Ys", S-ply, built-up. , 

, Mahogany Panels—'!4”, 3-ply, built up, framed into 

+ legs and rails. 

y * , 
Mahogany Legs—134" square, equipped with brass 

i socket ferrules. 

; Mahogany Drawer-fronts and Rails. 






Mahogany Drawer sides and backs; dovetailed 
construction. 

Mahogany Drawer bottoms—3-ply framed in and 
glue-biocked. 


In fact, an all-genuine Mahogany desk at prices ordinarily asked for combi- 
nation woods. In following sizes :— 


Roll Top— 50” x 32” 
60” x 32” 


~ 





96” > 


42”—114” 


Flat Top— 36” x 26”—Salesman’s 

f 43” x 32” 
Ms - a 
\* SS” x 32 
* 60” x 32” 

60” x 48”—Double Flat Top 
' Typewriter—38” x 32”—20” opening 

50” x 32”—20” opening 

55” x 32”—24” opening 
4 60” x 32”—Pedestal Typewriter 
re 
‘ Tables— 36” x 26"—1%” top 
5 42” x 26°—14" “ 
i 50” x 30°14" “ 

55” x 32-14" “ 
{ 60” x 32°—14%" “ 
. 72” x 34°—14%" “ 
A) 
, x 


Write for information and prices. Orpin Desk Company, Manufacturers, 
121 Medford Street, Charlestown, Mass. 


- 


- 


@Orpin Desks 






BEBOP PS 
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AT THE PRICE OF WOOD 





ee DESK 
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FIE\V years ago no one realized that the few steel filing cabinets then 
A being made were the beginning of a large and new industry. Yet as 
the steel cabinets were improved and manutacturing conditions ad- 
vanced to a place where it was possible to produce steel cabinets to sell at 
practically the same prices as wood ones, the public was quick to appreciate 
their value and the industry soon grew far beyond the hopes of its most 
enthusiastic members. 
Steel office desks, at the present time, are at exactly the same stage steel 
cabinets were in the early days of the industry. There is today a demand for 
well designed, substantially built steel desks that can be sold at the same price 


as medium grade wood lines. 


Browne-Morse Company now offers the dealers and the ultimate 
consumers a line of this character. 


1. The same dimensions and design as the leading wood desk lines. 

2. Recessed back and end panels. 

3. Re-enforced steel tops, covered with battleship linoleum. 

4. Wood instead of steel rails bind the top. By using this feature we get 
away from the cold metallic feeling and shiny appearance of steel and 
brass. 


5. Letter drawers are suspended on progressive extension slides. 


6. Box or storage drawers work in horizontal channels welded to the inner 
walls of the pedestals, giving a smooth and easy drawer movement. 


7. All drawers have locks that are controlled by the center or knee drawer 
of the desk. 


~ 


8. Tops are 1'% inches thick. 


“ 


9. Taper legs are 134 inches square. 


10. Finishes, Olive Green, Quartered Oak, Walnut, and Mahogany. 


Browne-Morse Company 
Muskegon, Michigan 
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Browne-+-Morse Steel Desks 





No. 6034 
DOUBLE PEDESTAL FLAT TOP 


Size 60 x 34 Inche: 





hree Box or Storage Drawers in Left Hand ledestal 
ox and One Letter Drawer in Right Hand l’edesta! 


No. 6034—Olive Green, Oak, Walnut or Mahogany Finish 





Backview 

















Browne-Morse Steel Desks 





No. 6134 


DOUBLE PEDESTAL FLAT TOP 


With Typewriter Attachment 


Size 60 x 34 Inches 





Three Storage Drawers in Right Hand Pedestal 





View With Typewriter Enclosed 


No. 6134—Olive Green, Oak, Walnut or Mahogany Finish 
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Browne-Morse Steel Desks 





No. 4234 
SINGLE PEDESTAL FLAT TOP 


Size 42 x 34 Inches 





One Storage and One Letter Drawer 


No. 4234—Olive Green, Oak, Walnut or Mahogany Finish 








The Browne-Morse line offers to the trade, steel desks at the price of 


wood, with all of the advantages that steel offers and the objectable features 


of wood construction eliminated. 


Fire hazards are reduced to a minimum. No longer need office furniture 
add fuel to the flames and turn what might be only a small fire into a costls 


conflagration 


The tormer high price of steel desks made their general use prohibitive 
The Browne-Morse line sells at a price that makes comparison with woed al 


react in its favor 


Tops are completely covered with highest yz e genuine linoleum is) 
to write on, easy to look at and easy to keep clear 
In appearance, Browne-Morse steel desks are fitting companions for the 


finest office equipment. 
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Covering the Field in Office Furniture 


ITTLE can be accomplished in any 
L. department of a business unless the 

effort is consistently thorough and 
work 
others, and some of the fast workers are 
must under- 
stand his job and believe in himself, in 


sincere. Some men faster than 


thorough: but the worker 
his house and in his goods, and he must 
be determined that he will succeed. Such 
a condition of mind will bring about 
taught by 


suggestions here and there, and which 


thoroughness, which can be 


will be as well a natural outgrowth of 


mental energy applied to a_ particular 
problem 
cardinal 


We di- 


mes with a man 


one of the 


principles of our sales 


Thoroughness is 
efforts. 
vide our territory into z 
j zone. Our top-notch 


work 


Our territory is covered 


or men for each 


men are reserved to among the 


larger buyers. 
once every week in Topeka and the im- 
mediate surroundings, the salesmen re- 
serving a certain day for each customer, 
calling when expected. In this way we 


see to it that we achieve the maximum 
of service and that few opportunities are 


The 


salesmen—the 


overlooked. office furniture and 


supplies men sell 
both 


with the regular trade, but they get leads 


same 


not only keep in constant touch 


for new business on their daily rounds. 


way of 


back 


If anything develops by new 


business, the salesman and 


goes 


An Interview with F. H. Gades of 
Crane & Co., Topeka, Kansas. 


tries to line up the new customer. 

Our road men, like the city men, work 
to a regular schedule, which is changed, 
however, according to conditions in 
their respective territories. 

The best business in the office furni- 
ture end comes from large installations. 


The dealer should ] 


figure whenever he 
can on the big jobs—insurance company 
installations, banks, court houses, schools, 
libraries, etc. Vault equipment, 
etc., the installation of 
plete outfits of counters, cages, etc., of- 
fer opportunities to the 
dealer. There is competition, but there 


public 
shelving, com- 
wideawake 


is also usually a good profit for the man 
who lands the order. But I do not mean 
that the lesser orders should ever remain 
unsought or be neglected in the slightest 
degree. Their total is considerable—and, 
too, the small concern of today is often 
bigger next year, and the bulk of his 
orders is likely to increase to consider- 
able proportions if his orders are taken 
care of and the right kind of service 
given. 
Qualifications of Salesmen 

The office furniture salesman is not a 
peculiar bird. He is like other specialty 
salesmen in that he must know his stuff. 


The principles of selling are the same— 
the approach, the argument, the knowl- 
edge of the customer’s needs, tact, cour- 
tesy, the instinct to know when to press 
an advantage and when to keep still. 

But in addition to the regular equip- 
ment and experience in selling, the office 
furniture man must thoroughly under- 
stand his own lines, their uses and con- 
struction, and he should have a general 
understanding of the lines of competing 
houses, in order that he may be ready, 
not to knock, but to answer another 
man’s suggestion and to emphasize the 
selling points of his own goods without 
seeming to disparage the goods of an- 
other. He must know grades, finish, 
construttion, all with reference to the 
uses and advantages of his own lines. 
Finally, he should have the knowledge 
of how an office ought to be arranged— 
the principles which apply to layout so 
that the work of the office may be most 
conveniently and quickly put through. 
And finally, he should be able to sketch 
a plan of his ideas from which a 
draughtsman can make a drawing, show- 
ing all the essential factors of the office 
under discussion — and the ‘more 
thoroughly this is done, the better is the 
prospect of achieving a sale. The right 
kind of a plan backed by a good argu- 
ment is a powerful lever in landing an 
office furniture installation order. 





File Room of the Gates 
Rubber Company showing 
Automatic filing equipment 








made by the Automatic 
File & Index Company, 
Green Bay, Wisc. 


Handling of Office Furniture 


Andrews has been 
Washington for 
thirty-one during which 
a considerable proportion of the 


HE house of 
in business in 

years, 
time 
local concerns have come to depend 
upon this company for office supplies. 
When, therefore, it was reported that 
we were considering the discontinuance 
of the retail our business in 
paper, commercial stationery, office fur- 
niture and devices, so many of our 
friends protested against this step that 
Ac- 


end of 


we were obliged to reconsider it. 


By Ross P. Andrews, President, R. P. 
Andrews Paper Company, 
Washington, D. C. 
cordingly, we have acquired the entire 
724 Thirteenth 
street, from the old 
place occupied so many years, and will 


Campbell building at 


directly across 
take possession on or before June 1. 
Our office furniture department will 
be located on the second floor of this 
building, where we will display sam- 


ples of desks, chairs, etc., in oak, ma- 
hogany and walnut. This second floor 
will be purely in the nature of a sam- 
ple room, our full stock being carried 
at our warehouse, which is located on 
the tracks. On one side we will have 
our mahogany and walnut on display, 
with the oak onthe other side of the 
building. 

We find it is quite necessary to keep 
all samples of furniture well polished 
and free from dust at all times, so that 
when a customer inspects it we will 
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have no difficulty in making a sale, 
should we have what the customer is 
looking for. When a sale is made we 
immediately call up our warehouse and 
order the article sold sent to our store, 
where it is uncrated, polished and in- 
spected before delivery is made. 

In this way we have very little trou- 
ble in pleasing our customers, who ap- 
preciate this extra service because it 
gives them the goods which they pur- 
chase in the best possible condition. 

Part of our windows we use for the 
display of all the items of office furni- 


HE writer respectfully requests 
that your committee engaged in the 
task of selecting office equipment 

for your new quarters give consideration 
to the following statement prepared as a 
brief intended to show certain reasons 
why steel desks and kindred furniture 
should be purchased rather than the same 
units in wood. This brief comes perhaps 
with better grace from the writer than 
from any other interested bidder for on 
behalf of my employers I have offered 
two bids, one for steel and one for wood 
equipment. My own position is, there- 
fore, either neutral or doubly interested 
as you care to view it. 

In the following paragraphs no goods 
are mentioned by name nor recognized by 
description. This brief is solely an argu- 
ment as to material and not as to any 
special bid before you. 

Your call for bids stresses the fact 
that relative economy is a consideration 
As business men, it must influence you 
seriously. What factor in relative econ- 
omy can compare with wearing quality? 
Certainly not price, as the latter might 
be utterly misleading. 

From this point Mr. Randall goes on 
to present the advantages of steel. We 
have taken the liberty to condense his 
remarks so as to confine the argument 
strictly to the positive side without going 
into the negative part of the argument. 

He points out first that steel main- 
tains its shape in winter and summer 
under all conditions of humidity or dry- 
ness and that no physical condition such 
as moisture, heat, etc., will affect the 
smooth operation of steel furniture. Steel 
is proof against rodents which are al- 
ways prevalent in seaports. Three hard- 
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ture, neatly arranged so that it will 
attract the attention of the public. 
When a customer comes into the store 
and inquires about office furniture, he 
finds the manager of the furniture de- 
partment occupying a desk at the front 
of the store, and the customer is im- 
mediately turned over to an experi- 
enced furniture salesman, who escorts 
him to the second floor. 

We find it helpful to keep a record 
of all prospects and have our outside 
salesmen call on them from time to 
time. In addition to this we have a list 





A Brief for Steel 


Being a Resume of a Brief Submitted 
by Allan Randall of the Thorp & 

Martin Company, Boston, to the 

Boston Chamber of Commerce 

Early This Year, the Chamber 
Being in the Market for a 
Big Desk Installation for 
Its New Building. 

Note.—The Boston Chamber of Com- 
merce in January called for bids on a 
desk installation to fit up completely the 
new and beautiful building of the Cham- 
ber which will be opened on July 1. 

Full bids were demanded in both steel 
and wood. After receiving over twenty 
bids and the submission of dozens of 
samples, the Chamber calied upon the 
bidders for a statement as to why steel 
should be bought in preference to wood. 
The brief which led to the selection of 
steel was prepared at the committee's re- 
quest by Mr. Randall. 

The following resume of his argu 


ments should be of terest: 


baked coats of enamel on a steel surface 
will resist wear for a long time for the 
base is steel which is not easily dented 
and the enamel is much harder than any 
varnish finish. The criticism sometimes 
made that steel desks are noisy is no 
longer true for noise has been eliminated 
by modern methods of manutacture. 
The cold feeling of steel is sometimes 
criticized, but ninety per cent ot this 
criticism vanishes when the steel tops 
are covered by linoleum tops. In count 
less offices steel counters are daily in 
use and the criticism of coldness is 
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of about two thousand names of the 
leading business men in Washington, 
to whom we send circulars monthly. 

To be successful, a furniture sales- 
man should know his line thoroughly 
and he should also know his competi- 
tors’ lines and prices as nearly as pos- 
sible. 

This mass of detail involves much 
labor, but it is well repaid, for the re- 
sults have been excellent. 

We have decided to discontinue all 
novelties and to devote ourselves exclu- 
sively to the more staple lines of goods. 


neither heard nor thought of. Some men 
feel a sentiment for wood in office as 
well as household furniture, but senti- 
ment is not one of the considerations 
upon which efficiency in equipment is 
built. The argument that one does not 
care for olive green is met by the fact 
that any other finish may be applied t 
steel office furniture, making it resemble 
wood grain in every particular. Indeed 
with the growth of popular demand for 
steel office furniture has come an increas 
ing demand for the darker grained fin- 
ishes, especially in new installations to 
match with the interior fittings in build- 
ings. 

It is our honest belief that dark 
grained steel furniture matching your 
building interior fittings will give last- 
ing satisfaction. \ statement that 
grained mahogany finish on steel is arti 
ficial, an imitation, etc., is, we believe a 
misuse of terms. Arrtificiality is obj 
tionable in persons and in certain ma- 
terials when applied to certain purposé 
To declare that everything artificial is 
objectionable is carrying the argument t 
absurdity. 

Your committee is fitting up a business 
headquarters, not a period drawing room 
The goods you buy are for hard, dail 
use and are not museum pieces. Steel 
granting its superior durability and in 
perviousness to weather conditions, must 
have a protective coating to prevent rust 
This coating should be sightly as possi 
ble and as appropriate to the other sur 
roundings as it can be made. Imitatior 
is nothing to fear, nor to consider un- 
ethical. The jeweler who fashions 
rosebud in gold is considered worthy of 
praise for his art. 
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New Y and E library charging desk made by the 
Yawman & Erbe Manufacturing Company of Roches- 
ter, N. Y. The top picture shows a back view of 
the charging desk, giving an idea of the filing com- 
partments and shelves for the returned books. The 
bottom picture is a front view of the same desk. 
This desk is a filing cabinet and work bench com- 
bined. It is so efficiently arranged that many library 
patrons can be taken care of in a short space of time 
by a minimum force of attendants. Included herein 
are filing departments for application cards, borrow- 
ers’ cards, etc., shelves for returned books, cash 
drawer, storage section, supplies compartment and Office desk and stenographer’s chair made by the Conant- 
filing space for posters, bulletins, maps, etc. Ball Company of Boston, Mass. These chairs are known 
as Rite Pose office chairs. Comfort is obtained by deep- 
ening the seat and moulding seat and back to fit the 
natural body curves. The chairs shown are made especially 
for stenographers and clerks. They are without arms and 
have a low back, giving arm freedom and making them 
useful in close quarters. 








Office chair whose frame work is 
made of aluminum by the Aluminum 
Company of America. This chair 
comes in several different designs and 
is said to be the only line of aluminum 
chairs ever made. The finish and up- 
holstery were done by The B. L. Mar- 
ble Chair Company. 





A new type of school and classroom combination desk and 
chair made by the Conrades Manufacturing Company of St. 
Louis, Mo. This is a solidly constructed article with a large, 
comfortable seat and a suitable back. The desk portion is 
hinged so as to turn down, permitting the student to get into 
the chair with greater ease. Grooves are provided for pens 
and pencils and there are other conveniences as well. This 
chair is well finished, durable and admirably suited for class- 
room work. The desk gives ample arm space for writing. 
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A New Type of Chair Seat. 





June, 1924. 





The Johnson Chair Company of Chicago recently developed a type of chair seat 


designed to bring comfort to the desk wor ker. 


The seat is known as the Eas-E seat 


and consists of can stretched over a shaped frame to the saddle formation with padded 
felt and leather fitted over the entire seat and with perforations corresponding to the 


holes in the cane. 


This seat is now used in quite a number of types of Johnson 


chairs and it is said that a considerable portion of the plant is devoted to the production 
of this article. The seat combines the shape of the saddle wood seat with the softness 


of the padded seat and the ventilation of perforated leather. 


At the left the reader will 


note the cane, felt and leather cut away so as to show each. The center picture is a 
front view of the seat showing the form fitting saddle effect. 
is a view of the seat from the top, showing the extensive perforations. 

The Johnson Chair Company designed this seat to increase the productive power 
of the workers by doing away, as far as possible, with fatigue. 


Advertising the Furniture Stock 


ture department we have found that 

persistency in advertising pays. It 
is not desirable to attempt to run big 
copy, except, perhaps, where the occa- 
sion is something special, but it is 
profitable to keep a moderate space in 
the local papers, changing copy fre- 
quently and always using one or more 
cuts. 

Advertising should be timely and 
can be made so if the advertiser will 
watch the news of the day and take 
account of seasonal events, holidays, 
civic activities, etc. I recall a special 
incident which we used profitably one 
time in our safe advertising. On Sat- 
urday night a shoe store well known 
to the citizens of our town was de- 
stroyed by fire. There was consider- 
able loss not only of stock and fixtures, 
but of records as well, making it not a 
little inconvenient for the shoe man in 
checking up the damage. On the fol- 
lowing Monday the morning papers 
carried our advertisement of fireproof 
safes so written as to hook it up with 
the fire and to remind other business 
men to look to the safeguarding of 
their own records. We reminded the 
reader that fire insurance doesn’t in- 
sure against fire—that it merely offers 
certain compensation; that any reader 
might be the next one to be burned 
out and that the best protection against 


|: CONDUCTING our office furni- 


Being an Interview with F. M. Hughes 
of the Standard Office Supply Com- 
pany, Oklahoma City, Okla. 


the destruction of irreplaceable records 
is a modern fireproof safe. 

This advertisement attracted imme- 
diate attention and resulted in inquiries 
which led to more than one sale. 

Timely advertising—advertising 
which is intelligently hooked up with 
events in which the local public is in- 
terested—is more likely to attract at- 
tention than the standardized an- 
nouncements that appear from week 
to week—and attention is the first 
object for which the advertiser strives, 
provided he can get it in a way that 
will leave the customer in the right 
frame of mind for reading the whole 
advertisement. Attention-getters that 
are inane or frivolous or that are 
patently thrown in merely to attract 
attention defeat their own purpose. 

Not long ago we conceived the idea 
that there would be a market for used 
furniture in our city. Accordingly we 
partitioned off a part of our warehouse 
for the reception of this class of goods, 
and we have had not a little success 
with it. There are many who cannot 
afford new furniture in their offices 
unless they can find some way of 
disposing of what they have, which 
may still be in a marketable condition. 
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The right hand picture 


And there are others who need office 
furniture, but who cannot afford to buy 
new stuff, but can afford used furni- 
ture which, with a thorough cleaning 
and a little attention to polishing the 
brass work, if any, can be made to 
look very well if the goods were in fair 
condition when bought. Of course, 
this used furniture is sold at modest 
prices just sufficient to yield us the 
necessary percentage of profit. The 
prices announced are such that they 
interest those who are logical buyers 
of such lines and the goods move 
readily. 

There is no conflict between the reg- 
ular office furniture department and 
the used goods department. Each is 
independent in its selling; but by hav- 
ing both, although the matter has been 
tried out but a comparatively short 
time, it appears that our opportunities 
have been increased and we have been 
put in touch with a good many who 
will later become regular customers 
for all departments. Certainly, the 
used furniture department is an advan- 
tage and not a handicap. We adver- 
tise the department each week, naming 
something which will be attractive to 
buyers with whom economy must be 
a first consideration—economy in the 
initial purchase, I mean—for true econ- 
omy in the larger sense often implies 
the means to purchase the best, and not 
everybody has the means to do that. 
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Furniture Division Reports Reviewed 


HE Executive Committee of the 

Division, under the chairmanship 

of C. A. Netzhammer of Mil- 
waukee, pointed out that this was the 
seventh conference of the Division 
since its organization in Chicago on 
May 20, 1920. Since that time much 
has been done to bring the different 
branches of the office furniture indus- 
try together in an understanding of 
mutuality of interest. The committee 
pointed out that men muS&t be content 
to sacrifice something of their time 
and their own immediate interest for 
the sake of the industry of which they 
are a part. Dealers as well as manu- 
facturers must get together and try to 
understand one another. 

The slogan of every branch of the 
office furniture industry should be 
“Better Offices.” Manufacturers should 
preach this in all their advertising. 
The dealer cannot do this work of 
propaganda alone. His influence 1s 
circumscribed. He can help, but na- 
tional advertising co-operatively done 
is needed to make the tide run strongly 
in the right direction. This is some- 
thing that could be and should be han- 
dled by an association of office furni- 
ture manufacturers bent on educating 
the public in the right sort of office 
surroundings. The subject should 
have the consideration of the best 
brains in the advertising profession, 
and a carefully conceived, logical cam- 
paign of publicity should be carried 
out. 

Steel Files and Equipment. 

The committee on the above subject 
said that the sale of steel furniture can 
be made profitable if rightly handled, 
but there is general dissatisfaction over 
the net profit derived from the product. 

Steel should be segregated from 
wood and the number of grades car- 
ried should be determined by the line 
represented. The majority of dealers 
believe it to be poor policy to handle 
more than one line of steel files. 

Window displays are essential, and 
an educational program on this subject 
is needed by dealers. 

All merchandise should be marked in 
plain figures, inspiring confidence on 


the part of the customer and the sales- 


man. 

Most dealers report a three-times 
turnover. A larger turnover is to be 
desired Intelligent instruction by 


manufacturers and assistance in keep- 
ing stocks down to the minimum will 
tend to increase turnover. The manu- 
facturer, with his varied experience, 
should be able to assist the dealer with 
his merchandising problems and help 
him to obtain a satisfactory profit. 


Being a Resume of the Reports of 
Committees at the Conference of 
Office Furniture Manufac- 
turers and Distributors at 
New York in April. 





It is recommended that manufactur 
ers stencil their catalogue numbers on 
the side of the drawer in all pieces con- 
taining drawers and on the inside of 
cupboards. 

Dealers believe that lines could be 
somewhat reduced without impairing 
sales. In certain numbers there is a 
demand for walnut finish, which should 
be priced the same as the mahogany 
finish. 

Office Chairs—Dealers’ Committee. 

The committee noted a marked im- 
provement in packing and crating 
office chairs during recent years, so 
that the dealer now has little trouble 
from damages in transit. 

The committee expressed satisfac 
tion over the excellence of the work 
done by the manufacturers in pro- 
ducing chairs of exceptional quality and 
finish, but suggested that, since the 
dealers best know the minds of the 
consumers, it would be well for the 
manufacturers not to consider an ad- 
vance of prices. 

Manufacturers should devise a plan 
for educating dealers’ salesmen so as 
to give them a better knowledge of the 
goods they sell 

Finally the committee reported a 
lack of enthusiasm among dealers 
with regard to the Charter Oak finish, 
and expressed the belief that the ad 
vantages are few in comparison to the 
disadvantages that would be encoun 
tered. 

Filing Supplies—Manufacturers’ Com- 
mittee. 

Filing supplies represent as high as 
twenty per cent of the gross sales of 
the office furniture department; they 
occupy as low as two per cent of the 
space of the department; they carry as 
high or a higher percentage of gross 
profit than any other item in the de 
partment. Their sale helps to create 
a demand for cabinets and other items, 
and they afford to salesmen opportuni 
ties for more frequent calls on custom 
ers and therefore more sales. 

The committee recommended that 
the newly formed sales division of the 
National Association of Stationers, 
Office Outfitters and Manufacturers 
should give special study to ways and 
means of increasing the sale of supplies 
and educating the dealers as to their 


importance 


Wood Filing Devices—Dealers’ Com- 
mittee. 

This can be made a profitable branch 
of the business if the dealer will take 
the trouble to fit out his various cabi- 
nets with a complete equipment of in- 
dexes, foldets, cards, etc. The pur- 
chaser wishes to see how the file will 
look in his office and to know what it 
will do for him. Wooden cabinets can 
be carried in as many grades as the 
dealer wishes, but in most places one 
grade is enough. Stick to one line. 

Manufacturers should devise a way 
of numbering their goods so that the 
dealer can instantly identify what is 
wanted by letter or number and thus 
duplicate a re-order without confusion. 

In window displays avoid putting in 
the window pieces with different fin- 
ishes. Sell by making the goods attrac- 
tive and emphasizing their utility. 
Sales made on the basis of price do 
not repeat. 

Wood filing devices are still in de- 
mand despite the growth of the steel 
industry, and the committee believed 
that the demand for wood will increase 
rather than diminish. 

Wooden Desks—Manufacturers’ Com- 
mittee. 

[he committee concurred in the 
suggestion of the dealers’ committee 
as to the proper numbering of desks. 
It urged appropriate action looking to 
standardization of height and length as 
well as width. All desks and tables 
should be of one standard height. It 
was suggested that four lengths and 
widths be adopted, these to be deter- 
mined 
Office Chairs—Manufacturers’ Com- 

mittee. 

Plans are being considered whereby 
retail salesmen can be best informed 
as to the selling points of office chairs. 
One manufacturer had had a moving 
picture made of the process of manu- 
facturing office’ chairs. This was 
shown at the meeting, and the sug- 
gestion was made that a group of 
office chair manufacturers might co- 
operate in the making of such films 
and showing them, with appropriate 
lectures, to groups of retail salesmen 
throughout the country. 

The committee expressed the belief 
that the demand for charter oak finish 
is growing and that opposition to it 
will decrease as time goes on. 

Steel Equipment — Manufacturers’ 
Committee. 

The committee concurred with the 
view of the dealers’ committee that 
proper representation of one line is all 
any dealer should undertake. 

As to educational programs, the 
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manufacturers should have the entire 
support of the dealers. The manufac- 
turer provides catalogues and adver- 
tising matter of the highest grade. He 
is willing to supply cuts for dealers’ 
catalogues and for local advertising and 
to arrange advertising.layouts. Fur- 
thermore, he will send into the dealer's 
territory an expert to teach the retail 
salesmen the finer points of selling. 
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Selling depends on knowledge of the 
thing sold as a foundation. If the 
dealers will co-operate with the man- 
ufacturers in this campaign of sales 
education, a great work can be accom- 
plished. 
Other Reports and Addresses. 

Several interesting and valuable ad- 
dresses were made on pertinent topics. 
These included the following: 
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Educating and Managing the Sales 
Force, by C. J. Nachtigal, the Globe- 
Wernicke Company; same topic, by 
R. G. Clarke, Library Bureau; Method- 
ical Buying as an Aid to Increased 
Turnover, by Jos. R. Newton, The 
Newton & Hoit Company, Chicago; 
same topic, by Thomas D. Jones, Dam- 
eron-Pierson, Ltd., and C. W. Straube}, 
Automatic File & Index Company. 


Associations in Office Furniture Trade 


HE office furniture industry has 
[sever organizations among the 

manufacturers working for the up- 
lift of the industry, and more than one 
in the retail field having in view the bet- 
terment of ‘conditions among the dealers, 
while there is one strong branch, the 
Office Furniture Division of the Nation- 
al Association of Stationers, Office Out- 
fitters and Manufacturers, where both 
dealers and manufacturers meet at in- 
tervals in a common forum and discuss 
their interrelating problems. 

Among the office furniture associations 
are the National Association of Steel 
Furniture Manufacturers, the American 
Walnut Manufacturers’ Association, the 
Associated Office Furniture Manu factur- 
ers, the National Association of Chair 
Manufacturers, and the Office Furniture 
Association of Boston, besides the Of- 
fice Furniture Division of the National 
Association of Stationers, Office Outfit- 
ters and Manufacturers, above referred 
to. Besides these, there is a live organi- 
zation in California which is working to 
advance the prestige of good office fur- 
niture on the Pacific Coast. 

Contrary to popular notions of trade 
associations, the organizations in the of- 
fice furniture industry are not engaged 
in evading the anti-trust laws. They 
have other things to do than to engage in 
a hopeless attempt to fix prices in re- 
straint of trade. Every manufacturer 
has his own lines, which are different in 
many ways from the lines of all the oth- 
ers. Standardization of prices would be, 
therefore, a difficult feat even if it were 
not an illegal proceeding. But there are 
many other ways in which the members 
of the various branches of the industry 


A Few Words on the Work of Office 
Furniture Organizations. 





can work together and accomplish great 
good for all. Certain manufacturing 
processes can be helpfully discussed. 
Where there are too many grades in a 
certain division they can -be reduced in 
number by concert of action and manu- 
facturing economies can be achieved. 
Freight classifications and rates, packing 
and crating, terms, etc., all come in for 
logical and legal adjustment through as- 
sociation work. Finally, the subject of 
finishes for office furniture is a topic 
which excites interest and discussion at 
every meeting. The office chair manu- 
facturers, for instance, not so long ago 
devised what they call the Charter Oak 
finish—a darker stain enabling a greater 
amount of oak lumber to be used, which 
would have to be discarded if it were in- 
tended to be finished in the prevalent 
lighter color. This has created some 
stir in the trade, which is by no means 
a unit on the idea. Many of the dealers 
and desk manufacturers object, prefer- 
ring the more expensive light oak by 
reason of its appearance and fineness of 
grain. The amount of oak suitable for 
the finer finish is not, however, growing 
any greater, and the logic of the situa- 
tion promises eventually to be on the 
side of the proponents of Charter Oak. 
This illustrates but one of the many ways 
in which discussions originating with the 
associations result in thought, study and 
final solution by the trade as a whole. 


The Educational Factor. 
For the last few years there has been 


a growing interest among office furniture 
associations on the subject of campaigns 
to inform retail salesmen of the best 
methods of selling office desks, chairs, 
safes, filing cabinets, etc. The steel fur- 
niture manufacturers who met recently 
in Chicago talked over this subject, 
among others; discussed the business sit- 
uation in general and gave some atten- 
tion to the subject of general publicity 
to advance the idea of better offices 
among the people. Definite action along 
these lines by manufacturers of office 
furniture in steel and wood is now in the 
offing, urged on by the efforts of the 
Office Furniture Division of the Na- 
tional Stationers and Manufacturers As- 
sociation, which is vigorously sponsoring 
the movement. 

This general publicity will, if it comes 
to pass, be in all probability a co-opera- 
tive effort financed among the associa- 
tions and engineered by the best advertis- 
ing talent. 

At every meeting of every association 
in this industry the problem of the retail 
outlet is recognized as of paramount im- 
portance. It is now coming to be un- 
derstood that the retailer is limited in 
his power to create a market. However 
great his ability may be, the field in 
which he can exercise it is circumscribed 
within the town or territory in which he 
operates. Something bigger is demanded 
if the office furniture industry is to at- 
tain the full measure of its possibilities 
It is this “something bigger” by way of 
national publicity through periodicals. 
newspapers and screen pictures that, be- 
fore very long, the associations will be 
backing. The trend of discussion is this 
way. So sets the current of affairs 


Here Endeth The Office Furniture Section 
of Office Appliances for The 
Issue of June, 1924. 
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Profitable Profits from DAN-DEE | 
Waste Baskets 


RUE profts in selling are measured not alone by 
a dollars-and-cents standard, but quite as much 
by the satisfaction which the commodity delivers. 


TTITTITIVIVIUL IL ULL LULL hh 





From raw material to finished product there is built 
into DAN-DEE Waste Baskets those elements of 
service and satisfaction profitable alike to maker, 
dealer and user—baskets in universal demand today 
because of their goodness. 


If you would know more about the DAN-DEE 
our 1924 catalogue aud price list paves the way. 
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ERIE ART METAL COMPANY 
sca ERIE, PENNSYLVANIA —o 


Quality Sells Them 


“Paperoid” Mailing and Filing Containers are manufac- 
tured, sold and used on a high quality basis. We have qual- 
itv in mind in making them; the stationer in offering them 
to his customer—and the customer either accepts or KNOWS 
this feature in buying. 


The customer KNOWS if he has used “Paperoid” before. 
In that case the stationer only reaffirms. If the customer is 
new to their use, the stationer indorses our guarantee with 
full safety and assurance. There will be no “come-back”— 
except the customer, for more of the same kind. 

















POSS RSAREBSSGasssesess' 
a 








SF SN ee ee ee en ee Ae 


XV 


Thus we come to that truly desirable state of business— 
repeat orders. A sure sign of satisfied customers, lowered 
selling costs, complaints at a minimum and increased profits. 


“Paperoid” and Repeat Orders are boon companions. 





The new price-list is ready 


ALVAH BUSHNELL COMPANY 


Makers of “Paperoid’’ Mail- 
ing and Filing Containers 
and “‘Vertex’’ Filing Pockets. 


aS 
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pany 
Snead 


925 Filbert Street 
Philadelphia, Pa. 
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New Machines. 
(Continued from Page 25.) 


Perpetual Daily Calendar. 

An attractive daily calendar for bank counters or desks is 
offered by the Polar Manufacturing Company of Philadel- 
phia. It is permanent, as the cards can always be adjusted 
to the proper date any year by lifting the concealed top 
which permits them to, be taken out and rearranged. These 








PERPETUAL BANK CALENDAR 
—Cut by Polar Manufacturing Com- 
pany. 


devices come in quartered oak, genuine mahogany and 
double-face oak and double-face mahogany at prices rang- 
ing from $4.00 to $6.00 list 


Collapsible Steel Transfer Cases. 
The Art Steel Company, Inc., 401 East Twenty-third 
street, New York, N. Y., has patents pending on a line of 
collapsible steel transfer storage cases in letter and cap 





ASCO COLLAPSIBLE CASE PARTLY 
+r UP 


SET 
sizes. The former is twenty inches long, twelve inches 
wide and ten and one-half inches high. The cap size case 
is twenty inches long, fifteen inches wide and ten and one- 





ASCO COLLAPSIBLE CASE KNOCKED DOWN 


half inches high. These cases may be taken down and 
packed in flat, smooth packages. They are put up in indi- 
vidual cartons, packed one dozen in a crate. 


Orthwine Springless Letter Scale. 

The R. Orthwine Company, 343 West Twenty-sixth 
street, New York, N. Y., manufactures a springless letter 
scale. It is self-balancing, reading in quarter-ounces up 
to eight ounces. A set-screw in the base permits adjust 
ing the scale to an accurate balance. 


Speeding Up Mechanical Posting. 

The Visible Records Bureau, 134 Fremont street, San 
Francisco, Calif., is distributor of the “Visi-Binder Accel- 
erator.” This is a device for reducing the motions 
posting into visible loose leaf equipment of the automati 
shifting type. This form of binder carries a number of a 
counts on a “page,” and permits ready shifting of accounts 








“VISI-BINDER ACCELERATOR 


to accommodate new sheets or permit the removal ot dead 


accounts. The binding mechanism of such binders 
controlled by the “Accelerator,” permitting the poster 
release the sheets quickly. There are but two motions 


‘ j 
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The operator locates the sheet, depresses th 


and the binder releases the account for posting. 


“Handiform Notator.” 

The Handiform Company, Philadelphia, Penna., is mar 
keting a loose leaf memo book, known as the “Handiform 
Notator.” It is a ring book, with imitation morocco cover 
levant grain, made in flexible binding. There are six 
nickel-plated rings, opened or closed by finger pressure. 
Leather tab indices lettered in gold, are furnished for guides 
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A New Duplicator. 
Alexander Sales 3385 
Colo., is a branch of the Alexander Film Company, 
the 
field. 
The Alexander Sales Company has invented and perfected 


The Company, South Broadway, 


Denver, 


which is one of largest organizations in the motion 


picture publicity 


1 duplicating device which is being sold with a business en 


gineering service. Commercial methods of duplicating on 


galatine film were investigated and tested in the sales com- 
any laboratories and interesting improvements said to 


are 





THE ALEXCO DUPLICATOR 
have been made. This work resulted in the invention of 


h weighs about ten pounds and 


the Alexco 
is finished ir 


These 
paper 
t 


duplicator, whi 


French gray with only two rolling parts 


rolls are arranged in such a manner that sheets of 


may be stacked on a slanting platform and fed 


hrough the rolls onto the copying surface, one at a time, 


with a slight movement of the left thumb; moving the ma- 


chine 


vackward with the right hand smooths the paper upon 


the copying pad, and moving it forward automatically lifts 
the paper which has been printed and stacks it face up on 
i pile. The entire operation is said to be as fast as feeding 
a printing press and simple enough for juvenile office help 


nt of the development of a s« 


of preparing the Alexco copying 


ss, five colors at one time may be reproduced from the 
original d up to four hundred copies may be run off at 
printing press speed 
It is stated that the Alexco will reproduce anything that 
i e | ted, typewritten, handwritten or drawn. Copies 
iré d t without curling on account of the construc- 
tion and rel of the lis. The copying pad does not 
rack and it is so chemically treated that after a set 
pies is take ff, the entire remaining ink may be quick 
ly 1 ved with a dar ponge, leaving the pad ready tor 
unothe [The pad lies flat and the ink does not pene 
trate it, but ymes off, leaving a clean surface 
The Ale duplic r is sold with a complete set of suy 
lies and with a business engineering and art service for 
$40 ( Denver. W business consultation servi 
the pric I plete is $50 f. o. b. Denver. 
Clamp for Eveready Paper Fastener. 
[The Eveready Mar icturing Company of Boston, 50 
Church street, New York, N. Y., has added an adjustable 
esk clar r Model D per fasteners. It lists at $1.50 
I l lesig desk, and is adaptable t 
pos S ister operat ( 
asten¢ vou is Vv rat . amp 
e used ft taster ther evices to desk, bencl r table 


New Desk Line for Homes and Professional Offices. 
[The Imperial Desk Company of Evansville, Ind., has de 


signe ew typ f desks especially for use 
tors r dentists es, beauty shops, studios, et 
est sks are finishe in mahogany and walnut 
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No. 136 is thirty-six inches wide, twenty-six inches deep 

lt is a single-pedestal roll-top 
base and four drawers in the pedestal, 
and a drawer below the writing bed. 
small drawers and a locked 


and forty-one inches high. 
desk with sanitary 
which is on the right, 
It is equipped with pigeon holes, 
ompartment. 

No. 137 is a flat-top, single pedestal desk, equipped as 
It is thirty inches high. 
edestal desk containing four 
al, a center drawer below the writing 
drawers, a locked compartment, 
This desk is fifty inches long, twenty-six 
nches deep and forty-one inches high. 

No. 151 is a flat-top desk, similar to No. 150, except for 
It is thirty inches high from the floor to the top 
he writing bed. 

The drawers in these desks are described as follows: 
No. 1. An upper drawer with compartment tray which 
be Always handy for 


ipove, the 


No 
drawers in each pedest 
} 


except tor top 


150 is a roll-top, double- 
with pigeon holes, 


ed, 


etc., in the top 


ne top. 


of the 


can moved or removed entirely. 
stamps, pins, clips, et 

No. 2. Center or knee drawer, equipped with pencil and 
tray 
3. A lower drawer, with removable card tray with 


Invaluable 


pen 
No. 


follower block for 3x5-inch cards and indexes. 


in home or office 

The two top drawers in each pedestal are 2% inches high. 
All pedestal draw- 
ers are 9% inches wide and 183% inches deep. 


[wo lower drawers are 35% inches high. 
£ 





IMPERIA HOUSEHOLD DESK NO. 137. 
Center drawers of Nos. 150 and 151 are nineteen inches 
de and in Nos. 136 and 137 17% inches wide. All are 
inches high and 1834 inches deep. All dimensions in- 
e measurements 


Wagemaker Card Trays for Desk Drawers. 


The Wagemaker (¢ ompa! Grand Rapids, Mich., is pro- 
ing metal card index trays for suspension in desk draw- 
rs. These tilable standard card sizes, and 
rranged that the index tabs are at a uniform level in the 
irawer, regardless of the rd size. The trays are sus- 
ended on strips fastened to the drawer. Cards are ar- 
nged transversely, for convenient reference. In case the 
ard trays do not « I re depth of the drawer, the 
pace beneath is le for storage. Metal slides for the 


be supplied if the load is heavy, but ordinar- 


‘ 4 
tnese siaes are not nec¢e 








mn eee 
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Button-Controlled Keyless Ledger. 

The Everlok Binder company, Inc., 41 Union Square, 
New York, N. Y., offers the “Zip” keyless ledger, in which 
the mechanism is controlled by a button. Depressing the 
button releases the locking device, and permits the binder 
to expand, and facilitates the removal of the sheet or 
sheets. The “Zip” binder is well-made, compact and ex- 

















“ZIP” KEYLESS BINDER 


pands at a touch. When ready to lock the binder, the 
user presses down on the back of the binder, and the sheets 
are secured in place. This binder was designed to meet 
the potential demand for a ledger of moderate price that 
the average business or professional man, with relatively 
few accounts, can use for his bookkeeping. | It is furnished 
with 200 sheets and an index. 


A New Cuspidor. 

The Ireland & Matthews Manufacturing Company of 
Detroit, Mich., has recently gotten out the No. 6 cuspidor 
to take the place of a former model. It is of much stronger 
construction and will be more serviceable. It is 774 inches 





NEW CUSPIDOR.—This is 
No. 6 of the Ireland & 
Matthews line—an improved 
and stronger product 


high, with a top diameter of 84 inches and a body diam- 
eter of 9 inches. It weighs 344 pounds and may be had in 
brass or nickel plate 


New Grades of Old Hampshire Papers. 

It will be of interest to many dealers to know that the 
Hampshire Paper Company, who have for many years 
been selling Old Hampshire typewriter papers, have added 
two new grades to their line, using their standard and well 
known Old Hampshire Mills box as a container for the 
new grades, thus maintaining this advertised value of the 
box and adding to the attractiveness of the shelf display. 

Citadel Bond, so watermarked, is one of the new grades. 
It is boxed in 11, 13, 16, 20 and 24-Ib. substance in 8%x11 
and 8%x13, the latter size both plain and marginal ruled. 

The other grade is a plain wove sheet in same weights 
as Citadel, excepting the 11-lb. substance. and comes in 
same sizes, plain and ruled 
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The already well known Old Hampshire Mills water 
marked paper has had an 11-lb. substance added, making 
this grade complete in all required weights. 

New sample books have been prepared and the informa- 
tion contained therein is complete in every respect. Not 
only is every weight shown, but each sample specifies the 
weight of the paper and the number of copies securable 

Old Hampshire Bond, Old Hampshire Mills and Citadel 
Bond envelopes in 6%, 6% and No. 10 are listed in the book 
and carried in stock in both 20 and 24-lb. substance 


Wabash Perfects Improved Steel Tab. 

The Wabash Cabinet Company, Wabash, Ind., has de- 
veloped distinct improvements over the former filing guides 
The new tab is attached firmly to the pressboard, without 
projections of any kind. There is nothing for papers to 
catch on, and the wide-open window gives greater visibility 
to the titles. The brass eyelets, formerly used to fasten the 
tab to the guide, have been dispensed with. The new tab 


| 


was designed scientifically to give maximum strength, and 





IMPROVED WABASH STEEL TABS 


at the same time afford the greatest possible opening or 
window in the label holder. It is manufactured both in the 
straight tab, and the angled tab. Several widths are avail- 
able. The angled tab is made in either one or 13% inch 
width for card guides and two-inch or four-inch for larger 
guides, the same as the straight tabs. 

The tabs are made of cold-rolled steel, covered with a 
thick coating of high-quality black rubber baking enamel, 
baked after the stampings are completely formed. The 
edges of the label holders are re-turned to insure smooth- 
ness. Distinct improvements have been made also in the 
rod projection, and eyelets have been dispensed with here 
also. One of the characteristic features of the Wabash steel 
tab guides has always been the celluloid-faced headings sup 
plied. The celluloid is fused to the label, and there are 
no loose celluloid strips to cause annoyance. Wabash head- 
ings are furnished in infinite variety, and add greatly to the 
utility of the steel tab. 

Lever-Ejector Penholder. 

The Koh-I-Noor Pencil Company, 34 East Twenty-third 
street, New York, N. Y., is featuring the Hardmuth nil 
ejecting penholder. This device clamps the pen in place, and 
ejects it when renewal is necessary, through the manipula- 
tion of a lever. The lever sets flush with the wooden holder 
when locked. This penholder is made in two sizes, finished 
} 


in black or rosewood. Any size pen nib can be used 
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Y and E Dictionary Rack. “Presto” Single Inkstands. 

[The accompanying illustration shows the atlas and dic- [he Bachrach Specialty Company, 2275 Third avenue, 
tionary rack made by the Yawman & Erbe Manufacturing New York, N. Y., is making up several new styles of 
the “Presto” inkstands, to fit standard single bases. A No. 

well in black glass is a novelty 


Hanson Postal Scales Improved. 

The Hanson postal and parcel post scales, made by the 
Hanson Bros. Company, 525 North Ada street, Chicago, 
are now being finish in handsome filing cabinet green. An- 
other improvement recently made in the line is the addi- 
tion of solid brass tops or platforms. 

Hanson scales are designed to fill that middle place in the 





IMPROVED HANSON POSTAL SCALE 


market between low priced articles and high priced ones. 
The scale is an accurate one at a moderate price. The 





’ : z springs are guaranteed for life 
& E ATLAS ANI) DICTIONARY RACK 


A New Silencer for Telephones. 
The Mum-O-Phone is a device which fits over the trans- 
mitter of the telephone enabling the user to talk confiden- 
tially over the wire. By the use of this device, the voice is 
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THE MUM-O-PHONE 


onfined in a sound-proof chamber, enabling the speaker to 
talk quietly, relieving voice strain and aiding transmission. 
[he manufacturer is the Mum-O-Phone Co., 377 Broad- 
y, New York, N. \ 
The Mum-O-Phone is constructed of highly polished hard 
et SPLAT OF rubber. It is of small size and light weight and has features 
cleanliness which recommend it, the breather valve on 
the under side affording the speaker fresh medicated air 





RA 


tlaobele ‘ 
URREN MAGAZINES, ET‘ 


Company Rochester, N. Y. This is a strong, durable : ; 
. ° . ‘ every breat 
rack, oak finished, with six sliding shelves for atlases and ; 


lictionaries 


The periodical rack is more or less obvious, the upper Portable Underwood with Medical Keyboard. 
portion being used to display current magazines and period- lhe Underwood Typewriter Company has announced a 
icals, while the drawers in the lower portion are for old medical keyb« for the portable machine. This keyboard 
issues. This rack is also finished in oak s equipped with every medical character in common use 
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and may be used to write all formulae. At the same time, 
it is perfectly adapted to regular correspondence. 

They emphasize the importance of accuracy and legibility 
in prescription writing. 











DELUXE -A-LITE, JR.,. WHICH 
WAS DESCRIBED IN OFFICE AP- 
PLIANCES FOR MAY ON PAGE 166. 








Linoleum Mat for Cuspidors. 
The Polar Manufacturing Company of Philadelphia is 
marketing a new battleship linoleum cuspidor mat made of 





POLAR CO. CUSPIDOR MAT 


high-grade 3/16-inch material. It is washable, and is fur- 
nished in a diameter of 14% inches in brown or green, as 
desired. 


A Novel, Attractive and Useful Dealer’s Display 
Sign. 

One of the most attractive dealer’s displays that we have 
seen for many a day has just been put out by the Graff- 
Underwood Company of Boston, manufacturers of the well- 
known Graffco signals. 

The predominating feature of the display is a card-file 
drawer which seems to be pulled out about an inch. In 
the drawer are a dozen cards, each card surmounted by a 
colored signal. The twelve signals show the twelve colors 
in which the signals are made. Back of these cards is a 
larger display card, illustrative of a follow-up card with 
the dates of the month printed upon it, but with the words 
STOP, LOOK, LIFT, prominently displayed. Down 
through these words is an arrow pointing to the cards on 
the first of which is the word, “Read.” As one lifts the 
cards, he finds that each tells of a different and unique way 
in which Graffco signals are now being used to increase 
business in various lines. At the top of the display is an 
enlarged fac-simile, in colors, of the Graffco signal, which 
also adds to the attractiveness of the exhibit. This display 
accomplishes three purposes, which should be the purpose 
of every dealer’s display: 


It attracts attention and shows the use of Graffco signals; 
it suggests new methods and new purposes of using signals; 
it educates the clerks in the dealer’s store as to the varied 
uses of signals, so that they are able to talk understand- 
ingly to customers. 

The display card is finished by a special process so that 
it may always be kept clean simply by washing or wiping 




















2FUL DEALERS’ DISPLAY SIGN BY THE GRAFF 
UNDERWOOD COMPANY. 


US 


with a damp cloth. On the back of the display are some 
special instructions to dealers and their clerks, together 
with a space for current price lists, etc. 

These unique displays’ are sent free to every dealer han- 
dling Graffco signals. 


Invincible Adds Line of Card Cabinets. 


The Invincible Metal Office Furniture Company, Manito 
woc, Wis., has broadened its line by the addition of steel 
filing cabinets for index cards. Several sizes are made 
accommodating 5x3, 6x4 or 8x5 cards. The cabinets are 





INVINCIBLE CARD CABINETS 
sturdy, well-made, and produced to enable dealers to sel 
them at a moderate price. Cabinets of similar size wil 
stack in battery. This line is designed for every-day off 
use, and embodies the usual conveniences of well-designed 


cabinets. 
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Woodbridge to Speak at Prague. 

C. K. Woodbridge, who is a vice-president of the Amer- 
ican Management Association, has been appointed an official 
delegate of the association to the International Management 
Congress at Prague, Czecho Slovakia, in July, 1924. He 
will deliver an address on the subject of Sales Management, 
Principles and Methods of Planning and Controlling 
Operations 

Mr. Woodbridge, president of Dictaphone Corporation, 
New York City, left on the Aquitania for British Isles and 
Continent for a two months’ business trip, May 28th. 

The Associated Clubs of the World holds 


its annual convention in London, in July, and Mr. Wood- 


Advertising 


bridge, who is a member of the Program Committee, will 
arrange a special international conference of sales managers 
in London, under the auspices of the Sales Managers, In 
corporated, of London, and the Sales Executives Division of 
the American Management Association. 

Philip Jaisohn & Co., in Difficulties. 

The widely known Philadelphia stationery house of Philip 
Jaisohn & Co 
a few days ago. 
about $78,000. E. S. 


filed a voluntary petition in bankruptcy 
Assets are said to be about $68,000 and 
Paret of the Biddle Paret 
press is receiver and Joseph Mellors is referee. 


liabilities 


Dr. Philip Jaisohn, head of the company, is internationally 


known. He was Korean consul at Philadelphia and has 


been active at Washington as the representative of Korea 
He is a graduate of the medical department of the Univer- 
Pennsylvania, giving up the profession to engage 
and to 


sity of 


in the stationery business enter international 
diplomacy. 

He began his business career on the organization of the 
original firm of Deemer & Jaisohn. Later the partnership 
business. 


late A 


larger store was secured at 1709 Market street about a year 


was dissolved and Dr. Jaisohn took over the 


The business has been expanding rapidly of 


ago. The printing and engraving department at Seven 


teenth and Ludlow streets was destroyed by fire a few 


months ago, but an enlarged establishment was _ later 
secured. 
The sympathy of the trade is extended to Dr. Jaisohn, 


who is confined to his home as a result of a nervous 


breakdow! 


Stationers’ Square Club. 


The first annual reception and dance of the Stationers’ 
Square Club of New York was held at the Pennsylvania 
hotel on Saturday evening, May 24. The affair was a 
success from every point of view. Schwartz's orchestra 


supplied the music. Mr. Schwartz, the director, is the father 


J. Schwartz of the J. Myers Stationery Company, secr« 
tary of the club. 

Che redit for the success of the affair goes to Eddie Gash 
and Victor Levi, bot! the Entertainment Committee, 

One of t interesting sidelights of the evening was the 
receptio1 y the guests of Mr. Sigmund Engleberg of 
Eagle Pencil Company, who was greeted with the strains of 
‘Here Comes the Bride” upon his entrance into the hall 
vith his newlv a quired wife. 


New Cuspidor Catalogue. 


ry [Ireland & Matthews Manufacturing Company of 


Detroit, Mich., announce a new catalogue and price list 
overing their “Quality” brand cuspidors. Four new nun 
vers ha been introduced The No. 2, a medium sized 
rass cuspidor of attractive design: the No. 3, a lobby 
cuspidor made in three sizes, 14-inch, 20-inch, and 24-in 


ructed style (dropped two years ago 


but reinstated by popular’ demand): the No. 109, a steel 
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Sacramento Valley Typewriting Contest. 

This contest was held at Sacramento, Calif., on April 26, 
1924. There were nearly two hundred entries. There were 
nine contests in all, open to students under varying condi- 
tions. There were four different makes of machines repre- 
sented in the contest, the Underwood predominating and 
the others following in the order named: Remington, Royal, 
and L. C. Smith. 

In contest No. 1, open to students who had not practiced 
on a typewriter prior to August 1, 1923, and have received 
all training in the high schools they represent; the first 
place was given a gold medal, the second a silver medal 
and the remaining three places bronze medals. Cup was 
given to the school entering winner, to be held in trust until 
the 1924 Sacramento Valley typewriting contest, becoming 
the permanent property of the school first winning it three 





TYPEWRITING CONTEST RECENTLY HELD AT SAC- 
RAMENTO, CALIF.—Photograph supplied by 
J. N. Kimball, manager of contests. 


The first five winners operated Underwoods. They 
are Rosa J. Huffington, Sacramento High School, Sacra- 
mento, sixty words per minute net; Louise Turpen, Sac- 
ramento High School, Sacramento, fifty-five words net; 
Muriel Cecelia Timm, Dixon Union High School, fifty-five 
Catherine MacBride, Roseville Union High School, 
Sammy Yee, Marysville Union 
There were one 


times. 


words: 
Roseville, fifty-five words; 
High School, Marysville, fifty-four words. 
hundred and ten entries in this contest. 
Contest No. 2 was open to students who had not prac- 
1922, who received all their 
training in high school only. Gold, silver and three bronze 
medals were awarded the winners of first five places. The 
Peter Engel Efficiency trophy, a perpetual cup, went to 
the school entering the winner, to be held in trust until the 
1925 contest, and to become the permanent property of the 
Contest, fifteen minutes. 
[he first five winners were as follows: Ruth Legate, Sac- 
ramento High School, Sacramento, 76 words per minute 
net; John Sperbeck, Marysville High School, Marysville, 
67 words per minute net; Adelia Maisch, Sacramento High 
School, Sacramento, 66 words per minute net; Ruth Thomp- 
Sutter High School, Sutter Creek, 65 
words per minute net; Mildred Frohn, Marysville High 
School, Marysville, 65 minute net. All of the 
foregoing contestants operated Underwood typewriters, with 
f Miss Thompson, who used a Remington. 
students who 


ticed previous to August l, 
] 


school first winning it three times. 


Creek Union 


son, 
words per 


the exce ption ( 
Contest No. 3 
practiced on a typewriter since August, 1920. Gold, silver 
and bronze medals to winners of first three places. The 
H. S. Crocker Company trophy, a perpetual cup, went to 
the school entering the winner, to be held in trust until 
1923 Sacramento Valley typewriter contest, and to be- 


was open to high school 
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A System Universally Bought 
But Never Actually Sold 


Phew just a few minutes, our performance, the value of which 


J well posted representatives can 
invariably demonstrate to any exec- 


utive a very obvious need for some 


definite business analysis which 
ACME VISIBLE RECORDS will 
supply forhis Sales, Production, Cost, 
Financial or Executive departments. 

When that need is once outlined, 
no sales pressure is ever necessary 


can be predetermined. 

In fact, some of our largest in- 
stallations today are the result of a 
small beginning followed by ac- 
complishments which justified 
quick expansion. Leading Office 
Supply Houses, therefore, find it 
good business to call for the co- 
operation of the ACME field staff 


of Record Experts. Catalog and 
valuable information on request. 


ft —the ACME SYSTEM is usually 
| bought on the basis of a known 


| VISIBLE RECORDS EQUIPMENT 
| Acme Card System Co., 114 So. Michigan Ave., Chicago, III. 


Branch Offices in Most Principal Cities 
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come the permanent property of the school first winning 
the contest three times Contest, fifteen minutes. The 
three winners were: Florence M. Abegglen, Sacramento 
High School, Sacramento, 92 words per minute net; Char- 
lotte P. Alderman, Marysville High School, Marysville, 73 
words per minute net; Mary Charlotte Sutfin, Marysville 
High School, Marysville, 72 words per minute net. 

In the No. 4 contest, the entries were the same as in 
No. 1. The highest percentage of accuracy, thirty words 
or more, won the contest. The Sacramento Ad. Club ac- 
curacy trophy, a perpetual cup, went to the school entering 
the winner, to be held until the 1925 contest, and is to 
become the permanent property of the school first winning 
it a third time. The records were taken from results of the 
contest No. 1 and the winner was Louise Turpen, whose 
percentage of accuracy was one hundred, writing 55 net 
words per minute for 15 minutes. 

Contest No. 5 was the school accuracy contest, in which 
fifty net words per minute or more were required to win. 
Gold, silver and bronze medals went to the winners of the 
first five places. As a perpetual cup, The Sacramento Bee 
donated an accuracy trophy to be held under the same con- 
ditions as the above mentioned trophies. The winners of 
this contest were Dollie Childers, one hundred per cent; 
Louise Turpen, 100 per cent; John Sperbeck, 97.1 per cent; 
June Jacobs, 93.9 per cent and Adilla Broglio, 92.5 per cent 

Contest No. 6 was the unlimited accuracy contest. In 
this contest a percentage of sixty-five net words per minute 
or more was required to win. Gold, silver and bronze 
medals were given to the winner of the first, second and 
third, w were as follows: John Sperbeck, 97.1 per cent; 
Florence Abegglen, 96.5 per cent and Charlotte Alderman, 
95.6 per cent 

In the one-minute contest, No. 7, the gold medal was 
awarded to Dorothy Ryan, Sacramento High School, who 
made a net record of eighty-two words in one minute’s 
writing 

Another one-minute contest was No. 8, in which two 
operators competed—two-year students. Gold medal was 
given to the winner, who was Ruth Thompson, who wrote 
96 words in the minute with no errors. 

Contest No. 9 was also a one-minute contest, in which 
three operators competed, four-year limit students. Gold 
medal was awarded to Florence M. Abegglen, who wrote 
112 words without error. 

In commenting on these contests, J. N. Kimball, manager 
of contests, says 

Good old California—Cal. for short—she does things for 
all they are worth. The Sacramento Valley Contest, April 
26, was an example. There were 180 contestants, and that 
they are well taught the records show for themselves. But 
I could not help wondering as I looked at those ten score 
youngsters, what the pioneers would have to say could 
they stand in my place. The world has turned many times 
since the old days, and has changed more than in any simi 
lar age. Sacramento was the promised land to those who 
came here in 1849-50. They were a sturdy lot, ragged, un 
kempt, footsore and weary. Some had trudged on foot 
from San Francisco, carrying their lares and penates on 
their backs and throwing them away by piecemeal as they 
became too heavy a burden. Others came up the river ir 
boats, paying a great price for the privilege. In place of 
the present beautiful city was almost a quagmire—the river 
overflowed its banks and the mud was ankle deep. Here 
they rested for a spell under the shadow of Sutter’s Fort, 
and then, refilling their packs as best they could they again 
started on the long tramp to the hills, some eighty miles 
away. It was a three-day journey, then—I rode there a 
few days ago in as many hours. I think of all these things 
as I watch the nimble fingers fly over the keyboard, and 
I know of no place on earth that is more thought compell- 





ROBERTS 


An Average Additional 
Profit of $3.17 on a Six- 
Machine Order 
That’s what. the dealer gets when he 


takes advantage of the ROBERTS AS- 
SORTMENT PROPOSITION. 


Six Machines, ordered and shipped at 
one time, assorted as desired, carry the 
quantity discount—averaging $3.17 exe 
tra profit. 


ROBERTS 


Numberin g and 


Dating Machines 












Model. List Prices 
No. 49—Automatic Numbering Machine...... $7.58 
No. 47—Automatic Dating Machine........... 7.50 
No. 37—Lever Numbering Machine........... 7.50 
No. 50—Automatic Numbering Machine...... 10.00 
No. 48—Lever Numbering Machine........... 10.00 
No. 66—Metal Dating Machine............... 5.00, 


If you can sell one 
machine you can 


sell SIX. 






Demand, Quality and Prsenmune 
Prestige are all es- Numbering 
tablished ROBERTS Machine 


features. 


Are You Using 
Our Descriptive 
Circulars? 

We get out a 

line of good de- 
scriptive circu- 


lars for the use 1 23456 123456 
Style A Style H 


of our dealers. 


Specimens on . 1 93 4 5 
Style G Se 1 G 
request. 


Joe ROBERTS NUMBERING 
MACHINE COMPANY 


694-710 Jamaica Avene 
BROOKLYN, NY. 


Builders of all kinds of Special Numbering Equipments. 
Branches and Agencies in principal countries of the world 


ROBERTS 
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one of the most successful 
stationers in the U.S. 


got his start by locating near the center of 
the law, real estate and insurance section 
of his city. Items that appeal to that class 
of trade are well worth featuring, for there 
is a big demand. 





DIEMER 


METAL END FILING BOXES 


are almost indispensable in those lines, as 
well as in banking and allied businesses. 
They are made of red enameled pressboard 
and equipped with ring pulls and removable 
labels. We have over seventy sizes in stock 
and can furnish others on special order at 
short notice. 





Diemer also specializes on ENVELOPES 
for filing, mailing and carrying purposes, in 
Red Rope and Jute, for flat or folded papers. 
The illustrations show a few of the de- 
signs carried in stock. 








Send for Catalogue No. 30 
tllustrating the entire line. 


JOHN F. DIEMER CO. 


107-109 LaFayette St. New York, N. Y. 
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ing. It was not a dream, it was a reality and it is a reality 
today, but the difference is too amazing for belief, or at 
least for comprehension. 


California*does things. She has invented an auto plate 
that is ingenious to say the least. The State plate has the 
legend “Cal. 24” up and down on its end, followed by the 
auto’s number. They have the “Cal. 24” all right, now, 
but in place of the number is “COOLIDGE” which, to my 
mind, is trite. 

But as for the contest—the figures printed will tell the 
story far better than I can do it. More than 1,500 students 
have been (or will be) in California contests this year—I 
have already sanctioned more than twenty, and the man who 
says these things are not good medicine for every business 
man in the state hardly knows what he is talking about. A 
ten per cent. gain in the work of any school means a like 
gain in the office into which its students go, and ten per 
cent. is a fair profit, is it not? And I know that such a 
gain is always found in the students of every school that 
enters a contest. Rah for California—and may she soon 
lose sight of the bogy of the hoof and mouth disease. She 
has it bad—I was told that if I wanted funds I should see 
to it at once, because the banks were about to close their 
doors—afraid the buffalo on the nickel might spread the 
disease. Rah for California. 


A Lively Publication. 

The Remington Broadcaster is one of the recent house 
organs and is published by the Remington Typewriter Com- 
pany. The May issue presents a number of interesting news 
items. The sheet contains four pages and is of newspaper 
size, illustrated with pictures of groups, individuals, of- 
fices, etc. 


Italian Vessel a Floating Fair. 

The steamship “Italia,” Italy’s “floating fair,” sailed 
from Spezia, Italy, February 27, for a 210 days’ cruise. It 
is to travel 23,000 miles, making a complete circumnavi 
gation of South America and visiting all the important ports. 
The stays will range from ten days at Buenos Aires to one 
day at Punta Arenas and Colon, Commercial Attaché 
MacLean says in a report to the Department of Commerce 

The cruise is intended to be largely commercial, but at 
the same time an active propaganda in behalf of Italy and 
the Italians will be disseminated. The liner being used, of 
about 15,000 tons displacement, has been donated by the 
Italian government. It is manned by Italian naval officers 
and crew, whose subsistence will be paid by the Italian 
ministry of marine. 

The cost of equipping the ship with the exhibits is said 
to be about 5,000,000 lire. The decorations are very elab- 
orate, displaying the best Italy can supply in the way of 
wood carving, painting, stained glass, hangings, mosaic 
pavements and marble staircases. The exhibits cover the 
whole range of Italian production from large automobiles 
to dainty handicraft. Each exhibit has a representative to 
demonstrate the wares and take orders. The expenses of 
the voyage are to be divided among the participants, being 
estimated at about 15,000 lire per unit of space, and the 
passage for the entire cruise at 25,000 lire per person. 


Portsmouth Taxes Office Machine Dealers. 
The city of Portsmouth, Va., instituted a series of spe 
cial occupational taxes May 1. Dealers in, or agents of, 
cash registers, typewriters or adding machines are required 
to pay an annual tax of $26. This tax is applied to a lim- 
ited number of business lines, which also include public 
accountants. 








WRITE OR WIRE 


AT ONCE FOR 
FURTHER 
DETAILS 





ra TE NT EO 


Mr. Dealer : 


There is a tremendous potential demand for 
ledger. Every professional man and every busi 


man of a few hundred accounts is a sure prospect. 


You won't have to talk it up; Just show it 
it will sell itself. The price is right. 


























LOCKS AUTOMATICALLY — 
OPENS WITH KEY— 


‘Poa latest thing in a loose leat post binder, made 
with solid or sectional posts of 5-16" or 3-8" 


diameter. All standard sizes for ledger, ledger 








a. 









, production, sales sheets, etc. The idea! binder 
for di purposes in the large or small office. 


FEATURES 


Sponge rubber under oP: cover compresses sheets so that they 
Compression - Spo ot work loose or be easily removed. Life of rubber is 


eae indefinite. 





Security . - - Cannot be opened without individual key. — Insures privacy 
and safety. 


Operation . « Very simple. It is locked by placing cover over posts. It is 
opened just as easily—you insert proper key and lift up. 


YOU PAY NO MORE!! 


41 UNION SQUARE 
NEW YORK 












Heavy Canvas With Cowhide Corners 
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Dealers and representatives in U. S. and Canada wanted. We assure you the best of co-operation. 
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Success 


The reception given to our announcement 
by dealers and big industrials prompts us to 
say that STAMPLEX is a success. 


Already firms like General Electric, Ameri- 
can Tel. & Tel., Eastman Kodak, Union Car- 
bide, Texas Co., to mention a few, are using 
our new device. 


As there is room for a STAMPLEX on ANY 
office desk just as well as on theirs, so it seems 
to us that the office appliance trade should 
not miss this opportunity, but send the at- 
tached coupon immediately. 


We fully intend to back our dealers with 
National Advertising in keeping with the mar- 
ket possibilities of the device, but first we have 
to have adequate distribution. 


$ TAMPLEX 


TRADE MARK REG. U.S. PAT. OFF, 


Didi... A modern office appliance 
Features— 
1. Ten Stamps in one 4. Stamps protected 7. Self aligning 
2. Interchangeable 5. Indexed 8. Clean 
3. Compact 6. Self Inking 9. Well made in U. S. A. 
10. GUARANTEED 


Enter our order for one specimen STAMPLEX, order pad, display material and dealer plan. 
We agree to return the machine to you within ten days, failing to do so, you may bill us at 


$5.25 net on regular terms. 


Date - Signed..... 


STAMPLEX CORPORATION ae 


119 West 42” Street 
New York 
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Quality is not 
enough these days 


Other factors are required 
toinsure the Ribbon and 
Carbon Dealer’s Success 


Established 
1878 


Incorporated 
1891 





A & W. Service is dependable. Nothing 
* less than quick action when orders 
and inquiries are received. 


— A. & W. Line is complete in every 

detail—Inked Ribbons of every de- 
scription—Carbon Paper for every pur- 
pose. 


A & W. Co-operation means additional 

* business. We work closely with the 
dealer on large business, where help is 
required. 


4S pap Appearance of A. & W. Products 
is good. Favorable first impression is 
strengthened by the quality delivered. 


re Sterling Quality of A. & W. Rib- 
bons and Carbons is recognized by 
consumers and dealers alike. These 
goods are salable against any competition. 


A & W. Policy—we do not compete 
* directly against the dealer, nor do 
we expect the dealer to order more goods 
than he can sell. Frequent shipments 
keep a stock in prime condition and we 
both benefit thereby. 


HE A. & W. Line of Ribbons and 

Carbons is essentially a dealer’s line— 
developed entirely to meet the dealer’s 
requirements. 


yee Salesmen are calling on the trade 
regularly—order through the one who 
calls on you, or by mail. 


CC%he AULT &? 
WIBORG Qompay 


CINCINNATI, OHIO 
U.S.A. 
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Uniform Cost Accounting Conference. 

The proceedings of the second conference on Uniform 
Cost Accounting have been published. Copies may be se- 
cured from the department of manufacture, Chamber of 
Commerce of the United States, Washington, D. C. The 
price is 25 cents singly; 20 cents per copy for fifty or more. 
This conference was held at Hotel Astor, New York, N. ¥ 
March 25-26, 1924. 

“The Legal Status of Cost Accounting” was one of the 
several papers discussed. The Federal Trade Commission 
was quoted as having stated several years ago: “It may 
be said that for a trade association to set up and induce 
the use by its members of a scientific and accurate plan 
of cost accounting is not only legal, but highly beneficial to 
the individual members of the association. The use of this 
legal and highly beneficial information by each individual 
in establishing his own production costs and determining 
his own margin is entirely proper.” 

A year later the following comment was made: “I have 
previously expressed my firm belief that cost accounting is 
a legitimate trade association activity and subsequent con- 
sideration has merely strengthened this conviction.” 

Governmental Attitude Toward Costing. 

The Attorney General of the United States made this 
statement in correspondence which passed between him and 
the Secretary of Commerce: “There is no apparent objec- 
tion to a standard system of cost accounting, but I think 
associations should be warned to guard against uniform cost 
as to any item of expense.” 

The action of the Federal Trade Commission in its cas« 
against the United Typothetae of America was mentioned. 
It was shown that the Commission did not restrain the 
Typothetae from pursuing cost accounting activities, but 
differed with the printers as to the methods used. 

Commissioner Gaskill of the Federal Trade Commission 
said, in correspondence with the department of manufacture, 
Chamber of Commerce of the United States: “Stated in 
another way, the conception of the Commission is that the 
efforts of a trade association to educate the individual 
member in the application of sound principles of cost ac 
counting in his individual business are proper. But that 
any subsequent effort of the association to reduce the in 
dividual costs to an average or uniform cost basis and to 
procure the use of the group standard as a basis of price 
making by each of the individuals in the group, is improper 
The individual must fix his own cost and his own margin 
The group may not attempt to substitute a group average oi 
standard either of cost or margin for the individual’s fig 
ures without being in peril of becoming an unlawful con 
bination.” 

Costing Must Not Govern Sales Prices. 

These expressions indicate that while the government 
has no objection to business associations promoting cost 
finding systems, care must be exercised to avoid the appear 
ance of using such systems for determining selling prices 
for an industry. 

The attendance list indicates that the marking device 
interests were better represented at the meetings than any 
of the activities covered by this publication. Men known 
to the field who registered included: 

W. A. Campbell (secretary Century Rubber Stamp 
Works), 551 Pearl street, New York, N. Y.; J. 
(field secretary of the International Association of Rubber 
Stamp Manufacturers), 602 Empire Building, Pittsburgh, 
Pa.; L. A. Farquhar (treasurer Burroughs Adding Machin 
Company), Detroit, Mich.; R. A. Givudan (vice-president 
Jaenecke-Ault Company), Newark, N. J.; H. Heine (presi 
dent Century Rubber Stamp Works), 551 Pearl street, 
New York, N. Y.; T. A. Isert (general manager Engravo 
graphia), 250 West Fifty-seventh street, New York, N. \ 
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NE customer writes com- 
plaining of delayed ship- 
ments. Another is irritated over 
inaccurate invoices. Your ac- 
countant sends a memo about 
the growth in your accounts 
receivable. You find out unex- 
pectedly that your inventory is 
too low. Your desk is piled high 
with work. 


You probably know how it 
feels. You certainly do if your 
accounting department is not 
100% efficient. Many of your 
most annoying and persistent 
difficulties are due to—shall we 
say old-fashioned ?—accounting 
methods. 

There are thousands of exec- 
utives, however—in more than 
400 different lines of business- 
who have eliminated the annoy- 
ing results of inaccurate ac- 


counting. They have installed 
Elliott-Fisher. 

Elliott-Fisher provides an ac- 
curate check on shipments. It 
gets statements out on time 
rush season or not. It makes 
few mistakes and these are eas- 
ily and quickly checked. It will 
furnish a report of your busi- 
ness every day—showing the 
exact status of every account. 
It makes possible early, up-to- 
date cost figures—showing you 
at all times the value of mate- 
rials on hand or in process. 

Let us send one of our repre- 
sentatives to go over your prob- 
lems with you. He will make 
some constructive suggestions 
which may solve many of your 
difficulties. Merely have your 
secretary drop us a card. It in- 
volves you not in the slightest. 


ELLIOTT-FISHER CO., 342 Madison Avenue, New York 


Branch Offices in Every Important City in the United States and Canada 


Elliott-Fisher Ribbons and Carbon Papers give best results 


Elliott- Fishe r 
























ee The 


ELLIOTT-FISHER ID 


Elliott-Fisher best meets the re- 
quirements of modern accounting 
by furnishing: 
INSTANT PROOF OF 
ACCURACY 
Without extra work or effort. 
MAXIMUM PRODUCTION 
he flat writing surface results in 
the writing of many records at one 
operation 
PERFECT LEGIBILITY 
On origioal and many copies. 
CURRENT INFORMATION 


Facts and figures obtained as a 
by-product. 





A quarter century of study and ze- 
search has developed the 


a ae | Accounting 
Machi 
ELL iOT l-FISHER, 
» There is one which fits 
By your business. 
if 
: 
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Accounting and Writing Machines: Flat Writing Surface 
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Standard Office 
Keyboard 











The most practical 
all-purpose writing machine 


ERE at last is a light-weight typewriter 

with the good points of its heavier broth- 
ers. The standard four-bank keyboard is but 
one of the numerous features which will turn 
prospects into Corona boosters. 


A WIDER MARKET 
Every Corona dealer knows how much this 
four-bank model has been needed. Many 
thousands of people have asked for it. It will 
give Corona a still wider market. It will put 


CORONA FOUR 


Coronas in business offices, in schools ‘and 
business colleges, and in the homes of those 
who prefer the single shift machine. 


A MODEL FOR EVERYONE 


There is now a Corona to suit every need and 
preference. The Corona FOUR as above, the 
Corana THREE for those who want maximum 
portability and the “XC’’ Corona where a 90 
character machine is needed. Everyone needs a 
Corona and row there is a Corona for everyone. 





Corona Typewriter Company, Inc., Groton, N. Y. 
and Corona Typewriter Company, Ltd., 
30 Old Bond Street, London, W. I. 
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C. W. knox (general manager Minneapolis School Supply 
Company and chairman cost accounting committee, Na- 
tional School Supply Association), 718 Washington avenue, 
S. E. Minneapolis, Minn. 

C. H. Meyers (cost accountant The Bates Manufactur- 
ing Company), Orange, N. J.; S. A. Naylor (clerk, Wal- 
tona Works, Inc., and representative of the American 
Floor Covering Association), New Brunswick, N. J.; J. A. 
Reilly (American Writing Paper Company and president 
Cost Association of the Paper Industry), Holyoke, Mass.; 
J. E. Ruth (sales representative Tabulating Machine Com- 
pany), 50 Broad street, New York, N. Y.; A. Scheminger 
(Century Rubber Stamp Works), 551 Pearl street, New 
York, N. Y.;: W. A. Scheu (cost accountant Steel Equip- 
ment Corporation), Avenel, N. J.; A. L. Schleiner (factory 
manager The Bates Manufacturing Company), Orange, N. 
J.; R. F. Schoder (president Schoder & Lombard Stamp 
and Die Company, and director, International Stamp Manu- 
facturers’ Association), 202 Center street, New York, N. Y.:; 
J. A. Sleeke (auditor J. E. Linde Paper Company and rep- 
resentative of the National Paper Trade Association), 84-90 
Beekman street, New York, N. Y.; C. R. Stevenson (presi- 
dent The Stevenson Corporation and secretary of the Bu- 
reau of Envelope Manufacturers), 19 West Forty-fourth 
street, New York, N. Y.; H. W. Stewart (division manager 
Burroughs Adding Machine Company), Detroit, Mich.; 
H. H. Young (treasurer J. L. Hammett Company and rep- 
resentative of the National School Supply Association), 


Cambridge, Mass 


Exhibitors at the “Informashow.” 

The ninth international convention of the National Asso- 
ciation of Purchasing Agents was held at Boston May 19-23 
In connection with this convention, manufacturers arranged 
exhibits at the ‘“Informashow.” Among those represented 
were: Acme Card System Company, Chicago, IIl.; The 
Beck Duplicator Company, New York, N. Y.; The Brooks 
Company, Cleveland, Ohio; Corona Typewriter Company, 
Inc., Groton, N. Y.; Dennison Manufacturing Company, 
Framingham, Mass.; Joseph Dixon Crucible Company, Jer- 
sey City. N. J.: Durand Steel Locker Company, Aurora, 
Ill.; Error-No, Inc., Rochester, N. Y.; Thomas A. Edison, 
Inc., Orange, N. J.; The Hamilton Autographic Register 
Company, Hamilton, Ohio; Hammermill Paper Company, 
Erie, Penna.; Index Visible Company, New Haven, Conn.; 
International Time Recorder Company, New York, N. Y-.: 
Kee-Lox Manufacturing Company, Rochester, N. Y.; The 
Manifold Supplies Company, Brooklyn, N. P.; Postindex 
Company, Boston, Mass.; Rand Company, Tonawanda, N. 
Y.: Remington Typewriter Company, New York, N. Y.; 
Charles N. Smart (“Bostitch” fastener), Boston, Mass.; 
L. C. Smith & Bros. Typewriter Company, Syracuse, N. Y.; 
Underwood Typewriter Company, New York, N. Y.; Vis- 
ible Records Equipment Company, Chicago, IIL; F. S. Web 


ster Company, Boston, Mass. 


Waterman Continues Subway Campaign. 

Last summer public-spirited citizens of New York or- 
ganized 2 campaign for more subways. Mayor Hylan was 
promoting additional bus lines. The “Say It With Shovels” 
campaign backed by Frank Waterman and his associates 
grew so strong that the mayor was obliged to heed the 
multitudes who petitioned for better subway transporta- 
tion. The routes were surveyed and approved and plans 
made 

Lately the mayor has depreciated the plans made by the 
transit commission, and thus revealed a need for more 
pressure from the public to start subway construction. Ma- 
chinery has been organized to enroll the public in another 
campaign to compel the mayor to get action and dig more 


subways 











CARBON PAPERS 


Made to a Purpose 


The Dealer who wants his service to be 
exact in meeting the requirement, and 
economical and efficient in getting the 
result, will be pleased with Bucki Car- 
bon Papers. With this quality product, 
we give full co-operation—write us. 


























BUCKI 


Supreme Typewriter Ribbon 


Finest grade of imported fabric, in connection 
with highest quality of colors are combined in 
this remarkably durable ribbon. Special grades 
for billing and elite type machines. 


The BUCKEYE 


RIBBON & CARBON CO. 


Factory and Executive Offices 
CLEVELAND - - OHIO 


ESTABLISHED 1896 
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The Royal— 
for greater 
LETTER MILEAGE 


From the beginning, the Royal 
Typewriter Company has spe- 
cializedin the building of type- 
writers and nothing else. 
Knowing this, it is not sur- 
prising that Royal Typewriters 
are blazing the way and set- 
ting the pace today for finer 
quality, greater volume and 
lower cost of typewriting. 


The Royal is more than a 
machine. For in the fineness 
and accuracy of its typing 
the spacing, alignment and 
beautifully clean type impres- 
sion— it is nothing less than 
an instrument designed and 
constructed for the advance- 
ment of business. 


ROYAL TYPEWRITER COMPANY, Inc. 


Royal Typewriter Building. 316 Broadway, New York 
Branches and Agencies ‘he \Vorld Over 


OYAL 


TRADE MARK 





“Compare the Work”’ 























APPLIANCES June, 1924 


Comparative Figures on March Exports.- 


The statistics which appear here are abstracted from reports 


published by the Department of Commerce. 


Comparative Figures on Major Exports—March. 


Furniture, metal office, comprising filing cases. safes, safety 


deposit boxes, vaults and lockers, in March—(1923) $309 
(1924) $227,410. Nine months ending March—(1923) $973 
(1924) $1,692,539. [For segregation of these items, see 


respective classifications under “‘Comparative Figures on Mis 


cellaneous Exports—March.”’] 
Machines, adding and calculating, in March—(1923) 1,862 


chines @ $216,154; (1924) 2,425 machines @ $597,286 Nine 


months ending March—(1923) 10,475 machines @ _ $1,825 
(1924) 16,497 machines @ $3,793,619. 

Machines, cash register, in March—(1923) 2,099 machine 
$354,381; (1924) 1,434 machines @ $320,391. Nine months en 
March—(1923) 11.867 machines @ 2,249,116; (1924) 13,083 
chines @ $2,490,850. Cash register parts in March—(1923) 4 
pounds @ $30,022; (1924) 50,708 pounds @$34,344. Nine mo 


ending March—(1923) 374,303 pounds @ $264,627; (1924) 387,734 


pounds @ $265,812. 


Machines, typewriter, in March—(1923) 20,675 machines @ 


$1,172,123; (1924) 22.420 machines @ $1,286,714. Nine mo 
ending March—(1923) 151,714 machines @ $9.027,420; (1924) 
249 machines @ $10,569,766. Typewriter parts in March—(1 


30,869 pounds @ $46,683; (1924) 60,107 pounds @ $77,563 Nine 


months ending March—(1923) 167,973 pounds @ $289,233: (1 
412,778 pounds @ $513,809. 

Paper, carbon, in March—(1923) 89,953 pounds @ $67 
(1924) 73,158 pounds @ $58,271. Nine months ending Mar 


(1923) 523,300 pounds @ $411,014; (1924) 649,026 pounds G@ 


$503,584. 


Ribbons, typewriter, in March—(1923) 33,087 pounds @ $58 


163; (1924) 31,727 pounds @ $53,972. Nine months ending M 


—(1923) 193,275 pounds @ $347,391; (1924) 219,015 pounds @ 


$376,373. 
Comparative Figures on Miscellaneous Exports—March. 
Boxes, safe deposit, vaults and lockers, in March—(1$23) 


segregated]; (1924) 80,571 pounds @ $22,647. January 1 to March 
31—(1923) [not segregated]; (1924) 287.748 pounds @ $68,345 


Cards, playing. in March—(1923) 859,571 packs @ $95 
(1924) 623,598 packs @ $63,506. Nine months ending Mar 


(1923) 6,742,450 packs @ $791,078; (1924) 5,612,363 packs at 


$613,199. 

Cases, filing, in March—(1923) 2,512 cases @ $66,630; (1924) 
2,805 cases @ $95,705. Nine months ending March—(1923) 13,514 
cases @ $430,408; (1924) 19,690 cases @ $684,118. 

Chairs, wooden, in March—(1923) 18,270 chairs @ $47,544 
(1924) 19,898 chairs @ $63,359. Nine months ending March 
(1923) 124,056 chairs @ $421,889; (1924) 180,333 chairs @ $604,844 

Envelopes in March—(1923) 218,375 pounds @ $41,179; (1924) 
150,542 pounds @ $30,000. Nine months ending March—(1923) 


1,898,260 pounds @ $371,782; (1924) 1.963.451 pounds @ $400,910 
Fiber, vulcanized ware, in March—(1923) 127,587 pounds @ 
$33,643; (1924) 52,850 pounds @ $23,526. Nine months ending 


March—(1923) 653,270 pounds @ $173,069; (1924) 644,453 pot 
@ $201,179 

Furniture, other metal office and fixtures, in March—(1 
63.546 pounds @ $16,304; (1924) 151,53 
months ending March—(1923) 806,745 pounds @ $192,137; (1 
1,513,328 pounds @ $299,574. 


Furniture, wooden, office, in March—(1923) 81,669 pounds @ 


$19,096; (1924) 74,092 pounds @ $19,514 Nine months em 
March—(1923) 859,317 pounds @ $189,727; (1924) 947,763 por 
@ $218,238. 


pounds @ $147,801. 


Ink, other than writing, printing and lithographic, in March 


(1923) 49,539 pounds @ $16,963; (1924) 44.070 pounds @ $13 
Nine months ending March—(1923) 362,172 pounds @ $106 
(1924) 382.973 pounds @ $158,199 








Ink, writing, in March—(1923) 120,368 pounds @ $20,822; (1924) 
118,693 pounds @ 27,179. Nine months ending March—(1923) 
856,566 pounds @ $169,134; (1924) 966,994 pounds @ $175.902 

Machines. addressing and duplicating, in March—(1$23) 31 
machines @ $37.160; (1924) 439 machines @ $61,34: Nine 
months ending March—(1923) 2,227 machines @ $207 (1924) 


2,651 machines @ $332,609. 


Paper, cash register and adding machine, in March—(1! 
yr N 


79,203 pounds @ $9,032; (1924) 106,628 pounds @ $13,569 


months ending March—(1923) 736.966 pounds @ $77,948; (1! 


968,843 pounds @ $111,547. 


Paper, writing, except papeteries, in March—(1923) 492.584 
pounds @ $81,224; (1924) 242.746 pounds @ $43,175. Nine months 
ending March—(1923) 5,553,438 pounds @ $826,250; (1924) 4,2 


759 pounds @ $724,970 


Papeteries in March—(1923) 22,525 pounds @ $7,958: (1924 


21,044 pounds @ $9.123 Nine months ending March—(1 
290.639 pounds @ $103,435; (1924) 285,003 pounds @ $147,859 


Paste and mucilage in March—(1923) 178.733 pounds @ $21 
805; (1924) 226,735 pounds @ $22,865. Nine months ending Mar: 


(1923) 2,004,060 pounds @ $228,791; (1924) 1,600,686 pound 
$175,689 

Pencils, other than refillable, and pencil leads, in Mar 
(1923) 1,009.369 dozen @ $162,746; (1924) 738,491 dozen @ $1 
129. Nine months ending March—(1923) 6,771,534 dozen @ 
097.093; (1924) 6,971,691 dozen @ $1,235,501 

Pencils, refillable, in March—(19$23) 8,493 dozen @ $lft 
(1924) 5.365 dozen @ $25,002. Nine months ending March 
123.709 dozen @ $231,732; (1924) 78.119 dozen @ $341,704 

Penholders in March—(1923) 6,144 gross @ $9,563: (1924) 


? 


gross @ $8,363. Nine months ending March—(1923) 39,624 gros 


@ $65,891: (1924) 38.936 eross @ $70,712 


Pens, fountain. in March—(1923) 10.747 pens @ $9.908: (1924 
43,684 pens @ $64,131. Nine months ending March—(1923) 1 ‘ 
pens @ $131 758; (1924) 272.236 pens @ $281,521 

Pens, metallic. except gold, in March—(1923) 59.038 gross 
$30.919: (1924) 33.707 gross @ $17,645. Nine months ending 
March—(1923) 224.076 gross @ $113,852: (1924) 211.573 gross @ 


$111,838. 

Safes in March—(1923) 503 safes @ $51,893; (1924) 688 saf: 
$73,867. Nine months ending March—(1923) 3.628 safes @ $ 
299; (1924) 5.640 safes @ $640,502. 

(Continued on Page 202.) 








7 pounds @ $35,191. Nin 


Furniture, school and church, wooden, in March—(1923) 93,3 
pounds @ $11,808; (1924) 121,728 pounds @ $16,321. Nine months 
ending March—(1923) 618,779 pounds @ $93,347; (1924) 917.658 
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POST BINDERS 


PEERLESS, STAR AND ACME 








Peerless Style No. 1 
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Now 

have 
metal 
hinges 

















Peerless Style No. 4 








\ great 
improvement 
over 
the old style 
canvas hinge 
at the 
same price 
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Substitute and Avoid Supplement 


t ts only plan that will check the constantly increasing additions and multiplications of the post binder line, 
A great advantage to the dealer—a much improved and complete line, without any additional inventory 


investment, in that it eliminates the necessity of carrying a double line. 


WILSON-JONES LOOSE LEAF Co, 


CHICAGO GENERAL OFFICES AND FACTORY SAN FRANCISCO 
NEW YORK 3300 FRANKLIN BOULEVARD PHILADELPHIA 


CHICAGO 
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The Beauty of 
a Well-Typed Page 


Oliver typing approximates closely the exact alignment of the 
printed page of a book. This is because of the rigid U-type-bar, 
the accuracy with which the tvpe faces themselves are aligned, and 
the typographical excellence of the type faces. 


The Oliver Elite type face is graceful yet exceedingly open and 
legible. Because of Oliver accuracy of alignment, closer spacing 
is possible than with other machines. This makes the Oliver par- 
ticularly desirable for figure work, bookkeeping, statistics, etc. 


In manuscript work, for the same reasons it will be found that 
Oliver-typed copy, even when single-spaced, is more legible and less 
fatiguing to the eyes than the work of other typewriters. 


Standard Pica type and large Roman (‘Preacher’s’’) type are 
also furnished with the Oliver, as well as special keyboards for 


special purposes. 


OLIVER 
TYPEWRITER CO. 


152L Oliver Typewriter Building 
CHICAGO 


Factories at Woodstock, Ill. 








OLIVER 
SUPERIORITIES. 


Long Life 

| Light Touch 
Wal Parear Saree: LY: is A | Speed 

| : Quietness 
Simplicity 
Adaptability 
Accessibility 


The No. 1] OLIVER 
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Atlanta, Ga.—The Rand Company, Inc., has established a 
branch office at 101 Marietta street. 

Boston, Mass.—The H. L. Stearns Desk Company has moved 
to 50-56 Franklin street; the former location at 87 Portland 
street had been occupied by the company twenty -five years. 

Chicago, Ii!.—The first tenant moved into the new American 
Furniture Mart May 26 The building will be dedicated July 7. 

Chicago, Ill.—A. R. Harey, vice president of the Milwaukee 
Chair Company, has returned from a tour of Pacific coast 


points 

Chicago, I!l.—The Kardex Sales Company has moved its local 
branch from 72 East Jackson boulevard to 140 South Clark 
street 


Chicago, !I!._-Ben H. Potts, manager of the furniture depart- 
ment, The Van Dorn Iron Works Company, visited the Chi- 
cago branch in May 

Chicago, Il!l._-C. J. Nightingale has taken charge of the local 
branch of The Globe-Wernicke Company. He succeeds ©. H 
Bardwell. who has resigned 

Chicago, I!i.—Robert McW. Lee, representative of the Penn 
Art Steel Works, has moved from the Marine building to Room 
301, 350 North Clark street 

Chicago, !!|.—Mr. Tumler has joined the Franklin Desk Com- 
pany as a salesman Previously he had been with the local 
branch of The Shaw-Walker Company. 

Chicago, |ti!l.—The Marshall-Jackson Company, 24-26 South 
Clark street, has remodeled its store. The display windows 
have been deepened and the store rearranged 

Chicago, I!!1.—The Art Metal Construction Company has leased 
warehouse space in the building at 512-22 West Huron street 
The company warehoused at 434 South Wabash avenue until 
recently, the location of the branch office before moving to 
West Monroe street. 

Chicago, I!l.—Carl Gazley, advertising manager for the Yaw- 
man and Erbe Manufacturing Company, stopped over in Chi- 
cago while attending the Peoria convention of the Ilinois Book- 
sellers’ Association.—Albert Balster, of the local sales staff, 
has sailed for England to visit his mother. 

Chicago, I(ll.—J. J. Means has joined The John A. Dunn 
Company, in charge of the office chair and equipment depart- 
ment. Mr. Means has a wide acquaintanceship among com- 
mercial stationers, through former connections with The Sam’! 
Cc. Tatum Company and the Accounting Devices Company 


Chicago, Itil.—The store of Monroe Benbrook & Company) 
507-09 South Dearborn street, has emerged spick and span 
from the hands of carpenters and painters. The display window 
floors have been widened, permitting mass displays of furni- 
ture New lighting units have been installed: metal ceiling 
and hardwood floor are other improvements. The interior was 
redecorated 

Chicago, !til.—The three-story building at the Southwest cor- 
ner of Division street and Homan avenue has been transferred 
from J. Clemetsen to Dante O taggio. Both gentlemen are 
members of the Clemetsen Desk Company. The transfer in- 
volved a payment of $87,000, subject to an incumbrance of $45.- 
000. Included in part exchange was the store building on Madi- 
son street 148 feet West of Loomis street, north frontage 
which was given back at an indicated $25,000. 

Cincinnati, Ohio.—The receiver of the bankrupt J. Dornette« 
& Bros. Company was authorized by the court to accept a bid 
of $108,200 for the property The name of the purchaser was 
not announced It is expected that this transaction will enable 
the company to pay eighty cents on the dollar 

Cleveland, Ohio.—The Cleveland Desk Company is now oper- 
ating its new building at 1321-27 Superior avenue 

Detroit, Mich.—C. J. Nightingale, who had been manager of 
the local branch of The Globe-Wernicke Company, has been 
appointed manager at Chicago. R. E. Hillson is in charge here 

Jamestown, N. Y.—The Art Metal Construction Company's 
sales school for dealers and their representatives opened Juns¢ 
1 at Lakewood Inn, on the shore of Chautauqua Lake 

Nashville, Tenn.—The Ambrose Printing Company has ac- 
quired distribution of the Leopold line of office desks 

Philadeiphia, Penna.—The Columbia Steel Equipment Com- 
pany has moved its show rooms and general offices to 841 Chest- 
nut street; the previous location was 154 North Eleventh street 

Rochester, N. Y.—Miss Harriet V. Oviatt, secretary to Gus- 
tav Erbe, celebrated the twentieth anniversary of her connec- 


(Continued on Page 202.) 
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PYRAMID 
BRASS PINS 











Crescent 


Pins 


Fit Into Your Service 


The man on the street expects his Stationer to have 
merchandise of unqualified convenience and economy. 
Just as much as in blank books and papers, writing 
instruments, carbons, inks and adhesives, the pins 
you sell must give the service expected of good pins 
in order to support your standing among the trade. 


Crescent Pins are turned out in our factory by 
automatic machines, the mechanical perfection of 
which is maintained by a staff of experienced, cap- 
able workmen. That is how we can guarantee supe- 
rior quality. Crescent Pins cost no more than 
others. Crescent Pins are made in nine standard 
sizes and put up in cushion rolls, pyramids, 4, %, 1 
and 5-pound boxes or larger if required. 


We shall be glad to supply full particulars on re- 
quest together with samples, prices and discounts. 
Write us for particulars. 4 


Crescent Brass & Pin Co. 


DETROIT, MICHIGAN 


Western Representative: 


A. L. JONES 


55 New Montgomery Street 
San Francisco 


Southern Representative: 


iy PHIL F. WEBSTER 
Box 873, San Antonio, Texas 


New York Representative: 


CUSHION PIN ROLL CHAS. S. JACOBSEN 
303 West 92d Street 





Counter and Window 
Display Assortment, Cases 
Furnished Free With Contents 
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ARE YOU? 


Are you interested in 
trade doings in 


| GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIO 


—a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
» and general interest. 
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Atlanta, Ga.—The printing plant of the Foote & Davies Com- 
pany was robbed of $20,000 worth of state revenue stamps. Ths 
job had been completed and was ready for delivery to the state 
capitol. Four burglars bound the night watchman and took 


away the stamps 

Boston, Mass.—Fire in the building at 7 State street caused 
water damage to the stationery stocks of M. Gottleib, 5 State 
street. 

Berkeley, Calif.—James R. Davis has leased the store building 
at 2218 Telegraph avenue, and will open a stationery store i: 
June. He had been manager twenty-three years of the St 
dents’ Co-operative Store. Under his management the co-o; 
grew from a business of a few thousands a year to an annua! 
turnover of almost $500,000 

Chicago, Iiil.—Store No. 7 was opened May 20 at 31-33 East 
Lake street by Horder’s, Inc. 

Chicago, Il!.—The Triner Sales Company has moved from 42 
Monadnock block to Room 830 in the same building 

Chicago, II!l.-Dick Cook, formerly with S. D. Childs & Com 
pany, is now an outside salesman for H. H. Kasten & Compar 

Chicago, I!l.—The Western Book & Stationery Company has 
taken over the stationery and book departments of the Bosto! 
Store. Ben Feldstein is in charge 

Chicago, Itll.—P. B. Smith has joined the Dode B. Oberst 
Company, First National Bank building he had been with 
the Boston Store seventeen years. 

Chicago, !!|.—The Wallace Stationery Company, formerly 
157 East Ohio street, has moved to 201 East Grand ave! 
where that thoroughfare intersects St. Clair street. 

Chicago, lil.—Denton H. Sparks has been appointed sales 
manager by A. C. McClurg & Company, ucceeding W E 
Block. Mr. Sparks had been general superintendent prior t 
his advancement 

Chicago, Ill.—George E. Cole & Company has filed an amend- 
ment to its corporate charter, increasing the capital stock fron 
$55,000 to $70,000 and 2,100 shares non par value; the number 


» 


of directors has been increased from 3 to 5. 

Chicago, !li.—The G. Perry Company, manufacturer 
“Markilo” celluloid envelopes and card cases, has moved to 
6904 South Halsted street; the former location was 3977 Cottage 
Grove avenue The company’s space is doubled through the 
move. 

Chicago, Ili.—Howard S. Kelsey, representing the American 
Manufacturing Concern in the central territory, left late 
May on a tour which will keep him on the road until earl 
September. He will travel Illinois, Michigan, Indiana, Ohik 
lowa. Wisconsin and Kentucky 

Chicago, I!!.—The store at 218 West Madison street is being 
remodeled for the occupancy of Carrithers & Company, where 
a retail stationery and radio business will be conducted The 
present space at 223 West Madison street will be continued 
occupied by the stationery, printing and wholesale radio de- 
partments 

Chicago, Iil.—The Alderson Distributing Company has dis 
tribution of the “‘Handy Roll’ adhesive tape, and the ‘“Munkee 
stamp pad in Illinois, Indiana, Wisconsin, Michigan and lowa 
Negotiations for these San Francisco products were completed 
a few weeks ago The state of Wisconsin has been added 
the Alderson distribution on the “Pull-Thru”’ sealer The 
on this specialty was the state of Illinois 
loose leaf binders and supplies ar: 


original territory 
Increased stocks of “‘Cesco” 
now carricd 

Chicago, Iil.—Zimmerman Bros. & Company, specializing or 
Lank equipment, has moved into its new building at 4020 Mich 
igan avenue; the previous location was 5147 Lake Park aver 
The company has acquired exclusive distribution in the Chicag 
territory for the Gopher Envelope Company, Minneapolis, Minr 
and The Monasch Lithographing Company, of the same 
A full line of “‘Fiberope’’ and kraft envelopes, and stock ce! 
tificate blanks will be carried in Chicago.—Stanley Monasc! 
who has represented the lithographic concern in Chicago the 
past two years, has returned to the factory to take active 
charge of production. 

Dobbs Ferry, N. Y.—The Spiro Manufacturing Company ha 
incorporated to deal in office supplies; capital stock, $25,006 
directors—Charles, Walter J. and Frederick L. Spiro, all 
New York. 

Fayetteville, N. C.—The Fayetteville Office Supply Company 
has moved from 308 Hay street to the store next to Kindley’s, 
opposite the Broadway theater. 











June, 1924. OFFICE APPLIANCES 


Let VICTOR build 


new business for You— 


The Victor agency is a money-making asset to dealers 
who qualify. 

Our market analysis indicates that there isan annual 
market of one Victor to each thousand of population 
not to speak of the repeat business that the Victor's 
satisfactory service develops inside of every organiza- 
tion where a Victor is in use. 


Priced so as to make it the easiest adding machine in the 
world to sell, the Victor has built up a large and loyal 
following—its over 50,000 users include some of the best 
known international concerns—names to conjure with 
in selling: U. S. Government, International Harvester, 
Standard Oil, National Biscuit Company and the like. 


The Victor has every desirable adding machine feature; 
full-sized standard key-board of million 
dollar capacity; one stroke total; triple 
visibility; non-add key; repeat key; auto- 
matic self correction. | Unreservedly 
guaranteed. Light weight and portable; weighs 
only about 27 pounds; rugged and durable. 
Modern one-model production warrants its 
low price. Supplied with tabulating- 
loose-leaf carriage at slight extra cost. 


Write for New Dealer Plan 


Today there are over 1.000 Victor representa - 
tives If you are interested in this fast-moving 
product, write for our new Dealer Plan. Ad 
dress Victor Adding Machine Company, 
319 North Albany 


Avenue, Chicago, Ill. 


Among the 50,000 


Victor Users 


The Internationa /Harvester Co. 
The Standard Oil Company 
The National Biscuit Company 
The S. S. Kresge y 
The Southern Pacific Li 

E. I. du Pont de Nemours & Co. 
Chgo. Burlington & Quincy R.R. 
Amer. Steel & Wire Company 
The Willys-Overland Company 
The Tide Water Oil Company 
The United States Government 






















The new model \/ foe 


Standard Adding Machine 
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*‘More business without 
more capital is the most 
profitable kind of business.’’ 
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DEALERS 
Something For Nothing 


No—Not Philanthropy but another Shipman-Ward Idea to 


INCREASE YOUR TYPEWRITER SALES 


You can’t afford to pass this up. Write at once for in- 
formation on this great Free Typewriter Offer. It is only 
one of many exclusive and attractive features of our “Fa- 
mous Dealer Plan.” 

We want Dealers in every City to get orders for Ship- 
man-Ward Rebuilt Underwoods. Our proposition for tak- 
ing orders under the installment plan appeals to office equip- 
ment and stationery dealers as well as typewriter dealers. 


REQUIRES NO INVESTMENT—all clear profit and 
no limit to the amount you can make. 

We furnish signs, window cards, newspaper ads and 
give every opportunity to link up with our great national 
advertising campaigns. Just reading this ad isn’t going to 
get you a share-of this money. Get full information and 
start making this extra money at once. 


WRITE for Full Details of our Famous Dealer Plan—NOW! 


SHIPMAN-WARD MFG. CO. 


ESTABLISHED “Typewriter Emporium” = “/it Rebuilders of 


wo @& 1892 
1776 Shipman Building 


Montrose and Ravenswood Aves. Chicago 
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Hollywood, Calif.—The Hollywood Stationery Company has 
opened a commercial and high-class social stationery store at 
6365 Hollywood boulevard George S. Green, the president, was 
formerly with Stratford & Green, Los Angeles. 

Kalamazoo, Mich.—J. W. Loeb is now traveling with the 
lines of the Kalamazoo Stationery Company; for years he had 
been with Reynolds & Reynolds 

Kalamazoo, Mich.—After fifteen years with the Kalamazoo 
Stationery Company and affiliated interests, J. J. Murray has 
resigned His plans for the future have not been announced, 
but Mr. Murray contemplates remaining in the stationery man- 
ufacturing business 

Memphis, Tenn.—The Western Book & Stationery Company 
of Chicago has opened a branch in the Bry department store. 

New York, N. Y.—The National Stationery & Printing Stores, 
Inc.. 51 East Thirty-first street, has been petitioned into bank- 
ruptcy 

New York, N. Y.—The A. N. Barnett Company, manufactur- 
ing stationer and printer, has moved from 82 Nassau street to 
58 Pearl street 

New York, N. Y.—Barse & Hopkins have moved the local 
office to 200 Fifth avenue the former location was 23 Fast 
Twenty-sixth street 

New York, N. Y.—The Raleigh Cigar & Stationery Stores 
have incorporated with capital stock of $50,000; incorporators 
J. H Reich and H. and C. H. Scheilhammer; attorney—H 
Hunter, 220 Fifth avenue 

Oakland, Calif.—Eugene Sommer, who operates the Sather 
Gate Book Shop at Berkeley, has taken over the stationery and 
book department of Kahn Brothers’ department store 

Philadelphia, Penna.-—The Moore Push Pin Company will 
erect a one-story addition to its plant on Berkley avenue, 59x 
125 feet. 

Philadelphia, Penna.—Phillip Jaisohn & Company, Ltd., 1709 
Chestnut street, has entered voluntary bankruptcy assets, 
$68,000; liabilities, $78,000 

Philadelphia, Penna.—The Whiting Paper Company has opened 
a new display at 619 Chestnut street George H. Lapham, the 
manager, made an impressive showing of the 1924 gift box line 

Philadelphia, Penna.—The National Stationery Company & 
Printing Company has been established in the store at 508 Arch 
street Samuel Cohen and Irwin Berman, the owners, had 
been associated as sales representatives with William R. Gor- 
don more than six years 

Philadelphia, Penna.—The Bank Supply Company has been 
established at 5147 Germantown avenue. Henry M. Elliott and 
Joseph A. Tighe, who organized this business, were in the sta- 
tionery line a number of years in several affiliations 

Portiand, Ore._-Wayne Kirkpatrick, formerly of Boise, Idaho 
has become a salesman for the Irwin-Hodson Company 

Providence, R. |}. talph D. Berry, of the Davol Rubber Com 
pany, was elected vice president of the Rhode Island Pu 
chasing Agents’ Association 

Redwood City, Calif.—F. R. Ridell is operating a commercial 
stationery store in the Dusel building. He was located formerly 
at San Mateo 

Reno, Nevada.—H. L. Duke has joined the Reno Stationery 
Company; he had been connected with the Sacramento store 
of the H. S. Crocker C« mpany 

Richmond, Va.—The Colonial Stationery Company, 203 West 
Grace street, has gone into bankruptcy; assets, $7,773: liabili 
ties, $8,687 

San Francisco, Calif.—W. J. Willoughby, district manager of 
the Eaton, Crane & Pike Company, is back in his office again 
having returned from his trip to the East 

San Francisco, Calif.—Harry Duke. formerly connected with 
the H. S. Crocker Company. has taken over the management 
of the Reno Stationery Store, Reno, Nevada 

San Francisco, Calif.—The Charles R. Barry Company, 55 
New Montgomery street, has been appointed representative in 
the territory West of Denver for the Oakville Company and 
the American Pin Company divisions of the Scovil Manufac- 
turing Company 


San Francisco, Calif.—Ed P. Gold, representative of the 
Universal Index-Tab Company, Seattle, is back on the coast 
again after a visit to the East Mr. Gold was formerly located 
in Seattle but he has decided to make the Belview Hotel in 
San Francisco his headquarters in the future 

San Francisco, Calif Sanborn, Vail & Company recentls 
staged a commercial art exhibit which brought a great deal of 
the right sort cf publicity An exhibition of the work of fifty 
of San Francisco's leading commercial artists wa splayed in 
the windows, and in the rear of the store It attracted such 
attention as to get several write-ups in the local papers Ww 


F. Confer, general manager, states that this was an excellent 


idea and t had great success 


(Continued or Page 210.) 











Serve the World 


Ts meaning in that: 
. . » Could we possibly build 
an international business, earn 
a world-wide reputation for 
quality, and control an enor- 
mous distribution of product— 
if Columbia typewriter ribbons 
and carbon papers gave un- 
worthy service? 

Hardly! 


We'd rather attribute this 
growth to the almost limitless 
satisfaction which we try to 
tuck into every box of Colum- 
bia Carbons—to the almost 
limitless service woven into 
every Columbia Ribbon —and to 
what we feel is a sincerity of 
co-operation with every Colum- 
bia dealer. 


We are ready at this time to 
assign additional territory to 
responsive representatives ... 
both at home and abroad. Your 
inquiries will command prompt 
attention, for there is good busi- 
ness ahead for both of us. 


Columbia Ribbon & Carbon Mfg. Co- 


INCORPORATED 


69-71 WOOSTER STREET 
NEW YORK, N. Y. 


Branches Throughout United States and Abroad 
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Mongols 
are sweeping 
the country! 


Naturally, business executives 
use the Mongol! Theif prefer- 
ence for it aptly illustrates that 
old and true saying— ‘Birds of 
a feather flock together.”” Men 
at the top are quick to recog- 
nize merit. The downright 
goodness of the Mongol, backed 
by effective and far - reaching 
magazine and newspaper ad- 
vertising, is helping a national 
favorite to remain “in a class 
by itself!” 





Ride through on the profits 
from the Mongol sales wave 
now sweeping the country. 
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MONGOL 
PENCIL 
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Benton Harbor, Mich.—The Baker-Vawter Company has taken 
out group insurance for its workers. The policies are written 
by the Metropolitan Life Insurance Company, and range from 
$500 to $1,000, according to the term of service with the com 
pany. 

Chicago, I!!|.._May visitors at the local branch of the National 
Blank Book Company included F. B. Towne and F. R. Hous 
manager of the machine bookkeeping device department.—A 
new sample room displaying machine posting devices and forms 
has been arranged at the Chicago branch. 

Chicago, tll.—The Irving-Pitt Manufacturing Company is now 
settled in its new quarters on the fifth floor at 564-70 West 
Monroe street. The offices and display room occupy the Mon- 
roe street front, and the remainder of the floor is occupied by 
the shipping and stock rooms. The company now has over 
10,000 square feet of floor space more than in the space formerly 
occupied on South Ashland avenue. 

Los Angeles, Calif.—Robert Hare, representative of the Heinn 
Company, has moved his office to Suite 509, Sanh Fernando 
building 

Philadelphia, Penna.—The local branch of the Wilson-Jones 
Loose Leaf Company is now located at 522 Drexel building 
Fifth and Chestnut streets. 

San Francisco, Calif.—J. H. Davision, Pacific coast repr 
sentative of the Wilson-Jones Loose Leaf Company, is calling 
on the trade in Southern California and reports a fair business 
contrary to all the reports of the business conditions in the 
Southern part of the state. 


(Furniture.—Continued from Page 197.) 
tion with the Yawman and Erbe Manufacturing Company a 
few weeks ago 

San Francisco, Calif.—Bliss Rucker, of the Rucker-Fuller 
Desk Company, reports that business has been very good during 
the past month and that several important installations have 
been completed Prominent among these are the installation 
of auditorium seating in the Sequoia Union high school and 
the Mountain View high school. 

San Francisco, Calif.—L. W. Andrews, representative o 
The Safe-Cabinet Company, who has his headquarters in Santa 
tosa, reports that many of the leading firms in the North Bay 
district are realizing the advantages of the Safe-Cabinet and 
that sales are very good Mr. Andrews came down to the 
to accept delivery on bis new Chrysler six, which he bought 
in order to give his customers better service 

San Francisco, Calif.—H. W. Jennings, manager of the S 
Francisco branch of The General Fireproofing Company 
clares that May opened up in fine shape in the office furnit 
business, and that he expects that the first half of 1924 will 
be very satisfactory to the office furniture industry. Mr. Jen- 
i the installation of 


nings reports that they have just completé« 
“Alisteel’’ shelving in the warehouse of the Owl Drug Com 
pany. This shelving will hold a good part of the Owl Drug 
Company's stock, and the installation is one of the show 
jobs of this kind in the Bay district 

Seattie, Wash.—W. H. MecNiff, sales manager for The SI 
Walker Company visited with Pacific coast dealers wit 
recent weeks 


(Comparative Exports.—Continued from Page 194.) 
Supplies, filing, including folders, index cards and other office 
forms, in March—(1923) [not segregated (1924) 49,025 pounds 
@ $19,904. January 1 to March 31, 1924—111,885 pounds 
$41,834. 


Supplies, office, including paper clips and binders, erasers 
inkstands, etc., in March—(1923) 235,488 pounds @ $127,507 
(1924) 240.427 pounds @ $133,908. Nine months ending March 
(1923) 1,631,488 pounds @ $869,778; (1924) 2,290,680 pounds G 
$1,167,089. 

Towels and napkins, paper, in March—(1923) 133,691 pounds 
@ $19,431; (1924) 79.180 pounds @ $17,336. Nine months ending 
March—(1923) 734,434 pounds @ $127,638; (1924) 896,200 pounds 
@ $159,553. 

Comparative Figures on Imports—March. 

Paper, writing, drawing, bond, etc., in March—(1923) 203,532 

unds @ $51,860; (1924) 119,514 pounds @ }$27,774. September 

2, 1922, to March 31, 1923—1,413,065 pounds @ $341,330. Nine 
months ending March 31, 1924—2,072,271 pounds @ $383,038 

Pencils in March—(1923) 63,920 gross @ $45,619; (1924) 32,516 
gross at $45,447. Nine months ending March—(1923) 780,848 
gross @ $400,995; (1924) 495,014 gross @ $435,869. 

Pens and penholders in March—(1923) [quantity not stated] 
$49,350; (1924) [quantity not stated], $20,765. Nine months end 
ing March—(1923) [quantity not stated], $326,982; (1924) [quan- 
tity not stated], $242,321. 
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“XX°Century” | ' 
Water Coolers 
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Price Includes 





A thirst-arousing display like this 
will sell “XXth Century” Water Coolers for yout 


In June, you know, ‘‘“XXth Century’’ Coolers sell best. The first hot weather 
starts the thirsty ones after Water Coolers. Put in a window display like the 
one above and stamp your store as a “XXth Century” Cooler Headquarters 
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Remember, too, the customer that buys a “XXth Century’’ Water Cooler from 
you has got to buy paper drinking cups—-from someone. He also needs a cup 
dispenser and a ‘‘Fibrotta’’ receptacle for the used cups. 


Sell these articles to him when you sell him a ““XXth Century’? Water Cooler. 
You make four profits on the one sale. And be sure to show all four articles 
in your window displays of ‘““XXth Century” Coolers. 


Mail the coupon to the right—-now 


You will receive by return mail literature that will 

help you to reach, at no expense for mailing, hun- eee aR 8 8 
dreds of prospects for ““XXth Century”? Water Cordley & Hayes 

Coolers in your town. A good part of this number [ 12 Leonard Street, 

will buy, too, Mail the coupon now. f New York, N. Y. 

Gentlemen: Send your plan and literature for reaching 
hundreds of prospects for “XXth Century’’ Water 
Coolers in our town—at no extra expense for mailing. 


Send also a catalogue of “‘X Xth Century” Water | 
: and “‘Fibrotta’’ Waste Cup receptacles—price lists, too. i 








| Name . 
Address 
r City... .90a08. sé esis 
Jobber . reer rote ch 
l 

















OFFICE APPLIANCES 





June, 1924 











ENGRAVOGRAPH does more 
than pay you a profit 


EXCEPTIONAL 
OPPORTUNITY 
for 
SPECIALTY 
SALESMEN 
Write us about 
your territory 


IT INTRODUCES DESIRABLE CUSTOMERS 
AND HELPS BRING YOU THEIR BUSINESS 


Almost everyone has a favorite fountain pen, knife, 
cigarette holder or pipe which he would like to have 
marked with his name. ENGRAVOGRAPH does it 
neatly and automatically—it works equally well on 
articles of gold, silver or other metals, hard rubber, 
redmanol, casein, bakelite, celluloid, etc. It will en 
yrave names, initials, dates, numerals, class, lodge or 
club insignia. 


Put ENGRAVOGRAPH in your window or some 
place where it can be seen from the street—a clerk 
can operate it and wait on customers between whiles: 
it is simple and cleanly to manipulate. The neat, dis- 
tinctive mark produced not only brands the article 
as its owner’s property, but constantly reminds him 
of your good service. 


You will be interested in our booklet, “The Ro- 
mance of Engraving”; we'll be glad to send you a 
copy and testimonials from ENGRAVOGRAPH 
users. Write us. 


THE ENGRAVOGRAPH CORP’N 


90 West Street 


New York, N. Y. 
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Chicago, Ill.—W. L. Edgarton, of the Eagle Stamp Works, was 
deeply engaged late in May with the details of moving the 
office and plant from 329 South Franklin street to 66 East Lake 
street. 

Chicago, Itil.—Jas. O. Corbett, field representative of the In- 
ternational Stamp Manufacturers’ Association, was in Chicago 
late in May He had attended the Indianapolis group meeting 
May 24 

Chicago, !!!|.—A number of the local stamp dealers and man- 
ufacturers journeyed to Indianapolis May 24 to attend the 
group convention of the International Stamp Manufacturers’ 
Association 

Denver, Colo.—J. P. Clark and W. W. McLeod have purchased 
the rubber stamp business of A. S. Carter Mr. Carter is 
retiring to a life of ease, earned through his years of activity 
in the trade 

Orange, N. J.—Ralph G. Henriques has joined the Bates Man- 
ufacturing Company as contract man. He has a wide ac- 
quaintance among stationers through previous connection with 
the Blaisdell Pencil Company 

San Francisco, Calif.—H. M. Nutter, of the H. M. Nutter 
Company, reports that the rubber stamp business is experienc- 
ing a big rush at the present and that he is getting his share 
of it. The H. M. Nutter Company was formerly Nutter & 
Rtaether, but Mr. Nutter bought out H. O. Raether the first of 
the year 

San Francisco, Calif.—The only upstairs stationery store in 
San Francisco is the proud assertion of H. H. Dye, proprietor 
of the H. D. Dye Stationery Company, 133 Kearny street. Mr 
Dye is well known to the coast trade, being one of the pioneers 
in the stationery and rubber stamp industry in the West. In 
the old days, and until 1920, Mr. Dye had an interest in the 
firm of Patrick & Company In 1920 Mr. Dye sold out his 
interest in that firm and started his own little-big store. Being 
located upstairs is a big advantage, instead of a disadvantage 
as most people would imagine. In explaining such a statement 
Mr. Dye says that most of his business is solicited on the out- 
side, and that a large ground-floor store would only mean 
added rent and increased overhead, which would not pay for 


the increase in business that such a location would naturally 


bring. As it is, one clerk is all that is necessary to take care 
of the store and Mr. Dye can devote all of his time to the 
managing of the business sesides handling all lines of office 
stationery and supplies Mr Dye also maintains a_ rubber 
stamp manufacturing plant 


Seattle, Wash.-——The stationery stocks of the Pacific Coast 
Stamp Works have been absorbed by local stationers 


On the Outside Looking In. 


Current Comment on the Copy and Plans of the Manu- 
factures and Distributors of This Field, and Brief 
Reviews of Magazine Articles of General interest. 


Armstrong Cork Company.—This company’s plan of enhanc 
ing linoleum in the eyes of users was described in Printers’ 
Ink Monthly in an article headed “Tapping New Sales Reser 
voirs by Trading Up.’ 

The Parker Pen Company.—An article in Printers’ Ink 
Monthly on “Tapping New Sales Reservoirs by Trading Up’ 
narrated the Genesis of the ‘“‘Duofold"’ pen and its ‘‘exodus” to 
the hands of consumers 

The Shaw-Walker Company.—A. B. Nevins, works manager 
contributed to the June issue of Factory “How We Make It 
Easy to Apply the Ounce of Prevention in Management.” H« 
showed how the company’s plan enables it to keep production 
costs at their proper level, prevent the hidden losses of exces- 
sive labor turnover and to make constant improvement in the 
factory's productive efficiency 

United Alloy Steel Company.—Advertising and Selling Fort- 
nightly described the advertising campaign of this company 
featuring the personnel behind the production of ‘“‘Toncan”’ 
enameling sheets The superintendent, chemist, inspector and 
other mill workers are given personality in the advertisements 
affording an opportunity to emphasize the importance of the 
human element in the production of sheets for enameling 

Magazine Articles of General Interest. 

System filing of quotations by purchasing agents was the 
subject of an article in the May issue of The Purchasing Agent 
It was written by G. L. Harris, of Harris-Neville, office sys 
tems, Chicago, Ill 

Edward Mott Woolley has been contributing a series of 
articles on business success to a newspaper syndicate One 
article told of the beginnings of the Ivan Allen-Marshall Com- 
pany, Atlanta, Ga. 

A symposium on “How We Link Up Advertising with Selling 
and Service was printed by System (London) S. W. Levers 


(Continued on Page 218.) 
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STORE: 108 N.DEARBORN ST. CAG 
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enables the dealer to fill prac- 
tically every demand for an 


up-to-date ledger. Smaller 
investment — faster turnover 
—bigger profits. 


Write for illustrated catalog which fully 
describes the entire assortment of Heinn 
Binders and Badger Ledgers 


Ghe HEINN CO. 


Specializing in Small Ledger Outfits 


350 = Milwaukee, 
Florida St. | cca Wisconsin 
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Your customers like to get ser- 
vice on typewriter ribbons and 
carbon paper—that is, they 
want the right grades for their 
purpose, delivery without delay 
and fresh quality goods. That 
requires a live typewriter sup- 
plies department. Let us help 
you builditup. We furnish the 
goods packed in neatly litho- 
graphed boxes bearing your 
imprint. We furnish your de- 
partment complete—a grade 
and weight for every purpose. 
Let us send you particulars. 







Sell 


Your 
Own 


Brand 


















US. Mig CO. 


Sansom & 10th Sts., 
: Pa. 





For 


—light touch. 
—long life. 
—repeat Orders. 


Sell 


**Lincoln Concaves’’ 
—a superior type- 
writer key. 


LINCOLN 
RUBBER KEY COMPANY 


27 Thames Street 
NEW YORK CITY 











Brooklyn, N. Y.—-The Typewriter Repairing & Rental Com 
formerly at 126 Van Sicklen avenue, has moved to 465 
is more commodious thar 


pany, 
Glenmore avenue. The new store 
the old location, and permits better facilities for handling the 
companys increasing business. 


Birmingham, Ala.—Sales and service arrangements 
established by the Woodstock Typewriter Company with the 
Twentieth street This is 


have been 


Alabama Typewriter Company, 404 
another link in the chain of sales and service stations being 
established over the country. 

Buffalo, N. Y.—Walter F. Wegener has returned to Buffalo 
after a year’s residence in Boston. He is a typewriter man 
extended experience. Mr. Wegener has joined the Buffal 
Typewriter Exchange, selling Woodstock machines under Elme: 
R. Spencer. 

Canton, Ohio.—E. H. Benson and J. A. Ross, of The Benson 
Typewriter Company, qualified in April for membership in th: 
Machine A Day Club of the Royal Typewriter Company, In 

Chicago, til.—The American Writing Machine Compa 


now operating in its new store at 171-73 North Dearborn 


street. 
Chicago, I!I.—E. J. Barnett has resigned as city sales mar 
ager for The Oliver Typewriter Company He is succeeded |} 


F. M. Inger, who had been on the local sales staff. 

Chicago, Ill.—G. S. Edmonson, vice president of The Ham 
mond Typewriter Corporation, visited the Chicago branch 
May. Pittsburgh was visited on his way back to New York 

Chicago, Ili.—H. P’. Sutton, of the Royal Typewriter Compan) 
Inc., was called into a murder case in May A typewritt« 
letter was one of the clues, and Mr. Sutton identified the mak« 
and developed the fact that the letter was written by a “hunt 
system" typist 

Chicago, I!l.—‘‘Corona Four’’ was introduced in a 
manner to the Chicago market. The Corona Typewriter Sales 
impressive display, albeit simple It 


striking 


Company worked out an 
is here,’’ was the slogan of the window, connecting the display 
with the announcement of the new model in National periodi 
cals. A few machines, on a black velvet background, com 
pleted the announcement. The lighting effects were striking 

Chicago, Iil.—Walter C. Lothrop, sales and service agent fo 
the Demountable Typewriter Company of Fond du Lac, Wis 
has recently opened a store and factory at 26 South Wells 
street to take care of the company's growing business in this 
territory. Mr. Lothrop is an experienced typewriter man and 
has been in business in Chicago over fifteen yvears He has 
already placed Demountable typewriters with a number of the 
largest concerns in Chicago 

Chicago, I!!l.—E. H. Gemmill has joined the Woodstock Type 


writer Company as district manager of a territory in Pennsy] 
vania. Mr. Gemmill, who has been away from the typewriter 
field for a number of years, had been with The Oliver Typ 


writer Company in various capacities; he was manager of the 
Baltimore office several years Mr. Gemmill’s address is cars 
the general office in Chicago for the present R. M. Gano has 
important duties in Northern Illinois, operating 


th 
rie 


been assigned 
from the general sales offices here Mr. Gano has’ been 
past year, district manager for the Woodstock in Northern 
Georgia.—E. Marks has joined the Woodstock Typewriter 
Company as district manager of a territory in New England 
He can be reached at the general sales office here for the pres 
ent. Mr. Marks had been with the Neostyle Company in th: 
past. 

Fargo, N. Dak.—J. E. Gaffaney, of the Office Specialty Com 
pany, produced the necessary volume in April sales to join the 
Machine A Day Club of the Royal Typewriter Company, Inc 

Houston, Texas.—Wilkes Shaw, one of the district managers 
of the Woodstock Typewriter Company, has been obliged 
take a leave of absence because of illness He is rapidly re« 
ering here 

Jacksonviile, Fila.—J. Zenas Preston, 204 Bisbee building, has 
taken charge of Woodstock sales hers A service station is 
being conducted to conduct Woodstock service in ar are 
assigned to Jacksonville. 

Long Beach, Calif.—The California Typewriter Company 0 
East Seventh street, has distribution of the L. C. Smith & 
Bros. Typewriter Company product in Long Beach and Orang: 
county. Arthur B. Metcalf, the manager, reports gratifying 
success with this machine. He has had a wide experience in 
the typewriter field, and was a member of the Smith organiza- 
tion for many years on the coast and in the middle West. The 
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SMITH PREMIER No. 60 
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The inevitable wide-carriage typewriter 
The dependable correspondence typewriter 
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Always ready, the machine with the speed-tempting touch 
turns out beautiful work day after day. The light touch 
makes operation surprisingly easy. No greater effort is 
required in writing on the widest-carriage models. 


It’s because of the 10 Points of Superiority. 


1. Open face construction. 6. Simple, positive ribbon mechanism. 

2. Extra-size platen. 7. Four-position ribbon mechanism. 

3. Cushion-like touch. 8. Type bar segment shifts. 

4. Light, rigid, vibrationless 9. Convenient margin-release and 
carriage. tabular keys. 

5. Type bars completely controlled. 10. 46 keys print 92 characters. 


“Sells like SIXTY” 
Write for dealership proposition 


SMITH PREMIER TYPEWRITER CO. 
376 BROADWAY 
NEW YORK 
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Bates Telephone Index 





Thirty-three years ago The Bates Manufac- 
turing Co. was organized and began the 
production of the now famous Bates Num- 
bering Machines. Frequently machines 
made in the early nineties come into our 
shop to be cleaned —still as serviceable as the 
day they were made. Thirty-three years 
seem like a long life for a numbering ma- 
chine—not for Bates however. Such service 
can be expected on account of the excellence 
of material and manufacture. 


All Bates Products are characterized by this 
excellence of workmanship and superior 
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Bates Samson Hand Punch 





Bates Ajax Eyelet Fastener 


Products 


construction. Last Fall the Telephone 
Index was added to the line. Recently we 
have purchased the Ajax Eyelet Fastener 
and the Samson Hand Punch. With the 
enlargement of our line we made more gen- 
erous discount terms. A quick turnover on 
quality articles at fair prices builds handsome 
retail profits. 

It will pay you to give special attention to 
pushing your sales of Bates quality products. 
For complete information about Bates 
Products and discounts please write us im- 
mediately. 


THE BATES MANUFACTURING CO. 
Makers of Numbering Machines 


Main Office and Factory 
Orange, New Jersey, U.S.A. 


New York Office 
50 Church Street 
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California Typewriter Company carries typewriter supplies and 


handles the Line-A-Time copy holder. 
Louisville, Ky.—The Office Equipment Company. 125 South 
Fourth street, has been appointed an official service station by 
the Woodstock Typewriter Company. 

Memphis, Tenn.—An official service station for Woodstock 
typewriters has been organized by the Kenon-Taylor Company. 

New Orleans, La.—An official service station for the Wood- 
stock typewriter has been opened by the Cambias Ofice Equip- 
ment Company This organization also handles Woodstock 
and Corona sales at New Orleans. 

New York, N. ¥.—The Hammond Typewriter Corporation is 
now operating in its new plant at 500 East 133d street. 

Ottawa, wi.—Albert Bennett has established himself in the 
typewriter business here. He has been identified with the 
business In this vicinity many years, and has left the direct 
service of the W oodstock Typewriter Company to 6° into 
as appointed Woodstock distributor, 


business fo! himself He w 
which 


with exclusive selling rights in a number ot counties, 
he has undertaken to handle 

Peoria, 1.—R. C. Shumway has been appointed manager of 
the local sub-office of the L Cc. Smith & Bros. Typewriter 
Company, operating under the Chicago pranch. Mr. Shumway 


had been previously with the Elsie’ organization at Kansas 


City. 

Pittsburg, Kans.— Fore Brothers have 
ters at 113 West Fifth street 

San Francisco, Calif.—Mr Sheaffer. traveling representative 
for the Woodstock Typewriter Company, Was a recent visitor 
Francisco, having come up from his home in 


moved to larger quar- 


in San Los 
Angeles 

San Francisco, Calif.—Mr Kitchler. of the Honolulu Type- 
Company, which 1s agent for the Hammond typewriter 


write! 
short while ago, and 


in the islands, was in San Francisco a 
while here found time to call on James Sait, the manager of 
the Pacific coast branch of the Hammond Typewriter Cor- 
poration 

San Francisco, Calif.—in the month of March the San Fran- 
cisco branch of the Royal Typewriter Company, Inc., Tran 4 
record-breaking contest; that is, the salesman who during the 


month of March increased his sales number over that of any 


prey ious 
Jones was the record 
him at a celebration dinner held in honor of the event. 

San Francisco, Calif.—The amalgamation dinner of the Rem- 
forces of the Pacific coast branches 


month, was pre sented with a handsome cup. H. G 
breaker, and the cup was presented to 


ington and Noiseless sales 
was held Saturday. May 10, at the WI itcomb Hotel, San Fran- 
cisco Speeches were delivered by members of the Remington 
Noiseless “prethren” and vice vers@. 


Company welcoming thei 
well pleased with 


Everybody became friends and all seemed 
the merge! With the combined sales force it looks as if the 
Remington and the Remington Noiseless sales were due for a 
big increase 

San Francisco, Calif.—A 
of the Western division of L. C Smith & Bros. 
his headquarters in San Fran- 


KE. Hunter district sales manager 
Typewriter 
Company, has just returned to 
completing 4 circle tour of all the company's 
branches west of Omaha Visiting along the way, Mr. Hunter 
started from Seattle, where he went to Minnesota, then to St 
Paul, Omaha, Denve! and finally returned home via Los An- 
geles “There 15 plenty of business to be had all through the 
Western territory.” said Mr Hunter “and lots of hard work 
is all that is necessary to get it.” Mr Hunter also reports 
that he discovered ceveral excellent opportunities for salesmen 


cisco after 


and dealers at 4 few points along his trip 

Syracuse, N. ¥Y—An explosion in the plant of the L. C Smith 
& Bros Typewriter Company May 19 damaged the building in 
It caused no interruption to shipments 
advertising manager for the 
js co-author of a 


which it occurred 

Syracuse, w. ¥.—A. J Brewste! 
1. Cc. Smith & Bros. Typ writer Company, 
new book, “An Introduction to Advertising ~~ ie collaborated 
with Herbert Hall Palmer, of Syracuse University. 

Syracuse, N. ¥.—The Typewriter Store, capitalized at $50,000, 
has succeeded the Corona Typewriter Sales Company. 116 East 
Washington street. The lines handle da include the Corona type- 
writer Sundstrand adding machine and Mimeograph 


Committee on Social Stationery Campaign. 


\ committee has been appointed in connection with the 


campaign to promote more so ‘al correspondence. Its per 


sonnel includes: G R Burkhardt, chairman (White & 


Wyckoff Manuta turing Company), Holyoke, Mass.; R. D. 
Patterson (L. E Waterman ( ompany), New York, N. Y; 


c. Wood (Esterbrook Steel Pen Manufacturing Com- 


pany), Camden, N. J-; Ww. W. S. Carpenter (Sanford Man 


ufacturing Compa 
Carter's Ink Compan) ). Cambridge, Mass. 





ny), Chicago, il.; W. H. Greenleaf (The 



















CENTRAL PAPER ©. & 


Menasha — Wisconsin 





You get best service from the specialist 
—we specialize in Desk Pads 


Ninety styles, stiff, flexible or semi-flexible backs, 
three sizes: 191%4x24%, 12%4x19% and 24%4x38%-.- Also 
Glass Desk Pads, Work Distributors, Boardclips, 
Adjustable Desk Pad Corners, Special Binders, etc. 


Card Index Cabinets, black 
cloth covered throughout %” 
lock-cornered wood frames, 
with ELSANE Patented two- 
rod follow blocks: for 3x5, 
4x6 and 5x8 cards in 1, 2, 3, 4 


and 6 drawefs. 


Also letter and legal cabi- 
nets in 3, 6 and 12 drawers. 


SAINBERG & COMPANY, Inc. 


77-79 East 130th Street, New York, N.Y. 
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Bates Numbering Machine 





Bates Telephone Index 





Thirty-three years ago The Bates Manufac- 
turing Co. was organized and began the 
production of the now famous Bates Num- 
bering Machines. Frequently machines 


made in the early nineties come into our 
| shop to be cleaned —still as serviceable as the 


day they were made. Thirty-three years 
seem like a long life for a numbering ma- 
chine—not for Bates however. Such service 
can be expected on account of the excellence 
of material and manufacture. 


All Bates Products are characterized by this 
excellence of workmanship and superior 


Main Office and Factory 
Orange, New Jersey, U.S.A. 
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Bates Samson Hand Punch 








Bates Ajax Eyelet Fastener 


Products 


construction. Last Fall the Telephone 
Index was added to the line. Recently we 
have purchased the Ajax Eyelet Fastener 
and the Samson Hand Punch. With the 
enlargement of our line we made more gen- 
erous discount terms. A quick turnover on 
quality articles at fair prices builds handsome 
retail profits. 

It will pay you to give special attention to 
pushing your sales of Bates quality products. 
For complete information about Bates 
Products and discounts please write us im- 
mediately. 


THE BATES MANUFACTURING CoO. 
Makers of Numbering Machines 


New York Office 
50 Church Street 
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California Typewriter Company carries typewriter supplies and 
handles the Line-A-Time copy holder. 

Louisville, Ky.—The Office Equipment Company, 125 South 
Fourth street, has been appointed an official service station by 
the Woodstock Typewriter Company. 

Memphis, Tenn.—An official service station for Woodstock 
typewriters has been organized by the Kenon-Taylor Company. 

New Orleans, La.—An official service station for the Wood- 
stock typewriter has been opened by the Cambias Office Equip- 
ment Company This organization also handles Woodstock 
and Corona sales at New Orleans. 

New York, N. Y.—The Hammond Typewriter Corporation is 
now operating in its new plant at 500 East 133d street. 

Ottawa, I!l._-Albert Bennett has established himself in the 
typewriter business here He has been identified with the 
business in this vicinity many years, and has left the direct 
service of the Woodstock Typewriter Company to go into 
business for himself. He was appointed Woodstock distributor, 
with exclusive selling rights in a number of counties, which 
he has undertaken to handle 

Peoria, Iil._-R. C. Shumway has been appointed manager vf 
the local sub-office of the L. C. Smith & Bros. Typewriter 
Company, operating under the Chicago branch. Mr. Shumway 
had been previously with the “Elsie’’ organization at Kansas 
City. 

Pittsburg, Kans.—Fogg Brothers have moved to larger quar- 
ters at 113 West Fifth street 

San Francisco, Calif.—Mr. Sheaffer, traveling representative 
for the Woodstock Typewriter Company, was a recent visitor 
in San Francisco, having come up from his home in Los 
Angeles 

San Francisco, Calif.—Mr. Kitchler, of the Honolulu Type- 
writer Company, which is agent for the Hammond typewriter 
in the islands, was in San Francisco a short while ago, and 
while here found time to call on James Sait, the manager of 
the Pacific coast branch of the Hammond Typewriter Cor- 
poration 

San Francisco, Calif.—In the month of March the San Fran- 
cisco branch of the Royal Typewriter Company, Inc., ran a 
record-breaking contest; that is, the salesman who during the 
month of March increased his sales number over that of any 
previous month, was presented with a handsome cup. H. G. 
Jones was the record breaker, and the cup was presented to 
him at a celebration dinner held in honor of the event. 

San Francisco, Calif.—The amalgamation dinner of the Rem- 
ington and Noiseless sales forces of the Pacific coast branches 
was held Saturday, May 10, at the Whitcomb Hotel, San Fran- 
cisco. Speeches were delivered by members of the Remington 
Company welcoming their Noiseless “brethren” and vice versa. 
Everybody became friends and all seemed well pleased with 
the merger With the combined sales force it looks as if the 
Remington and the Remington Noiseless sales were due for a 
big increase 

San Francisco, Calif. \. KE. Hunter, district sales manager 
of the Western division of L. C. Smith & Bros. Typewriter 
Company, has just returned to his headquarters in San Fran- 
cisco after completing a circle tour of all the company's 
branches west of Omaha Visiting along the way, Mr. Hunter 
started from Seattle, where he went to Minnesota, then to St 
Paul, Omaha, Denver and finally returned home via Los An- 
geles. ‘“‘There is plenty of business to be had all through the 
Western territory,”’ said Mr. Hunter, “and lots of hard work 
is all that is necessary to get it."". Mr. Hunter also reports 
that he discovered several excellent opportunities for salesmen 
and dealers at a few points along his trip. 

Syracuse, N. Y.—An explosion in the plant of the L. C. Smith 
& Bros. Typewriter Company May 19 damaged the building in 
which it occurred It caused no interruption to shipments. 

Syracuse, N. Y.—A. J. Brewster, advertising manager for the 
lL. C. Smith & Bros, Typewriter Company, is co-author of a 
new book ‘An Introduction to Advertising."’ He collaborated 
with Herbert Hall Palmer, of Syracuse University. 

Syracuse, N. Y.—The Typewriter Store, capitalized at $50,000, 
has succeeded the Corona Typewriter Sales Company, 116 East 
Washington street. The lines handled include the Corona type- 
writer, Sundstrand adding machine and Mimeograph 


Committee on Social Stationery Campaign. 

\ committee has been appointed in connection with the 
campaign to promote more social correspondence. Its per 
sonnel includes: G. R. Burkhardt, chairman (White & 
Wyckoff Manufacturing Company), Holyoke, Mass.; R. D. 
Patterson (L. E. Waterman Company), New York, N. Y ; 
E. S. Wood (Esterbrook Steel Pen Manufacturing Com- 
pany), Camden, N. J.; W. W. S. Carpenter (Sanford Man 
ufacturing Company), Chicago, Ill.; W. H. Greenleaf (The 


Carter's Ink Company), Cambridge, Mass. 
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You get best service from the specialist 
—we specialize in Desk Pads 


Ninety styles, stiff, flexible or semi-flexible backs, 
three sizes: 191%4x24%, 12%x19% and 24%4x38%. Also 
Glass Desk Pads, Work Distributors, Boardclips, 
Adjustable Desk Pad Corners, Special Binders, etc. 


Card Index Cabinets, black 
cloth covered throughout %” 
lock-cornered wood frames, 
with ELSANE Patented two- 
rod follow blocks: for 3x5, 
4x6 and 5x8 cards in 1, 2, 3, 4 
and 6 drawers. 


Also letter and legal cabi- 
nets in 3, 6 and 12 drawers.” 


SAINBERG & COMPANY, Inc. 


77-79 East 130th Street, New York, N. Y. 




















210 OFFICE 





The Best Service 


WHOLESALE 
TYPEWRITER 


To Dealers 


DOMESTIC FOREIGN 


General Typewriter Exchange 


Incorporated 


30 Main St. Brooklyn, N. Y. 


CODE NAME: “GENTYPE, NEW YORK” 








“NEVER LOSE” 
DUPLEX ERASER 


- with the brush and pat- 
ented hook to fit the 
frame of any typewriter 
and the 


‘“OWL’’ PEN and 
PENCIL CLASP 


nicely engraved, blunted 
end to safeguard the 
pocket and patented 


~~ 






































spring clip, are two new 
live specialties recently 
Full Size added to the 


Indispensable 
ARGUS LINES 


Every Argus product is an ex- 
pression of excellent work- 
manship and utility 
We make a complete line of 
PAPER FASTENERS 
PEN AND PENCIL CLIPS 
ENVELOPE MOISTENERS & 
TYPEWRITER ERASERS 
Write your jobber for samples Full Size 
and discounts or order direct. 


ARGUS MFG. CO. 


1134 N. Kilbourn Ave. 
CHICAGO, ILL. 
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Brooklyn, N. Y.—E. J. Baird has been appointed manager of 
the Brooklyn agency of the Burroughs Adding Machine Com- 
pany, vice H. W. Stewart, who resigned as acting manager 
Mr. Baird had been manager of the New York banks agency 

Chicago, lil.—F. C. Snow, formerly manager of the local 
branch of the Elliott-Fisher Company, has been promoted to 
assistant district manager, covering the central West. He is 
succeeded here by J. M. H. Nichols, formerly manager of the 
branch at Minneapolis, Minn. 

Milwaukee, Wis.—E. F. Mumm has been appointed manager 
of the local branch of the Elliott-Fisher Company. Recently 
he had been assistant to R. B. Buswell, district manager at 
Chicago. Prior to that he was local manager at Oshkosh, Wis 

San Francisco, Calif.—The Underwood Typewriter Company's 
San Francisco branch is renovating and redecorating the office 
at 531 Market street, in the Underwood building 


(Stationery.—Continued from Page 201.) 

San Francisco, Calif.—Morris Apple, Pacific coast represent 
ative of the Birnie Paper Company, has arranged a very attrac- 
tive display of holiday lines in his show rooms, 45 Second street 
The Birnie Paper Company has added some new numbers to 
the juvenile lines, and with this strong line and a full stock of 
holiday goods, Mr. Apple says he is ready to take care of all 
comers. Mr. Knight, who is in the Northwest territory, is 
sending back orders that show that the Northwest is the 
brightest spot on the coast. 

San Francisco, Calif.—Charles P. Christiansen, Pacific coast 
representative for the Roaring Spring Blank Book Company 
Smith Tablet Company, Rosenthal Company, U. S. Lead Pencil 
Company and the C. E. Bradley Corporation, recently made a 
trip through the Northern part of his territory and reports 
business conditions as materially improved and the trade as 
very optimistic. The Bradley Corporation has for the past 
forty years been a manufacturer of penholders and wood 
turnings. Several years ago it brought out the Bradley port- 
able phonograph, which Mr. Christiansen handled as a side lings 
However, he says that this article is so popular, particularly 
with the stationery stores that handle musical goods as a sic 
line, that in the future this will be one of his main lines 

San Francisco, Calif.—Walter T. Vogel, who was connected 
with the Schwabacher-Frey Stationery Company of San Fran 
cisco last year—but went back to Kansas City to spend ths 
winter—is again associated with that firm, and he intends to 
make San Francisco his permanent home Mr. Vogel is in 
charge of the bond and security division Porter J treck has 
become affiliated with the Schwabacher-Frey Stationery Com 
pany, and is now handling the postage meter department The 
Schwabacher-Frey Company is now agent for the Pitney- 
Bowes postage meter machines and is introducing the permit 
or metered mail system of handling first class mail.—Howard 
B. Wade, manager of the Schwabacher-Frey printing depart- 
ment, left May 10 for New York and other large Eastern cities 
on a short inspection and business trip. The primary object 
of Mr. Wade's tour is to make an inspection of the recent 
developments in the line of printing, binding and lithograph- 
ing machinery, with the view of buying any equipment which 
has an advantage in quality or speed of production over that 
of any of the present machinery of the Schwabacher-Frey 
printing plant. It is the policy of this company to keep all 
of its machinery up to date, and every year one or more of the 
company’s executives goes East on a trip similar to that Mr 
Wade is taking 


“Y and E” Club Election. 


The annual election of the “Y and E” club, which op- 
erates at the factory of the Yawman and Erbe Manufac- 
turing Company, Rochester, N. Y., resulted in the re-elec- 
tion of William DeHollander as president. The rest of the 
official family includes: George Schicker, first vice-presi- 
dent; Max Nather, second vice-president; Elmer Fess, 


financial secretary; Julia Mattes, recording secretary; Miss 
Fisk, treasurer. Two-year directors: Edward Walz, How- 
ard Symons, “Bunny” Murphy, Alice Stroh. One-year 
directors: Ralph Mosher, Frank Welch, Ken Weiser, Mary 
McCulloch. 
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ll Sive Items 


With a reason for their existence 




















VERY Sengbusch item is a 
live item, with a _ reason 

for its existence, a reason for 
being generally preferred by your 
customers—and that reason is 
that it does its work better, saves 
time, or effort, or money, or all 
three. These specialties have 
proved their merit by successful 
performance through years of 
hard practical use. Each one is 
now recognized as standard in its 
respective field. Each one is able 
to hold its own against competition 
and make increased sales for you. 


and good will-—if you keep your 
stocks in condition to supply 
that demand. Remind your clerks 
that many stationers have proved 
that “A Sengbusch shown is a 
Sengbusch sold”’ and-urge them 
to follow this profit-making 


policy. 


And be sure that you reap the 
benefit of the constant fire of 
publicity which we are directing 
toward users of desk equipment 
by using Sengbusch display,ma- 
terial in your windows, on your 










counters and walls; and Seng- 
busch mailing cards, circulars, 
blotters, imprinted with your 
name. All free for the asking. 


| 


; 
“3 


The demand for these Sengbusch 
Office Necessities will net you a 
mighty nice profit--in dollars 
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i 
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inketandlGl 


615 Stroh Building, Milwaukee, Wis. 
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Typists and Buyers 


ARE FAST 


4 = =DEMANDING THE 
se Demountable 


a 






WITH 11’-14" and 18" CARRIAGE 


BE PREPARED TO FILL THEIR ORDERS 


WITH 


“The World’s Best Typewriter” 


MANUFACTURED BY 


DEMOUNTABLE TYPEWRITER COMPANY 
FOND DU LAC, WISCONSIN, U. S. A. 





European Director of Sales: 
PIERO CASTELLA DELLA VINCA, via Principe Umberto, 19, MILANO, ITALY 























Washburne’s New Improved 


MANIFOLD LINEN **O.K."" Paper Fasteners - Made in Three Sizes 


DEXSTAR MANIFOLD PAPER is not merely a 
second sheet. It is a high grade writing paper in ° 
tissue weight; designed for making multi-carbon Mr. Stationer: 
copies of important letters and documents. 
This famous Fastener is in a class by itself. It 


This paper has the strength and finish which can Phe ani y > al cog oF mapedi 
only be secured from a rag base. It is especially Wh Sent ier lel J mee - 
recommended for legal work, mailing lists and hot alich wheat teen be fens * aurea 
select wrapping requirements. display cartons is a mighty big aid in selling. 


TISSUE PAPERS Our new improved O. K. is protected by two 


patents, one issued in 1917 and the other in 1923. 


DEXSTAR TISSUE PAPERS are notable for Thus we protect you against price-cutting for 
their beautiful and permanent colors, which are used another seventeen years. 
for various decorative purposes. 

Speci : ; ee All we have ever asked of you is to keep well- 

Special white numbers ay this line are made for stocked. We will create the demand, as we always 
wrapping silverware (anti-tarnish). Other items have done, by intensive advertising. A full box of 
are used for a wide range of industrial requirements. each of the three sizes, with prices will be sent on 
Write for Sample Book and Price Lists. request. 


C. H. DEXTER & SONS, Inc. The O. K. Manufacturing Co. 


WINDSOR LOCKS, CONN. Oswego, New York 
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Agan has been transferred to the local 


B. B 
Sundstrand Adding Machine Company, 308 Lafay- 
heretofore 


Buffalo, N. Y. 
agency of the 
ette building; he had been at Birmingham, Ala., 

Chicago, ili.—R. E. Bell 
culating Machine Company, returned late in May 
to the factory at Oakland, Calif 
Goode has been appointed district man- 
Machine Company He had 


manager here for the Marchant Cal- 
from a trip 


Secott S 
Wales 
been representative at San Francisco 

Detroit, Mich.—E. P 
culating Machine 
Seven-vear club 

Detroit, Mich.—L. V 
foreign division of the 
sailed for England 
to return to the United States July 1 

Eugene, Ore.—L. W. Woodin, formeriy manager at 
Idaho, has been manager 
Adding Machine Company Mr 


Chicago, Ill. 
ager here by the Adding 
Monroe Cal- 
organization's 


Crocker, a salesman for the 
Company, has joined that 
Britt, sales manager, and A. 8S. Trew, 
Burroughs Adding Machine Company, 
within recent weeks. Mr. Britt expects 
Pocatello 
Burroughs 
Roberts 


appointed here by the 


Woodin succeeds J A 


who is now manager at Fresno, Calif. 
Fresno, Calif.—J. A. Roberts has been appointed manager 
here by the jurroughs Adding Machine Company He had 


Eugene, Ore., prior to the transfer 

Long Beach Sundstrand Sales Agency 
Company, 310 
a tenant with 


been manager at 

Long Beach, Calif.—The 
has taken space with the California Typewriter 
East Seventh street The business was formerly 


the Anderson Typewriter Company, Broadway and Pine streets 
Wright, the enterprising Sundstrand 
him Chas. Keener, formerly of Atlanta, Ga., and 


Hollywood Sund- 


George H manager, has 


working witt 


Chicago; Frank L. O'Neill, recently with the 
strand agency) and Ernest E. Bromley, formerly manager of 
the Anderson Typewriter Company, Long Beach 
Memphis, Tenn.—Arthur Miller has attained membership in 
the Monroe Seven-year club through continuous service during 
that period with the Monroe Calculating Machine Company 
New York, N. Y.—The New York Calculating Machine Com- 
pany, 123 Liberty street, has been petitioned into bankruptcy 
on a claim of $7,140 


New York, N. Y¥.—The New York city agencies of the Bur- 
roughs Adding Machine Company 


L. Stith has been appointed branch manager, and A. E 


have been consolidated M 


Spalt- 
hoff is branch sales manager 
Orange, N. J.—R. J. Montgomery is 


} now a member of the 
club of the Monroe 


Machine 
strom is wearing proudly the badge 
Machine 


Seven-year Calculating Company 
Phoenix, Ariz.—W. A. B 
f the Seven-year club of the Monroe Calculating 


Company 


Pittsburgh, Penna. Joe Russel, manager of the local 
branch of the Burroughs Adding Machine Company, broks 
precedents in a recent Rotary club election He was chosen 


vice president, a director and a delegate to the International 


Rotary convention at Toronto 

San Francisco, Calif.——A. H. Ridgley has joined the Seven- 
vear Club of the Monroe Calculating Machine Company 

San Francisco, Calif.—May first there was a rather genera 
shifting of branch managers in the Western branch of the 


Burroughs Adding Mactl Company L. W. Woodin, manager 
of the branch at Pocate Idaho, was transferred to the Eu- 
gene. Ore ranch 0 4. Roberts came down from Eugen: 
and is r nanaging the branch at Fresno W. J. Heeley. who 
vas loca Fresno, has been transferred to the Santa Rosa 
branch 

Savannah, Ga.—S. VV jackson, who had been manager here 
for the Burroughs Adding Machine Company, has been trans 
ferred to the foreign department He is succeeded here b 


J. B. Knox, of the Augusta agency, which has been discor 


Waterbury, Conn.—Major Geo. E. Liscomb, of the Monroe 
Calculating Machine Company, has joined the Monroe Sever 
ear club 


Typewriter Man Addresses Purchasers. 
The Portable 
eaker before a recent meeting of the 
Association of Ohio His 
1ip which should exist between the 


o.4 Dayton [ypewriter 


Company 


Carpenter, of 
was the sj 


Purchasing Agents Dayton, 


topic was the relations! 
' 


purchasing department and other activities of an industry 
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— 
New Catalog 
New Prices 


New Profits 
a 





T ts with great satisfaction that we 

announce our new complete cata- 
log on Blank Book Specialties. New 
Lines, new prices, effective June Ist. 

With Aigner back of you, you can 
offer service on every indexing re- 
quirement ; that means more friends, 
more sales, more profits—all without 
a large investment in stock, 


“Get it from Aigner” 


As usual our new catalog is too expen- 
sive a product to be sent out broadcast. 
You will want one, so get your request 
in right away. 


GJ. AIGNER 600, fowigires 


of — a ers for Stationers and Bookbinders 









exes for Loose-Leaf Systems 
Titles and Labels for Law Work 
Aigner's Patent Cut Index Strips (2878) 


j eae 
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TRINER POST OFFICE 
SCALE No. 9 


Specially designed for U. S. Post Office Service 


Cuts down Postal costs. 

—Used where a variance of 1/64 oz. means 
a saving of thousands. 

—Pronounced by experts as the best 
commercial model ever produced. 

Extra heavy and precise construction 
without the objectionable features of the 
old type beam scale. 

—Many new and desirable points of in- 
teresting construction to make good sales 
talks and excellent window displays, 
—Write for full particulars. 


TRINER SCALE & MFG. CO. 
2714 W. 2ist St. CHICAGO, ILL. } 
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THE BUMP 


fastens all papers 
securely, without 
pins, clips 
or staples. 







No. 2 


THE BUMP PAPER FASTENER CO. 


LaCrosse, Wisconsin 


Seymour-Conover Co., 350 Broadway, N. Y. City 
Eastern Representative 




















PENDING MATTER FILE 


**All active matter at your finger tips’’ 


This Kohlhaas File eliminates the drudgery of searching 
through thousands of letters in “esneral correspondence 
files” to locate live material. It segregates pending 
matter and holds it available for instant reference. 
This file (like other Kohlhaas devices) is practically in- 
destructible. Light in weight and easy to handle, it is 
indexed (one or two inch tabs in any number of posi- 
tions) to the order of the user. 

Sectional Portable 


Write for full particulars stating your requirements. 


THE KOHLHAAS COMPANY 
183 N. Dearborn St. Chicago, III. 
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Chicago, I!!.—Jos. A. Oswald, vice president of The Rotospeed 
Company, was a Chicago visitor in May. 

Chicago, I!!.—Hooven Letter Service, Inc., 417 South Dearborn 
street, has taken membership in the Chicago Association of 
Commerce. 

Chicago, til.—The Stromberg Manufacturing Company, 1427 
Carroll avenue, manufacturer of the ‘“Acme-Write’” check 
writer, has been declared bankrupt; assets, $8,900; liabilities, 
$2,600 and upward. 

Chicago, I!!.—The city sales office of Ditto, Inc., has been 
moved from 20 West Jackson boulevard to 542 South Dearborn 
street. C. D. Schmaltz, the manager, now has better quarters, 
and a demonstrating room where callers can see the Ditto 
duplicator in operation 

Chicago, Il!l.—C. K. Woodbridge and L. C. Stowell, president 
and vice-president respectively of the Dictaphone Corporation 
visited the Chicago branch in May A. E. Blackstone, the local 
manager, visited the factory and general offices last month 
While East he learned that sales the first four months of 1924 
were fifty-one per cent ahead of the similar period last year 

Cleveland, Ohio.—A. W. Mullen, of The American Multigraph 
Company, was elected a director of the Cleveland Purchasing 
Agents’ Association 

Des Moines, lowa.—Beem & Company, 807 Mulberry, has su 
ceeded I. M. Fifield in Dictaphone distribution in this territory 

Detroit, Mich.—The Rowe Office Appliance Company has suc- 
ceeded the Office Appliance Exchange. This is a change ot! 
name only. The business has been moved to 1140 Griswold 
street; the former location was 737 Griswold street. 

Milwaukee, Wis.—The Todd Protectograph Sales Corporatio: 
has incorporated in Wisconsin; proportion of capital to be used 
in this state, $25,000; Wisconsin agent, H. Van Keuren, Mil- 
waukee. 

Phiiadelphia, Penna.—The Dictaphone Sales Corporation has 
moved to the City Center building, corner of Broad and Cherry 
streets. 

Philadelphia, Penna.—The West Philadelphia Multigraph & 
Printing Company has been registered as a commercial title 
in the common pleas court by Albert A. Hurwitz, 5941 Irving 
street, and Raymond C. Stolle, 5515 Kingsessing avenue 

Philadelphia, Penna..-Wm. B. Stephenson has joined the local 
branch of the Rapid Addressing Machine Company. He had 
been connected with the New York organization in years past, 
but strayed away from the field. He is now back in familiar 
surroundings 

Pittsburgh, Penna.—-The Service Printing & Letter Company 
has moved from 108 Smithfield street to 208 Fourth avenue 
third floor. 

Pittsburgh, Penna.—The Addressograph Company has moved 
its local branch to Fourth avenue and Market street, where 
more space is available 

Rochester, N. Y.—The Bircher Manufacturing Company has 
moved to 192 Mill street; the previous location was 73 Ex- 
change street 

San Francisco, Calif.—C. W. Hunt reports that a great deal 
of interest is being shown in the fanfold ‘“‘Line-A-Time” which 
is being used in connection with the Underwood fanfold billing 
machine. 

San Francisco, Calif.—C. H. Jenkins, of the C. H. Jenkins 
Company, Inc., which is general agent for the Safe-Guard 
Check Writer, reports that his sales have increased since the 
business show, and that he is doing a very nice business wit) 
the check writer. Mr. Jenkins is San Francisco distributor of 
Carter's inks and ribbons, and announces that he has just 
received new stock of ribbons and carbons, which are done up 
in their new packages 

San Francisco, Calif.—A. B. Church, branch manager of the 
Dictaphone Sales Corporation of California, announces that as 
a result of the business show, which was held in April, sales 
have shown a big increase. Mr. Church says that the charac- 
ter of the attendance at the show was of the right sort, that is 
instead of being attended by people who were merely attracted 
by curiosity, the show had a large attendance of business 
executives who were interested in buying. The new Model 10 
Type A machine the Dictaphone Corporation recently placed 
on the market created a great deal of interest, and the sales 
in the San Francisco and Bay region indicate that this interest 
brought results.—M. J. Wilcox, who was formerly branch man- 
ager of the Columbia Graphophone Company, is now associated 
with the San Francisco branch of the Dictaphone Corporation 
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Serving Typewriter Dealers 


Most exacting are the requirements of the average 
typewriter dealer—this highly specialized industry 
makes them so. These needs we carefully, diligently, . 
and intelligently studied throughout our many years 
of typewriter experience. 

Today, the Wholesale organization is comprised of 
experienced and skilled typewriter men who have at 
their command the facilities of a modern plant, good 
machinery and the use of proven methods. This or- 
ganization, due to the constancy and steadiness of the 
sources of supply, is able to guarantee all makes, 
types, sizes aud models of machines in the rough and 
rebuilt the Mastergrade way. 


Price list No. 528 has a number of real opportunities 
for you. ‘all on us, no matter how intricate your re- 
quirements may be. We can convince you of the 
genuineness of Wholesale Service. 


WHOLESALE 
TYPEWRITER COMPANY, Inc. 


Largest Wholesale Distributors in the World 
326-330 BROADWAY NEW YORK, N. Y. 
Cable Address: Saletype 








Typewrirers} 
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Just Off The Press! 
~ THE NEW AMES CATALOG 


A complete and exhaustive reference guide and aid for the typewriter rebuilding, 
repairing and reconditioning industry. All machines and their parts, including 
the newest models of the Underwood, Corona, Noiseless and Oliver are carefully 
illustrated and described in the first section of this new catalog. The second 
part is given over entirely to price lists and other pertinent matter—and in- 


terchangeable. 








This is an extremely valuable publication because of its educational value. Fur- 
thermore, it is issued by an unbiased house where neutrality is the first funda- 
mental of the efficient AMES SERVICE. 


SENT FRE TO TYPEWRITER DEALERS 
WHO ARE ON OUR BOOKS— 
Place your initial order now! Due to great expense entailed in the compilation 


the nominal sum of $2.00 will necessarily be charged to dealers who are not 
regular customers. 


AMES SUPPLY COMPANY 





Chicago, Ill. New York, N. Y. San Francisco, Calif. 

Plat 564 W. Randolph St. 50 Lispenard St. 507 Mission St. 

atens 
Parts Service stations equipped with our patented grinding machines 

1627 Champa 8t., 135 Victoria St., 50 O’Reilly St., 611 Fannin Street, 

Tools Denver, Colorado Toronto, Canada Havana, Cuba Houston, Texas 
Su lies 1 A de Capuchinas 32 5 Great New Street 205 George Street, 

Pp Mexico, D. F. Mexico London, E. C. 4, England Sydney, Australia 

















THE LINE OF LOWEST ULTIMATE COST, 


Dependability 


There is an invaluable factor of prime importance in 
making one product superior to another. 

It is not just a matter of certain prescribed materials 
and methods, but it is that constant feeling of responsi- 
bility to one’s customers that prompts the utmost effort 
to justify their confidence and good-will. 

It is bound to find expression in the quality, uniformity 
and price of the goods, and in the dependability of service. 

Paramount to the certainty of supplying the best quality 
for each purpose lies this consistent dependability at all 
times. It is not only the goods and facilities, but the spirit 
back of them that counts. 

It is found in the “Line of Lowest Ultimate Cost.” 








NEIDICH PRocEss COMPANY 
Burlington, N. J., U. S. A. 
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Chicago, i!il.—George Horne, of Horne & Company, Greeley, 
Colo., was a visitor in May at the local branch of the L. E 
Waterman Company 

Chicago, !li.—W. A. Sheaffer, president of the W. A. Sheaffer 
Pen Company, was in Chicago last month. He had returned 
recently from an extensive tour of the Pacific states. 

Chicago, ili.—Miss P. A. (“‘Peggy’’) Smith has joined the 
sales organization of H. H. Kasten & Company She had been 
with the Commercial Stationery & Loose Leaf Company here- 
tofore.—The Kasten store is to add a twelve-foot fountain pen 


case to its fixtures Pp t t ra h 
Janesville, Wis.—The Parkers are expected home early in ro ec og 


June. Mr. and Mrs. Geo. S. Parker and daughter were sched- The Thoroughbred Model Writes 


uled to arrive at San Francisco May 28. c et xy a tour of . 
vA . cisco Ma} compreting a tour « Figures or Words and Figures 
the Orient which was begun in October, 1923 





New York, N. Y.—G. Reindell, of The Eagle Pencil Company The culminating achievement of 
is now on his annual tour of the Oriental territory twenty-five years’ experience in the man- 

New York, N. Y¥.—The Dunn-Pen Company has gone into ufacture of check protecting devices. 
involuntary bankrupt« Percival Wilde was appointed receiver 


New York, N. Y.—John K. Reckford, of the American Pencil ass. | 
Company, returned on “% ; | annie May 20 from . tory to EXACTLY 3S i 5 DOLLARS 
Europe 


New York, N. Y.—The Colorgraph Pencil Company, Inc., has PROTOD-Greenbac Checks 


incorporated in Delaware to manufacture pencils and crayons; . . . ° . 
capital stock, $500,000; incorporator—Samuel Wood, New York When employed in combination with 
New York, N. Y.—R. G. Urmston of J. S. Staedtler, Inc., 55 Registered PROTOD-Greenbac anti-forg- 
ery checks the user secures the Todd Sys- 


Worth street, has returned from a visit to the factories in Ger- won . 
many. An expansion program has been carried out at the tem o! Complete Check Protection. 


factories 


New York, N. Y.—Frank D. Waterman, president of the L Todd Protectograph Co., Inc. 


E. Waterman Company, is a member of the committee appointed (Established 1899) 

by a =e origi iation of New York on the simplifica- 1129 University Ave., Rochester, N. Y. 

e & i ene oo Send for information about our latest device, the 
Pittsburgh, Penna.—The stocks, trade mark and good will of *Star* Adding Machine. 








the Anglo-American Pen Company have been acquired by the 2 ia 
Hiland Stationery Company, 117 North Highland avenue 

San Francisco, Calif.—Bert M. Morris, manager of the Pacifi 
coast branch of The Wahl Pen Company, who paid a visit 








Chicago in early May, has returned to San Francisco 
San Francisco, Calif.—E. J. Kastner, sales manager of the L 


E. Waterman Company, is paying a visit to the western sales 
agencies Recently he made an extensive stop in San Fran- 
cisco, discussing business conditions and Sales campaigns with 


the local manager 
San Francisco, Calif.—Angy B. Thomas, district manager of 
Pacific coast branch for Eberhard Faber, reports that the 





new model, the 601 Van Dyke, is meeting with great success 

and that reorders are coming in fast Tom W. McElroy, assist B ild y S | ith 

ant manager, has returned from Los Angeles, where he had u up our es wi 

been on a business trip e e 
San Francisco, Calif.—The Mah Jongg “Giftie Sets," the new HOFFMAN Specialties 


brilliantly colored mosaic pen and pencil combination of the 

W. A. Sheaffer Pen Company, recently put on the market, are 

going very well on the coast, reports Miss Kendall, manager A regular demand increasing your volume can 

of the San Francisco branch of that company. The sales have be built up by supplying this quality merchandise. 

been very numerous throughout Northern California Stationers have in this line, something better to 
San Francisco, Calif.—Dennis B. Real has successfully recov- offer their trade. De signs to meet popular re- 

ered from an operation for appendicitis and now is once more quirement, absolutely uniform quality. 

managing the Pacific coast business of The Dunn Pen Com 

pany The new pencil the company placed on the market is Moves Warp Bok Enh Gor ae ctytes), See 

causing Mr. Real lots f worry, as the factory output is all Cabinets, €loth-covered Index Cabinets, Agate 

coming to Mr. Real every day However, this condition will tleship Linoleum Desk Pads in Green and Brown. 

soon be remedied, as the factory is going to increase the output J 

and the increase will be sent to the coast This pencil, which If you will test out Hoffman quality and prices 

expels sixty inches of lead at one loading by pressing on the with other lines, you will find our proposition a 

top. proved much more popular than the manufacturers had vinner. VW rite for illustrated price-list. 


anticipated, and they were not prepared for such a large de- 


mand 
Toledo, Ohio.—C. C. Cobb, general manager of The Conklin HOFFMAN 
Pen Company, returned to his desk in May after a serious _ 


illness. Established 1888 
Topeka, Kans.—Ralph F. Moore has opened a high class 15 Lafayette St. New York, N. Y. 
fountain pen and social stationery shop here 
REPRESENTATIVES 
Sa Middle West: 8S. C. Funke South East: Leroy H. 
i i i P. O. Box 244, Detroit Phaup, 815 Edgehill 
Mrs. Kistler Appointed to Hospital Board. x ‘ Caeee cad ae 
Mrs. W. H. Kistler, wife of the Denver stationer, has Pacific Coast: Max L. Weil, New Jersey: J. V. Chenet, 
, J — a. ‘ 226 San Fernando Bidg 1783 Bedford Av 4. 
been elected president of the Children’s Hospital Associa Los Ange‘es Brooklyn, N. 








tion of Denver. 
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4 WEBCO PRODUCT 


TRADE MARK 


Original and Best 
ype Cleaning (ud 


Cleans your type No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | particles from type 


Dissolves grease and cleans spots 
tom your desk 


WHEN TRADE BA Mann APPEARS 


DIRT OISAPPEARS 
MANUFACTURED BY 


The F SWebster Company Inc. 
BOSTON 
MAKERS OF 
MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 





























- for Business? | 


Here’s something to shoot with—a high 
power, hard-hitting weapon. The Adams 
Ideal Book Ring for loose leaf covers—or 
even perforated sheets without covers—is 
the most satisfactory ring for the purpose 
ever invented. More of these rings are sold 
than all others put together. 


The Adams Ideal Book and Key Ring 


—allows sheets or binders to lie perfectly 
flat when open at any point 

a —enlarged joint keeps ring right side up in 
| position to be instantly unlocked. 
| 





—cannot pass through eyelets in cover, 
hence cannot tear sheets 
|! —it locks with a sure hold and a smooth 
joint—nothing to mar, catch or scratch 


| ASK FOR OUR CATALOG AND SAMPLES 


ast Cet aes hn Ae eee ie 
POPPA HSI 


SS 
-— 


HENRY T. ADAMS MFG. CO.tne 





Eastern Representative, Wm. H. Bassinger, 
377 Broadway, New York, N. Y. 
Western Representative, Adams Loose Leaf Mfg. Co. of 
California, Jobbers and Distributors 
1218 Bast Seventh St., Los Angeles, Calif. (2635A) 

















Chicago, Itll.—The Newton-Rotherick Manufacturing Company, 
40 South Clinton street, has taken over distribution in the Chi- 
cago territory for the Crown Ribbon & Carbon Manufacturing 
Company. 

Chicago, I!!|.—The Caxton Laboratories has moved from 323 
West Jackson boulevard to 325—the adjoining building. In 
Suite 656 the company has three times the space formerly 
occupied, and is enabled to separate the offices from the stock 
rooms. 

Chicago, Ill..J. A. White, manager here for the F. S. Web 
ster Company, returned in May from a winter vacation a 
Ocean Springs, Miss Mr. White enjoyed the fishing and o*her 
outings in the South, but found the coldest winter he has 
experienced in many years. Many orange orchards were ruined 
by the frosts. 

Kansas City, Mo.—F. B. Bolt has been appointed sales man- 
ager here by the Kee Lox Company; he had been assistant 
manager at Philadelphia. 

Los Angeles, Calif.—Frank C. Dollard, representing the Pacific 
Carbon & Ribbon Manufacturing Company, San Francisco, has 
established his office at 416 Chamber of Commerce building. 

New York, N. Y.—The Arrow Ribbon & Carbon Company has 
been established at 318 Broadway by W. B. Lange. He had 
been previously manager at Philadelphia for the Queen Ribbon 
& Carbon Company 

Rochester, N. Y.—The Carrib Manufacturing Company has 
entered bankruptcy; assets, $62,632; liabilities, $65,830. 


t 


San Francisco, Calif.—Arthur Fraser, representative of the 
Columbia Ribbon & Carbon Company, of New York, recently 
made an extended visit to San Francisco. 

San Francisco, Calif.—E. S. Derring, Pacific coast repre- 
sentative of The Carter’s Ink Company, stopped off in San 
Francisco a few days on his way to Los Angeles. Mr. Derring 
will stay in Los Angeles till the latter part of May, when he 
will start on his trip through the Northwestern territory. 

San Francisco, Calif.—George D. Duncan, treasurer of Mittag 
& Volger, Inc., and Mrs. Duncan were visitors in California 
during the latter part of May. Their daughter, Miss Jenny 
Duncan, who recently came out to California on a visiting trip 
is now a permanent resident of San Francisco, having become 
the wife of G. E. Koestner. Mr. Koestner has been associated 
with the home office of Mittag & Volger for some time. April 
L he was transferred to the Pacific coast in the capacity of 
assistant manager.—W. G. Huston, manager of the Pacific 
coast branch, has just returned from his annual Eastern trip 

Seattle, Wash.—The Crescent Office Supply Company has 
been pushing sales on coupon books and finds that they appeal 
to Many consumers 

Seattle, Wash.—Phil Snider has joined the Northwest Rib 
bon & Carbon Company. Previously he had been connected 
with the Gillam-Bird Stationery Company 

Seattle, Wash.—R. ©. Smith has established himself at 410 
Hinckley building, handling the “Crescent” line of ribbons an¢ 
carbons. He had been connected with the Crescent Office Sur 


ply Company. 


(Outside Looking In.—Continued from Page 205.) 
director and general manager of the Dennison Manufacturing 
Company, Ltd., told of the policies of his organization. 

F. F. Harris, assistant manager for The Carter’s Ink Con 
pany at Chicago, contributed two pages to The Hotel Month 
on the hotel situation in Cairo. Mr. Harris was on a tour 
the Mediterranean countries when he wrote this article. Sor 
of his impressions on that trip were printed in Office App! 
ances a few months ago 

“When the Little Business Grows Up” in Advertising Fort 
nightly described some of the methods by which concerns 
hoary lineage preserve the tokens of their youth. The hist 
room of the Dennison Manufacturing Company was shown 
which are original records, photographs and relics of the youth 
ful industry A miniature was shown of Thomas A. Edisor 
first laboratory at Menlo Park, N. J Every part of } 
model was made from a corresponding element of the origi: 
building 

Sales Management (Chicago) printed an illuminating arti 
on “Why the Federal Trade Commission is Feared and ID 
trusted.”’ 

Pitman’s Journal reprinted from The New York Times “The 
Fleet-Fingered Typist,”"’ a review of the stenographer-typist 
various lands. 


What is unkinder than a sharp tongue Graphite (Joseph 
Dixon Crucible Company). 
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Hundreds of 
People 


each month send for the 12 
most popular pens in the 
world, in response to our | 
ISTORY does not,tell, but the Emancipation Proc- national advertising. | 


lamation may easily have been signed with an Ester- 





brook steel pen. For Richard Esterbrook in Camden had P 
| manufactured the first American steel pens in 1858. The We have only one object in | 
quill lingered on—but asa holder for the Esterbrook pen. thus distributing sample pens: 
Esterbrook was the first, and is today the largest, maker : 
of steel pens in the United States. There is an Esterbrook to increase sales for the Ester- 
| pen specially designed to fit each individual style of hand- 
writing. There 1s no other pen more conducive to clear, brook dealer. 
fluent, easy writing 
Send for Booklet of Historic Signatures The 12 samples permit the pen- 


Upon receipt of 15 cents we will mail you the 12 most 


i 
popular pens in the world, together with the interesting, user tofindoutwhichEsterbrook 
valuable booklet, “100 Famous Signatures " number best suits his hand. 


Esterbrook 
Bank Pen 
No. 14 


Widely used in busi 


Address Department M 


clearly end. carries Once he’s sold on that number, 
aa a -—" Esterbrook Pen Manufacturing Co., Camden, N. J. 
“ Canadian Agents: The Brown Bros., Lid., Toronto he’ S sold on the Esterbrook 


Always a FRESH dealer! 


The Esterbrook Pen Manufacturing Co. 
Pe | Kft Camden, N. J. 


Canadian Agents: 
The Brown Bros., Limited, Toronto 














Look for Esterbrook National Advertising in Literary Digest, American, 
Collier’s, National Geographic, System, and MacLean’s Magazine, 
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Guaranteed Quali 
In Every Box---: : 























LD TOWN Typewriter Ribbons and Carbon 
Papers can be depended upon to give the ut- 
most in satisfaction. 

They are distinctive in their character and appear- 
ance, and possess that rich, high grade quality made 
possible only through the use of the most modern 
scientific methods, the finest grades of raw mate- 
rials and a highly trained technical staff. 

The reliable service of the “Old Town” line and the 
co-operation in service of the company has won 
many friends among dealers in this country and 
abroad. If you are looking for a complete line of 
ribbons and carbors on which you can build a profit- 
able and enduring business, investigate “Old Town.” 
Our written guarantee is an additional assurance for 
you and your customer. An “Old Town” User always repeats 


OLD TOWN RIBBON & CARBON CO,, Inc. ate vont. « 


LONDON OFFICE: 71, Southampton Row, W. C.1 











t RIBBONSs2ndaCARBON 
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| ‘‘None CAN be better than THE BEST in Quality and Workmanship’’ 


Durable 














The 
Money-Maker and 
ine Dependable 
STATIONERS’ FILING CONTAINERS 
a 















































Expanding Wallets with Flaps 
Also Made with 2, 4 or 6 Pockets Expanding Vertical File Pockets 


WRITE FOR OUR LATEST CATALOG No. 9 AND DISCOUNT SHEET 


NORTHWESTERN PAPER GOODS COMPANY, St. Paul. Minn. 


Makers and Printers of Stationers’ Envelopes 
Sales Offices—and stock carried at 


LOS ANGELES CHICAGO NEW YORK 

















WHY SELL “JUST CARBON PAPER?” 


When you may sell STORMS carbon paper. Clean-Cut, durable carbons, 
perfectly edged, sharp writing typewriter ribbons, backed by our twenty- 
five years of experience devoted exclusively to the manufacture of BETTER 
inked ribbons and carbon papers. AN INKED RIBBON FOR EVERY 
PURPOSE -- A CARBON PAPER FOR EVERY REQUIREMENT. 


That's STORMS SERVICE. 


an unusual quality. Especially adapted for 
Underwood Fanfold forms but equally good 
for general billing use. Clean writing and 
durable. 

Carbon rolls for billing and adding machines, 


carefully constructed to meet specifi- 
cations of the various machines. 


CAMEO 308. The sharpest writing ribbon on 
the market. An exclusive STORMS product. 









CAMEO 348. A carbon paper of the highest 
quality. Jet black, clean to handle and pos- 
sessed of superior manifolding qualities. 
Featherweight, Lightweight, Standardweight. 


Sheepskin 348 and 351. Billing carbons of 
SEND FOR PRICES AND MAKE UP SAMPLE ORDER 


H. M. STORMS COMPANY 


R Neel 
561 Grand Avenue “CORDs evernA - - Brooklyn, N. Y. 


TRACE mana 
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Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 

The Art Steel Company, Inc., 401 East Twenty-third street, 
New York, N. Y., sends a folder showing the “‘Asco” collapsible 
steel transfer and storage case 

An attractive announcement in two colors from Ditto, Inc., 
announces the moving of the plant and general offices to 125 
West Austin Avenue, Chicago, IIL 

Envelope stuffers issued by Hall & McChesney, Inc., Syra 
cuse, N. Y¥ feature the new ‘“‘Minute Book,’ and the ““Mer- 
chant’s Cemprehensive Sales Record.” 

From The Toledo Metal Furniture Company, Toledo, Ohio, 
come two folders in color. ready for the dealer’s imprint 
One shows the ‘‘Workless’’ stenographer’s desk; the other dis 
plays the “PosturChair”’ in its several types. 

booklet commemorative of the twenty-fifth anniversary of 
the Todd Photectograph Company has been received. Text and 
pictures portray the growth of the business from an idea. The 
cover bears a modest silver seal emblematical of the anni- 
versary 

From the National Blank Book Company, Holyoke, Mass., 
comes a folder descriptive of National fillers for ring books 
These are converted from Hammermill Bond, and furnished in 
standard rulings The sizes are classified according to the 
National covers which they fit. 

From The Macey Company, Grand Rapids, Mich., comes Cata- 
logue No. M124 covering steel filing cabinets and safes It isa 
delight to the eye of the printing craftsman, and a complete 
exposition of the Macey lines for the guidance of the salesman 
or customer. The illustrations are in color, and reveal a wealth 
of arrangements of filing equipments in box base and leg base 
units and safes 

Distributor. 

The American News Company, 9 Park Place, New York, N. Y 
has a new stationery catalogue in preparation, which is to be 
ready for distribution about July 1 

Dealer. 

From the Republic Stationery Corporation, 661 West Sixty- 
third street, Chicago, Ill comes its 1924 catalogue and price 
list, No. 11 It covers general office supplies A comprehensive 
line of standard brands is shown. 

“Six Things Every Office Ought to Have” is a six—page folder 
from the Buxton & Skinner Stationery Company It lists the 
major requirements and says that the company can supply 
every office requirement—except the stenographer 

Direct Mail Matter. 

A mail piece in three colors heralds the Yawman and Erbe 
Manufacturing Company's ‘‘Fire Wall’’ steel card record desk 
It gives convenient access to a file of 40,000 cards, protects them 
against fire and water, and provides a convenient table for the 
clerk 

From the Remington Typewriter Company comes a mail piece 
featuring Model 11 It depicts the facility with which this ma- 
chine does correspondence work, columnar writing, form writ- 
ing, manifolding and stencil cutting Attractive illustrations 
are aided and abetted by warm color deftly placed 

A “picture letter’’ from the W. A. Sheaffer Pen Company, 
Fort Madison, lowa, features the “Mah Jongg Giftie sets” for 
the graduation season Process color plates depict the enamels 
which are the important feature of these sets, in their natural 


colors 

A broadside from the Nationa! Blank Book Company features 
“three best sellers’’ of various numbers of National ring books 
The dealer is assisted in selecting a stock by listing the most 
popular numbers in this broadside Reproductions of current 


national advertising show the dealer what goods are to have 


the cal ro. consumers 

A colored mail piec« fron the Addresso graph Company 
queries, “Will This Help You Get Better Addressograph Re 
sults?” It was sent to users, and suggested possible uses for 
the macl e whic will simplify and expedite selling, shipping 


and recording routine 
Accessory Advertising Matter. 
A variety of store, window and general display signs is fur 
nished to its dealers by the Art Metal Construction Company 
The Le Boeuf line of fountain pens is featured on a display 


sign of glass on a triangular base The sign is done in gold, red 
and black 
‘‘Berkshire”’ typewriter papers are featured in newspaper 


electros and lantern slides furnished to dealers by the Eaton 
Crane & Pike Company, Pittsfield, Mass 

A mystery sign for stationers’ windows is furnished to dealers 
by the C. Howard Hunt Pen Company, Camden, N. J It is a 


device with motior providing an excellent attraction 

TI Art Metal Construction Company furnishes dealers with 
an attractive car card, for street car advertising It is printed 
in three rs A bronze plaque display card for show window 
or counter use, is also provided to Art Metal dealers 

Price Revisions. 

A new price list on Shipman-Ward rebuilt Underwood type- 
writers was circulated May 1 by the Shipman-Ward Manufa¢ 
turing Company, 4401-09 Ravenswood avenue, Chicago The list 
made an offer to s free » dealers a No. 5 Underwood with 
every twentieth machine ordered from the company 

The Goes Lithog ng Company 42-49 West Sixty-first 
street, Chicago, Il ! innounced a material reduction in ths 
price of its steel engrave blanks It was made possible throug! 
the large demand. which permitted the absorption of the higl 
engraving nd plate sts, and savings als n the production 


of larg: jUanNtities 





BOTH HANDS FREE 





Retail $1.50 each 


Every telephone user will want a Fairfield 
Phone Rest and Pad Holder. Saves time and 
permits full use of both hands. Phone Rest, 
Pencil and Novelty Pad Holder combined. Ad- 
justable and easily attached. Finished in Rich 
Gold Bronze. 


This is not a counter “sleep- 
er” but a fast seller that will 
attract new customers. A 
postal order for just a dozen 
will prove it. 


Fairfield Mfg. Co. 
1721 Ranstead St. 
Philadelphia Penna. 























The 
Standard 
Stamp 
Affixer 


The Standard Stamp Afhxer. 
Known as the simplest, 
lightest and speediest on 
the market. Saves time and money. It 
is a portable safe for your postage stamps. 
Endorsed by thousands of well-known 
users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co, 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 


DEALERS—We have an interesting proposition to make you 
which does not involve any outlay. 


STANDARD STAMP AFFIXER Co. 
Revere Boulevard EVERETT, MASS. 
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poral 


Save Time and Eliminate Unsanitary Drudgery 
6 Models (Hand and Electric) $3.00 to $150.00. 


One suited to the requirements of every 
office, whether the daily mail is 25 letters 
or 150,000. 


Standards are the most efficient, durable, 
and widely distributed envelope sealers on 
the market. 


Used by all U. S. Government Departments, 

rominent banks, public utilities, and by 
arge and small concerns in every line of 
industry. 


Over 50,000 in daily use. 


DEALERS AND OFFICE SPECTALTY SALESMEN: 
We have an interesting proposition to make you 
if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 


Sustaining your judgment 


Your business judgment is at stake every time a sale is 
made in your store. Your customer gauges your integ- 
rity as a business man by the satisfaction he derives 
from the articles purchased from your establishment. 
This is a recogn fact. 


many years dealers handling American Manifold 
Typewriter ribbons and carbon papers for all uses have 
been gratified to know that these products are sustaining 
and buildi their reputation as shrewd and business-like 
ge and results have demonstrated a good remuner- 
ation. 
Samples and other particulars which wil! prove these 
facts will be gladly sent to you on request. 
We manufacture Carbon Paper Rolls and Inked Ribbons 
for all purposes. 


American Manifold Products Corp. 
Senge 2900 Darwin Terrace, CHICAGO 
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Poragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer. 

The “Y and E”’ Idea (Yawman and Erbe Manufacturing Com- 
pany) gave details of the third annual re-test of the “Y and E’’ 
B-label dry-insulated safe. 

The Red Envelope (The United States Envelope Company) is 
continuing its history of the industry in the United States. No. 
23 carries on the history of the W. H. Hill Envelope Company 

How an anti-waste campaign was carried out was told in 
Pull-Together (Eaton, Crane & Pike Company). Lost time, lost 
motion and lost materials were eliminated in a contest which 
produced many suggestions to do away with waste and effect 
economies. 

The speeding brain of genius and accomplishment seems to 
have outdistanced the old fashioned virtues, according to the 
Mimeograph Stencil (A. B. Dick Company). We made material 
progress, but when character elements are concerned the times 
do not show noteworthy progress. 

“Self-control Brings Success in Selling,’ said Art Metal Ser- 
vice (Art Metal Construction Company). Fifteen years in 
checking specialty salesmen covering the household field showed 
the writer that self-control keeps salesmen faithful to their 
obligations, and they work full time. 

An appeal to readers was made in the Faultless Bulletin 
(Stationers Loose Leaf Company). They were invited to send 
in suggestions, information regarding unusual and interesting 
sales, photographs, etc., that would make interesting matter 
for publication in the Faultless Bulletin. 

‘hat Is a Servant?" asked The Coach (published co-opera- 
tively by the Boorum & Pease Company, Eberhard Faber, C 
Howard Hunt Pen Company and Sanford Manufacturing Com- 
pany). The answer lies in the motto of Rotary, “He Profits 
Most Who Serves Best.” The American concept of “servant” 
is not that of the European countries. 

The Columbus Blank Book (The Columbus Blank Book Manu- 
facturing Company) has started an innovation in the house 
organ field. An illustration of a “Faultless Flexipost’”’ binder 
was printed in colors. Illustrating merchandise in natural colors 
is a striking way to give prominence in the merchandising 
house organ to items it is desired to push. 

Ask Your Prospect Questions,’ said L. J. Comer in The 
Ram (Rapid Addressing Machine Company). He showed how 
adroit questions lead the prospect to make favorable responses. 
Negative questions produce negative answers, so the salesman’'s 
adroitness in framing the questions leads to that important 
affirmative, ‘“‘Yes,’’ when it comes to pointing to the dotted line 

“Fighting Through” in Strathmore Town News showed the 
futility of waiting until after election to make business hum 
Despite the unrest caused by the national legislative body's 
playing politics instead of “tending to its knitting,’’ there is 
business to be had. The salesmen who keep their order books 
in service do so by being alert and maintaining their activities 

The May issue of Demonstration (L. C. Smith & Bros. Type- 
writer Company) was devoted to Denver, ‘“‘The Queen of the 
Rockies.'" Text and pictures emphasized the allurements of 
Denver, and sketched the characteristics of the personnel of 
the “‘Elsie’’ office in that city and other communities operating 
under it. Looks as though that booklet would induce many in 
the “Elsie’’ organization to spend their vacations at Denver this 
year. 

An absorbing account of a manufac turing process is given in 

“This Is the ay we of a Fountain Pen,” by Winfield H. Kay 
in Sheaffer's ‘‘Lifetime’’ (W. A. Sheaffer Pen Company). Mr. 
Kay is manager of the nib department of the Sheaffer plant 
and he told the story of the pen nib from the original gold 
brick to the writing test which all Sheaffer nibs must pass be- 
fore assembling with the barrels. 

The factory fire department was described in The Royal 
Standard (Royal Typewriter Company, Inc.) The factory 
“smoke eaters’? serve in seven different corps, each assigned 
to a specific duty. Frequent drills are held, and all fire equip 
ment is inspected weekly. The concluding paragraph of the 
article stated “Fire protection properly organized insures 
safety of employees, and is one of the basic requirements for 
continual production.” 

Results (Monroe Calculating Machine Company) printed some 
correspondence regarding a Monroe calculator which was aboard 
the U. 8S. SS. Tacoma when wrecked in January of this year 
off Vera Cruz, Mexico. This machine was submerged in salt 
water several days. It was shipped to the factory for over- 
hauling and repair. Slight damage was done to the machine 
despite its mistreatment by Neptune, and it was restored to 
service with little effort 

Tips and Nibs (The Wahl Company) showed an American 
delegation telling Mars where he gets off The picture was 
made before the statue of Mars, in the grounds of the ex- 
kaiser’s winter palace. Three members of The Wahl Company 
organization exemplified that “the pen is mightier than the 
sword.” The individuals in the party were C. R. Mahony, 
director of foreign sales: C. A. Frary, vice president and gen- 
eral manager; and S. S. Windrow, special European representa- 
tive. 

A thought-stimulating article by C. P. Garvin appeared in 
The Webster Way (F. S. Webster Company). He contrasted 
the plan of the corner druggist in selling unit quantities at unit 
prices, against the stationer’s idea of selling quantities at a 
discount. Mr. Garvin also considered the practice of outside 
salesmen selling at list, when they are rendering the customer 
a service by calling on him, saving time and being in a posi- 
tion to aid in the selection of merchandise needs in the user's 
own surroundings. 
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THE RUSH-FRASER DE LUXE 


The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 


in engineering and governmental departments 
Used like a pencil; just a stroke and the letter or figure is erased. 
For quick, clean, invisible erasing it is incomparable. 


PAT. DECEMBER 21, 1915 PUSH-E-ASER : 


THE AZORA AIR ty An IDEAL Office Equipment Specialty 
(Cross-Section View 


TWIRLER RING ) combining luxury and economy 
Stationers can do good business with typewriter , BRUSH —ITS SECRET 
attachments that have proven their usefulness. 3S so EF k CA S¥> b 

—— ie ~j 


AZORA Gp IS 

<™ 4 ’ &, moet Sit te a 1 
oS NEA FBS = 

AIR CUSHIONS AND TWIRLER RINGS Ben . 

are in use all over the U. S. and are consid- Be 

ered a staple standard article by scores m a 

dealers. They Conserve strength in the ASK@*TO SEE IT 

typist’s fingers and relieve the typewriter FLEREE DIRMOND BRUSH ITS SECRET 

of shocks that would materially shorten its 

period of usefulness. Every typewriter 
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owner needs them, they are quickly and amma: mar 500 S. Clinton 
easily attached. A first glance at them im- ! pac 
presses your customer with their useful and — — — 
practical features. There is good profit in ae ih 
selling them. | RosmENaaes me 
° ° and Dutch East Indies 
Write us right now ean 
AZORA RUBBER COMPANY ssa 
and Sourabsia, Java 


54th and 20th Sts. $3 s:: Cicero, IIL 


ae aSlO—>E_—~—EEs (<i ar 
Let Us Show You How To Make Your 


FOLDING PROFITABLE! 

















Don’t delay any lor 

Be guided by the experience of a Prominent Letter Shop 
They wrote as follows “Have just ordered a Baum High 
Duty Folder—after but 4 days’ trial Made 200,000 folds 
in that time That was proof enough for us.” 

The edy, accurate, simple and compact 





BAUM HIGH DUTY FOLDER 


will do as much for you. Why not let us demonstrate? 


RUSSELL ERNEST BAUM 
37 So. Penn Square ’ 


Advance Paper Boxes 
Phila., Pa. in Stationery Stores 


You will find a ready sale for our goods in your store. 
Every item is durably bullt for a yy» of service. We 











manufacture all sorts of card and re board stationers’ 


lalties: 


& arren Transfer Cases Card Index Trays 
<. Card Index Storage Cases Stationery Cabinets 
| A me Hole Boxes Document Storage Cases 
Filing Boxes Transfer Cases 
(cloth or paper covered) (Invoice, letter and Cap 
bes Sizes) 
Paper Boxes 


Check the list and let us replenish your stock of these 
goods. We shall be glad to send you catalog and full 
particulars. 


Advance Paper Box Co. 
2727 Franklin Avenue ST. LOUIS, MO. 
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HUNTS PENS 


ROUND POINTED PENS 
SILVERINE PENS 
SPEEDBALL PENS 
SPRING PENCIL CLIPS 
BULL DOW {LIPS 
DUAL-USE CARD {LIPS 
PEN HOLDERS 








has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 
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SANFORD f SANFORDS 


0 PREMIUM 


KH ED 3 Wem 











Time has proved 
their merit— 
banks and busi- 
ness the world 
over use Sanford's 
products exclu- 
sively, year after 
year, because they 
are the best that 
money can buy. 


CANFORDS 


CHICAGO NEW YORK 


























**MAKES ITS OWN STAPLES”’ 


<EVER AD 


PAPER FASTENERS 


EACH ROLL A SLIGHT 

OF STEEL ——» PRESSURE ON 

TAPE CONTAINS THE HANDLE— 

5,000 STAPLES THAT'S ALL! 
ECONOMY TROUBLEPROOF! 





Improved Mede |D—Weigh Two Pounds 
“Its Pre-eminence Rests On Its Distinctive Excellence” 


Capacity 4 
2 te 40 Sheets Mechanica! 
Wonder 





Mede F —Weight Nine Pounds 


SOLD BY STATIONERS AND STAMP DEALERS 


EVEREADY MFG. CO. of BOSTON 
General SalesOffice :50 Church Street, NewYork City 
SEND FOR DESCRIPTIVE LITERATURE! 
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The Sales Force (Hedman Manufacturing Company) an- 
nounced that the company will be established in its new plant 
about June 1. Salesmen were told to defer their visits to head- 
quarters until the organization was settled in the new plant, as 
then the home office staff will be able to devote attention to 
visitors, and the latter will have an opportunity to go through 
the new plant. 

Suggestions for June sales are given in Sales Helps for Gib- 
son Dealers (The Gibson Art Company). A list of items which 
will appeal to trade interested in June weddings and gradua-— 
tions was given The new Gibson house organ has not yet 
received its permanent name. A large number of suggestions 
was made, and the volume was too great to permit of early 
decision. The next issve will announce the winner and the 
name suggested. 

The philosophy of advertising was outlined in No. 10 in the 
“Talks to Salesmen” series running in The Pen Prophet (L. E. 
Waterman Company). It told why the manufacturer advertises 
to sell to the merchant, and then uses that same power to move 
the pens the merchant has bought from his stock. This chain 
of distribution is always dependent on the dealer’s co-operation 
in selling intelligently to the user, and painstaking asistance in 
fitting the pen to the individual who is to use it 

Business (Burroughs Adding Machine Company) told of a 
novel plan followed by a Dayton bakery. Its salesmen are paid 
commissions on coilections rather than on sales. This makes 
them careful in extending credit. The accounts are posted by 
machine at the home office, and copies of the ledger sheets are 
sent to the salesmen along their routes. Calis are frequent, 
because of the perishable nature of the commodities handled, 
so the salesmen are enabled to make collections promptly and 
with little friction. 

A striking argument for uniformity of check sizes was print- 
ed in The Protectograph Bulletin. A check salesman had an 
opportunity to compare the time required by a speedy bank 
transit man to list the day’s run of checks with those used in 
contests of the American Institute of Banking. The day's work 
comprised checks of varying sizes—the institute chapters work 
with checks of uniform size. A pack of 500 standard-sized 
checks was listed in an hour; the hit-and-miss sizes required 
four hours for the same operation. 


Distributor. 
The Jaclin Parrot (Jaclin Stationery Company) catalogued a 
number of timely items for the stationer’s stocks. 


Dealer. 

The Business Bringer is a chatty house organ published at 
Macon, Ga., by the J. W. Burke Company. 

Common Sense (Corlies, Macy & Company) ran a Scotch 
number. It was filled with the poetry and humor of Caldeonia. 

A novel idea in key ring protection is suggested by Good 
Impressions (Samuel H. Moss). Friends exchange their tags 
Thus, should the finder try to use the keys feloniously, they 
do not fit the locks at the address given. If returned honestly 
Jones receives his tag, on Smith’s key ring. The loss is then 
remedied quickly. 

‘‘No Inheritance Tax on Ideas” said The Office Cat (The 
Richmond & Backus Company). The article showed how the 
brainy man takes accepted ideas and adapts them to his own 
project The point was made that if every medical student had 
to begin at the same point that Hippocrates did, there could be 
no improvement in the curative art. 

“Shrewd Buying,’’ in Variations (Stromberg, Allen & Com- 
pany) showed the futility of looking for bargains. It instanced 
a golfer in the early spring who had made a good start on his 
season's schedule of breaking clubs. He was a “shrewd” 
buyer of sporting appliances as well as equipment for his busi- 
ness, and invariably stung himself when buying 

Internal. 

Diamond Dust (The Hall Lithographing Company) has in- 
augurated a directory The home street and telephone ad- 
dresses of workers are listed by departments 

The Remington Broadcaster (Remington Typewriter Com- 
pany) showed two of its veterans—R. S. Frey, thirty-five years 
in the service, and E. A. Scheibe, thirty-one years promoting 
the “‘Red Seal.” 

How a blinded war veteran was induced to buy an adding 
machine was told in the Burroughs Bulletin (Burroughs Adding 
Machine Company). The salesman demonstrated how this man 
a printer, could operate his machine by a modified touch systen 

The “Y and EB’ News (Yawman and Erbe Manufacturing 
Company) printed a list of awards made within recent weeks 
for suggestions accepted for the improvement of the product 
and safety devices in the factory. The winners include branch 
salesmen, field men and factory workers 

The importance of directing customers accurately in a big 
store was one topic of The Gill-O-Gram (The J. K. Gill Com- 
pany) The sales force should be able to direct any caller to 
the exact location in the store where his wants can be filled 
Errors in directing customers are detrimental to the progress 
of the business, and lose friends for the establishment 

The Strathmorean (Strathmore Paper Company) has adopted 
a mathematical formula in announcing weddings within the or- 
ganization They read so “On April 21, Miss Edith Cordner 
+Morton Shattuck=Mr. and Mrs. Morton Shattuck.” The 
Strathmoreans are a happy family, and the printer need not 
stock up on minus signs to signify divorces Maybe the editor 
will have a chance some one of these days to square the family 
name of some Strathmorean 


Syndicate House Organ Service. 
John J. Lutge & Staff, Claus Spreckels building, San Fran- 


cisco, Ca publishes house organ called “‘The Alarm 
Clock.” This is done ym the stencil duplicator, with drawn 
and typewritten copy The user's imprint is inserted, and 
orders are accepted for as few as ten copies a week A 
printed folder for the same purpose is issued monthly, fur- 


nished without imprint 


D. C. Baldwin, Fort Smith, Ark., reports that he has re- 
ceived from Oppenheim, Germany, a catalogue of type- 
writer parts for various makes. A discount of ninety-seven 
per cent was offered. 
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If You Bind Your Own 


Loose Leaf Devices 


We can show you how to cut the cost 
of making your special metals, at least 
in half. 


Whether or not you buy your Knock 
Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of -metal parts. ll 


of them. 


When you come to the Cincinnati 
Convention we will gladly explain with- 
out cost or obligation to you the system 
we have devised to enable the dealer to 
make up his special metals accurately | 
and economically. 


The Tenacity 


Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
































-MOHICAN 


EE 
PENCILS 


are giving the utmost satisfac- 
tion wherever used— 








Consistent quality—smooth writ- 
ing and strong leads, and hand- 
some appearance, all go to make 
up the Mohican Pencil which has 
taken its place with the highest 
grade pencils on the market. 


Samples and prices gladly sent upon request 


Attractively packed in one-dozen boxes (five degrees) 
also 


Handsome one-dozen easel display 


United States Pencil Co. 


Manufacturers 


PHILADELPHIA U. S. A. 
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in general use is never 100% effective; some 
of it mingles with dust and gums, some of it 
evaporates—some goes in the blotter—some 
perhaps spurts or spills. 


PRESTO Inkstands not only prevent much 
of this waste but conserve that more valu- 
able thing, the user's time, by keeping con- 
tents clean, feeding readily a evenly. 
PRESTO Inkstands offer improved service 
your customers will appreciate, and you will 
profit. Let us send you prices and discounts. 


Bachrach Specialty Co. 
MANUFACTURERS 
2275 Third Avenue New York, N. Y. 


PRESTO AUTOMATIC 
CLOSING INKSTANDS 


(Patented) 








































































































ASTAMP PAD PLUS 

- NEW, novel, noiseless. A moulded rubber 
base that will not slip or scratch the desk. 

A renewable porous rubber ink pad that does 

not wear out rubber stamps and does not grow 

fuzzy, ragged or gummy. The surface is flex- 

ible and inks the stamp thoroughly and 

uniformly. 

- SPEED-MO Stamp Pads can be opened 
with one hand. The lid has no metal hinge 

to corrode and grow stiff. It is dust, sag and 

sweat-proof. SPEED-MO Stamp Pads are en- 

thusiastically endorsed by all office men who 

have given them a try-out. 

ee Office Appliance dealers will find this a 
quick-selling item, with a generous margin 

of profit. Every Speed-Mo Pad sold brings in 

dozens of additional orders. 

WRITE now for attractive terms to the trade. 


RIVET-O MFG. CO. 
ORANGE, MASS.,U.S.A. 


Some Phases of the Government in Business. 





Address of Soaretery of Commerce Herbert 
Hoover at the Annual Meeting of the United States 
Chamber of Commerce, Cieveland, Ohio, May 7, 1924. 





Your chamber has recently submitted to its members a num- 
ber of recommendations upon Principles of Business Conduct 
in the form of a report of your Committee on Business Ethics 
The very fact of issuing such a report is of interest. I wish 
to discuss the whole subject in its wider sense and in the rela- 
tion of Government to business. 

The advancement of science and our increasing population re- 
quire constantly new standards of conduct and breed an in- 
creasing multitude of new rules and regulations. The basic 
principles laid down in the Ten Commandments and the Sermon 
on the Mount are as applicable today as when they were de- 
clared, but they require a host of subsidiary clauses. The ten 
ways to evil in the time of Moses have increased to ten thou- 
sand now. 

A whole host of rules and regulations are necessary to main- 
tain human rights with this amazing transformation into an 
industrial era. Ten people in a whole county, with a plow 
apiece, did not elbow each other very much. But when we put 
seven million people in a county with the tools of electricity, 
steam, 30-floor buildings, telephones, miscellaneous noises, street 
cars, railways, motors, stock exchanges, and what not, then 
we do jostle each other in a multitude of directions. There- 
upon our lawmakers supply the demand by the ceaseless piling 
up of statutes in attempts to keep the traffic open; to assure 
fair dealing in the economic world; to eliminate its wastes; to 
prevent some kind of abuse or some kind of domination. More- 
over, with increasing education our senses become more offend- 
ed and our moral discriminations increase; for all of which we 
discover new things to remedy. In one of our states over 1,000 
laws and ordinances have been added in the last eight months 
it is also true that a large part of them will sleep peacefully in 
the statute book. 

The question we need to consider is whether these rules and 
regulations are to be developed solely by Government or 
whether they can not be in some large part developed out of 
voluntary forces in the nation. In other words can the abuses 
which give rise to Government in business be eliminated by the 
systematic and voluntary action of commerce and industry it- 
self? This is indeed the thought behind the whole gamut of 
recent slogans ‘‘Less Government in Business,” ‘‘Less Govern- 
ment Regulation,’”’ ‘‘A Square Deal,” “The Elimination of 
Waste,” “Better Business Ethics,”” and a dozen others. 


National Character Based on Individuals. 

National character can not be built by law. It is the sum 
of the moral fibre of its individuals. When abuses which rise 
from our growing system are cured by live individual con- 
science, by initiative in the creation of voluntary standards, 
then is the growth of moral perceptions fertilized in every in- 
dividual character. 

No one disputes the necessity for constantly new standards 
of conduct in relation to all these tools and inventions. Even 
our latest great invention—radio—has brought a host of new 
questions. No one disputes that much of these subsidiary addi- 
tions to the Ten Commandments must be made by legislation 
Our public utilities are wasteful and costly unless we give them 
a privilege more or less monopolistic. At once when we have 
business affected with monopoly we must have regulation by 
law. Much of even this phase might have been unnecessary 
had there been a higher degree of responsibility to the public, 
higher standards of business practice among those who domi- 
nated these agencies in years gone by. 

There has been, however, a great extension of Government 
regulation and control beyond the field of public utilities into 
the fields of production and distribution of commodities and 
credit. When legislation penetrates the business world it is 
because there is abuse somewhere. A great deal of this legis- 
lation is due rather to the inability of business hitherto to so 
organize as to correct abuses than to any lack of desire to have 
it done. Sometimes the abuses are more apparent than real, 
but anything is a handle for demagoguery. In the main, how- 
ever, the public acts only when it has lost confidence in the 
ability or willingness of business to correct its own abuses. 


Laws Are Not Adapted Readily. 

Legislative action is always clumsy—it is incapable of adjust- 
ment to shifting needs. It often enough produces new economic 
currents more abusive than those intended to be cured. Gov- 
ernment too often becomes the persecutor instead of the regu- 
lator. 

The vast tide of these regulations that is sweeping onward 
can be stopped if it is possible to devise, out of the conscience 
and organization of business itself, those restraints which will 
cure abuse; that will eliminate waste; that will prevent un- 
necessary hardship in the working of our economic system; that 
will march without larger social understanding. Indeed it is 
vitally necessary that we stem this tide if we would preserve 
that initiative in men which builds up the character, intelli- 
gence, and progress in our people. 

I am one of those who believe in the substratum of inherent 
honesty, the fine vein of service and kindliness in our citizen- 
ship. The vast volume of goods and services that daily flow 
through the land would cease instantly were it not for the in- 
stinctive dependence of our people upon the moral responsibility 
of the men who labor in the shops and farms and the men who 
direct our production and distribution. 

In these times of muddled thought it is sometimes worth re- 
peating a truism. Industry and commerce are not based upon 
taking advantage of other persons. Their foundations lie in 
the division of labor and exchange of products. For through 
specialization we increase the total and variety of production 
and secure its diffusion into consumption. By some false 
analogy to the “survival of the fittest’ many have conceived 
the whole business world to be a sort of economic “dog eat 
dog.”"’ We often lay too much emphasis upon its competitive 
features, too little upon the fact that it is in essence a great 
co-operative effort. And our homemade Bolshevist-minded 
critics to the contrary, the whole economic structure of our 
nation and the survival of our high general levels of comfort 
are dependent upon the maintenance and development of leader- 
ship in the world of industry and commerce. Any contribution 
to larger production, to wider diffusion of things consumable 
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THE NEW _ Gia. UST whisper—that’s all your cus- 
tomer needs to do when using the 
ceNUINe telephone—if it’s aWhispering Mouth- 


piece into which he is speaking. 


The Whispering Mouthpiece is 
instantly adjusted. Just replaces 
the one on the telephone 
in use. On and off in a 


FEATHERWEIGHT 


RING MEMOS 
1. ftghe—tene than % as heavy as any other ring 






Thin—iess than 1 as thick as any other ring y polished 
. of the Whispering 
“— —- Mouthpiece sterilized 
and glistening. 


C= This sanitary feature is 

another reason why the 

2. = ae than }4 the cost of any other pre Fh sancont 

’ considered. pi instant 

4. Opens flat—as only « appeal to everyone secking tele- 

* ring book can. phone quiet and privacy for home 
5. Refills Easily— Just slide and office. And who is not? 








into cover. 
Quick Cash Sales 
For quick Cash Sal | di 
SELLS ON on a camneae of ‘<a 
SIGHT! money refunded—place this hand- 
some display card on your count- 
Write for pei 4 - = ig been — — , = 
wr A rices and special assortmen ~“ lozen. ices and further details 
ona Are yan profiting by it? gies upon request. 2859 
TRUSSELL MANUFACTURING CO. \ 0. A. COLYTT LABORATORIES 


11 Cherry Street, Poughkeepsie, N. Y. 
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y-Graffco Products—_ al a 
PROOF or 








are of that high degree of quality and 
utility that commands attention from buy- CONFIDENCE? 
= rs who demand these essentials first. The — | 
prices are decicedly attractive and the pur- 
chaser gets full value. Sold by stationers. | The more specialized the 
| 
DEALERS: Write today for good offer | service, the more difficult 
| is it to prove the quality. 
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To attain a certain result 
with a typewriter ribbon or a 
carbon sheet, many details of 

manufacture and packing, each 
in itself complicated, are involved. 
Serving your customers well 
requires the investment of time 
and trouble on your part and the 
assurance that your source of supply 
is trustworthy and co-operative. 


Union Ribbons and Carbons are de- 
—— pendable. While we don’t make frantic 
is claims for their wearing quality, we do 
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Index Tabs 





Pencil Sharpeners 





believe they compare well with any other 
brand, in extent and quality of service. 


GRAFEU io eel ae ne = Glass | WE SOLICIT YOUR INQUIRY 





ive ak ce a Union Ribbon & Carbon Co. 
Graff-Underwood Co. sete nt PHILADELPHIA, PA & 


18 Beacon St., Somerville, Boston, 42, Mass. x 
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Sales Corporation 


72 SPRING STREET 
Stationers’ Glassware, Hardware and Specialties 


NEW YORK 
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POSTS and SCREWS 


Barrett 100% Expansion Posts and Screws have 
the long extension screw. Chicago Binding Posts 
and Screws differ from the Barrett in that they have 
short screws—desirable where the expanding feature 
is not necessary. Either style in stock. 


Ask for sizes and prices 


BARRETT BINDERY COMPANY 
1320 W. MONROE ST., CHICAGO 
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OUR letterheads and busi- 

ness cards are your press 
agents—your advanced guard. 
For the integrity and financial 
standing of your organization 
is reflected in your stationery, 
cards, etc. 
We know that the fate of your 
letters lies in a measure at the 
mercy of the engraver’s skill. 
But copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 


Let us send you an estimate on 
your next stationery order. 


The American Embossing Co. 
192-96 Seneca Street BUFFALO, N. Y. 








Take Note 
of ELKHART Pads 


Every office worker takes notes; things 
are so much easier to remember after you’ve 
written them down. 


ELKHART Pads are excellent for the 
purpose—handy, sizable and cost but little. 
Stationers sell lots of them. 


ELKHART makes stenographers’ note 
books, too; many grades. The ELKHART 
specimen book shows the quality. 


You ought to sell this class of supplies 
in volume—ELKHART can help you. Write 
for samples and quotations. 


ELKHART 
STATIONERY 
COMPANY 


ELKHART, 
INDIANA 
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and enjoyable, is a service to the community and the men 
who honestly accomplish it deserve high public esteem. 


Business Must Regulate Itself. 

The thing we all need to consider searchingly is the practical 
question of the method by which the business world can develop 
and enforce its own standards and thus stem the tide of Gov- 
ernmental regulation. The cure does not lie in mere opposi- 
tion. It lies in the correction of abuse. It lies in an adaptabil- 
ity to changing human outlook 

The problem of business ethics, as a prevention of abuse is 
of two categories: those where the standard must be one of 
individual moral perceptions, and those where we must have 
a determination of standards of conduct for a whole group in 
order that there may be a basis for ethics. 

The standards of honesty, of a sense of mutual obligation 
and of service, were determined 2,000 years ago. They may re- 
quire at times to be recalled And the responsibility for them 
increases infinitely in high places either in business or Govern- 
ment, for there rests the high responsibility for leadership in 
fineness of moral perception Their failure is a blow at the 
repute of business and at confidence in Government itself. 

The second field and the one which I am primarily discussing 
is the great area of indirect economic wrong and unethical 
practices that spring up under the pressures of competition and 
habit. There is also the great field of economic waste through 
destructive competition, through strikes, booms and slumps, 
unemployment, through failure of our different industries to 
synchronize and a hundred other causes which directly lower 
our productivity and employment. Waste may be abstractly 
unethical but in any event it can only be remedied by economic 
action. 

Major Problems to Be Solved. 

If we are to find solution to these collective issues outside of 
Government regulation we must meet two practical problems: 

First, there must be organization in such form as can estab- 
lish the standards of conduct in this vast complex of shifting 
invention, production, and use. There is no existing basis to 
check the failure of service or the sacrifice of public interest. 
Some one must determine such standards. They must be de- 
termined and held flexibly in tune with the intense technology 
of trade. 

Second, there must be some sort of enforcement There is 
the perpetual difficulty of a small minority who will not play 
the game. They too often bring disrepute upon the vast ma- 
jority; they drive many others to adopt unfair competitive 
methods which all deplere; their abuses give rise to public 
indignation and clamor which breed legislative action. 

Il believe we now for the first time have the method at hand 
for voluntarily organized determination of standards and their 
adoption. I would go further; I believe we are in the presence 
of a new era in the organization of industry and commerce in 
which, if properly directed, lies forces pregnant with infinite 
possibilities of morai progress I believe that we are, almost 
unnoticed, in the midst of a great revolution—or perhaps a 
better word, a transformation in the whole super-organization 
of our economic life We are passing from a period of ex- 
tremely individualistic action into a period of associational 
activities 

Practically our entire American working world is now organ- 
ized into some form of economic association. We have trade 
associations and trade institutes embracing particular industries 
and occupations. We have chambers of commerce embracing 
representatives of different industries and commerce. We have 
the labor unions representing the different crafts. We have 
associations embracing all the different professions—law, en- 
gineering, medicine, banking, real estate, and whatnot. We 
have farmers’ associations, and we have the enormous growth 
of farmers’ co-operatives for actual dealing in commodities. Of 
indirect kin to this is the great increase in ownership of indus- 
tries by their employees, and customers, and again we have a 
tremendous expansion of mutualized insurance and banking. 

Associated Interests Established Centuries Ago. 

Although such associational organizations can trace parent- 
age to the middle ages, yet in their present implication they are 
the birth of the last fifty years, and in fact their growth to 
enveloping numbers is of the last twenty-five years. We have, 
perhaps, 25,000 such associational activities in the economic 
field. Membership, directly or indirectly, now embraces the 
vast majority of all the individuals of our country. Action of 
wide import by such associations has become an important 
force of late in our political, economic, and social life 

It is true that these associations exist for varied purposes 
Some are strong in recognition of public responsibility and 
large in vision Some are selfish and narrow 3ut all repre- 
sent a vast ferment of economic striving and change. 

Ever since the factory system was born there has been within 
it a struggle to attain more stability through collective action 
This effort has sought to secure more regular production, 
more regular employment, better wages, the elimination of 
waste, the maintenance of quality or service, decrease in de- 
structive competition and unfair practices, and ofttimes to 
assure prices or profits. The first phase of development on the 
business side was “pools” in production and distribution. They 
were infected with imposition upon the public and their com- 
petitors In some part they were struggles fo correct abuse 
and waste They were followed by an era of capital consolida 
tions with the same objects, but also to create a situation of 
unbreakable agreements. Both were against public interest and 
the public intervened through the Sherman Act Yet under- 
neath all these efforts there was a residuum of objects which 
were in public interest 


New Field of Activity Is Developing. 

Associational activities are, I believe, driving upon a new 
road where the objectives can be made wholly and vitally of 
public interest The legitimate trade associations and cham 
bers of commerce with which I am now primarily concerned 
possess certain characteristics of social importance and the 
widest differentiation from pools and trusts. Their member 
ship must be open to all members in the industry or trade, or 
rival organizations enter the field at once. Therefore, they are 
not millstones for the grinding of competitors as was the 
essence of the old trade combinations. Their purpose must be 
the advancement of the whole industry or trade, or they can 
not hold together. The total interdependence of all industries 
and commerce compels them in the long run to go parallel to 
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ECONOMO 
TIME STAMP 


A durable, low-priced, hand-set time stamp for use 
in offices, factories, warehouses, or any place where 
a record of hour and date is valuable in keeping up 
efficiency and orderly routine. The printing surface 
is mounted on a 3/16-inch cushion which, with the 
flexible cord in the handle, insures uniform, clear im- 
pressions no matter how rapidly the stamp is han- 
died. The hour hand is adjusted by means of a 
knob and indicator at the side of the nickeled case— 
there is no delicate mechanism to get out of order— 
CONTINUOUS, RELIABLE SERVICE. 


For sale by stamp manufacturers and stationers. 
Write for descriptive matter to 


LOUIS MELIND CO. 


MANUFACTURERS 
362 W. Chicago Avenue Chicago, Ill. 





















The Perfect Loose Leaf Ring 
The Morden Swivel Ring 


HE exceptional popularity of the Morden 

Swivel Ring is due to its strong, simple, 
smooth, efficient joint—a joint scientifically con- 
structed. As the name denotes, it is a swivel 
joint (an exclusive feature of Morden rings, all 
other rings being of the hinged style, opening 
with a pull). The swivel joint insures dependa- 
bility to remain closed, since it counteracts the 
pulling strain of sheets and covers. For the same 
reason the ring eannot be put out of commission 
by a side-wise strain. Since it has no enlarged 
joint the ring will not mar surfaces, nor become 
wedged in the holes of sheets, to tear them. The 
ring is beautifully finished; does not weaken 
under constant use; throws out no sharp pro- 
jections, when opened, to jag sheets; does not 
scratch or pinch fingers when manipulated. When 
closed, remains securely closed, yet is easily 
opened. The locking mechanism is as simple, 
smooth and secure as the joint. 


Ten sizes, 4 in. to 2 in. 
Liberal discount to the trade. 


The Morden Manufacturing Corporation 
WATERBURY, CONNECTICUT 
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lighted work. 


A demonstration will show 
adjustments of the Burns Lamp Bracket. 
your trade with this serviceable appliance. 


Ask for trade prices and data now 


State and 64th Streets, Chicago, U. S. A. 


MINAS 
LAMP BRACKET 


Will place light just where needed. 





For the business man, physician, dentist, optician, 
draftsman, artist, or, in fact, anyone desiring well 


the many practical 


Supply 














Patented Jan. 9, 1923. Other 
patents pending 


The COMPO Cushion 
fits the handle of any 
standard machine. 


Saves hands and nerves. 





**Never fouls in the clinches!’”’ 


COMPo 


Non-Clogging 
Paper Stapling Machine 


Takes any No. 1 
staple. Pierces 
heavy cardboard. 
Guaranteed fully 
for one year. The 
Compo is the 
preferred Stap- 
ling Machine. 
Let us show you 
why. 








THE COMPO CORPORATION 


Westport, Connecticut 
Canadian Agents: The Brown Bros. Ltd., Toronto 




















the general economic good. Their leaders rise in a real democ- 
racy without bosses or political manipulation. Citizens can not 
run away from their country if they do not like the political 
management, but members of voluntary associations can resign 
and the association dies. 

I believe that through these forces we are slowly moving to- 
ward some sort of industrial democracy. We are upon its 
threshold, if these agencies can be directed solely to constructive 
performance in the public interest. 

All this does contain some dangers, but they will come only 
from low ethical standards. With these agencies used as the 
machinery for the cultivation and spread of high standards 
and the elimination of abuses, I am convinced that we shall 
have entered the great era of self-governing industry and busi- 
ness which has been a dream to many thinkers. A self-gov- 
erning industry can be made to render needless a vast area 
of governmental interference and regulation which has grown 
up out of righteous complaint against the abuses during the 
birth pains of an industrial world. 


Associations Offer New Opportunities for Initiative. 

Some people have been alarmed lest this associational move- 
ment means the destruction of our competitive system. lest it 
inevitably destroy the primary individualism which is the im- 
pulse of our society. This alarm is groundless. Its rightful 
activities do not destroy equality of opportunity or initiative 
In fact they offer new avenues of opportunity for individuals 
to make progress toward leadership in the community. Anyone 
of them will die at once if it does not offer equality of oppor- 
tunity to its members; or if it restricts its membership, rival 
associations at once emerge. They are the safeguards of small 
business and thus prevent the extinction of competition. They 
are the alternative to capital consolidation. They are not a 
growth toward socialism—that is, Government in all business 
they are in fact a growth directly away from such an idea. 

Right here for the benefit of the gloomy persons who have a 
frozen belief that every form of associational! activity is a con— 
spiracy to fix prices and to restrain trade, to perpetuate tyranny 
of employer or employee, we may remember that there are 
some crooks in every line of endeavor. The underlying pur- 
poses of the vast majority are constructive. A minority may 
be violating the Ten Commandments and need the application 
of criminal standards. I am speaking, however, of something 
more vital than porch climbing. 

I am, of course, well aware of the legal difficulties that sur- 
round certain types of associational work. I do not believe that 
the development of standards of conduct or the elimination 
of abuses in public interest has ever been challenged as a 
violation of the Sherman Act. Moreover, to establish either a 
physical or moral standard directly sharpens competition. 


Associations Facilitate Higher Ethical Standards. 

These associational activities are the promising machinery for 
much of the necessary determination of ethical standards, for 
the elimination of useless waste and hardship from the burden 
of our economic engines. Moreover, we have in them not only 
the agencies by which standards can be set, but by co-opera- 
tive action among the associations representing the different 
stages of production, distribution and use we can secure a 
degree of enforcement far wider than mere public opinion in 
a single trade. 

When standards are agreed upon by the associations repr 
senting the manufacturer and distributor and by those repre—- 
senting the user, we have a triple force interacting for their 
enforcement. 

Now I do not wish any one to think my feet are not on the 
ground in all this, and I propose to give a few illustrations 
from real life of what can be effected by constructive asso- 
ciations and by co-operation among them 

The Department of Commerce has, at the request of the 
lumber industry, held a number of conferences to discuss the 
rules of the road in that industry and its relations to the 
other industries and the common good. The problem was to 
establish more general and more constructive standards of 
practice, ethics and waste elimination 


The Problem of the One-inch Board. 

In the toil of formulating these standards there arose a 
question of how thick a one-inch board should be. It sounds 
easy. But it quickly developed to be a question whether it 
should be one inch thick when it was green; after it was dried 
when planed on one side, or when planed on both sides. It 
developed not only that a choice had to be made among these 
four alternatives, but also that this choice had to be based 
upon a proper consideration for the conservation of our forests 
on one hand, and the provision of a material of such structural! 
character as to constitute a square deal to the consumer on 
the other. It also developed that there were thirty-two differ- 
ent thicknesses of a one-inch board in current use and that 
some minority of manufacturers in the drive of unfair compe— 
tition were gradually thinning the board until it threatened 
to become paper. There also had to be developed the exact 
differences which threw a board into four or five different 
grades, and there had to be a determination of standard trad: 
names for different species of wood. The point was that an 
accurate standard had to be determined before discrimination 
as to fair dealing and public service could be gauged. That 
occasion was the foundation of ethics in one-inch boards 

These conferences established some eighty questions involv- 
ing the whole technology of lumber and comprising for the first 
time a definite series of national standards. Here is the sum of 
our problem. It could only be accomplished through an asso 
ciation in the industry It is proof of industrial conscience and 
service. 

Associations Help Enforce New Standards. 

The second part of the practical problem which I enumer 
ated before is enforcement. Again associational activities wer 
called upon. The manufacturers were not alone in these con 
ferences, but the distributor and consumer were also repre 
sented by the architects’ association, the building contractors 
association, the railway and other purchasing associations, and 
the retailers’ associations. The action and reaction of the buyer 
and seller upon each other in their desire to secure fair dealing 
in industry can procure enforcement. Joint inspection bureaus 
have been erected where complaint for violation can be lodged 
and determination made. Enforcement may not be 100 per cent 
but the standards are there and a sense of individual respon- 
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INDEX TABS 


THE ORIGINAL “PYRALIN” 
INDEX TAB Made in Six-inch Strips 


Cut tabs to any size—use any 
color insert—attach for any 
projection. 


Your stock for 1924 should always be 
complete. Order Now. 
(NEW IMPROVED TAB) 


PATENTED 


UNIVERSAL INDEX TAB CO. 
435 Central Bldg. Seattle, Wash. 
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TORSION BINDERS 


Barrett Torsion Binders make it easier 
to read and preserve the magazines in 
the reading rooms of clubs, hotels, lodge 
ooms, doctors’ offices, and wherever 
magazines are found. Also made to hold 
telephone directories. Can be had in any 
gerade and size. 

Write for Prices 


BARRETT BINDERY COMPANY 
1320 W. MONROE ST., CHICAGO 
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NEW ENLARGED FACTORY 





Demand—Forced us to double our 
Production Facilities 


We sell only to the DEALER. 


Silk-Y-Fiber Ribbons and 
Silk-Y-Kote Carbons are made of 
the finest imported materials. 


Cooper Carbon Coated Paper Co. 


Manufacturers 


28th St. and Trumbull Ave. Chicago, IIL 











THE “Perfect” une 
ANSWERS QUESTIONS 


| Every binder and printed heading in 
the line is designed to answer some- 
body’s questions about his business— 
to answer quickly and give a true pic- 
ture of conditions. A standard and 
pledge of the quality is found in the 
Royal Ledger, with its pressed steel 
| round back, strong anchor plates and 
neat, symmetric appearance. 


——___ __- 


The dealer who sells accurate, | 
timely information in his installations | 
| has an apt and able supply in THE 


} “*‘Perfect’’ LINE. The stock numbers 
| cover almost every requirement—our 
| special service is unexcelled. Write us 
of your requirement. 


LOOSE LEAF DEVICES, HIGH GRADE PRINTING, 
LEDGERS, BINDERS, INDEXES, 
BUSINESS SYSTEMS 


| CHICAGO BINDER & FILE CO. 
500-508 W. 31st Street 
Chicago, IIl. 
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Old Hampshire 


Typewriter Papers 


aN 








| 


If you would like to see a sample book 
of a complete and worth while line of 
typewriter papers, write for the 


Old Hampshire Typewriter Book 


without delay. 


Two new medium-grade numbers have 
been added in five different weights as 
well as other changes made which we 
believe will be of interest to you and 
which keeps the Old Hampshire Line 
ever in the ranks of Quality and Pro- 
gressiveness. 


Write us for full information. We 
will be glad to serve you. 


FINE STATIONERY DEPARTMENT 


Hampshire Paper Co. 
| South Badlep Falls, Mass. 
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New Road to Profits 
for the Retail Dealer 


STANDARD 
| THERMO-CAL 


(Trade Mark) 








A wall calendar and 





6 in. dial ‘“‘Stand- 
ard’’ thermometer 
combined. 

Size 13} by 8}. 
Brushed brass 
finish. 





| - . - 

A lifetime office or 
home convenience 
and ornament. 





Write for dealer 
arrangements 
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WITH TEAR-OFF CALENDAR 


THORP & MARTIN 


COMPANY 





American Distributors 


66 Franklin St. Boston, Mass. 











Now that we have told 
you, in Office Appliances, all 
about the operation of the 


SILVER CAP 


Sectional Post Binder Metal 
(Patented) 


we want to send to you a 
nickel-plated sample, cut out 
around the posts, to prove to 
you that this metal 


IS THE FINEST 
IN EXISTENCE. 





Just drop us a line on your letterhead 
and the sample will be mailed immediately, 
without charge to you. 


THE WORKMAN MANUFACTURING COMPANY 


Capital asd Surplus Over $350,000.00 


1200 W. Momree St. . . . CHICAGO, U.S.A. 
New York Office, 110 E. 42né St. Boston Office, 73 Tremont St. 


<The PM Leise Loup Line § 
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sibility and self-interest will eventually, I am confident, make 
them universal. 

For years aggrieved persons and some of the trade have been 
agitating this question of lumber standards in Congress. Nu- 
merous bills have been introduced. If this effort succeeds no 
legislation will be necessary. This is keeping the Government 
out of business through the remedy of abuses by business itself 

I propose now to mention one other case of a most vitally 
important and entirely different order, rendered possible only 
through associational activity in which the Department of 
Commerce has been in active co-operation. That is in the 
bituminous coal industry There have been developed in this 
industry, as many of you are aware, thirty per cent too many 
mines operating intermittently during nearly every week of 
the year with a large seasona! dip in summer. Thus they re- 
quired thirty per cent more labor and thirty per cent more 
capital than was necessary to produce the nation’s coal. One 
effect of this situation was that some proportion of the em- 
ployees secured too few days’ work to yield them a reasonable 
standard of living, even at the apparently high daily wage. 
This minority of employees were naturally a constant source 
of agitation and disturbance. The result of all this was a 
higher cost of producing coal and consequently a higher na- 
tional coal bill; speculation and uncertainty to the operators; 
hardship and difficulty and instability to a considerable portion 
of the workers. The fundamental cause was a vicious cycle of 
seasonal fluctuation in demand, annual shortages in coal cars, 
and periodic strikes which grew out of the instability of labor 
relationships. These periods of shortened or suspended produc- 
tion always resulted in famine prices for coal and great stim- 
ulation to the opening of new mines. 


Coal Situation Provoked Many Laws. 

At least four Government commissions have examined this 
question. Probably forty bills have been introduced into Con- 
gress proposing Governmental regulation in an attempt to cor- 
rect the abuses and wastes and public danger that lay in the 
situation 

The associational agencies in the field were those of the 
operators, of labor, of the railway executives and of the 
various associations of industries as consumers. The first prob- 
lem was to secure a general knowledge of the causes, to which 
I feel the Department of Commerce contributed substantially. 
Remedy was undertaken in many directions. The railway 
association induced the construction of a more ample supply of 
coal cars and greater expedition and interchange in handling 
between different railways. The Department of Commerce, in 
co-operation with the chambers of commerce, manufacturers’ 
associations, railway and public utilities associations, secured 
that more coal should be put in storage during the summer 
season. The result was that last year for the first time in many 
years we had no interruption in the distribution of coal due to 
ear shortages. One element of the vicious cycle in this situa- 
tion is eliminated, provided we can continue this same co- 
operation in future. 

The second part of the solution was the general agreement 
by both operators and labor that stability could not be restored 
in the industry unless there was a long period of continuous 
operation in which the absence of coal famines and profiteering 
would eliminate the speculative and high cost producer and 
reduce the units in the industry and thus its intermittency 
The labor agreement between these associations made last 
February for a term of three years has assured this improve— 
ment. 

Waste and Trouble Eliminated by Co-operation. 

Here we have an example of the most profound national im- 
portance in at least the beginning of stabilization of an in- 
dustry involved in a most vicious cycle of waste and trouble. 
The national savings can be measured in hundreds of millions 
and the human hardships greatly lessened. There will be some 
preliminary hardship in so great a self imposed surgical opera-— 
tion, but I am confident it will heal to the mutual interest of 
the operators, the public, and the workers Today I do not 
believe there is any sentiment for Government regulation of the 
bituminous coal industry 

Another instance of great interest in which I had the honor 
to participate was the abolition of the 12-hour day in the steel 
industry, through the action of the steel association 

I could give you a multitude of examples of the beginnings of 
constructive self gcvernment in industry among many other as 
sociations. The very publication of codes of ethics by many as— 
sociations instilling service as the primary purpose; the con- 
demnation of specific unfair practices; the insistence upon a 
higher plane of relationships between employer and employee 
all of them are at least indications of improving thought and 
growing moral perceptions 

All of this is the strong beginning of a new force in the busi- 
ness world. The individual interest is wrapped up with public 
interest They can find expression only through association 
Three years of study and intimate contact with associations 
of economic groups whether in production, distribution, labor 
or finance, convince me that there lies within them a great 
moving impulse toward betterment. 

If these organizations accept as their primary purpose the 
lifting of standards, if they will co-operate together for vol-— 
untary enforcement of high standards, we shall have proceeded 
far along the road of the elimination of government from busi-— 
ness American business is never secure unless it has public 
confidence behind it Otherwise it will always be a prey to 
demagoguery and filled with discouragement 

The test of our whole economic and social system is its ca- 
pacity to cure its own abuses. New abuses and new relation-— 
ships to the public interest will occur as long as we continue 
to progress If we are to be wholly dependent upon Govern- 
ment to cure these abuses we shall by this very method have 
created an enlarged and deadening abuse through the extension 
of bureaucracy and the clumsy and incapable handling of deli- 
cate economic forces The old law merchant is the basis of 
much of our common law A renaissance of a new law mer- 
chant could so advance our standards as to solve much of the 
problem of Government in business 

American Business Seeks a Higher Pitch. 

American business needs a lifting purpose greater than the 
struggle of materialism Nor can it lie in some evanescent, 
emotional, dramatic crusade It lies in the higher pitch of 
economic life, in a finer regard for the rights of others, a 
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jobbers sell 


clAR-(-TYPe 


THE WONDER TYPE CLEANER 









Associated Statrs. Co. 
pesag 2 ial 


Merkel, Levy & Sandow 
A. L. Salomon & Co. 
Frank A. Weeks Mfg. Co. 







Individual bottles to retail at 50c and 75c. Also 


bulk sizes: pints, quarts and gallons. 









Liberal discounts to dealers. Very effective ad- 
vertising aids furnished free, whether you buy 
direct or through jobbers. Write us today. 


The Clarotype Company, Inc. 


16-G Hudson St. New York 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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A TIP TOP LINE 


FOR 1924 

















“TSP PAPER CLIPS 


do not require a selling talk. Merely place them 
beside other fasteners and your customers will 
invariably choose “Tip-Tops.” 
Ask your jobber—if he can’t serve you, then ask us. 
Write for Sampies and Prices 
The Tip Top Mfg. Co., Inc. Syracuse, N. Y. 
Canadian Agents: Brown Bros., Ltd., Toronto 
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stronger devotion to obligations of citizenship that will assure 
an improved leadership in every community and the nation; it 
lies in the organization of the forces of our economic life so 
that they may produce happier individual lives, more secure in 
employment and comfort, wider in the possibilities of enjoy- 
ment of nature, larger in its opportunities of intellectual life 
Our people have already shown a higher sense of responsibili- 
ties in these things than those of any other country. The fer- 
ment of organization for more definite accomplishment of these 
things in the practical day-to-day progress of business life is 
alive in our business world. 

The Government can best contribute through stimulation of 
and co-operation with voluntary forces in our national life; for 
we thus preserve the foundations upon which we have pro 
gressed so far—the initiative of our people. With vision and 
devotion these voluntary forces can accomplish more for Amer- 
ica than any spread of the hand of Government 


House Organ Philosophy. 

Jazz isn’t music. It's just excited noise.—The Stencil (A. B 
Dick Company). 
. a > 

Time is a great sanctifier—The Office Cat (The Richmond & 
Backus Company). 


2 > . 
A complaint isn't a nuisance—it’s an opportunity Impres- 


sions (The Rotospeed Company). 
> . 


Fear is the flat tire in the race of life.—Faultless Bulletin 
(Stationers Loose Leaf Company). 
> . . 
If all are holidays, there are no holidays 
(Burroughs Adding Machine Company). 
* > . 
Everyone wants to ride in the cart, and no one wants to 
pull.—Typing Tips (The Miller—Bryant—Pierce Company). 
> . . 


3urroughs Bulletin 


Don’t try to do everything—let posterity solve some of the 
problems.—Diamond Dust (Hall Lithographing Company). 
* > > 


The one man who succeeds by letting things slide is a trom- 
bone player.—The Eagle News (The Eagle Pencil Company). 
7 > + 


Knowing “how to do a thing’”’ and “doing it”’ are two different 
things.—Faultless Bulletin (Stationers Loose Leaf Company). 
. _ 


If some men treated themselves as they treat their employers 
they wouldn’t stand for it.—The Webster Way (F. S. Webster 
Company). 

. > . 

Trying it often makes the difference between “I can’t do it” 
and “it's done.’’"—Remington News (Remington Typewriter 
Company). 

. > > 
effort is what makes 


Powder is what makes the bullet go 
Addressing Machine 


the sales sheet grow.—The Ram (Rapid 


Company). 
. > . 


People who complain that they are not understood are already 
too well understood.—Wales Visible (Wales Adding Machine 


Company). 
. . . 


Ambition is that which leads you to make three sales a week 
when you can live on two.—The Protectograph Bulletin (Todd 


Protectograph Company). 
. . > 


The man who becomes sour because he is “down on his luck 
doesn’t know, poor fellow, that he is bitter at Life’s greatest 


benefactor.—The Sales Force (Hedman Manufacturing Com- 
pany). 
7 > al 
Nothing was ever accomplished without a purpose. Even 
dynamic force when misdirected is less effective than minor 


energy working toward a well-defined goal.—Tips and Nibs (The 


Wahl Company) 
. > + 


alcohol mixed with drops of water make the 
average citizen do things he hadn’t orter.—The Coach (pub- 
lished co-operatively by the Boorum & Pease Company, Eber- 
hard Faber, C. Howard Hunt Pen Company and Sanford Manu- 
facturing Company). 
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Punch Card Operative for Civil Service. 
The United States Civil Service Commission will hold exam- 
inations throughout the country June 18 for operatives of punch 
Candidates will fill vacancies in the depart 
at an entrance salary of $1,140 a year; advance 
Competitors will be rated or: 


eard machines 
mental service 
ment in pay may reach $1,500. 
clerical tests designed to demonstrate their ability to perform 
quickly and intelligently various kinds of actual clerical work 
blanks may be had from local secretaries of th 


Application 
post customs 


commission, 
throughout the country. 


stationed at offices and houses 





United States Imports for February. 

Cloth, tracing, in February—(1923) [not segregated]; (1924) 
140,125 square yards @ $66,002. January 1 to February 29% 
(1923) [not segregated]; (1924) 331,694 square yards @ $159,486 

Paper, writing, drawing, bond, etc, in February—(1923) 
221,757 pounds @ $45,310; (1924) 204,177 pounds @ $37,047. Sep- 
tember 22, 1922, to February 29, 1923, 1,209,533 pounds @ 
Eight months ending February, 1924—1,952,757 pounds 


$289,470. 
@ $355,264. ee ened : 
Pencils in February—(1923) 47,658 gross @ $21,527; (1924) 


$40,950. Eight months ending February— (1923) 
716,928 gross @ $355,376; (1924) 462,498 gross @ $390,422. 

Pens and penholders in February [quantities not stated]— 
(1923) $22,113: (1924) $18,247. Eight months ending February 
(1923) $277,632; (1924) $221,576. 


45,487 gross @ 
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TAIN PENS 


We specialize on imprint fountain pens for the jobbing, retail and mail order trade. Prompt service in repairs. 
All work is done in our own shops. We make all modern designs in Lever Self-Filling, Screw Cap, Non Leak- z : 
able and Slip Cap Fountain Pens; also Stylos—Fully Gua:anteed. The export trade is skillfully handled. A 
host of business friends abroad testifies to our close study of their requirements. Our latest novelty—pen No. 3% 
110 (shown below) worn with sautoir ribbon or watch chain, has proved to be a big success. 
Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases users. 
D. W. BEAUMEL & CO., Inc. ; 
Established 1884 OFFICE AND FACTORY {¢ 
O 17-27 Vandewater Street New York 























The | Test KEN Yourself 
HANDY TUBE Oe .. BEY 
4 ounces to Tablets 


sell at 10 cents 


GLUEY 
PASTE 


paves the way 
to other sales! 









% 
Size 


Actual se 
* THEN you will become a regular 
user of them. They make such 


NATIONAL ADVERTISING excellent writing ink at so low a cost 


and are so simple to use, that you will 


Out Now—Cash In! be astonished. 


Already the effects of Gluey’s advertising in 




















Write for free samples of Blue- 














National magazines is being felt. Ordera Black, Red, Green and Violet. Just 
supply of tubes and get your share of the drop them into water, shake—and 
increasing demand. write ! 
The COMMERCIAL PASTE Co. 
COLUMBUS OHIO , eee A Danielson, Conn. 
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GRAUED BLANKS aes MON ieee 
FOR BONDS AND Gi, BANK NOTE 
STOCK CERTIFI- SOY ENGRAVERS 


CATES AND ALL ; id 205 209W.19" 
PAPERS OF VALUE ! ST. NEW YORK 
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Reg. U. S. Pat. Off. 


The only computing attachment for 
typewriters in the world. 


TYPE-ADDER CORPORATION 


Woolworth Building New York City 
Cable Address ‘‘TYPEADDER”’ New York 





TYPE-ADDER as Attached to Underwood Typewriter 


SUPERGRADE TYPEWRITERS | 


Remanufactured 











Confidence is our greatest asset. That extreme confidence in which 
we hold the typewriters we sell is of inestimable value to dealers. We 
know each machine that is shipped from this establishment is care- 
fully picked, inspected and tested. Because we have satisfactorily 
supplied their needs—remuneratively, too—these dealers have a grow- 
ing confidence and faith in every typewriter upon which is placed 
our guarantee. 




















WHOLESALE 
AND EXPORT Write for newest price list in which you will find the latest and 
salable numbers. 
UTECO UNITED TYPEWRITER EXCHANGE CO. 
Cable Address “UNITYPEXCO”’ Boston 
Select Rou ghs 137 High Street, BOSTON, MASS. 
re JS 
Leon Isaacs & Co. Turner & Harrison 








Manufacturers of 


GLUCINUM PENS HIGHEST GRADE SILVER-ALLOY PENS 








Turner & Harrison SPECI AL 4 

S STEEL P Russia MOHETA PENS 33 
TANDARD STEEL PENS IMPRINT PENS fs 
SILVER-PLATED PENS a GOLD-PLATED PENS 2 











WE ARE ASKING FOR 
YOUR BUSINESS 


The Turner & Harrison Pen Manufacturing Co., Inc. 


ESTABLISHED 1876— 











FALCON PEN WORKS 1211-1213-1215 Spring Garden Street 
Sg ny Ft Philadelphia, Pa. 




















Two of the Best Sellers on the Market 









ACTUAL SIZE 


Why not write for full descriptive matter, samples and prices of 
these two clips for good profit and quick turnover. 


Manufactured by L. D. Van Valkenburg Company, Holyoke, Mass., U. S. A. 























June, 1924. OFFICE APPLIANCES 237 


WELDON ROBERTS 


RUBBER ERASERS 
Do Their Work Satisfactorily— 


Bring Customers Back for More. 













An Eraser for Every Need. 






Weldon Roberts Rubber Co., Newark, N. J, U. S. A. 








A BUSINESS FORUM 


It is important that those who sell office equipment New things are being placed upon the market con- 
shall have authentic knowledge of important changes stantly and changes are made in older lines. Each 
and development in this field. : . 

Co § the ind 4 lar! month OFFICE APPLIANCES gives its readers de- 

PREES GENS <S Ee aay Seeee Pay. scriptions of new things just ready for the market. It 


OFFICE tells of new developments which affect the industry; 


important business shows and conventions are described 


APPLIANCES and in various other ways the journal is made of im- 


The 230 page news and technical mense benefit to subscribers the world over. 


trade journal of office equipment Ask for a sample copy and see for yourself its merits. 


The Office Appliance Company, 417 S. Dearborn St., Chicago, U. S. A. 














“Pelouze” Postal Scales 


HEY give the exact cost of postage in cents on all classes of mail 
matter and also the correct weight by ounces. We make a supe- 
rior line of Parcel Post Scales. 

MADE IN SEVERAL STYLES 


ee rere 4 Ibs. Coammareial «....0scosasnentan 6 lbs. 
Ss i, Os cava eels veRe 2% lbs. SS Sree 4 Ibs. 
Columbian ......... wee BGalh and Bam... ...cscccscens 12 Ibs, 
CN De ea keel ee ;. Standard Beam ............. 2 Ibs, 
NE |. ccs ceedeemaecaaal 1 Ib. Standard Beam .............. 4 ibs. 


SEND FOR POSTAL SCALE CATALOG 


Pelouze Manufacturing Co., Chicago 


For sale by leading stationers everywhere 





National 











Steel Card Cabinets 


The newest and lowest priced line of satisfactory steel card cabinets. 


Terrell’s card cabinets are of strong and sturdy construction, rigidly 
re-inforced. They are exceptionally attractive 
in appearance, with bronze hardware and 
finished in mahogany or olive green. 





Card Cabinets of Steel That Sell at Less Than the Price of Wood 


Send for illustrated circular and discounts to the trade 


RELL’S EQUIPMENT COMPANY 


GRAND RAPIDS MICHIGAN 
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NSO 
Postal Scales 


Not cheap scales,—not toys, 
—but practical high-grade 
items such as readers of Of- 
fice Appliances are always in- 
terested in. Finely finished in 
filing-cabinet green, with 
brass platforms and glass- 
covered dials with nickel 
plated rims Springs Guar- 
anteed for life,—in writing. 
Order right from this ad. 
No . &Ib. Postal and Mdse 
es 50 


©. 1512, 20-ib Parcel Post. Re- 
talls at $7.59 
No. 515, 60-lb. Parcel Post. Retails 
at $9.00. 
Trade Discounts ,40%—10%. 
Lots of 12 or more, assorted if 
qesired, 50%. F.O. B. Factory. 


Hanson Brothers Scale Co. 
1888. 


Est. 5 
539 N. Ada St., Chicago 
comme 











To Handle Our Thoroughly Rebuilt 
Typewriters and Adding Machines 


Make the most money by 
handling Mantype rebuilt 
typewriters. BUY FOR 
LESS and make more 
profit. Write for our latest 
price-list No. 400 


ManufacturersT ypewriter Clearing House, Inc. 


193 North Dearborn Street CHICAGO, ILL. 
Cable Address “‘Mantype”’ M. GARBELL, Pres. 
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New Martinsville Line 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW 
MARTINSVILLE _ glassware 











“comes across” and it is prof- 
itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- 
ticles. NEW MARTINSVILLE dealers show re- 
sults that substantiate our claims. Write us—we 
will explain how glassware may be made profit- 
able to you. 


NEW MARTINSVILLE GLASS MFG. COMPANY 


NEW MARTINSVILLE, W. VA. 















The PERFECT CHECKING PENCIL 


The features of this pencil enable one to use two colors of lead. 
The lead being of the highest quality and extra strong,’which 
eliminates constant breaking. 

Leads can be furnished in the following colors. Red, blue, green, 
yellow, black and violet (Indelible). 


This pencil is made of imitation ivory, has a highly polished red 
and blue barrel, and contains all the features of the new improved 
propel, expel and repel pencil. 

Prices and information on request. 


SCHAEFER NOVELTY CO. 


1832 CRAWFORD ROAD CLEVELAND, OHIO 














TIME STAMPS were never needed 
until TIME Acquired a Value. 


THOMPSON TIME STAMPS 
a Record the hour and minute A. M. & 
Bed Plate P. M., firm name and character of the 
transaction—such as Received, Sent 
Out, Started, Finished, etc. 









> MODEL A 
“Visible” Printing 
TIME STAMP 
rints on top of 
the paper. 
MODEL B MODEL A 
Write for Folder No. § 
THE THOMPSON TIME STAMP CO., Inc. 
108% Fulton St. New York, N. Y. 

















REYNOLDS S€EALER 
The Most Simple Sealer Made— also Most Durable 


Don’t buy a demon- 
stration — buy use. 


Pay for your Sealer 
ONLY ON CE— 
when you buy it. 
TheREYNOLDS 
requires no sup- 
plies or lace- 
ments. Willlasta 
business lifetime. 


Office appliance 
dealers find the 
Reynolds 
them 


REYNOLDS ENVELOPE SEALER CO. 
“ue! !1 NO. MARKET ST., CHICAGO 






























DUPLICATOR INK 


Quality counts! You (get 
the first order, the quality 
of the ink holds the customer. 


Dealers should carry a stock 
of our duplicator ink. 
Samples and Prices On Request 
Manufactured By 


PEERLESS INK CORPORATION 
437 Pearl Street New York 





THE RELIABLE— 


The ONE source where you can secure 
quickly all the makes, all the 
time, in TYPEWRITERS— 
CHECK PROTECTORS, 
ADDING and CALCULA- 
TING MACHINES, of the 
best quality at the lowest 
prices. 


We furnish the dealer a Service Supreme. Write 
TODAY for our wholesale price lists. 


Reliable Typewriter & Adding Machine ‘Corp. 


170 W. Washington St., Chicago, Ill. g.. 
Cable Address—‘“‘Reliable’’ 
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Quick Sellers—Big Money Makers 


H 0 RN “Instant” Desk 





ent Handy Files 


Their pocket pages keep 
papers in order but instantly 
accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 
news clippings, striking advts., 
etc. The storehouse for val- 
uable ideas, instantly accessible. 
Albums for Every Purpose 
Portrait, Photo, Postcard, 
Autograph, Disc Record. 
— Memory Books 
Write for prices and special discounts, 


W. C. Horn, Bro. & Co. 55 200 Sth Ave., New York 


Ua PE 































of resources and opportuni- 
ties results in more than or- 
dinary success. In many 


Intensive : 
Development i#e.'em= ar 


successful man and one 
whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by men in positions very similar to your own, 
will increase your power toearn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way jt will in- 
crease your capacity for work and your earning power. 


Subscription price is $2.00 a year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 








Stamp and Stencil Dealers 
and Stationers Make Good 
Profit with the 


HERCULES 


UTILITY STAMP 


It prints from metal plates 
and type through an inked 
ribbon against a medium hard 
platen. Printing plates are 





instantly interchangeable—this stamp replaces a dozen or 
more old style rubber stamps, does the work quicker and 
gives perfect impressions. You can sell a HERCULES 
for every desk where stamping is done Write for de- 


scriptive matter and prices. 


COLONIAL ENGRAVING CO. 


47 Court’ Street Boston, Mass. 
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« —_ PREMIER NOTE BOOK HOLDER 


(Patent applied for) 


Made of Steel. No Clips, Clamps 
er Bands to fuss with. 


Turn page back, lifting face 
plate hinged at B. 


Page drops over top between face 
plate and back post. 


Pressure at A holds book in cor- 
rect position for use. 


Address all communications to 


PREMIER BED CO. 
J. W. Messimore, General 


2608 Logan Blvd. Chicago, I. 





A 















TYPEWRITER 


CH VARIABLE SPACING 
, A 


th CHANGEABLE TYPE 
ed 


Datimion 


The standard model | suits every customer, 
as types and languages are interchangeable. 


Write for Attractive Dealer Terms. 


HAMMOND TYPEWRITER CORPORATION 
607 East 69th Street New York, N. Y. 
































Wiggins Cards Keep Presses Busy 


You can cut overhead costs to a minim 
printing and selli Wiggims Patent Scor 
ards in W earweil Lever Binder Cases 


Printers all over the country are making 60 
per cent profits putting up business cards in 


this new attractive way ou can do the same. 
The demand is already established. Por 

yeere people have needed a case that would 

old cards firmly and ke 

clean. Because Wearwe!l! s 

efficiently and economically than any other 

form of case they win instant acceptance 

wherever presented. With Wiggins Cards 


THE JOHN B. WIGGINS CO. 
1109 S. Wabash Ave. CHICAGO 705 Peoples Gas Bldg. 


Wiggins Patent Scored Cards —Wearwell Lever Binder Cases 








COIN og RS) nak 
WRAP 'gstt 'c 


The CL.DOWNEY CO. 


941-943 CLARK ST. 
CINCINNATI, OHIO. 








DEALERS:— 


Put one dozen 
Alignors in 
your win- 
dow—the first 
dozen soon 


sells another. 
Mouth to mouth 
advertising by the 


far ke a 





count for you. 
Write us today 
KELLEY-MENNES MANUFACTURING CO. 
Madison Wisconsin, U. S. A. 
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V Jack Clasp and Letter Opener 
Actual Size 64” 





Bankers Clasp 
The origina! manufactures of the ONE 
piece quality steel clasp. 


Write for samples and prices 


BANKERS CLASP CO. 
1 Shaw Place St. Louis Mo. 











10c pkt’s. 
The Original a Advertised for 
Strong Crystal = \ 24 Years. 
Glass Heads. =) Great Demand 
The Kind J Good Profits 
Customers Attractive 
Ask for = | eee Counter Displays 













Glass Heads—Steel Points 
MOORE PUSH-LESS HANGERS 
“The Hanger with the Twist” 

To “Hang Up Things” in homes, offices and schools 

Ask your jobber or write direct 
Philadelphia 


MOORE PUSH-PINCO. (Wayne Junction) 








SIGN PRINTING OUTFITS 


ed ed ed eee TS 7) | 
CeCAM Lis ALIASES SE 





For printing signs, show cards, price tickets, etc. 


HANS H. HELLESOE 24itiior"'uiitets 





EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COM- 
POSITION for use in filling hektograph 
pans and gelatine duplicators of all makes. 


The Heyer Duplicator Company manu- 
factures Hektographs, Gelatine Dupli- 
cators, Film Duplicators, and sup- 
plies. We also furnish the trade 
with stencil paper and ink for the 
Mimeograph and Neostyle dupli- 
cators at lowest prices. 

Write for literature. Domestic and 
foreign inquiries given prompt attention. 


The Heyer Duplicator Co. 


18 S. Wells St., CHICAGO, ILL. 




















Original, Thin and Best 
COLORED LEADS 


FOR ALL 
EVERPOINTED PENCILS 


RED—BLUE—GREEN— 
YELLOW and BROWN 


These leads are 
proving very 
popular and 
should be 
stocked by ev- 
ery stationer. 
Finest quality 
made. 





Newark, N. J. 


A. W. FABER, Inc. 





Solidhed Ghumb Gacks 


& 


NUMBERS 


STEEL 
BRASS 


Solidhed “Eyelet Pliers 


ACOMBINATION PUNCH \ 









AND EYELET SET 


Solidbed “Eyelets 


SOLIDHED TACK Co. 
S37 Murray St..N. Y 











“NOT A SPLIT PEN” 
Coit’s Ball BearingLettering Pens 


DEALERS — Send for our 
Counter Display Board of 12 
pens on 30 days trial at our 
expense. 


MakeYourOwn 
Show Card 


Save Time and Money 
Sizes 1/16", 1/8", to 1” inclusive 
Manufactured by 


The Bridgeport Pen Co. 


Bridgeport, Conn.,U.S.A. “™ 














_ MILLERTE RAND 








> —S 
2 ees SSS 


MILLER BROS. 


MANUFACTURERS 
Meriden, Conn. 305 Broadway, N. Y. 




















aA min 
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NEW MODEL 


BRISTOW 
RADIAL DISTRIBUTOR 


CLEARS THE DESK OP 
BASKETS AND TRAYS. Desk 
» Space occ upied: —12x64 inches, 
one-third less than occupied by 
a single desk tray. Maximum 
number of compartments: — 4. 
Compartments:—1} inches wide 
at base, flaring at top to allow 
ease of access 

; rodel is c st ter 
This model is constructed syoagy sb « « Sines 
on the same lines as our 
larger Models and is built with the same high standards in 
mind. The few compartments make it of use to clerks as well 
as executives, so everyone in an office needs one and is, there- 
fore, a good prospect. The result is many and large sale. 
This Model and larger sizes illustrated in our circular which will be sent upon request 


STANLEY R. BRISTOW, 171 Washington St., Newark, N. J. 





















Trademarks 
and Copyrights 


Difficult and rejected cases specially solicited. Ne 
misleading inducements made to secure business. 
Over 30 years’ active practice. Experienced, personal, 
conscientious service, Write for terms. Book free. 


Specialty—Typewriting and Adding Machines. Address 


Suite 38 N. U. Building 
Washington, D.C. 
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ADDING 
/ MACHINE ‘PAPER : 
eee: (mPa 


Preferred Fz 


; 





TRINER 


ALL-STEEL 
Counting and Receiving Room 


SCALES 


are giving the same efficient 
service as the well known 
Triner Parcel Post Scale used 
daily in 52,000 U. S. Post 
Offices. 







Write us your 
requirements 


TRINER SALES CO. 
53 W. Jackson Bivd. 
Chicago, Illineis 








Typewriter Men!! 


MASTER 


Speed Keys are marketed 
by the typewriter indus- 
try. They are being kept 
a typewriter product. 


That’s profitable to you. 
Send for samples, etc. 


Speedkey Mfg. Co. 


25 Columbus Place 
BROOKLYN ° N. Y. 


“> Yes they meet the 
Bd demand of the public 


for a better fastener 


at a popular price. 
3 sizes No. 0, 1 and2 
Brass—uniform quality 






7 7 






PINCH-ON FASTENERS 


are neatly packed in either round boxes or 
tuck cartons for commercial office use. 


Send for samples and prices 


Treiber-Cahill Mfg. Co. 
818 Park St. Syracuse, N. Y. 














ECLIPSE 


TIME 
STAMPS 


Fully Guaranteed for One Year. 
Over 75,000 Satisfied Users. 


Send for Sample Time 
Card Systems 
Manufactured By 


A.D. JOSLIN MFG. CO. 


227 West Erie Street 
CHICAGO - ILLINOIS 
For Sale by Dealers and Stationers 











1 le 7° 
Od o= 


o tue. 
Tee Stamp 



























“ of 
« ERS, OFFICE 


ANCES AND 
VI EP f =o end 

made of stiff China 
General cleaning end made 
soft substantial Camel ’ 
An attractive colored 

card with each order. Big t to 
dealers. Write for interesting prices. 


ARTHUR W. HAHN Dept. A 
32 Years of Brush 
___ 195-201 Lafayette Strest. Kew 
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BOEHNER IMPROVED Nelson,’ Multi-Purpose Super Duty 
CARD HOLDER and Heavy Duty Equipment 
The Boehner Im- ing. P . Die C : 
okey te Pactice. Temeees Bn 
It Keeps your. cards C. R. & W. A. NELSON, INC. 
Le ar woh oe o 227 N. Michigan Ave. Chicago, Ill. 
full case of cards. 
When a card is with- 
act only held in place, SALESMEN JOBBERS 
baton ee tle holder. WRITE TODAY 
qVernished ta twonty-sisght “nickel plated. in imported for prices and “a of en — everyone will 
. uy on Si - 
Improved Boehner Binder Co. 
inane Fox Street Aurora, Ilinois Box 13 Mt. Vernon, ®. Y. 
We manufacture Leather Novelties only and are not Engravers. DISTR'BUTORS DEALERS 
a Typewriter Ribbons and Carbon Paper 
Unusually Attractive For the Typewriter, Adding Machines 
Proposition Time Clocks. Put up for the trade. 
FOR DEALERS Official and Empire ee 
SMITH TYPEWRITER SALES CO. SNELLING & SON “*™"SROOKLYN. NY. 


296-360 E. Grand Ave. h 
Chi mh Exclusive Territory Rights Not Entertained 


GUIDES MULTIGRAPH 222% 























Celluloid Index Guides—Metal Tip Guides 
We manufact igh grade : . ipment enabl Our process costs only $6.00 a dozen. Try it. A 
to | ; prompt. catitestory speip antes owl mg An investigation Pie trial order will convince you that it is the best Re- 
will reveal the it possibilities this line offers you Wedo not sell to Inking you can buy. 
consumers direct. Send two Ribbons to be Re-Inked at our expense 
DACO GUIDE COMPANY W. SCOTT INGRAM, Inc. 
154 Pearl Street Boston, Mase. Dept. D, 65 West Broadway NEW YORK CITY 

















P00 ay oasgeeee: 


peqeem cc ip ay 7 ae EGGENS-HAMBLER COMPANY 


TA E D l C TA P AUN 3 F OUNTAIN PENS is PENCILS 


(Reg. U.S. Pat. Off) STYLOGRAPHIC PENS 


NEW MODEL A-10? 
THE DICTAPHONE SALES CORPORATION 180 BROADWAY NEW YORK 


154 Nassau Street New York, N. Y. 

















| This Typewriter Brush Sells Rapidly Because 
14 it is made right and the price is right. The bristles are non-breakable. The 
tapering end permits the brush to be inserted in the smallest openings with- 


Out scratching the enamal. 
Retail Price per doz. $3.00 


he | 








H. H. COLLINS 
Eureka Ink Eradicator 


ORIGINAL Beware of Imitations BEST 
MANUFACTURED EXCLUSIVELY BY 


Collins Ink Eradicator Co. 
401 13th St., Hoboken, N. J. 


TT TT Se ww 








| 
nd MORTON'S Washable Bristle 
TYPEWRITER CLEANING BRUSH | 

Send 20c for sample postpaid and ask for dealer's terms. 
MORTON MANUFACTURING CO., Louisville, Kentucky | 
nner ti thee ee ae oe a ig I eg ND a aE | 


WRITE US FOR PRICES AJAX FOLDERS 


On adding, listing and calculating machines, typewriters, multigraphs: 
phones, checkwriters, duplicating machines, mail-om-eters, = OR VERSIOAL FILES) 





46 





























cock. safes and steel lockers, new and second-hand office furniture, and No. 150 Letter size, double scored at $7.90 per M, F. 0. B. NewYork 
efiee Covices. ‘ 2 Less 5% in quantities from 5 to 24 M. 
e are the largest dealers of the kind east of the Rocky Mountains Less 10% in quantities from 25 M and over. 
and will save you — dog 2 office needs. Everything first-class; noth- Carried in stock in 100 and 120 pound. AJAX FOLDERS 
ing cheap but the price. rite Today and Save Monty. are ~_— of the well known Ajax tag, made for folder pur- 
° poses only. ; a 
Chicago Safe 4 Merchandise Co. Ze ced 75s a. A. PRIC E & SON, 61 Whipple St., Brooklyn, | | - 








— 














canes | GOLD PEN S--All Shapes ané Styles 


JAENECKE-AVUT CO.) i taeeehomiies Senile 
main = ING AND PRINTING Specialty 





All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


= ead 'T WML PAY You to 
1 GAYDOUL GOLD PEN CO., Ine, 64-68 Fulton St., New York 


BUY DIRECT FROM Us. 
SlGtetaetetetaeweee 
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CERTIFIED—GUARANTEED 


RUBBER BANDS 


Pare in Fact — Not in Name Only 
Clear, Pure Rubber Is Very Light in Weight 
More Bands in a Peand — Less Cos! — More Durable 
1 to 10,000 Pounds—All Standard Sizes 
VULCO RUBBER FABRICS CO. 
Dept. O, 63 E. Sth Street NEW YORK CITY 











Pencil Sharpeners 


For completeness, exclusive features, and 
high quality in pencil sharpeners select 


THE APSCO LINE 


Costs no more than any other, and yet each 
of the eleven Apsco models is the finest at 
its price. Write for Catalog and Price List. 


Automatic Pencil Sharpener Co. 
58 E. Washington St. Chicago 





SIMONSON | 


Patented Metal Tip Guides 


For Vertical Letter Card 
Systems Check ~ Are 









—_—_— 


None Genuine un- 

less stamped VU. S. 

Patent No. 794,749 
on Metal Tip. 


FREE Samples Sent on Request 
Discounts to Dealers 


R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 














Fashioned from 
green celluloid, 
bound on both 
edges, properly 
ventilated and 
adjustable. Ask 
for catalog of 
complete line. 


CHICAGO EYE SHIELD CO. 
2300 Warren Ave. Chicago, Tl. 


EUREKA EYE SHADE 



















"D me 8 
doer eLecrRic TURN TABLES 


Display «0 SELL-MORE GOODS! 
Giectric Cost - about 3 cents a day - Capacity over 150 lbs 
Five Year Iron Clad Guarantee -- Special Price by Mail .. P 


om ELECTRIC WINDOW SALESMAN CO. £5,.°xai“ 





WITH AN IMPROVED FRICTION SURFACE 
NOESTING PIN TICKET CO., INC. 


MOUNT VERNON, NEW YORK, 








| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
<= S Pens Attended to Promptly. 
EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 VandewaterSt., New York 


Manefecturers of Fine Geld Peas Established 1884 











ADDING MACHINE ROLLS 


For all makes of Machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices’ giving detailed specifications, 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 











SHIRLEY PENS 


for which your calls are steadily increas- 
ing, can be had from your jobber, or 


NATIONAL SUPPLY CO., DEP’T B 


Distributors Samples on Request INDIANAPOLIS 








Real Eye Protection 


Working under adverse lighting conditions subjects the 
eyes to a strain that results in headaches, weak eyesight 
and sometimes more serious injury. The Feather- 
weight Eyeshade is constructed to protect the wearer's 
eyes from glaring artificial or natural lights or brilliant 
refiections. Durable, hygienic, adjustable, lightweight. 
Where it touches the forehead, the celluloid is curled, 

nting &@ smooth, round surface—no binding to 





prese: 
= dirty, Do metal parts to break out. Lies flat on 
esk. Your inguiry will receive prompt attention. 


The Featherwesgat Eyeshade Co., Merchantville, N. J. 











MUN-KEE 
SILENT STAMP PAD—INSURES 


. Silence. 

Clear impressions. 

. Reduction of re-inking because of ink reservoirs. 
Small replacement cost because of reversible 
replaceable filler. 

. Long life because of pneumatic rubber base. 
. Non-scratching of desk. 


MUN-KEE PRODUCTS CORPORATION 
267 Mt. Pleasant Ave. Newark, N. J. 


on Oh 











DEALERS & SALESMEN 
L t really -_ out —_ : 
Sg ae 
pasumati typewriter epeed keys. 
NIELSON SUPPLY CO. 
810 First Nat. Bank Bidg., Chicago 









—— 


FOr SURE 


PERFECT MACHINES LOWEST PRICES 
— SPECIAL DISCOUNTS TO DEALERS————— 
WRITE TO FLAVEN, MANHATTAN BLDG., CHICAGO 


NICKEL PLATED 
BRASS 
WILL NOT RUST 
FOR 
LOOSELEAF BOOKS 


PAMPHLETS, BLUE PRINTS, ETC. 


EXCELLENT ARTICLE TO HAVE IN OFFICES 
FOR BINDING DAILY REPORTS 


PACKED 100 IN A BOX. PRICE PER 100 { ts 


The E. W. Carpenter Mfg. Co., Bridgeport, Conn. 
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Stenographic Note Books 


PEN AND PENCIL—FOR THE TRADE 


We specialize in books made to meet your 
particular requirements. 


Special Imprints—Sizes—Ruling—Stock 
All Qualities—Full Count Guarantee 


Send for catalog containing samples of stock and rulings. 


ROCKWELL-BARNES COMPANY 


815-23 So. Wabash Avenue Chicago, III. 
















There Comes A Time 


in the history of an important item 
of merchandise when distributors— 
retail and wholesale — recognize a 
stock of it as simply so much money 
invested in a gilt-edged security. 
Guaranteed by quality and ener- 
gized by aggressive mer- 
chandising, Dixon’s “TI- 
CON-DER-OGA” is a per- 
manent member of this 
group of money-makers in 
a stock of stationery. 











Consumer demand lifts it 





into the van of great pencils. 


JOSEPH DIXON CRUCIBLE COMPANY 


Pencil Department 


JERSEY CITY NEW JERSEY 
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Why UseaSmeary Stamp Pad? 


The new “SOLO” Pad is NOT a felt pad and because of its radi- ; 
cally different style of construction, it cannot possibly sweat and be- 
come smeary. 
The “SOLO” Pad has a firm striking surface, all surplus ink re- 
mains at the bottom of the pad and comes to the surface by capillary 
attraction (patented) like oil in a lamp wick; therefore you must 
always get perfect impressions. 


The “SOLO” Pad has been standardized by 


the largest consumers of stamp pads in the world. 


Guaranteed to outwear any other stamp pad, 


AND THEY COST NO MORE. 


No disgusting odors—no acids to ruin your 
rubber stamps—surface never sags— 


The “SOLO” Pad makes a rubber stamp print 
right—AL WAYS. 


Peerless Carbon & Ribbon Mig. Company, Inc. 


476 Broome St., New York, N. Y. 











THREE OF THE MANY REASONS 


Why you should use and recommend one of ESLEECK’S 
papers (Fidelity, Emco, Superior or Verilite) for COPIES | 
of LETTERS and RECORDS of all Kinds. 








1. They are manufactured in a mill important characteristics, viz: 
making nothing but the very best STRENGTH and PERMAN- 
Onion Skin and Manifold Papers as ENCY. 


it is absolutely necessary that a mill 

specialize in those grades in order to They cost no more per Ream than a 
make a UNIFORM sheet, especially much lower grade paper in a heavy 
with regard to the FINISH. weight and they are far more satis- 
factory for all purposes where a 


w 


2, They are made from the best grade 
new RAGS, resulting in two very COPY is required. 


ESLEECK MANUFACTURING CO. 
TURNERS FALLS, MASSACHUSETTS 
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FLEXIBLE LINK POST 
WITH.SECTION ADDED 
FOR INCREASING CAP- 
ACITY 


Will hold one sheet or any 
number that can be handled 
in one binder. 


New York 










FAULTLESS FLEXI-POST BINDERS 


SELL EASILY 


BECAUSE— 


CAPACITY IS UN- 
LIMITED—built up with 


ordinary post sections. 


TWO INCH EXPAN- 


> 2 2 = SION—always available, and 


instantly. 


DIRECT SCREW COM- 
PRESSION — holds sheets 


securely and in alignment. 


POSTS DO NOT STICK THROUGH TOP COVER—SAVE VAULT SPACE 
THERE IS A FLEXIPOST BINDER FOR EVERY PURPOSE 


STATIONERS LOOSE LEAF CO. 


Milwaukee Chicago 
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“Me B 99 To 1 us oy, B.” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 


M. B. has been the pioneer of sound business meth- 
ods in this country for many years past and it is 
now the most widely read business publication. 
Every progressive firm is a subscriber of “M. B.” 
This is the reason why it is the very best medium 
for advertising office furniture and appliances. 


Not only is M. B. the most largely read publication 
of its kind, but because of the strong affection and 
great confidence of its readers it is sure to bring you 
handsome and profitable returns. 


The advertising department of M. B. will write 
your ads for you or translate your copy into French 
jus‘ as you prefer. Ask for a sample copy of M. B. 
and advertising rates today to 


THE Wanacen 8’ MON BUREAU 5B2, rue des pen enen ein 7°, France 


PVN UUL HARUN 


Dn La Mn, 
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BEFORE YOU PLACE YOUR NEXT ORDER 
FOR RIBBONS AND CARBON PAPER 


LET PHILLIPS 
| SEND YOU SAMPLES 
AND PRICES 


25 Standardized Grades of 
Carbon Paper 


4 Grades of Typewriter Ribbons 


QUALITY---PRICE--PROMPT SHIPMENT 
PHILLIPS RIBBON & CARBON COMPANY, INC. 


q 61 Halstead Street, Rochester, N. Y. 


A Complete Line of Stock Items 
for Your Rubber Stamp Department 


Also Rubber Stamp Makers’ Supplies 
























































St ee ae 


op 





Sample Impression EXCELSIOR STAMP PADS 





’ The old, reliable, known and used 
MAR 23 23 every where. 
THE CROWN PASS BOOK DATER 
—one of the many asatyles of popular 
Crown Daters. A small legible stamp THE KOSSUTH SELF-INKER 


—made of heavy steel, roller bearing 


universally approved by bank tellers. 
Useful in keeping many other records movement, remarkably durable and effi- 
where only a small space is allowed cient. Will not corrode—easily oper- 


for date line. ated at all times. 


FOR FAST SERVICE—FOR BEST VALUES—FOR ALL YOUR STOCK NEEDS in rubber stamps, self- 
inkers, pocket stamps, embossing seals, lead seals, metal checks, steel letter and number punches, SUPERIOR 
solid rubber type, SUPERIOR Stamp Ink, Time Stamps, etc. SEND YOUR ORDER TO THE FACTORY 


DISTRIBUTERS. 
Write Distributer in your district for catalog and prices. 


East of Cleveland and New Orleans Cleseland, New Orleans and West 


R. A. Stewart & Co. The Superior T ype Company 


86 DUANE STREET NEW YORK, N. Y. 3940 RAVENSWOOD AVE. CHICAGO, ILL. 
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A Remarkable Offen) 
That Never BeforeH 


FFICE APPLIANCES, for two years, has watched the com- 
pilation of the American Digest of Business Machines. Having 
examined the finished work, it is our opinion that every pro- 

gressive man and concern associated with office equipment should 
own a copy for the profit-making knowledge it provides of all busi- 
ness machines, related devices and accessories. Machine men and 
commercial stationers handling any machines will find this book an 
authoritative source of valuable information. 


YOU WILL BE INTERESTED, therefore, in knowing we have 
contracted for a large quantity of these books, at a marked reduction 
in price, and are passing them out at cost to us, in combination with 
OFFICE APPLIANCES. This affords an opportunity to secure a 
copy of the Digest now and twenty-four issues of OFFICE 
APPLIANCES at a great saving. 





5 . 
Here’s Your Opportunity 
U.S. Can. For, 
OFFICE APPLIANCES for two years (24 issues)... $3 $4 $5 
American Digest of Business Machines 


This Special Combination Subscription Price . . . $6 $7 $8 


OFFICE APPLIANCES never before has been offered in any com- 
bination. It is in no way afhliated with the publishers of the Digest, 
although the book has been advertised extensively in the columns of 
the journal. The nature of the Digest and its unusual contribution 
to the office equipment industry is such, we feel warranted in arrang- 
A 250 page journal, withaspecial ing this plan, whereby our subscriber friends and others may cash-in 
section devoted tothe new machines at the earliest moment on the help which its wonderful fund of 


and devices each month. I: isthe knowledge provides for every day business. 


hey to the market place for any : 
one who buys, sells or uses ofice OFFICE APPLIANCES is too well known to readers of this page 


equipment. to need any elaborate description. Suffice it to say the journal is 

recognized as the foremost one serving the office equipment industry. 

It is in constant touch with all branches of the field, reflects the serious, constructive thought of the 
industry and brings you authentic information that is obtained at first hand. 


Present Readers May Take Advantage of This Offer 


This combination offer applies to both new and renewal orders. Subscriptions of present readers will be 
extended for two years, thus making a worth while saving to our old friends. So, regardless as to when your 
subscription expires, it will pay you to take advantage of this splendid opportunity. It is not possible to say 
now how long this will be open; consequently, to avoid disappointment, you should insure a copy at once. 


Use the Coupon on the Opposite Pageélor 


—————,, 
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eHas Been Made 


E DIGEST ANSWERS practically every question pertaining 


to almost every make and model of machine. 


It tells: What 


they are; What they co and how they do it; Their principles of 
operation; Their prices new; Their approximate values second-hand. 
The Digest is a complete collection of information for men who sell, buy 
or repair business machines or who deal in supplies, accessories, etc. 


Why You Should Have It 


The Digest has been prepared inde- 
pendently of all companies whose 
product it includes and at no cost to 
them. It is therefore impartial to all. 


It is an expert survey of each ma- 
chine, its functions, principles of 
operation, price and comparison with 
all similar machines or devices. All 
machines for the same purpose are 
grouped in adjacent pages for con- 
venient comparison or ready reference. 


It is a valuable aid to the salesman 
or dealer because it tells what they 
should know about competitive ma- 
chines to afford complete, authentic 
knowledge for buying, selling or 
trading. 


Dates of manufacture and used ma- 


chine valuations are shown, according 
to serial numbers of typewriters, 
adding machines, cash registers and 
such other machines as are bought 
and sold second-hand. 


The Digest gives expert knowledge 
for the purchaser. Familiarity with 
its pages will often suggest an easier, 
quicker and cheaper way to do, by 
machine, jobs that are now being 
done mentally or by hand, in the be- 
lief that no other way is possible. 


The size of the office or the number 
or variety of machines in use have no 
bearing on its serviceability or value. 
Its ownership and study by the indi- 
vidual is a real addition to his busi- 
ness education. 


The special price for this combination makes it necessary to reduce bookkeeping 


and handle this on a cash-with-order basis, but you take no risk. 


If after five 


days’ examination you are not entirely satisfied, return the book and we will 
cancel your subscription for the period of this order and refund your money. 


Is this fair? If you think so, then— 


Tear Out the Coupon and Return It Today 


THE OFFICE APPLIANCE CO. 
417 So. Dearborn St., Chicago, IIl. 


Gentlemen: Enclosed find $6 (Canada $7; Foreign $8 





A real volume of 56 sections; over 
500 illustrations; 640 pages; com- 
plete details of 371 machines. 


Handy size- 


4} x 63, well print- 


ed, bound in keratol, with flexible 


cover. 


Send me a copy of the American Digest of Business Machines, postpaid, and enter (or 


continue) my subscription for two years to OFFICE APPLIANCES. It is understood if I am not entirely satisfied | may return the book 
within five days, upon receipt of which, you will cancel my subszription for the period this covers and refund my money. 


Name.. 
Street Address 


City. . 


. Position 


State 


agelour Money Back If You Want It—Mail Now 
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DUAL ECONOMY AND EFFICIENCY 





POST UNDER ONE COVER 








THE “TCO” DUOPOST envetore 


IS THE LAST WORD IN DOUBLE COMPARTMENT ENVELOPES 
FEATURING 


SIMPLICITY—ECONOM Y—EFFICIENCY—DISTINCTION 


Made up and carried in stock in 60-lb. No. 1 Kraft Paper, equipped with 
either the Original TENSION Two-Button or the Improved Double 
Clasp Attachment in the following sizes :— 

54x84 6%x9% 7 xl0% 8x10 8%xl1% 9%x12% 11%xl4% 
6 x9 6%xl10 7%x10% &xll 9 x12 10 x13 12 xl5% 


Uniform size 4x7 first-class compartment with seal flap. This com- 
partment is a unit. There is no possibility of being mistaken for part 
of a lower class wrapper, and set aside without being opened. Pro- 
vided with window or plain surface for addressing, as desired. 


SPECIAL SIZES READILY MADE TO ORDER. 
WRITE FOR LIST PRICES AND DEALERS DISCOUNT 


The Tension Envelope Co., Inc. 
Bush Terminal—33 to 87 34th St., Brooklyn, New York 
Telephone Sunset 6000 
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NATIONAL 
BUSINESS SHOW 









































| THE DOORWAY TO BETTER 
BUSINESS METHODS 





Americas Efficiency Exposition 


Good business executives, department heads and employees visit the 
National Business Show: 

Some to find better ways of doing things in the office ; 

Some to get better acquainted with those who serve them well; 

Some to learn from the experience of others how to handle new routine; 

Some seeking new equipment for expediting old detail; 

Some to keep in touch with progress and the progressive. 


CHICAGO— Week of September 15th NEW YORK—Week of October 20th 
at the Coliseum at the 69th Regiment Armory 


ANNUAL BUSINESS SHOW COMPANY 


FRANK E. TUPPER, President 


50 Church Street New York 
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When Buyers Want Quality 
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They. Demand— 


Burroughs 


O the careful buyer of adding machines, 
the word ‘“‘Burroughs’’ means a quality 
product that will give years and years of un- 
interrupted service. This long life insures 
complete satisfaction at a much lower cost. 


These careful buyers know, too, that in a 
Burroughs Adding Machine they will find 
those features that have proved to be the 
most practical in every day usage since 
William Seward Burroughs invented the first 
adding machine forty years ago. 


For example, they find a standard full key- 
board; automatic printing of ciphers and 


Priced as low as 


$125 


punctuation; a flexible keyboard that per- 
mits quick correction in any column with- 
out rewriting the entire item; visible add- 
ing dials that permit reading of accumu- 
lating totals. 


Today, you can buy a Burroughs with all 
these features, and more, for only $125. If 
you desire, you can buy it on easy terms. 


Profit by the experience of the careful buyers 
of figuring equipment who are specifying 
‘*‘Burroughs’’ when quality, utility, long-life 
and uninterrupted service are primary con- 
siderations. 


Burroughs Adding Machine Company 


Main Offices: Detroit Windsor London, England Paris, France Other Leading Cities 
Nottingham, England 


Factories: Detroit Windsor 
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represents the latest achievement in type- 
writer construction, gives the greatest 
measure of satisfactory service, and a 
quality of work that is unsurpassed. 


Woodstock Typewriter Company 
Chicago, U.S. A. 











BRANCHES -—— 
Chicago Cleveland 
New York Cincinnati 
Boston Detroit 
Philadelphis San Francisco 


Pittsburgh 
DISTRIBUTORS EVERYWHERE 


Kanses City 


Indianapolis 
Davenport 


























— It Speeds the Worlds Business ~ 
Wherever words are typed ~there the 


UNDERWOOD 


is the Standard Typewriter 


.UNDERWOOD TYPEWRITER CO. INC., UNDERWOOD B'LD'G.N.Y. Branches in all Principal Cities 








